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THE UP-TO-DATE WAY 
TO MERCHANDISE ___ 


% 100 foot coils of 
1/4"=5/16"-3/8" 
ond 1/2" rope 


NEW SALES OPPORTUNITIES! 


the ‘cellar—onto the counter—for more sales size. Each box contains 15 pounds of rope . . . two coils 
bre profit. That's what Handy Coils will do for of 1/2-inch. .. four coils of 3/8 inch... five coils of 5/16 
business. Handy Coils sell from the counter— inch, or seven coils of 1/4 inch. Coils of each size are 
es—and capture business you haven't been connected, so that the entire package may be sold in 

ig before. Handy Coils reduce selling expense and one piece. 
turnover. They will make your cordage depart- You want the extra volume—extra profit—Handy 
more important—more profitable. Coils can bring to you. ‘our “American Brand” Rope dis- 
indy Coils are 100 foot (minimum) coils of “American tributor has complete information. Phone or write to them 
’ Pure Manila Rope packed in boxes of uniform now, or write to us for name of distributor nearest you. 


AMERICAN MANUFACTURING COMPANY, BROOKLYN 22, N. Y. 


ROPE + TWINE + OAKUM + PACKING 
BRANCH FACTORY: ST. LOUIS CORDAGE MILLS, ST. LOUIS 4, MO. 


4s ES OFFICES; BOSTON + CHICAGO + HOUSTON + NEW ORLEANS « PHILADELPHIA - SAN FRANCISCO 
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window, 

the 1011 
Note Handy : ; matic-typ 
SIDE GRIP i aie 
Now Also on 4-Qt. ‘ : j ‘ T -" di: 
actual pre 

forming 
yellow Ys 
One of 
Star’’ assc 


@ It’s the ideal, in-between-size MIRRO-MATIC that you’ve been asked 


for, time after time ... a natural companion to the MIRRO-MATIC “4” 
y 2 or “8”...broad enough to sear big pieces of meat...shallow enough tof 
= ° 4 $1595 turn them easily with a fork. Sell two or more MIRRO-MATIC’s, for) 


(West 16.95) greatest satisfaction to your customer... most profit to you. 







Ask your Jobber for MIRRO-MATIC A lock so 
pering wi 
ad in the 

This is 

$1795 ; relating | 
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ALUMINUM GOODS MANUFACTURING COMPANY ¢® MANITOWOC, WIS. 


FIFTH AVENUE BLDG., NEW YORK 10 MERCHANDISE MART. CHICAGO 54 
WORLD'S LARGEST MANUFACTURER OF ALUMINUM COOKING UTENSILS 
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YALE'S PARADE 


First in the series of regular bi-monthly 
retail promotions by THE YALE & TOWNE 
MANUFACTURING COMPANY is the 
“Screen Star Parade’, scheduled to 
break in April. 

“April is the month when the retail 
hardware stores make money on flies 
and mosquitoes”, points out Raymond 
K. Watkins, Trade Sales Manager. “It’s 
screen door time, and that’s time for 


>» 


promoting our ‘Screen Stars’. 


YALE distributors are now taking 
orders for the special “Screen Star” 
package, a screen door hardware set 
consisting of 24 1011 Push-Pul! Screen 


| “SCREEN STAR” PROGRAM OPENS 


OF PROMOTIONS 


Door Catches and six 506 Airliner 
Screen Door Closers. Each assortment 
is packaged with a new three-color dis- 
play piece and a postcard for ordering 
a free newspaper maton these products. 


Dealers are being urged to make use 
of this advertising material beginning 
the week of April 1st, during which 
the issue of the SATURDAY EVENING 
POST containing the YALE ad on the 
“Screen Stars” makes its appearance. 


Other “packaged promotions” are 
planned at 8-week intervals during the 
year. 








Colorful New Display Highlights 
“Screen Star” Promotion Program 


This attractive display, designed for counter or 
window, calls attention to YALE’S “Screen Stars’ — 
the 1011 Push-Pull Catch and the 506 Airliner pneu- 
matic-type Screen Door Closer. 


"SCREEN | 
Do i 


OR 
SETS 


The display is sturdily constructed to support the 
actual products. It is printed in red, blue and yellow, 
forming an effective background for the red and 
yellow YALE boxes. 

One of these displays is packed with every “Screen 
Star” assortment at no extra cost to the dealer. 








“Post” Advertising Features 
Oddity in History of Locks 


A lock so constructed that it fired a pistol at anyone tam- 
pering with it, is one of the subjects of the YALE & TOWNE 








» current “packaged promotion.” 


ad in the April 1st issue of the SATURDAY EVENING POST. 


This is the second in YALE’s series of “Ripley-type”’ ads 
relating little-known facts of lock history. 


The “trigger-fingered” lock (which could be disen- 
gaged by the owner who knew of a secret button to push) 
Shares billing in this ad with yALE’s “Screen Stars”, 
the two items of screen door hardware featured in the 





Appears in SATURDAY EVENING POST, APRIL Ist 


£€€318 
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Information about what 

YALE & TOWNE are doing 

to help YALE dealers 
make more money 


Yale “Screen Stars” 
Get Top Billing in April 


The two YALE products to be fea- 
tured in the April “packaged pro- 
motion” are the 1011 Push-Pull 
Screen Door Catch and the 506 
Airliner pneumatic-type Screen 
Door Closer. 


The 1011 is a heavy-duty catch 
with all parts cast from rustless 
metal and given a bright brass or 
chrome finish. It is easy to work, 
there being no knob to turn, yet 
the positive lock holds the door 
firmly. Installation is simple — 
just one hole to bore 


a, 








The 506 is a pneumatic-type 
closer which can be quickly in- 
stalled by anyone—on right or 
left hand doors, inside or out- 
side. It has an adjustable spring 
for regulating closing speed 
which is completely concealed 
against dirt and moisture. It has 
a modern appearance and attrac- 
tive finish. 





Another popular item of screen 
door hardware is the 570 Screen 
Door Closer, a light-model liq- 
uid-type closer. It provides quick, 
quiet, complete closing. It is easy 
to install and adjust; noreversing 
is required, and a full-size marker 
spots the screw holes. 








The NameV A LES 
Helps Make the Fale 
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Herdwere Age, published every other Thursday by Chilton Co. (Inc.) Chestnut and 56th Ste., Philadelphia 39, Pa. Hmtered as second class matter March 24, 1938, at the 


Post Office at Philadelphia under the Act of March 6, 1879 ( Printed im U. 8. A.) $1.00 per year. 


Single copies, 25¢ each. Vol. 165, No. 5 
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COMFORT MASTER 
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Automatic Control 
for Oil Burning 
Space Heaters 

















Now your salesmen can develop NEW SALES TO OLD A-P COMFORT MASTER Set includes: 
HEATER CUSTOMERS and extra sales to new heater eee ae Leger oes Santen 
buyers — with the A-P COMFORT MASTER. Hundreds a aes eee eee Sle pow 
of oil heater users in your town will welcome this AUTO- eget y saheerngggaatas a ee 
MATIC TEMPERATURE CONTROL — extra comfort 

and economy at the mere touch of a thermostatic dial. Al- 

ready proved in homes throughout the country. 


COMFORT MASTER is easy to install on any heater 
made since 1939, using A-P Model 240-D, U, or Y series 
manual controls. Just mount the “Auto-Heat Top” on 
the present manual control, and connect to Thermostat 
and Transformer. 


AUTOMATIC PRODUCS COMPANY 


2442 North Thirty-Second Street, Milwaukee 10, Wisconsin 


WRITE TODAY for the whole story on A-P 
COMFORT MASTER Automatic Controls for 
Oil Heaters — and complete Sales Helps. 


DEPENDABLE Coutzols 


FOR OIL...GAS...REFRIGERATION 
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Master PADLOCKS 
eve HARDWARE WEEK 


75¢ Retail 


$1.25 Retail capes we" Paso a 
Finest brass cylinder, pin- , Strong 11%” laminated steel padioc ” oF seturny, 
tumbler security. Heavy brass ; padlock. Solid brass cylinder | ress cylinder and locking lever. 
locking lever. Powerful 1%,” and locking lever. Pin-tumbler 


laminated steel case. security. Cadmium rustproofed. 


ov 
of dozen pace 


Compact 114” wrought steel 
padiock. Ribbed, reinforced 
case. Master-perfected lever 


a 
ila 
<a) 
e, ’ 
LS , 


gam oy 4 us ot 


59c Retail 
Husky 1%” laminated steel 
Modern 


padlock. 
warded lecking mechanism. 
Cadmium rustproofed. 


Master Jock Company, Milwaukee, Wis. « ‘7% 
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FOR MORE PROFITABLE SAW BUSINESS 
REMEMBER THIS... 


Cnty ATKINS 
pen Geel 


SAWS 


... the saws that your customers know 
mean topmost quality and value 


Atkins “Silver Steel” Saws have earned this reputation by lasting 
longer—cutting easier and cutting better — in the hands of millions of 
users. Crafted of the finest steel ever perfected for sawing purposes, 
Atkins “Silver Steel” Saws are the proud achievement of 93 years of 
progressive development and improvement by the House of Atkins. It’s 
no wonder that the popularity of these finer saws is increasing every 
day — as users pass the word along to their friends, “Best saw | ever 
owned!”... no wonder that so often one Atkins sale snowballs into 
many more. 

This is profitable business — the kind that means higher unit sales 
and steady volume—not only in saws, but every other hardware need. 
Make the most of it! — be sure you have enough of the Atkins “Silver 
Steel” Saws your customers want. Send your order to your Atkins 
Jobber now! 


ATKINS Hardware Week Special 


Fine quality Compass, Keyhole and Nests display package and window or counter 
of Saws — all “Silver Steel” with Tenite card. A real traffic builder, with full dealer 
Handles — specially priced for Hardware mark-up on selling price. Get the details 
Week only. Each Special complete with from your Atkins Jobber without fail! 

~S 


e 


E. C. ATKINS AND COMPANY G 
Home Office and Factory: 402 &. Ilinois Street, indianapolis 9, Indiana 7. 
Branch Factory: Portiand, Oregon : 
Branch Offices: Atlanta + Chicago +« New Orleans + New York 


THE DEALER'S PARTNER FOR 93 YEARS 


ATHIMS ALWATS ANEAD 


OF ALL FINE SAWS . .:.. THE FINEST ARE “SILVER STEER Bee 
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PROTO TOOLS 
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YYW A DIFFERENT NAME 
“FOR YOUR OLD FRIENDS! 
In PROTO tools--formerly Plomb tools-- 


your customers get just what the name means, 


PROfessional TOols. They have the designs, special 
steels, scientific heat treating and over-all quality 
that have made them professionals’ 
favorites for 42 years. Sell the ._ 
best! Stock PROTO today! | V/s 


Write for catalog to 


PLOMB TOOL COMPANY 


2227p Santa Fe Avenue * Los Angeles 54, Calif. 


PROTO-TOOLS 


REG US MADE 


PAT. OFF LOS ANGELES INU S.A 
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PRECISION MADE FOR DEPENDABLE SERVICE q 





Precision workmanship combined with practical design 
has won for Rockford Brass Valves the confidence of 
installation men wherever these valves have been used. yt 
You can bank on the high quality and dependability of 
these units to pay off in good performance every time. 
Use them on your next job! 


No. 819 

BRONZE GATE VALVE Capable 
of handling jobs, with absolute 
safety, up to 125 Ibs. working 
pressure. A sturdy, quality built 
valve with double disc, rising 
stem and oil proof packing. 
Thoroughly dependable on oil, 
water or steam lines. Sizes 


4” 


range from '4” to 2”. 





No. 814A 

ANTI-HUM VALVE Rockford oil 
burner line control valve throt- 
tles out objectionable burner 
noise with perfectly balanced 
control. Phosphor bronze ball 
and spring... special Rockford 
stuffing box with oil proof 
packing. Made in 3” female 
I.P.S. only. 





No. 814 

BRONZE SEMI-PLUG TYPE VALVE 
Specially designed for oil line 
service ...also used for water, 
air, gas, steam and general pur- t 
pose. Note cutaway view show- 

ing special improved Rockford . 
design of stem and seat. Sizes } 
range from 14” to 2”. f 





Write for Catalog. 
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ROCKFORD BRASS WORKS, ROCKFORD, ILLINOIS, U.S.A. 
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THE FERGUSON ~ 
FARM EQUIPMENT LINE 


WW WA'7777-7 Fae 





FOR YOU 


Are you merchandising to farmers ? 

: Then you're missing a big, profitable sales oppor- 
aR rare Pa Kage tunity if you’re not set up to supply the farm machinery 
ake needs of these same prospects and customers of yours. 





@a good tractor line—with implements, of course— 
places you in a strategic position to take full advantage 
of your well-earned selling and merchandising 
knowledge. 


@ The Ferguson line certainly is a quality line with a 
suposed reputation. It has exclusive features that no 
other tractor can claim . . . advantages that can be 
convincingly demonstrated. 


@ A big “plus” of the Ferguson business is that you really 
make customers. When a farmer buys a Ferguson 
Tractor, he continues to be a customer, not only for 
parts and service, but also, for many of the over forty 
specially designed Ferguson Implements that attach 
to its special linkage. 

@ Ferguson is a name you'll be proud to add to your own. 
Since 1939—ten years now—an aggressive program of 
advertising, merchandising and engineering has cre- 
ated an enviable reputation and acceptance. 

@ In many excellent territories, the Ferguson franchise is 
now available as a result of a selective expansion pro- 
gram made possible by the increased production facili- 
ties of the new modern plant at Ferguson Park, Detroit. 

@ What is required? A moderate ‘investment, a willing- 
ness to fight challenging competition and a recognition 
that this is an opportunity that justifies individual, full- 
time status. Want to know more about our franchise? 
Then write us and we'll see that our nearest distributor 
contacts you. 


HARRY FERGUSON, INC. 
These ...and many more... make Office: 3639 E. Milwaukee Ave., Detroit 11, Michigan 
FERGUSON the Line with the Future ! Plant: 12601 Southfield Road, Detroit 26, Michigan 








o> Write for the full details and name of your nearest Ferguson Distributor 


FERGUSON TRACTOR 


Vie oe AND FERGUSON SYSTEM 
IMPLEMENTS 


Copyright 1949 by Harry Ferguson, Inc 
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Com ao ye @ Compare the built-in quality 


features of this new Russwin Key in the Knob Lock. 
Compare its price. Offer it to your builder customers 


and you'll find there’s no comparison in the way it sells. 


AINE MOREE est 


POSITIVE LOCKING LEVER 


BRASS FACE PLATE 





BRASS AUXILIARY 
LATCH, /2’' THROW 






5 PIN BALL-BEARING f 
CYLINDER 
' 
h 
b- 
RACK AND PINION 
CONSTRUCTION 
/ ALL STEEL CASE 
s0UlD CAST AND WORKING PARTS 
BRASS KNOS 
BRASS KNOBS 
AND ROSES 
NEW RUSSWIN KEY IN THE KNOB LOCK 
For Residential and Apartment House Construction 
1. Needs only ONE mortise, for quick 6. No key operation required to lock door 
installation. ’ when leaving—simply operate locking 
2. Has special auxiliary latch to dead lock lever. E 
latch bolt—prevent manipulation when ; , ? , 
dune te eam = 7 Isn’t this what you’ve been looking for ...a § 
} 


RUSSWIN quality lock in the Key In The 


- Reversible for any hand of door. 
Knob Style! Write for descriptive folder now! 


a | 


- Removable cylinder for keying. 


5. Russwin Ball-Bearing Cylinder assures long Russell & Erwin Division, The American 


life and ease of operation. Hardware Corp., New Britain, Conn. i 


Nu ill 
) willie 


/ & 
SINCE 1839 UsswiN DISTINCTIVE HARDWARE — 


ia #4 





f. : , a e : 9 5f 
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advertising program. 


Life 

American Weekly 

Good Housekeeping’ 
Better Homes & Gardens* 
American Home 















fied Nairn Linoleum. 






will be featured on ‘ 
big brilliant, 
































New York Buffalo 
Boston Cleveland 
Sch tady Cinci +i 
Utica Dayton 
Philade!phia Columbus 
Wilmington Detroit 
Baltimore Chicago 
Washington Milwaukee 
Richmond . Lovis 


Lancaster 






yk door | 
locking | 


NIENIO 


Note this blue-ribbon list of national pub- 
lications —all bearing full-color, full pages 
in Congoleum-Nairn’s greatly expanded 


Grand Rapids 


Country Gentleman 
House and Garden’ 
House Beautiful* 
Farm Journal 
Progressive Farmer 


“Both April and May issues will feature Doubly Certi- 


TOPPED OFF WITH TELEVISION! 


This great Nairn Linoleum Sales Event 
‘Garroway at Large,’ 

high-rated Sunday evening 
variety show sponsored by Congoleum- 
Nairn over 28 NBC-TV network stations. 


New Haven 
Atlanta 
Fort Worth- 
Dallas 
Minneapolis- 
St. Pay’ 
Charlotte 
New Orleans 
Syracuse 
Pittsburgh 








ee 

In The 
der now! 
\merican | 
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CONGOLEUM-NAIRN INC., 

























KEARNY, N. J. 


Nc 
© 1980 CONGOLEUM-NAIRN ' 








“Better display boosts PYREX sales 35%" | 


“7 


says Tuckahoe hardware dealer 


Ware sales streak ahead. 





This is Mr. J. E. Brundage. He's 
treasurer of Cornell Brothers, “The 
Hardware Department Store” of 
Tuckahoe, N. Y. 


Here’s the kind of display Cor- 
nell Brothers use. Notice the use of 
display cards and posters. Note the 
full line of Pyrex Ware items. 


“4% 
* 


12 


every day in stores across the country. 
Read how you, too, can make your Pyrex 





This letter from Mr. J. E. Brundage, of i 
Cornell Brothers, Tuckahoe, New York, 
tells a success story that’s happening ‘ 


Sales up 35%! And reports _ 
on file at Corning show that 
Pyrex Ware displays account for 
sales gains up to 300% fe 
in stores throughout the cael 





Mother’s Day gifts . . . 
presents for Brides . . . it pays 
to feature Pyrex Ware for 
every gift occasion! 





lI 


| 


aA 
PYREY ‘ucileiwnd: SIT 
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TUCKAHOE 3-3787 
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109 LAKE AVENUE, TUCKAHOE 7, 
82 YONKERS AVE., TUCKAHOE 7 


THE HARDWARE DEPARTMENT STORE 
Serving Our ¢ ommunity Since 1850 


N. Y. 
N. Y. 


BRONXVILLE 2-3788 


Corning Glass Co, 
Corning, N. Y, 


Gentlemen: Attention Mr. Hardenbergh 


We have always done a 
of the fact t! 
given the pro; 
learned it de 


600d job with Pyrex in Spite 
iat it was not, I am Sorry to Say, 
ninence ; 


and display that we have now 
Served, 


The increase of Gisplay to include the ful) line, 
the use of Posters and display material, frequent 
window displays and prominent spot displays inside 
the store ave resulted in an increase of, 





Pyrex is no 
all-year ite 
merchandised 


longer just a 


as 


moderately 


fast moving 
We have found 


it can be 
) With peak 
wough the use 
woughout the 











isplay material)th 
Store; 


Very truly yours 


ROTHERS 
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USEWARE + PAINTS * 











* GARDEN TOOLS + 
* WASHING MACHINE: 
* ELECTRICAL & PLu 


! t 
Full-line display pays om vo : 
your Pyrex Ware order in... pla A 
your Pyrex Ware display TODAY! 


Corning, N. Y. 


LAWN SEEDS + LAWN MOWERS + 
TOYS * sHop SERVIC: 


S * ELECTRIC RANGES 
MBING SUPPLIES » Mq 





———... 


———S 

FERTILIZERS + GARDEN SEEDS »+ 
* TOOLS + GAS RANGES + RADIO SALES & SERVICE + TRONERS 
* REFRIGERATORS * VENETIAN BLINDS * WINDOW SHADES 
ERN KITCHENS + VICTROLAS 6 RECORDS + SPORTING GOops 



















* . 


* 








, 
\ pa <a - / 
. Ww / 
\ - y 
-Tough"’ are 
“ "and ‘Double " Yorks, 
“Corning ,"’ pre 8. of Corning Glass Wor 
in x 
trade-marks 
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F E Removable, lint free & 
¥ 

a ——_—————_ lambs wool cover : 
Precision trimmed, ; 


splashproof ends 







a Free turning bronze bearings 
for smoother action 






\,————_ Specially developed 
\ cover core 
>» \ for longer life 


———— Designed for perfect balance 







lc 













Stainless, chrome plated 
steel rod 
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EASY 


TO CLEAN 


~ with Special Tool 
. 4 FREE with Every 
KING Roller 


Here is the easier, better way to paint! Here is a greatly improved 
paint roller that will satisfy your most exacting demands. Check the 
KING features and you'll know why KING is America’s finest paint 
roller... preferred by better craftsmen...amateurs and profes- 



















sionals alike! Equally effective for applying any type of finish kalso- 


mine, water paints, oi! paints, primer sealers, enamels, etc. Produces 
COMFORT GRIP 


HANDLE 


a smooth, uniform finish on all surfaces. Three times faster... 





much easier... much better than brushing. 


Crown pag ies > ok Value 
$989 





RETAIL ' 
“As one of the originators and 5 
manufacturers of the modern rol- F 
ler painter for 9 years, | assure you 
the KING is the finest on the 
COMPLETE ou TFIT No. 279. ee CONSISTS OF market, You and your customers 
1. PROFESSIONAL QUALITY NO. 27 KING 7” ROLLER PAINTER are protected against any loss 
(as described above) whatsoever BECAUSE of our most # 
2. SHEEPSWOOL COVER WITH PLASTIC COATED CORE liberal guarantec. Satisfaction... § 
3. ALUMINUM PAINT TRAY, WITH SRACKETS or YOUR oniaae BACh. No ques- ; 





*Siluenr Special’ Combination Value Stony a ee 


$79 Complete outfit No. 178 consists of KING “Special” 7” Paint KING PAINT ROLLER, INC 






“oe U7 


. *Guoranive 


Roller, Kingswool Cover, Cleaning tool, and Dugl Duty 
Good Housek 


fibre-board painting carton, used both as storage box and 
RETAIL palat-pan. An ideal, low cost outfit for average home use. 


4 you cant do Ut witha KING Roller IT CAN’T BE DONE! 
manuractureo oy KING PAINT ROLLER, Inc. 12281 Turner st. petro 4, MICH. f 
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A NEW IMPROVED FORMULATION THAT GIVES.. 


re WWEQUULED & 





ROOFS 
SS SE connsnc 
__, R00 







RESIDENTIAL 






1 OF patty, 


mse" 

& 0, 
* Guaranteed by ~ 
Good Housekeeping 
° 0, -. 





"45 anvransto A 


Shettield 


ONE OF THE WORLD'S LARGEST a 


MANUFACTURERS OF ALUMINUM PAINTS 
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ALUMI-ROOF 


CHECK THESE Yeatares.. 


e ALUMI-ROOF gives complete pro- 
tection because of superior reflection 


e ALUMI-ROOF reflects the summer 
sun and protects against the winter 
snow 


e ALUMI-ROOF is easy to buy—and 
inexpensive to apply, one coat covers 


e ALUMI-ROOF gives years of pro- 
tection with a single application 


e ALUMI-ROOF may be applied by 
brush or spray—it goes a long way 


e ALUMI-ROOF has a GILSONITE 
asphalt base that assures a lasting 
finish. 

Same HIGH Quality — 8B 


NEW 







write today to... 


CLEVELAND 19, 





La 






Here it is—the greatest value in roof paint . . because it 
is the ONE roof paint that has everything! Carefully 
compounded of finest aluminum, with an oil modified 
GILSONITE asphalt base! This triumphant formulation 
answers every roof problem... reduces roof checking... 
blistering... carbonization...and oxidation, the four 
major factors that cause roof failure! In addition, ALUMI- 
ROOF adds to the appearance of any building, and 
because it is a solid covering of metal, it reflects 80% of 
the sun’s rays, keeping heat out in the summer, and hold- 
ing it in in the winter! 

Price : tf 4 


AINT THAT DOES THE ENTIRE JOB 


Now... the new and improved SUPER-KROME, even better than ever 
before! Featuring an ADDED OIL LENGTH... the NEW SUPER-KROME 
needs no oil added... even for priming! More than ever before... it 
is the one aluminum paint that does the entire job... covering wood... 
brick or metal surfaces with one coat! Interior or exterior... the NEW 
Super-Krome leaves a brilliant aluminum finish that lasts and lasts. 
Flows on satin smooth...NEW Super-Krome is ready mixed... and 
fills the bill every time. A great value... the fastest selling aluminum 
paint in hardware and paint stores everywhere. 

For further details... descriptive folders and advertising sales helps... 





PAINT CORPORATION 


OHIO 
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Pitisburghs unique merchandising system - 


KEEPS YOUR INVESTME! 







PITTSBURGH'S 
“LIGHTNING 
LINE" 
of maintenance brushes— 
sweeps, dusters and scrubs 
— jis profitable too .. . 
with the same money-sav- 
ing warehousing plan. 




















Insreap of spending heavily for inventory, you 
carry minimum supplies. Then depend on our near- 
by warehouse for swift delivery of reorders when 
needed. Dealers agree this modern merchandis- 
ing system is swift, dependable, economical. 


FAST TURNOVER—HIGH PROFITS 


There’s nothing like a quality brush for quality 
work—and nothing like Gold Stripe for a quality 
brush. Master painters, handy men, homeowners 
know Gold Stripe does the job right. . . is cheaper 
in the long run. 





Repeat sales will be proof that Go/d Stripe means 
satisfied customers who get smoother, neater paint 
jobs in less time with less effort. From bristle to 
handle, they’re designed as a unit under job-tested 
conditions by master craftsmen . . . and exclusive 
LIFE SAVER jacket keeps them lively, straight 
and clean longer. 


Where cost is a factor, Pittsburgh brushes are also avail- 
able in the exclusive Bristle-Neoceta family and the 100% 
Neoceta family saving you from one-third to one-half the 
price of pure bristle brushes. 

Call the Pittsburgh Branch near you or write: Pitts- 


BURGH PLATE GLass Co., Brush Div., Dept. D-2, 
3221 Frederick Ave., Baltimore 29, Maryland. 


eal Cpold Stripe srusn 





BRUSHES * PAINT © GLASS ® CHEMICALS ® PLASTICS 


PITTSBURGH PLATE GLASS COMPANY 
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WATERPLUG 


For any type water prob- 
lem below ground; seal- 
ing holes in wood, steel 
and cast iron. 


















THOROSEAL 


For sealing and filling 
cracks, voids and other 
defects in masonry sur- 
faces. 


















QUICKSEAL 


For beautiful finish 
coats. In 16 beautiful 
For Masonry, shades. Send for Color 

hinged Chart No. 32-A. 
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The THORO System products 
are reasonable in cost, do a sub- 
stantial job and the dealer is not 
worried with complaints. They 
make for him many new friends 
and customers. 
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Over 65,000 contractors use 
these products as standard ma- 
terials for sealing and protection 
of masonry. We invite you to 
join our vast family of dealers 
who serve these contractors and 
many thousands of home- 
owners. 





[ Get our new 20-page 
| brocure, with designer's 
1 guide. Pictorially de- 
| scribed, in detail ‘‘How to 


do it’’. 
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Standard Dry Wall Products 


BOX X.NEW EAGLE .PENNA. 
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announces the largest, most powerful 
sales-building campaign ever put behind 
g arden hose—starts this spring to your customers 


“<I. SeePTEES 


re 


a ied 


IG full-color ads in Life, Saturday Evening Post, Better 


— 


Homes and Gardens — 35,000,000 hard-hitting sales im- en 


pressions, tens of thousands of them right in your neighborhood! the wine 
To make it easy for you to make this advertising advertise you, many otl 


B. F. Goodrich supplies a complete merchandising tie-in plan, ; 
Koroseal 


And only B. F. Goodrich offers you this complete hose line: : 
, , s the sun, 
‘ c ° . . ; r Ss \ 
Koroseal—the fastest-selling hose in America. ee ees 
; : . : powertu 
Thousands of people know about Koroseal. If, however, they 
want a rubber hose, they prefer one made by the same manufac- It’s colo 
turer. They'll like B. F. Goodrich Garden Club. It's lighter than § §6©sided sh 





most rubber hose, yet strong and long-lived. Attractive sage 


green. Full-flow coupling. Coupli 






= , any 
For heavy duty, there’s BFG Maxecon—for golf clubs, parks, ’ 
estates. c¢ 

For your price market, offer Signal—a hose that’s still 


well made, excellent value. 


And there’s the hose that has zoomed to 
national prominence and leadership— 
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@LEADS THE FIELD 





@ BUILDS STORE TRAFFIC 
@ WINS LASTING CUSTOMERS 


7 OROSEAL is the most popular, fastest-selling hose ever 
made. Dealers everywhere say a Koroseal hose display in 
the window brings in scores of people who buy the hose and 


many other profitable items. Koroseal builds business. 


Koroseal is Ys to V2 lighter than other hose, it can be left out in 
the sun, it doesn’t need to be drained, it isn’t cut even if a car 
runs over it. So, you see, Koroseal makes gardening easier—a 


powerful sales argument to men and women. 


It’s colorful—hbright red or brilliant green, in new multiple- 


sided shape, with polished chrome-finish couplings. 


Couplings are reattachable so if hose is accidentally damaged, 





anyone can cut out the damaged section, and reattach the 


coupling. 









Koroseal is packaged for your convenience and that 
of your customers—all ready to carry out, no wrap- 


ping, no delay. 
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Koroseal—Trade Mark, Reg, U.S. Vat. OF. B.E Goodrich 


Fair trade price is $9.35 
for 50 feet, $13.20 for 75 feet 


Here's the hose line for faster sales, 
bigger profits! 
Tell your 8. F. Goodrich distributor 
you, too, want these 
extra hose profits 


Or write The B. F. Goodrich Company, Industrial 


and General Products Division, Akron, Ohio. 


Goan 
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96) MOTORS 


This portable, ready-to- 
use Handy Floodlight 
gives the farmer extra 
time to get his work 
done. Can be used in 
the barn, or shop or out 
of doors. Throws a wide 
beam. Has snap on glass 
cover, 6-ft. cord and 
plug. Sealed-beam lamp 
holder also available. 


The best hired hand in the 
world! Farmers find dozens 
of uses for G-E Motors 
around the farm —driving 
shop tools, water pumps, 
fans and air compressors, 
powering grain elevators. 
Variety of horsepower rat- 
ings. Some single and some 
double shaft. 


ZB TIME SWITCHES 


Here's more help for the 
farmer. G-E time switches take 
over the job of turning lights, 
fans, and pumps on and off 
automatically. Savings in 
time and electricity quickly 
pay for the installation. Easy 
to install; needs no care. One 
setting is all that’s needed. 
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HEATING CABLE 


A “hot” item for practically 
every farmer, commercial 
grower and hobby gardener 
in your area. Comes in con- 
venient 60-foot lengths, color- 
fully packaged in a “‘self- 
display” box. Plugs into any 
110-volt a-c outlet. Also avail- 
able in bulk and for 220 volts. 
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AN EASY WAY TO BOOST PROFITS! 


AL 
HcTRl ens A G-E Electrical “Chore-Helper” Promotion is a “natural” for 
ore H boosting your sales—and profits. It’s simple! Here’s all you do: 


EQUIPMENT PLAN YOUR DISPLAY! Start with G-E motors, soldering 
nee mae ed irons, poultry house timers, etc. Add other fast-selling electrical 
‘chore helpers”— portable electric tools, high-speed feed grinders, 
electric milkers. Make it a window display, a table or counter dis- 
play—but make it big and prominent! 

“NOISE” IT ABOUT! Use local newspaper advertising to urge 
your Customers to come in and see your “Chore-Helper” display. 
Spot radio announcements are good, too! 
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G. E. supplies all the promotional tools you need—a general “Chore- 
Helper” window streamer, ad mat, and radio commercial; plus 

















rORS [er ie ees a 
wares colorful G-E point of sale product displays, counter leaflets, sug- 
eon gested display arrangements, and a dealer catalog. Get this pow- 
mi erful “Chore-Helper” Promotion Kit zow from your G-E distribu- 
vag tor salesman. Or write Section 674-20, Apparatus Department, 








General Electric Company, Schenectady 5, N. Y. 






46) CALF DEHORNER 


Something new! A G-E Calf Dehorner removes horns by de 
stroying horn-producing cells with minimum of pain to culf. 
No danger of infection—takes only two and a half minutes. De- 
horning tip replaces regular G-E soldering iron tip—making a 
duo-purpose iron. Both tips included. 
















& BATTERY CHARGER 























BLE Restores a battery in as little as 12 

hours without removing it from car, 
ically truck, or tractor. Charging rate auto- 
rcial matically reduces as battery becomes 
lener charged. Portable, lightweight. Place it 
con- on car, garage floor, or mount on wall. For bigger profits—become known as ‘the’ G-E Shop-Farm-Home 
-olor- “One-day” and “overnight” models dealer in your area by using eyecatching identification. Get this road 
‘self- for 110-volt, a-c use. sign, also decals. counter and window signs from your distributor 
any 
yvail- 7 | ms a 
volts. ‘ ie nen 


suUMeRO SCICAS 


GENERAL ELECTRIC 


EQUIPMENT 
shop . farm .h 
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The forming of the strands 

— like every step in the pro- 
duction of Columbian Rope- 
is watched constantly by keen 
eyes trained in keeping Colum- 
bian quality uniformly high. 

Equally painstaking quality 
control in all departments of the 
modern Columbian plant assures 
you that Columbian Rope will 
consistently feature STRENGTH, ca- 
pable of withstanding the pull and 
tension of staggering poundage — 
FLEXIBILITY that makes Columbian 
easier to handle even when wet — 
WATERPROOFED AGAINST ROT — 
LONGER LIFE. 


You can depend on these features when 
you specify Columbian. Every foot is 
guaranteed for quality, strength, durability, 
service, 


COLUMBIAN ROPE COMPANY 
400-70 Genesee St., Auburn, New York 
“The Cordage City” 


There is no finer rope! 


TAPE 
MARKED 


PURE MANILA ROPE 
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SURE SIGN OF GREATER MOWER BUSINESS FOR YOU! 


SAVAGE 















Finger-Tip 

Clutch and 
Speed 

Controls 


Non-Fixed 
 Free-Floating 
Handle 








Large “Sta-Temp” 
EF 6AVAQRE SoU ae Brrr ry 

Non-Slip ‘ Tempered 
Tires Blades 


SAVAGE STANDS OUT BY COMPARISON 
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| Details of this 
er and Take Advantage of it 


the extra profits you get from selling Eagle Farm 
and Truck Tarps to your customers. Best of all, our 
big national advertising campaign in farm papers 
will bring these customers right to your store. 


You don’t have to carry a big inventory of 
Wenzel’s famous Eagle Brand Tarps to be eligible 
for this offer, either. Just ask your jobber’s salesman 
to furnish you with five Eagle Tarps in sizes you 
select. That qualifies you to obtain your awning at 
half price. Then, when you see how fast these Eagle 
Tarps sell, you can order additional quantities to 
supply the demand. 

But remember, this offer will be good for a limited 
time only. Frankly, our reason for making this offer 
is to secure new dealers and help our present dealers 
make their stores more attractive and better known 
as “Eagle Tarp Headquarters”—+so that more con- 
sumers who have seen Eagle advertising will know 
where to buy. When this objective has been attained 
we will withdraw this half-price awning offer, so use 
the coupon on the opposite page to be sure of getting 
your application in on time, 


*¥4 Price Awning only available to dealers who 
buy 5 or more Eagle Farm Tarps. All others must 
pay full price. 
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TROL TIRES 


IN YOUR TOWN 


You will be surprised at the number of farmers and 
truckers who will consult you for advice on their tarpaulin 
needs when it becomes known that you are “Tarp Head- 
quarters” in your town—and the Eagle insignia on your 
new awning will draw them to your store. All this means 
more sales and more profits for you. 


Wenzer “Eagle Brand” Tarps have been known and 
preferred by farmers for many years for their ability to 
stand up on the job. They carry an unconditional guarantee 
from the manufacturer that completely relieves the dealer 


of all responsibility. Eagle tarps must make good on the 
= FARM TARPS 


AND 


TRUCK TARPS 























of 
a < obber® yod!- 
we own" \ epee’ 
orit© 


sol 
i H. Wenzel Tent & Duck Co. 
I 1035 Paul St., St. Louis 4, Mo. 
} Please send price list on your Half-Price awn- 
; E ings so I can check your proposition. 


ee —s 


CITY AND STATE 
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ST. LOUIS 4, MISSOURI ine hisiasciccenenns — 
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Do People Know You Sell Pumps? 


Pumps—more than any other single 
line—can lead to profitable related 


sales. There are dozens of items 


from bathtubs to stanchion cups, 
from piping to garden hose—that 


can be sold only when the prospect 
has running water! That's why alert 
dealers everywhere are featuring 
domestic water systems as the basis 
for a profitable, satisfying volume. 


But how many “pump stores” are 
there in your town—stores that are 
known primarily for their sales and 
service of domestic water systems? 
Not many, we'll bet 
paratively few dealers have recog- 
nized the importance of identifying 
their stores as “pump headquarters” 
for the area. Here at Goulds, for ex- 
ample, we get hundreds of letters 
from pump prospects, asking “Where 
can [ find Goulds pumps?” 


because com- 


and a 
great number of them come from 


towns where dealers are located. 


That’s why wide-awake retailers 
are beginning to capitalize on a 
establish 
their stores as “the pump stores” in 


glorious opportunity — to 


the minds of local prospects. They 
recognize it as an opportunity to 
multiply pump and to 
profit from hundreds of related sales. 


volume 


Identification is Easy 
...and Cheap 


Pump manufacturers have made 
identification easy for retailers. 
Goulds, for instance, offer decals for 
trucks and windows. sales and serv- 
ice signs, other signs for outside and 
inside use, wall banners, posters, 
etc., to dealers, without charge. And 
we spend plenty of time and money 
in designing and preparing this ma- 
terial for attractive, eye-catching 
display value realize 
how important it is. We know that 


because we 
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by George W. Cramer, Advertising Manager 


Goulds Pumps Inc., Seneca Falls, N.Y. 


it will pay for itself many times over, 
when properly used, in increased 
pump volume. 


Electric Signs 
a Good Investment 


Especially effective are the elec- 
tric signs which we offer Goulds 
dealers, at cost. They're real 24- 
hour 
minders to folks in town after you've 


salesmen ...serving as re- 


closed up. Installed in your window, 
or slightly back from it, these signs 


partially light your store-front at 
night. 


There are many other 
identify your store as “the place to 
go for pumps and other running 


water equipment” 


ways to 


local newspaper 
and radio advertising, etc.—and the 
pump manufacturer offers help for 
each of them. Our Advertising and 
Sales Promotion Departments will 
be glad to answer your questions on 
how Goulds helps you make your 
store a “Pump Store’’—and how it 
pays off, in profits! 








[PO SO 


Good Business 
with 





GOULDS PUMPS INC. °* 





It marks the store that’s 


pump know-how 


Goulds 


Uitho wed 


SALES & SERVICE 


SURE SIGN 


“Water Systems Head- 


quarters” for the area... points out a retailer 


who’s making the most out of fine pumps and 


and enjoying the lion’s share 


of profits from pumps and dozens of related items. 


Is this sign displayed prominently on your store? 


Seneca Falls, N.Y. 


WATER SYSTEMS 


To2"° YEAR 


FOR EVERY FARM AND HOME NEED 





(Advertisement) 


HARDWARE AGE, MARCH 9, 1950 





—————— 


—— 





ie oe 


a at bh Sas 








Pw 
7\ 





HARDW 





is? 


inager 


» N.Y. 


ront at 


yays to 
ylace to 
‘unning 
ySpaper 
and the 
elp for 
ng and 
its will 
ions on 
e your 
how it 


Head- 
‘tailer 
s and 
share 


items. 


store? 


N.Y. 


1950 

















“is a; \ | 

CaSiey 0 SOll- the only complete 
line of light weight, strong, fast working 
tools made specially for home gardeners. 


Appeals equally to men and women and 
encourages customers to buy several new 
tools at one time. 


otain to repeat - every item 
matches perfectly with the others; all are 
finished alike with distinctive blue handles 
and gold trim. Draws customers back to 
the independent hardware dealer for tools 
that match the others in their kit. 





the only line that pays 


you a 2-WAY PROFIT 


(77 Trr 


VOR PpP 





ayy {0 Stock - just 18 fast selling 
items. Nationally advertised in Better 
Homes & Gardens, American Home, House 
Beautiful, Sunset, Flower Grower. Sold 
only through UNION jobbers, under this 


one brand. 








Next time you order lawn and _ tools, 
be sure to see your UNION jobber’s sales- 


man—and say “SPEEDLINE”. 


The Union Fork & Hoe Co. 


COLUMBUS 8, OHIO 


Makers of UNION FLEX-BEAM Forks, UNION RAZOR-BACK 
Shovels and UNION Right Repair Handles — 
all under the UNION name brand. 

















ee 
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Here’s why more dealers 
sell American Fence~ 





‘O 

American Fence is a top-quality 
product. No other fence surpasses it in 
long life and all-around good service. 


Uss 2 American Fence is backed up with 

: consistent strong advertising in the leading 

AMERICAN farm magazines such as Country Gentle- 

man, Successful Farming, Cappers Farmer, 

Hoard’s Dairyman, Farm Quarterly and 
many state farm papers. 


Dealers are supplied with hard-sell- 
ing direct mail pieces, booklets and folders 
which help make the selling job easier. 








Display material, signs and other b 7 
dealer helps are made available to help read 
bring customers into the store. omg 

S 
5) bins. 

American Fence is better known to “ 
farmers——and there’s more in use than any : long. 
other brand—it must be good! clusi 

‘ tack 
; plify 
Call the American Fence representative in your — 
area or write to American Steel & Wire Com- F me. 


pany at the address below if you are interested in 


2 : Stooc 
selling American Fence and other wire products. 


AMERICAN STEEL & WIRE COMPANY, GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA STEEL COMPANY, SAN FRANCISCO 
TENNESSEE COAL, IRON & RAILROAD COMPANY, BIRMINGHAM 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


AMERICAN FENCE 
Eo 
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Dozens of uses «how manu, CAN, Yous 


EXCLUSIVE } 
WELDED 
SELVAGE 


@ Be sure that your clerks are well acquainted with the dozens 
of uses of Cyclone “Red Tag” Hardware Cloth so they'll be 
ready with a suggestion when a customer comes in with a prob- 
lem. Here are a few of the jobs on which this Cyclone product 
fills the bill; sifters, gutter guards, tree guards, partitions, apple 
bins, cages, window guards, poultry feeders, stucco base, rat- 
proofing, skylights, screen doors and machinery protection. 

For these jobs and many more, you always can recommend 
long-lasting, easy-to-use Cyclone Hardware Cloth. The ex- 
clusive Welded Selvage makes a flat, even edge that’s easy to 
tack or weld. Straight, parallel wires give good looks and sim- 
plify cutting. And the bright, heavy galvanizing is applied after 
weaving for long life. 

There’s another strong selling point, too — the familiar 
Cyclone “Red Tag.” Your customers will recognize it . . . it has 
stood for quality in hardware products for more than 50 years. 


CYCLONE FENCE DIVISION 


(American Steel & Wire Company) 
WAUKEGAN, ILLINOIS - BRANCHES IN PRINCIPAL CITIES 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 






HARDWARE CLOTH - 
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HARDWARE 
CLOTH 







COMPLIES witH 
ALL REQUIREMENTS 
mercial Standard 5132-46 

NATIONAL 


STA 
BUREAU OF 
y.s. DEPT. oF COMME 







Com 





A display in ‘itself 


A roll of Cyclone Hardware Cloth makes an attrac- 
tive sturdy display in itself. Straps of metal, around 
the roll and through the core, hold the roll firmly 
and prevent telescoping. 

While Cyclone Hardware Cloth sells the year 
*round, the peak demand is RIGHT NOW. Check 
your stock to be sure you have an ample supply of 
Cyclone Hardware Cloth in all mesh sizes and 
widths. If your supply is low, order from your job- 
ber today. 


CYCLONE ed Jag’ HARDWARE PRODUCTS 


INSECT WIRE SCREENING - LAWN FENCE - GATES - CATCH-ALL BASKETS - FLEXIBLE STEEL MATS 
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Thin tee 


The rush is on! From the word GO this year will 
be an all-time record breaker. 

1,000,000 homeowners-to-be are on 

tenterhooks; waiting to move into their brand 
new dream houses, to start fixing 

up, to start buying the equipment they 

need . . . from you. Fairchild electric hand 

tools . . . designed just for 

the homeowner . . . are going to figure BIG. 
BIG gross sales to a BIGGER group 

of customers for the BIGGEST profits in hardware 
history. 

Fairchild tools are priced from $15.95 

for the individual 14’ electric drill to 
$24.95 for the famous 20-piece 

all purpose Fairchild Householder’s 


Kit. Write for information. 





1,000,000 new homes 
1,000,000 new 


i. : 


= ~ ™~ 


~ otis 


FAIRCHILD INDUSTRIES, INC., 110 Main Street, Burlington, Vermont 
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NATIONAL HARDWARE WEEK 
Jwo-one 


PLANES - 
A 


by Stanley 


HERES THE SPECIAL OFFER. * 


Once again Stanley makes its Special Two-Tone Plane 
offer to dealers, to tie in with National Hardware Week. 
Big Values for you... and your customers. . . this Special 
Offer gives you 6 popular planes—all sure-sellers—at the 
full profit margin. And the brilliant two-color combinations 
of Stanley Two-Tone Planes add extra “‘life”’ to your tool 
display. Order the Stanley Two-Tone Group No. 2, com- 
plete with display carton, from your jobber. ACT NOW... 
this offer is limited. Stanley Tools, New Britain, Conn. 


YOU ORDER... 


Two-Tone Plane Group No. 2. Six planes packed in an eye- 
catching display carton with price cards. 


Retail 
1No. OH5 Jack . . . . . . $4.75 
2No. OH4 Smooth ... . . 4.25 
3 No. OH20 Block .... . 1.49 


Retail Cost No. 2 Group $17.72 
WESTERN PRICES SLIGHTLY HIGHER 
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THE TOOL BOX OF THE WORLD 


STANLEY 


Reg. U.S. Pat. Off. 
HARDWARE + TOOLS «+ ELECTRIC TOOLS 
STEEL STRAPPING «+ STEEL 











Now you can locate bolts in a hurry 


It’s easier to pick out the type and size of Bethlehem Bolts you're look- 
ing for, now that they come identified by this new, clean-cut label. 

The new Bethlehem bolt label is easy to read, even from a distance, 
because the essential information—type, quantity, diameter and length 
—is displayed prominently in large, clear type. Chances of error in 
handling are thus minimized. 

As for Bethlehem Bolts, they're just as dependable as ever. They 
come well packed to reach you in good condition. And they have the 
sturdy heads and smooth-fitting threads that customers like. 












BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by ( 
Bethlehem Pacific Coast Steel Corporation 






Export Distributor: Bethlehem Steel Export Corporation 
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TOM HENDERSON 
FAMOUS COLLIER’S CARTOONIST 


‘Gerald forgot the ladder Ma'am, 


but | remembered that... 


__, Everithing Hanrges. on Hager/ 


© 1949 


C. HAGER & SONS HINGE MFG. CO. « St. Louis, Mo. 
FOUNDED 1849—EVERY HAGER HINGE SWINGS ON 100 YEARS OF EXPERIENCE 
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COBURN 


SLIDING DOOR 
HARDWARE 






















( 
. 
for smooth operation, 
long life ; 
bpctuiastlsdishcd namie : 
Coburn can supply you with a 
full line of hardware for doors 
which slide, fold or raise over- | 
head. Long-lasting, smooth-op- { 
erating Coburn Hardware is | 
made for straight-sliding, slid- hes 
ing-folding, around-the-corner . 
and roundhouse doors. We COBURN #500 SWING-OVER GARAGE DOOR gy 4 
supply: HARDWARE SETS. High in quality yet low in cost, : 
this set is adaptable to practically all types of 
Enclosed track + brackets « garages; requires little headroom; does not 
hangers «+ handles + guides interfere with passageway or floor space. For 
rolls + guides « stops + binders new or remodelling jobs. 
* chafe strips + hinges = > @ suivinc-rovwine DOOR HARDWARE #412 HARDWARE SETS. ie 
: , ™ For two doors closing an opening not over 8 ft. Fat 
For complete information send wide. #412 sets can be used for doors which 4 
today for Catalog #200. Engi- fold inside the buildings as well as those fold- | 
neering help without obligation. ing outside the building. i 








COBURN PRODUCTS DEPARTMENT 


WICKWIRE SPENCER STEEL DIVISION - THE COLORADO FUEL AND IRON CORP. 


EXECUTIVE OFFICE—500 FIFTH AVENUE, NEW YORK /8, N. Y. * SALES ENGINEERING—5é STERLING STREET, CLINTON, MASS. 3 
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e@ Case-hardened steel 
worm integral with shaft 


© Teeth precision-machined 
at exact operating angle 


Fj © Housing of Zamak alloy 
&, 


2 e Heavy brass channel 
Pa guide, cadmium - plated 
y steel operating arm 











Residence of Perch P. Hankin, builder 


C room with a view— 
and plenty of ventilation! 


Operator 4715 


is aninexpensive angle- 
drive operator for resi- 
dential wood casements. 
It is precision-built, 
handsome of line, 
heavily finished. 


© Operates through screens 

@ Easily installed 2 meas- 
urements, 6 screws 

@ Crank handle and worm 
shaft serrated no slip, 
no play 

@ Operates on casements 
carrying butt or extension 
hinges (specify 

@ Lubricated for a lifetime 
of hard wear 





3348 NORTH 10th STREET 
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GETTY-OPERATED SIDE CASEMENTS make any pic- 
ture window complete. They provide as much or 
as little ventilation as desired. They respond 
instantly to the slightest turn, anchor securely 
at any opening. Getty operators thrive on twists 
and turns throughout their long life. And they're 
as trim-looking as they are tough. 

That’s why architects, builders, contractors, 
casement manufacturers, building material deal- 
ers, hardware jobbers and dealers specify, use 
and carry the Getty line. That’s why Getty 
operators are found on more casement windows 


than all other operators combined. 


Write for our descriptive brochure G. |i contains complete 
information on our three operators (internal gear, external 
gear, horizontal drive) and our specialty hardware for every 


type of wood and metal casement. 


PHILADELPHIA 40, 





PA. 
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16,000,000 readers of POST 
.. . 2,420,000 readers of . LIGHT. Pe 
HOUSE BEAUTIFUL, will see this oso 35,000 000 
full-page, 4-color “‘new idea”’ ‘Bew custom 
ad on Packaged Home Lighting BPholesaler. 
Fixtures. AND they'll be look- “HRRPLOR CAT 
ing for the Moe Lighting PACK AGE 
Center in your store! : c : = ; 
Li 
fora 


(x 1 
ng 


Fort 
Pa 








ARN NEW PROFITS FROM “WASTE” SPACE 
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MOE“ — 


res an over-the-counter, “Packaged Lighting” Depart- 

















nt that puts you into the profitable Replacement Fixture 


siness ... overnight! A sparkling Moe Light Display in > 


pur store, pays-off right from the start in new sales—rapid turnover 
store traffic. Put your ceiling and walls (Waste Space) to work 
r you right now. Display units are extremely easy to put up— 
Werything necessary to install and mount fixtures is included in 

e package. Don’t miss it! With these powerful Full-Page 4-color 
dvertising campaign-starters in SATURDAY EVENING POST 

d HOUSE BEAUTIFUL, Moe Light is opening up the biggest 


tapped profit-market in America today. Don’t miss it! 





MOE LIGHT CEILING “DISPLAY"’’ M-5020 


5 YOU GET—Beautiful 6’x 4’ ceiling display ready for installation, plus—66 / 
oe § individually packaged MOE Light fixtures. } 
YOU PAY—Only the special dealer price for the 66 fixtures—$178.00.* 
Freight Prepaid. The ceiling unit is yours without extra charge. 
>) MOE LIGHT WALL PANEL M-5021 
j YOU GET—Beautiful 4’x 3’ wall display ready for installation, plus—40 
2.20 individually packaged MOE Light fixtures. 


YOU PAY—Only the special dealer price for the 40 fixtures—$108.00.* 
Freight Prepaid. The wall unit is yours without extra charge. 


MOE LIGHT COUNTER DISPLAY M-5024 

YOU GET—Beautiful 3-sided column counter stand, plus—30 individu- 
© ally packaged MOE Light fixtures. 

Rockies) |) YOU PAY—Only the special dealer price for the 30 fixtures—$66.00.* 
Freight Prepaid. The counter stand is yours without extra charge. 


6 MOE LIGHT CENTER FLOOR DISPLAY M-5022 

| YOU GET—Beautiful 8’ chrome stand combining the wall and ceil- 
ing units, plus—260 individually packaged MOE Light fixtures. 
YOU PAY—Only the special dealer price for the 260 fixtures— 
$633.00.* Freight Prepaid. The Moe Light Center is yours with- 
out extra charge. 


NOTE—These ruggedly-built displays include full-color Moe Light 
Catalogs, price lists and a generous supply of dealer sales-helps. 


1. * 
BARE She oat 


*Prices slightly higher west of the Rockies. 





YYLTIITITITITTTrTiiii 
MOE LIGHT, INC., FORT ATKINSON, WISCONSIN 


O. K.... 1 know a good deal when | see one! Send that full-color cata 
log and complete details on the MOE LIGHT PACKAGED" DEPARTMENTS. 


5,000,000 wired homes in America. It's new business, 
customers, new profits. Call your nearest MOE Light 

saler and send right now for the new MOE LIGHT 

MOLOR CATALOG and complete details on MOE LIGHT 
 BBPACKAGED LIGHTING” DEPARTMENTS. 


LIGHT, UNC, FORT ATKINSON, WISCONSIN 
formerly Moe Brothers Manufacturing Company 


s. 


NAME 


TITLE 


STORE NAME 













ADDRESS 


CITY STATE 











eeeto put you up-front 
in a fast-moving market! 


Introduction of MYERS-Elgin Water Softeners rounds 
out today’s most complete, most wanted line of 
water supply equipment. And it’s your ticket to a 
‘“front-row-center seat’’ in a highly potential, highly 
profitable market! Because SOFT WATER is the order 
of the day for more and more Americans. Makers of 
world-famous MYERS Water Systems have met the 
need—in a fully developed line of top-quality Water 
Softeners—remarkably efficient units with advan- 
tages that assure remarkable sales results! 


Features Never Before Combined 


Once installed, the MYERS-Elgin owner himself easily 
regenerates the softener. MYERS-Elgin design elimi- 
nates gravel bed, allowing 44% more mineral capacity 
than comparative sizes of other makes. This means both 
longer periods between regenerating cycles and more 
soft water per dollar invested in equipment—a real 
clincher when it comes to making sales. MYERS-Elgin 
construction prevents loss of Zeolite, thus assuring full 
original softening capacity throughout the long life of 
the equipment. Both mineral and brine tank are con- 
structed of heavy galvanized steel—finished with two 
coats baked white enamel. Accompanying this com- 
plete line are complete merchandising plans, ready for 
you to go into action. Write today for full details. 


—_— « 
ren ts Je THE F. E. 
? E. LY MYERS & BRO. CO. 


Dept. S-42, Ashland, Ohio 







ee Reay 


RPO 








A Noteworthy Addition to the Complete 
Myers Line of Water Supply Equipment... 


Simple, foolproof—one valve does it all! 


When hard water exhausts the softening capacity of 
the Zeolite, the owner simply turns the HYDRO- 
SWITCH clockwise to successive positions, accord- 
ing to simple directions, and full softening capacity 
of the unit is again restored 

Water hardness varies in different localities. MYERS- 
Elgin provides various kinds of Zeolite to match 
these conditions. Where turbidity, sediment, odor 
or taste are present, special conditioners are avail- 
able to solve the difficulty. The MYERS-Elgin line 
is complete to the last detail. 


A line and a policy that spell real profits — 
backed by aggressive consumer-sales assist- 
ance! Write us for dealer information TODAY. 


MYERS 
Quality-Built 
Water Supply 
Equipment 
Meets Every 
Need! 
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1950 





YOU MAKE 


100% 


Gross PROFIT 


on this 
assortment 


MODEL ON FRONT SHOWS 
ALL 9 SECTIONS 





Yes, Nu-ART Moulding is 
really a money-maker! 


This complete standard as- 
sortment costs you only half 
of what you sell it for... 
and you get the handsome 
display case and model free 
at no additional cost. 


What’s more, the standard 
assortment (illustrated be- 
low) includes nine all-pur- 
pose sections which have 
proven themselves to be the 
most popular and fastest- 
selling styles of all. How- 
ever, if you desire, substi- 
tutions of other shapes may 
be made. Write today for 
complete information and 
prices. 


A-708 PARTING STRIP 
SIX-—-6 FT. LENGTHS 





Get this handsome 


| DISPLAY CASE 
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: with your order for this 
complete assortment of 


NU-ART 
NUT ARS 


MOUL DING ALACROME OR STAINLESS STEEL 
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This handy, attractive display case is a sales- 
maker, as well as a profit-maker! 


Convenient to use .. . takes little space... 
shows customers in a glance how beautiful 
Nu-ART Moulding will look in their homes. 


The case contains an all-purpose assortment 
of 9 popular sections that home-owners can 
install easily. Packed in lengths of 6 ft., each 
length in kraft paper tubing to protect its 
highly polished finish, with screw holes. al- 
ready drilled. Necessary screws for each 
length comes in individual envelopes. 


eee a Display case is re ee so 
- y ense 








that you can easily dis 
from a ceiling as low as 7 ft. 





Entire case occupies a floor 
Vv space of only 15"x19"3 



















WE PREPAY 
AND ALLOW 
FULL FREIGHT 


CHARGES 
ON THIS ASSORTMENT YOUR ORDER WILL BE SHIPPED SAME DAY RECEIVED 

















HERE ARE THE 9 POPULAR SECTIONS THIS CASE CONTAINS 


VAS 


ali 172 OUTSIDE CORNER = A-773 INSIDE.CORNER 
A-112 COUNTER EDGE 4-749 CAP OR EDGING 15—6 FT. LENGTHS 15—6 FI LENGTHS 4-781 BATTEN STRIP A-1G20 STAIR NOSING 
46 —4 FT. LENGTHS 20—4 FT LENGTH 15—6 FT LENGTHS 20—4 FT LENGTHS 


MACKLANBURG-DUNCAN CO. 


OKLAHOMA CITY 1, OKLAHOMA 









Naturally. That bronze screen will keep them 
out permanently. It's made of high-strength 
ANACONDA Bronze Wire that never rusts. 


And because it never rusts, it will never need 
painting. So it will never be clogged with either 
rust scales or paint blobs. 

And that means it will always let through 
plenty of light and air... 


... But no bugs! 


Bronze screening made with ANACONDA 
Bronze Wire is a pleasure to sell to your custom- 
ers and a pleasure for your customers to use. 

For more information about ANACONDA Bronze Screen 
Wire, write to The American Brass Company, Waterbury 
20, Connecticut. In Canada: Anaconda American Brass 
Ltd., New Toronto, Ontario. 

* The American Brass Company does not weave bronze insect screen- 


ing, but from the earliest use of metal for screens has furnished uni- 
form, high-strength bronze wire to the nation's leading manufacturers. 


6048 


To make satisfied customers... sell ANACON DA 


BRONZE SCREEN WIRE* 
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- 501 
SOLID BRASS - BRIGHT FINISH 


/ 
gd: 
Ke 


SCREEN 
HARDWARE 


i? will be in demand 
SOLID BRASS - BRIGHT FINISH very very SOON! 


522 
BRASS PLATED - DULL FINISH 








KEIL screen latches are 
beautifully designed and 
precision made of rugged, 
long lasting material. 





PRICED TO MEET 
EVERY DEMAND 























A Contact your jobber for your 

. Spring needs. 

. CReIG 

\ : THE KEIL LOCK CO., INC. 
: BRASS nde coins FINISH Charlestown, N. H. 

e* | 
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GENERAL ELECTRIC 





PLE-WHIP MIXER! 


These customer-making features... 





3 BEATERS SO EASY TO CLEAN! 
For faster, more thorough mixing, your 
customers get three beaters. They're 
easy to clean... rounded corners... 


no center shaft. 





NEW AUTOMATIC JUICER! 
Squeezes, and automatically strains a 
dozen or more oranges with no clogging. 
Four-quart and two-quart bowls ac- 
company mixer, of course! 





BUILT-IN LIGHT! 
Shines directly down into bowl. House- 
wives love it. And it makes as effective 
a point-of-sale demonstration as you'll 


' 
ever come across. 


42 


NEW SPEED SELECTOR! 


Newly designed Speed Selector located 


out front where you can read it. Cus- 
tomers are always sure of the just-right 
speed, whatever they re mixing! 


LIGHT WEIGHT—MORE POWER! 
Weighs only 4 Ibs as a portable, yei 
assures housewives constant power an 
lots of it—even at low speeds. ever 


when mixing the heaviest batters. 





LOW STORAGE! 


Flip over” feature lets mixer be stored 
under low shelves. Appliance and Mer- 
chandise Dept.. General Electrie Com- 


yany, Bridgeport 2. Connecticut. 
pan) ae} 
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A year-round advertising program 
(the first in the history of the Triple- 
Whip Mixer) will get lots more inter- 


TEA. SASS 


sare 


te 


ested customers into your store. Which 





§ is right where you want them! 
stored $ 
d Mi Te "I 
* Com- : 
t. 
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GENERALE 





$34.95 (incl. Fed. Exe. Tax). Price subject to change without notice 


PLUS CUSTOMER-CONVINCING ADVERTISING... 


And the sales-compelling features of the 
Triple-Whip Mixer will make it a cinch 
for you to turn interest into sales! 

See your distributor for new point- 


of-sale displays and consumer leaflets. 


You can put your confidence in— 





Just look at the magazines that will 
carry conviction-packed ads (including 
full-color full) pages at peak buying 
time) for the General Electric lriple- 
Whip Mixer throughout all of 1950! 


McCall's 
Good Housekeeping 


Ladies’ Home Journal 


Country Gentleman 


Bride’s Magazine - Modern Bride 


\ ELECTRIC 


A3 





the NEW 
Perfection-made 


Acorn- 
ORIOLE 























still 
priced for volume 











... but with many improvements you asked for! 


When the Perfection Stove Company took over the Acorn-Oriole gas ranges 
they made a lot of changes you'd been good enough to suggest: 


RIT oe ER 


. ; * 
.. they threw out * ...and replaced them * ...they divided ° ...and gave the whole 
parts you hadn’t 3 with new, better- ; the burners as you a range a shining Titan- 
raved about ° looking, more prac- ° requested . ium Porcelain acid- 
tical elements and ; - and-stain resistant 

accessories = coat of armor 


BUT— of course — Perfection left the features you were sold on: 


Don’t miss the new styling, new beauty and 
new efficiency of these ranges today! 


ACORN-ORIOLE DIVISION 


A 


PERFECTION STOVE COMPANY 


7135-A Platt Avenue * Cleveland 4, Ohio 


. 
...they kept the ° ...and the unique 
even-baking Ban- ° adjustable oven 
quet oven . door-spring that’s 
out of the heat zone 
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WORLD'S FASTEST SELLING LINE 
OF PRESSURE COOKER -CANNERS 









Guaranteed by “ 
Good Housekeeping J 
” > 


5 
oo 4s soyraristo 1H 








MODEL NO. 2 1—tiquid capacity 21 quarts. Canning capacity, 7 
quarts or 18 pint jars or 4 half-gallon jars. 










MODEL NO. 5-—liquid ca- 
pacity, 12 quarts. Canning ca- 
pacity, 5 quart jars or 7 pint jars. 


MODEL NO. 7—liquid capaci- 
ty, 16 quarts. Canning capacity, 
7 quart jars or 9 pint jars. 


eccocoocoo RR RERRERRARSE 


Every PRESTO COOKER-CANNER comes completely equipped — 
round colander pan, wire canning basket, cooking rack, 2 dua 
pans and illustrated instruction and recipe book. 


On: 


eseeeeeee eee 
PPPTTTTT TTT ee 
eee 


SENT FREE ON REQUEST! 


Newspaper advertising mats, window and display materials. 


COOKER-CANNERS 








RPh: cd RE 





wr Wilel, Fla 1 33-516) 1 me eele) @j:-mae) tl y-V hf 
enero! OF es EAU CLAIRE, WISCONSIN soba 
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Los Angeles, Calif. - 


NATIONAL 


The United States Department 
of Agriculture Says: 


The pressure cooker method is the only 
SAFE method for processing non-acid 
vegetables as well as meats, 
poultry and fish. 








Millions of smart, thrifty 
American homemakers will soon be doing 
their home canning. All leading food 
authorities recommend PRESSURE 
canning (definitely not the old-fashioned, 
unsafe, open-kettle or oven method). 
Alert housewares merchandisers will 
feature PRESTO COOKER-CANNERS. 
They’re safer . . . easier . . . faster. PRESTO 
CooKER-CANNERS will be in big demand 
not only for home canning but for large 
meal cooking as well. 
Check your stock of PREsTO 
CooKER-CANNERS now. It’s the world’s 
fastest selling line. Be sure your stock is 
complete in all three sizes. 


Dreslo COOKER-CANNE! 


¥ 


Will Be Featured In 
40 Million 
Hard-Selling '‘Ad’’ Messages 
In These National Magazines: 


CountTRY GENTLEMAN . . . SUCCESSFUL FARMING 
FARM JOURNAL . . . CAPPER’S FARMER 
HousEHOLD . .. HOARD’s DAIRYMAN 

Mipwest Farm Paper UNIT 
WESTERN ASSOCIATED FARM PAPERS 
RuRAL GRAVURE... PATHFINDER 
NATION’S AGRICULTURE . .. NATIONAL 4-H News 
SOUTHERN PLANTER... DAKOTA FARMER. ..GRIT 
MICHIGAN FaRMER .. . Missourt RuURALIST 
OHIO FARMER . .. PENNSYLVANIA FARMER 
MONTANA FARMER 
WASHINGTON, OREGON AND IDAHO FARMER 
ARIZONA FARMER 
CoLorRADO RANCHER AND FARMER 
RuraL New Yorker... UtTan FARMER 
New ENGLAND HoMESTEAD 
PROGRESSIVE FARMER 
Wuat’s NEw In Home Economics 





WORLD'S LARGEST MANUFACTURER OF 
PRESSURE COOKERS AND CANNERS 


Wallaceburg, Ont. 


Canada 
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the new 1950 


BURGESS 
electric 


vibro -rprayer 


Patented 


COMPLETE 









New 
rte Feature, 
fer, longe, mea bey. 

sprays: 

enamel, lacquer, varnish, 

glossy and wall paints, 


... at a MASS MARKET PRICE 





MODEL VS-501 











liquid wax, light oils, 
dis gin oH 
and insecticides NE “te hang 9 "°2zle 
Se ; Ti 
@ Always far out in front, the new Model VS-501 pe Ginss coho 
: e 
Burgess Vibro-Sprayer is assured of continued More tee _ eat 
leadership in the industry through 8 new developments wid °rm flow pe 
that mean greater consumer acceptance . . . more sales for Hous, LEAK PRo 
dealers. The new VS-501 Vibro-Sprayer not only handles a Now be ting Prayer he 
wider variety of paints than previously, but has a greatly ten hous Tany di- 
lengthened period of service, and is easier and more convenient KNOB hee . mene 
to operate. In addition, there is a NEW price... edge fo, pi Scalloped 
lower than ever before! For full information, see your NEw TRIGG Y turning 
r 
jobber . . . or write, today. Stttieas " reps ta 
SPECIFICATIONS grip "4 comfortany” 
e 


Molded phenolic pump housing; 25 oz. Mason type 
jor point container; 8’ extension cord; operates on 
110-125 volts 50-60 cycle A.C. 

8%” high, 6%” deep, 4” wide. Weight, unpacked, 


22 |bs. 6 per shipper, 20 Ibs. 


ids BURGESS VIBROCRAFTERS, INC. 








180 NORTH WABASH AVENUE ° CHICAGO 1, ILLINOIS 
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AND YOU'LL SEE A NEW RECIPE 
FOR BIGGER PAINT PROFITS! 
















NEW THEME 
selling service 
©n color schen 
Painting mood! 


— Simplifi 

‘ . led, Tactics 
advertising ! “Hho nt "y 
1es W-to 


S puts 
puts your Customer. 


hard. 
advice 
Sina 








Blossom 
5 Yellow Chalk 














NEW COLOR RECIPE SETUP It’s all in the 


‘ i ~g 2s two stream- 
! Every Kyanize ad features 1 
nad ge er h COLOR RECIPES for paint 


Subtle pinks bring glowing light into the darkest, dream 
ubtle pl 





' 
a ! g r 
g coeechiph - be sure to say poi en peter arr ree preincoma oe \ lined, down-to-eart bring the customer 
Tats! bt re hymen ta — recipes designed to brine 
.— ee running to your store! 
} nr Wwe licen escsccneneeeenen”” mam 
“ 4 cxet...only vor pECORATINGS * 
KYANIZE OF 0 reproduce id A anize 
Here's al the elt The ee Kan Ye : NEW COUNTER-WINDOW CARD 
eee een sphot gn on SELLS ON THE SPOT! Full-color proofs 
ed, 9 } manufacturers pain \ of Kyanize COLOR RECIPE advertise- 


ments — plus paint chips, carpet and 
uphalstery swatches — on this colorful 
display piece for counters, windows. 












NEW PRODUCT DISPLAYS 


- 
repeated inf 


or 
ght luster — ever 























to a bry ec ‘ 
uty or oe ll WITH’BUY-IT-NOW” APPEAL! s " 
” Big, 30” x 2344", colorful floor Aoantre 
displays...one each for sserce baum , 
Kyanize Clingcote, Celoid oO ae t 
Semi-Gloss, Tudor Interior — a 


Gloss, Lustaquik Enamel, 


ANIZE Floor Enamel, Super Service & 4 


KY. House Paint. 
™ AMERICAN 25 E ALL-NE M- 
Ti dines coe RECIPE PROSES 





Kiyanize 


Beuerllomes aac magaeins" | Smoothie 


and Gardens \ 
: vee (American Home, Better Homes & Gardens, Lo om ¥ bad % s 


Living, Today's Woman) 
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YOUR COMPLETE PLUMBING RUBBER DEPARTMENT! Made Right—Priced Right—Packaged Right! 








Talk LAVELLE +0 your 
Jobber Today! 











pliable, 
with the 


vertising 
Ct [aw No. 34 CRUTCH TIP America 
DANDY BEVELED Pe le SELF-SELLING ASSORTMENT 

FAUCET WASHERS sa ae a DISPLAY j A real seller. 34 crutch tips 
With heat-resisting Sele Colorful, eye 48 white tack bumpers, 21 total of | 
NEOPRENE for hot or we ae catching — holds : Fit ONE— suction cups—all in assorted And 
cold water. Sturdy Zea! 12 individually . FIT ALL TANK BALLS sizes, and 58 additional size And ¢ 
metal container—eye- - ne packaged tank Tough, black compound and types of popular bumpers to reach 
catching label. 100 be balls with tapered seat for 
pieces per unit 7 smooth operation on all 


newspap 


More 
»>+. Mor 
Order 
cleaning 
quick tu 


size flush valves. 


ry /y> ae SECURITY SUCTION SINK STOPPERS 
“7 y Po wn. Company Practical, attractive —in red 
[YZ Seam > / a green, blue, pink, yellow. Now 


420 North Wood St Chicago 22, il priced to retail at only 10c 
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| a tougher Du Pont Sponce 
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* Guaranteed by 


Good Housekeeping 





backed by 
BIG NEWSPAPER ADS 


in 36 LEADING MARKETS 


Here’s BIG news! Now you can get all you want of these soft, 
pliable, tougher cleaning aids. And this year, Du Pont Sponges, 
with their high profit margin, are backed by a huge national ad- 
vertising campaign. Big, forceful ads will run regularly in The 
American Weekly, distributed with Sunday editions of 22 big-city 
newspapers, and in Sunday papers in 14 other leading cities—for a 


¥ 
| 
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tg total of over 14 million circulation. 
a And Good Housekeeping magazine will carry hard-selling ads 
mpers to reach more millions of buyers of household products. dicacmaades 
More people will read about Du Pont Sponges than ever before BETTER THINGS FOR BETTER LIVING... 
»+. more of your customers will be asking for them! THROUGH CHEMISTRY 


Order your supply now. Display them prominently with related 
cleaning items and in’hot sales spots for impulse buying—and 
3 quick turn-over. 
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RCOWARL. ROYAL ANNE CHERRY 


BY CONTINENTAL CAN COMPANY 
PATTERN 


Here’s the yellow trim pattern that 


your customers have been asking for 


Housewives themselves guided our designers in the’ |= Decoware stands for quality merchandise with prac- 
creation of this colorful new pattern—a distinctive tical advantages that housewives appreciate. Canis- 
c 
touch of yellow to blend or contrast with modern ters have recessed knobs for easy handling. Tops 
kitchen furnishings. That's why the new Decoware : : 
s BT j < ey fit snug and true. Construction throughout is sturdy 
ROYAL ANNE CHERRY pattern—with its attrac- 


tive yellow trim—means quick turnover for you. 


and long-lasting. 


Not only does the ROYAL ANNE CHERRY Display all eleven colorful items and watch them 
pattern fit right into today’s color schemes, but sell themselves right off your counters. 


CONTINENTAL © Can CoMPANY 


100 EAST 42nd STREET, NEW YORK 17, N.Y. 


Eastern Division: 122 E. 42nd St., New York 17 @ Central Division: 135 So. La Salle St., Chicago 3 @ Pacific Division: Russ Building, San Francisco 4 x 


50 HARDWARE AGE. MARCH 9, 1950 ( 4ARDW 












HOUSEHOLD HARDWARE 
G DEMANDS. 


RY 









y 


(0 
SS 
bus 


Yj 
% 














Zz BUNDLED WIRE GOODS 
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turdy 


them 


Place Your Order Now 


COMPANY, WALLINGFORD, CONN. 


87 Chamters Hl, New York 7, NY. 
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ONLY to 
GIVES YOU ALL 
THESE ADVANTAGES 


a> You Buy Direct Froiv. The Manufacturer. 


\\ \. = Attractive Discounts — Bigger Profits. 


© »- Low Prices. 


i 
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Jacobsen 2-cycle engines 
built in as integral parts 
of Jacobsen Power Mowers 
are designed specifically 
for lawn mower use. With 
only three moving parts, 
Jacobsen engines have — 
for nearly 30 years—been 
known far and wide for 
their dependability. 







Most Complete Line—10 Mower Models—Plus 
Lawn Edger, Power Scythe, Special Attachments. 
Jacobsen — A Known Name, A Wanted 


Mower — Backed by nearly 30 years’ ex- 0-1 
perience in the field. ‘4 15 
























acobsen tawn Queen Y 





20-inch Cutting Width- - + = $127.50 5 , 
22-inch Cutting Width- += - + $137.50 WV | 
Plus Freight i - 
._ 5 IR 
¥ 


Power Mowers $99.50 and up — Get the full story on the en 


complete Jacobsen line. Write for details. The 20- 
This me 


permit | 
in close 


- ituted 
facobsen MANUFACTURING COMPANY, Racine, Wisconsin ge 


purpose. 
disc wh 
of the 2 
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WIDE UTILITY 









BIG MARKET 

-Plus A Durability, low mainte- 
nance cost and ability to 
ents. \. cut all types of grass and 
weeds gives the 20-R a big 
inted t g idt +) market range—residential 
Cx Fs 20-inch lus F eigh lawns, golf courses, cem- 
: 59.50 (P a“ eteries, tourist camps, 
P 1 landscape nurseries, farms. 

oe 
| The New Worthington 20-R fits the needs of residential and commercial users 
alike. This mower is compact and easy handling — yet it wades into tough 
weeds and heavy growths with all the drive and power of a big mower. 
Wide rear drive wheels provide plenty of traction for hillside cutting. Spring- 
mounted handle cushions bumps—makes operation easier on rough ground. 

[N 


Briggs & Stratton 2 hp. engine furnishes dependable, low-cost power. 


W 0 “ T a | N G T 0 N 2 0 . A This ruggedly built, new Worthington 20-R is an ideal multi-purpose 
i T R i M M | N G M OWE R mower — excellent for weed clearing as well as for regular lawn main- 


20-inch Cutting Width $159.50 (Plus Freight) *@Mance. Get the full story on this new rotary disc mower. Write for 





aE 


The 20-A is specially adapted for trimming work. further information. Six additional rotary disc models with cutting 
This model has aluminum disc front wheels which 

Permit close-in cutting and extra maneuverability widths from 18 to 62 inches. 

in close quarters. These disc wheels can be sub- 
stituted for the rubber-tired front wheels on the 
20-R. A special changeover kit is available for this WORTHINGTON MOWER COMPANY 
purpose. Likewise a kit is available for changing the 
disc wheels of the 20-A to the rubber-tired wheels 
of the 20-R. 


OAs oc 
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QUIK FLAME 


The most efficient kindler ever 
developed for range burners. 
Patented open mesh construc- 
tion provides best possible re- 
sults with distillate oils. The 
extra-heavy wire core yarn 
keeps the kindler upright in 
the burner channel. Glass yarn 
at burning edge facilitates the 


removal of carbon deposits. WOVEN GLASS 


Packaged 6 ft. to the box, %” 
and 134” wide. The acme of perfection in stove 
kindlers, assuring long life and 
maximum stove performance. 
We 3532333 The only glass wicking woven 
f p Ta with a wire core in every strand 
QUIK FLAME SETS t es to protect the burning edge. 
The same Quik flame wicking that le ac ge Packaged 51 ft., 6 ft. and 
has proved popular in continuous Ny , “sit: “a 100 ft. to the box in widths of 
lengths is now available in crimped ¥ pers [ais %e”, 1”, 1%” and 1%”. 
sets to fit all standard 8” range i Ps 
burners. Packaged in sets of 4 
oversize (1” wide) wicks. 


For wicks with a good margin of profit, ask 


your jobber for R/M...the pick of the wicks. 


TRI-WYR 


This is an extra-sturdy woven 
KINDLERITE asbestos wick, containing a 
R/M’s standard quality woven é % brass wire core in every strand. 
asbestos kindler. A sturdy long- é e Ss There are also three heavy 
lived wicking with wire core in ie ot reinforcing wires in the lower 
both warp and filling yarn. Pack- . 1 half of this wick. Fits all range 
aged 514 ft., 6 ft., and 100 ft. to vw burners. Packaged 51 ft. to 
the box, in widths of %”, 1”, 3 the box, %%” wide. Also 100-ft. 
1%” and 13%”. rolls, boxed or unboxed. 


RAYBESTOS-MANHATTAN, INC. 


ASBESTOS TEXTILE DIVISION e MANHEIM, PA. 
FACTORIES: Manheim, Pa.; No. Charleston, $.C. 


RAYBESTOS - MANHATTAN, INC., Manufacturers of Asbestos Textiles + Packings 

Mechanical Rubber Products «+ Abrasive and Diamond Wheels « Rubber Covered 

Equipment «+ Brake Linings « Brake Blocks « Clutch Facings «+ Fan Belts 
Radiator Hose * Powdered Metal Products * Bowling Balls 
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MAKE AN EXTRA PROFIT by sell- 
ing the tailored-to-fit Sanforized 
MET-L-TOP pad and cover set 
with every table. Assures better 
ironing results. 


— =] MANUFACTURED BY GEUDER, PAESCHKE & FREY co. 


\anewnniiee J~ MILWAUKEE 1, WISCONSIN 


eo 
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YJ out of /0 buy 
Bruce Floor Cleaner 
again and again! 


\ \ \ a 


Continuing Nationwide Surveys 
Prove this Bruce Leader 
Builds Steady Repeat Sales! 


Of course, no regular Bruce 
dealer needs to be told that Bruce Floor Cleaner cus- 
tomers repeat again and again. Yet it would be almost 
impossible for him to tell us exactly how many repeat. 

So continuing surveys are made among the custom- 
ers themselves. Homemakers are interviewed all over 
the country, and they all tell the same story. 

Better than nine out of ten original purchasers, regard- 
less of the length of time since that purchase, are still buy- 
ing and using Bruce Floor Cleaner regularly today ! 

That means that every time you introduce ten new 
customers to Bruce, nine will continue to repurchase 
year-in and year-out. 

Right now, powerful Bruce national advertising is 
reaching over 93,000,000 readers of This Week, Woman’s 
Home Companion, McCall’s, Good Housekeeping, and 
many local newspapers to help you sell those new users. 

It’s a profit opportunity you can’t afford to miss. 
You’ll find that Bruce Floor Cleaner’s outstanding 
customer satisfaction helps sell more Bruce Doozits, 
Bruce Waxes, and all the other profitable Bruce Floor 
Products too! Feature Bruce Products now. 


All Bruce Floor Products are fair-traded. 
Bruce Floor Cleaner retails at 68¢ a 
quart, $2. 10 a gallon. The long-handled 
Bruce Doozit, made especially for ap- 
plying and polishing Bruce Floor Cleaner, 
is $1.89 complete. Extra pads, 19¢ 
each. Write direct for complete price 
lists on all Bruce Floor Products. 
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DOUBLE FILM wirn ONE GOAT 


NOW you can cash in on the growing demand for ‘‘one-coat'’ outside house paints with NUHIDE — 

found by a leading paint testing laboratory to be the best looking, best weathering paint in a 

2-year, actual-exposure comparison with 11 nationally-known conventional-type brands. Easiest 

working outside paint ever made . . . completely self-levelling. Controlled penetration and non- i 
sagging features permit a ‘'2-Coats-in-1"' film thickness with one application. 


NUHIDE'S five years’ of trouble-free use on thousands of jobs in twenty states 
Fi is your assurance of complete customer satisfaction. 


You can always count on U-G-L's 34 products for ‘trouble-free performance’ 
... the result of 18 years of constant research, quality improvement and man- 
ufacturing control. For literature and prices write: 


UNITED GILSONITE LABORATORIES 


SCRANTON > PENNSYLVANIA 
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YOUR CUSTOMERS Wi 
BE ASKING FOR NEW | 
NYLON PAINT | BRUSHES)” 

for HOUSEHOLDERS | 
Decanter 


K NYLON PAINT BRUSHES are smoothest paint- 


ing, easy to clean, ideal for nearly all paints and other © 


2 











finishes, have durable bristles that won’t break off... 


STO 
NYLON PAINT BRUSHES will be backed by a NOU 
flow of advertisements all through the spring in seven § * TH 





leading national magazines... 
1. Incree 


brush 


. Highe 


2 
x NYLON PAINT BRUSHES bring you a free mer- #3 
¢ 


e Deper 
dise, | 


chandising kit to help you tie in with this advertising 


* Stable 
on in 


and boost sales of paint brushes (and many other related 
items too). 


REG. ys. pat. OFF 


BETTER THINGS FOR BETTER LIVING...THROUGH CHEMISTRY 
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Advertising for new NYLON 
PAINT BRUSHES designed 
to reach 3 out of 5 families* “ 


A. (Vp 
vs! fasy to clean 


Smoothest Painting 


vA 78 Als ideal for 


/ ! eler-thianed paints 
When you ask 


Men and women in your community—your cus- 
tomers—will see and hear this advertising. All =e 
through the spring, hard-selling ads in color will — 
appear in LIFE, AMERICAN HoME, BETTER HOMES 
& GARDENS, COUNTRY GENTLEMAN, POPULAR 
MECHANICS, POPULAR SCIENCE AND MECHANIX 
ILLUSTRATED. In addition, the story of new nylon 
paint brushes for householders will be told in sales- 
provoking commercials on Du Pont’s famous 
“Cavalcade of America”’ radio program (‘Tuesday 
evenings— NBC—coast to coast). 


Durable bristles 
won't break olf 


Nylon part brushes 

art made by ‘eading 

Darnt brush Manutac 
turers Sold in pant. W 
hardware ang wallpaper 
Stores everywhere in a 
Popular sizes Buy a ylon 
baint brush togay! 


*Figures from an analysis of the audiences of the above 
magazines and the Du Pont ‘‘Cavalcade of America’’ radio 
program, 


STOCK AND DISPLAY NEW 
NYLON PAINT BRUSHES 
NOW-—FoR BIGGER PROFITS 

—_— 
THROUGH — 


FRee 


Sales Builders! 


A display and merchandising kit 
containing ELEVEN useful pieces: 
2 window streamers; a counter card; 
2 “Advertised in LIFE”’ stickers; 
acopy of the informative booklet 
‘How to Choose and Use a Nylon 


Increased sales of paint 
brushes. 


Higher unit value of 
sale. 


Dependable merchan- 
dise, no mark-downs. 


Stable prices, no losses 
on inventory. 


Faster deliveries, fewer 
lost sales. 


Lower inventories, less 
working capital needed. 


Uniform quality, fewer 
returns. 


No spoilage from in- 
sects, fungi or vermin. 


Paint Brush”’ (quantities available 
upon request); publicity releases; 
spot radio commercials; a mat sheet 
for local advertising; display idea 
suggestions designed to build re- 
lated sales for you; an airmail post 
card for ordering additional quan- 
tities of special items offered. This 
kit is available through your brush 


supplier. Be sure to ask for it when / 


you order your nylon paint brushes. | 


Nationally Advertj, 7 
se 


“pRIZE CONTEST! pivion ALIFE 


; re 'y, % 
G CASH sh Contest for retail } AY My 





ENTER THIS Bl 


er the bi 


Bru ! ; 
g Nylon Point o-follow rules ‘eo < Detter He 
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Vewest 1950 Boxes! 
MASTER 


Offers More Selling 
Features Than Ever 


In Tool BOXES, Master is still the outstanding BIG 
PROFIT and VALUE line . . . featuring new models...a 


complete range of sizes . 


and box combinations. 


.. and striking two color tray 


The world’s finest line of popular-priced, quality-made 
tool boxes .. . better values, bigger profit-makers, faster 


repeaters and the greatest collection of modern too! | 


box selling features ever offered. To disp’ay them is to 


sell them. 








No. T-3119 


Length 19”; Width 61/44”; Depth 61/,” 


AM Brand Yew! 
MASTER CASH BOXES 


Here are unduplicated 1950 
values ... a wealth of new 
selling features that only 
MASTER offers. See how a 
display of these handsome 
new Boxes, in glistening Sil- 
verlux finish, will open new 
profit possibilities. A1] 
your cash box needs in 
just 4 sizes,—a small in- 
vestment that turns fast 


Order from 
Your Jobber 
Today! 


Write for literature 
on complete line; 
include your 
jobber’s name. 




















No. C-30 
Length 10%/,” 
Width 7/2" 
Depth 4l/,” 


MASTER METAL PRODUCTS, INC. 


271 Chicago St. 
60 


Buffalo 4, N. Y. 
















Show them how 
CONNECTICUT VALLEY’S 
EXPANSIVE BITS MAKE 
GOOD WORK EASIER 


1, Cut smoother holes more easily... 
thanks to spur on head of bit. 

2. Pull is positive... because of 
smooth, no-clog theads on point. 

3. Cutter is non-slip... held under 
tension by clamp. 

4. Keener edges ... because of hand 
sharpening. 








FORSTNER BIT 


for boring any arc 


Show wal gevens THis. 


DW 

dj | : This bit is guided by its cir- 
cularrim. Leaves a smoothly 
polished surface. Furnished 
in hand brace shanks from 


4” to 2”, and in machine 


shanks from '{" to 3”. 











THE CONNECTICUT VALLEY MFG. CO. 











p OP COMOTS EK 


for - 
MORE REPEAT 


















SALES 


Customers like the ‘‘home work- RING UP 
shop” price tag on Edgehill saw MORE REPEAT 
blades. But it's the longer-last- SALES 
ing service test that keeps cus- THIS YEAR 


tomers coming back for Edgehill by 


Brand. Edgehill Brand is preci- STOCKING 
sion-built and guaranteed in- EDGEHILL 
dustrial quality by the maker of BRAND 
circular saw blades used as orig- NOW. 
inal equipment on many fa- 
mous power tools. 
TYPES BUSHINGS SEE YOUR 

6,7,8 and 10 %"-5%” and 5"- JOBBER OR 

| inch Flat and '1/,° Available at WRITE FOR 

| HollowGround No Charge INFORMATION. 

















MANUFACTURING CO. 
"he 909 W. 3RD AVE. 
| COLUMBUS 12, OHIO 
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ways 10 101C1€aS€ your 
tool protits! 


Fully adjustable for depth and bevel 
cutting. Perfect for cutting and scoring 
wood, metal, stone, plastics, composi- 
tions. Every man is a prospect. 





It sands! It drills! It pol- , 
ishes! A one-tool workshop. 
Useful on hundreds of dif- 
ferent jobs—sanding, pol- 
ishing, buffing, sharpening, 
grinding, many other tasks 
everywhere in the house. 

















SKIL Home Shop 
Saw Table 


Converts SKIL 
Home Shop Saw into 
a tilting arbor table 
saw in seconds. Easy, 
economical! With 
special accessory kit 

oes shaping, tongue 
and grooving, drum 
sanding. 
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You meet every customer need 
with this complete 12 tool line 
of SKIL Home Shop Tools. Es- 
pecially designed for homeown- 
ers, farmers and hobbyists, SKIL 
Home Shop Tools give you a big- 
ger, more profitable part of the 
rapidly growing home shop 
market. Look at this page-full of 
sales making SKIL Home Shop 
Tools. Then call your wholesaler 
and place an order, today. 

SKIL Home Shop Tools are products of SKILSAW, INC. 


SKILSAW, INC. 
5033 Elston Ave., Chicago 30, Illinois 
Factory Branches in Principal Cities 


In Canada: 
SKILTOOLS, LTD., 66 Portland St., Toronto, Ont. 


21/,-in. SKIL Home Shop 
Belt Sander 


Sells fast because it 
works fast. Puts an end to 
hand sanding. Does perfect finishing on 
boats, floors, doors, stairways . .. on 
wood, metal, compositions. 





SKIL Trimmer 


A fast selling tool for your gardening 


customers. Trims hedges, shrubs, bushes. Makes trimming 
work a pleasure. Easy-handling, efficient. 









































1/,-in. SKIL Home Shop Drill 





2 MODELS 
« 518 with hex key chuck 

« 549 with fine geared chuck 
Clean, appealing streamlined \ 
design. Light weight, per- 

fectly balanced, plenty of power. 


1-in. SKIL Home Shop Drill 
/2 oP 5 : a», j 









a 


Big, powerful, 2 MODELS 
unequalled in its class ° 522 with 
for work and sales per- hex key chuck 
formance. Light, compact \ 542 with top 
Eye appealing. quolity geared 
\ chuck 
¥-in. SKIL 
Home Shop 


Drill Kit 


Includes 4” 
geared chuck drill 
and 18 accessories for drill- 
ing, grinding, polishing, buffing and doz- 
ens of other operations. Comes in a care- 
fully designed, fitted metal case. 

_ 


X 


SKIL 
Home Shop 
Bench Stands 

a CS 


i 
lk 
—— 





is 
\ 






2 models for % and 
Y4 inch drills. The most useful drill 
accessory to own... the easiest to 
sell. Drill press ac- 


curacy and con- = Ay 
~ “ zs 


venience. 
ORDER SKIL HOME SHOP TOOLS 
FROM YOUR WHOLESALER TODAY! 


6l 











DIAMOND 


METAL CUTTING SNIPS 


Drop forged of special analysis tool steel, heat 
treated and tempered to extreme toughness. 
Cutting edges hardened by electronic process, 
making them exceptionally hard and long wear- 


ing. 


ee eee 


PLIER DISPLAY BOARD 





Well-balanced assortments on sturdy, attractive 
enameled boards for displays. Stocked by lead- 
ing distributors everywhere. 


DIAMOND CALK 
HORSESHOE COMPANY 


4622 Grand Ave. e« Duluth, Minnesota 


~\ 




















GOLDBLATT 


Mason Tools 





Give You... 


Faster 
Turnover 


Satisfied \ | 
Customers “©. 


One Source for All Needs 


Buy all your masonry tools 
from Goldblatt — one order, 
one shipment, one billing. 
Easy, convenient. 














ATTRACTIVE 
DEALER DISCOUNTS 
Goldblatt sells direct to dealers, 
is therefore able to offer espe- 
cially attractive dealer discounts. 










SEND TODAY FOR FREE 1950 CATALOG 
Write for your copy of Goldblatt’s illustrated 
catalog describing the largest and most com- 
plete line of masonry tools and supplies. 





Goldblatt Tool Co. 


1920 Walnut Street Kansas City 8, Mo. 






FIRST CHOICE OF THE TRADE FOR 65 YEARS 
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FIVE ONLY BEEN WELL, THEY HAD SO MANY DIFFERENT 
HERE 5 DAYS, BUT » MAKES OF CUTTING TOOLS, SO POORIY MARKED 
I'M TURNING IN MY = THAT | COULO NEVER GET THE SAME KINO 
READING GLASS. 4 WICE WITHOUT USING A READING GLASS. 












WHY 7 DID You * NOT HERE! WE } 
NEED A READING STANDARDIZE. THE SHIELD 
GLASS ON YOUR BRAND 1S ON EVERY CUT— 
: _ TING TOOL WE USE--- BIG 
Wh ENOUGH TO SEE --- EASILY 
MP oCOGNIZED. AND WE NAKE 
A LOT OF SAVINGS BY 
STANDARDIZING --- PLUS 
UNINTERRUPTED PRODUCTION, 
ALL THESE THINGS HELP TO- 
WARD OUR PRODUCTION 
BONUS, TOO. 





¥, 


of Standard Shield Brand Tools 


1. Foremost Quality—In design—workmanship—mate- 





rial. 2. Complete Line—One reliable source of supply 
for drills, reamers, taps, dies, milling cutters, end mills, hobs, 
counterbores, and special tools. 3. Complete Service 
Stock—Over 10,000 items regularly carried in factory 
stock. 4. Nation-wide Availability—Stocked and sup- 
plied by leading Hardware Wholesalers coast to coast. 

5.Men Who Know Their Business—Our service 
staff has the advantage of 68 years of accumulated experi- 


ence in solving tough problems. 


Standardize on Shield Brand Tools for uniform 


cost reducing performance 


STANDARD JOOL (0 


CLEVELAND 4, OHIO 
New York + Detroit + Chicago 
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It Pays to Sell 
HACKSAWS, BAND SAWS and BAND KNIVES 


Make Sure Your Customers Have Them 


NEW Starrett Hacksaw and NEW Starrett FAST-KUT 

Band Saw Catalog helps you Band Knife Folder describes 

choose the right hacksaw or the complete line of band knives 

band saw for any cutting job. for high speed, low cost, pre- 
cision cutting of soft or fibrous 
materials. 


Starrett 


backed by the name 


Starrett 


Biades or bands bearing 


Starrett name must uphold 


the 
the 


Starrett reputation. You can 


give your customers extra 


assurance of top performance, 


uniformity and maximum 


cutting economy when you 


recommend and sell 


hacksaws, band saws 


and band knives 


precision made by 
““World’s Greatest 


Toolmakers”’. 


the 





Make STARRETT 
Your Headquarters 
For All 
Precision Cutting 


Starrett now meets all requirements for Hacksaws, Band 
Saws and Band Knives. Precision made by the World’s 
Greatest Toolmakers in a new, modern building with latest 
facilities, advanced techniques and highest quality standards. 
Finest steel, scientific heat treatment plus precision manu- 
facturing combine to make STARRETT your best buy. 





STOCK AND SELL THE COMPLETE LI 


Mechanics’ Hand Measuring Tools and Precision Instruments 


Dial Indicators + Steel Tapes + Precision Ground Fiat Stock 
Hacksaws, Band Saws and Band ates 


THE L. S. STARRETT CO. . World’s Greatest Toolmakers . ATHOL, MASSACHUSETTS - U.S. 
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\ The NEW SUPER 


Ainl 






oa METCOID 
ee TOOLMART 

- No.168 Assortment 

n you 

ee The Modern TOOL MERCHANDISER 
—s that stimulates 


QUICK, PROFITABLE SALES 


eatest 





kers”’. 


All complete in one compact, self-selling display. 


Tv Requires only a few feet of floor space. No dupli- 
BALANCED MEIICO cation of sizes—no slow moving numbers—no obso- 
—"~—<O lescence—professionally designed, guaranteed tools, 





rs | 

| f finished in gleaming nickel chrome yet priced to sell 
j | Z fast. 
d’s | 3 ALL FAST MOVING NUMBERS America's Fastest Growing Tool Line 


: if SMALL INVESTMENT 


nu- 





METCOID SOCKETS ARE HOT FORGED! 


f FINEST QUALITY TOOLS Thinner Walls + Lighter Weight + Deeper Broach + Stronger 


LINE — Contains 28 %-inch drive hot forged A : 
ments sockets and 12 attachments; 32 ¥-inch pALY Price $189.00 Dealer's Price $126.00 
ock drive hot forged sockets and attachments; 
20 pliers; 18 screwdrivers and 46 box- 
end, open-end and combination wrenches 
attractively displayed on a sturdy compact 
metal display rack. The finest that 


money can buy .. . guaranteed against 
defective materials and workmanship. 








SOLD ONLY THROUGH AUTHORIZED JOBBERS 


METAL ENGINEERING COMPANY 


s.A.| ¢ WRITE FOR CATALOG AND PRICE SCHEDULE PLANO, ILLINOIS 
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Heres The ©“ AMPBELL CHAIN 


Cam-Cak® 


for 
PROOF COIL CHAIN and BBB COIL CHAIN 
in REGULAR and HOT GALVANIZED Finishes 


Campbell Chain now comes to you packed in tough, new fibre-board containers 




















—made to withstand the roughest handling. 


Easter “Jo Stock...Selt...Display! 


No wood to splinter. Takes less storage room. No nails to snag hands or cloth- 
ing. Type and Working Load Limit printed on label for fast identification. 


I am a 
1 ee BBB COIL CHAIN | 


CAMPBELL CHAIN Company 


YORK <> PENNA 


‘it BBB COM CHAIN 


$ 
WORKING Loup i 1700. | round 


BS aks, zs » bia Be ‘ <a 
Is a ee a dS 


ssgnrsat~ 


AVAILABLE IN 
| These Sizes This Quantity 
: 3/16” 250 ft. 





=e gaint. 
Spe ae ea ee 


1/4” 150 ft. 
5/16” 100 ft. 
3/8” 75 ft. onenes 


CAMPBELL CHAIN Gomsany, YORK, PENNA. 


(International Chain & Mfg. Co.) 


"nT WON YwH 
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Your customers... 
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“Safety Plus” Products 


The same qualities that make CHICAGO ‘‘Safety Plus’’ 
Screws favorites for original assembly use in all fields of 
manufacture make them popular for your replacement 
sales as well. Precision manufacture, accurate thread 
engagement and greater tensile strength are as important to 
your ‘‘over the counter" buyers as they are to 
industrial purchasers. 


CHICAGO ‘‘Safety Plus’’ hexagon head cap screws offer 
clean, absolutely uniform heads, true flat points, 
accurately sized bodies and exact tolerance, 
pressure-formed threads. 





PRE RE S 5. ce ermrNaS 


With increased inventories of sturdily packaged, clearly 
labeled screws, you'll find greater profit in stocking and 
selling CHICAGO ‘‘Safety Plus’’ products. For service— 
for quality—for protection—sell the line for replacement 
that is used in all fields of manufacture. 


Ss 
(ing 





% Ask for CHICAGO products when ordering from 
your hardware distributor. 


Py 
3 
% A 
® 





CHICAGO 
REW COMPANY 


CHICAGO “Safety Plus” PRODUCTS INCLUDE: 


Socket Head Cap Screws ° Socket Set Screws 
Stripper Bolts * Square Head Dog Point Set Screws 
Socket Pipe Plugs ° Keys for SAFETY PLUS” 
N NA Products * Hexagon Head Cap Screws * Square 
° Head Cup Point Set Screws * Headless Set Screws 
Fillister Head Cap Screws °* Taper Pins °* Milled 2701 WASHIN 
Studs ° Semi-Finished Hexagon Nuts ° Semi- 
Finished Hexagon Castellated Nuts 


ILL. 
GTON BLVD., BELLWOOD. 


Established Eve 
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HARBIL Paint Mixers | AMAZING MARTIN-SENOUR 


increase paint profits! UZ Hee 


Bring Bigger, Faster Profits 
to Any Paint Dealer! 











* Minimum Stock! 






* Big Range of Colors! 
* Needs No Dealer Mixing! 
* Top-Quality Oil Paint! 






will 






* Famous Nu-Hue Colors! 































‘ NE 
e - 
* Color Harmony Service! c Dr 
UL Approved os ith 
ee by witn n 
: * Complete Merchandising Plan! : 
Acclaimed the finest machine of its » Anew 
kind ever made! » tinuou 
Provide your customers with perfectly mixed i ito The se 
paint without fuss OF muss of hand ae ¢ nother sensational color development by Martin-Senour attache 
Phis added service will stimulate your business, for you! Nu-Hue Colors allow any paint dealer to cash hol 
build customer good will. Also keeps new paint in on paint color profits. With minimum stock, you offer a 10le as 
fresh, renews old. Sensational performance! full range of top-quality paint colors in flat, semi-gloss ot Th | 
Counter Model HB-7. Shakes | gal. to ', enamel finish. said 
pint, 2 diff. sizes at one time! Needs no bolting Quick, easy and accurate! You simply sell the correct ' drill fe 
down! Noiseless and Vibrationless! Compact, number or combination of Nu-Hue Colors in tubes—plus 7 all the 
portable, and terrific! Fully $ .50 a quart or gallon of white in me ma eae. ee S Carbol 
guaranteed. chips show your customers every beautiful color and tell 


F.0.B. Chicago you the exact ingredients to provide. made { 


N EW! PAINTAI N ER! WRITE NOW for complete, free information on this profit- : toughe 


able NU-HUE COLORS System, created and produced 



































America’s most popula: stay tear tical icine NOW- 
Give-Away! Catches ail Sac : drills 
paint drips. Keeps floors. MARTIN-SENOUR COMPANY ~s 
hands, ete., c-l-e-a-n! Re- 2520 S. QUARRY ST., CHICAGO 8, ILL. tube, C 
usable tin-plated, patented > getan: 
container fits qts. or gal. : Fe 
cans. Ask about them Exclusive New Color Harmony Selector 4 Get the 
! Fe 
panes ” OE ) shows painted samples of every if coupon 
ee ee ee ee ee eee ee ee ees ees ee es es eee ee es es ee es speck Nu-Hue Color. Also shows 3 or I ‘ 
3 aa = = | 4 harmonizing colors for any nc., 1] 
HARBIL MANUFACTURING CO. | ati selected color. Boosts 
s*= a: - sales and profits with 
| ges = jo speed and ease 
' 325 W. Ohio St., Chicago 10, Ill., Dept. 4 azests 
4 as 
[] Please send FREE Booklet on Harbil Paint Mixer. | 5 * e ro 
| [] Please send FREE samples of PainTainer. 3 a ae : 
| _— oe 
| Firm . wenee 
| #5 - re 
| Address : { wat | i 
| City Zone State. . ‘ 
Re AERP cn SET Ef 
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NOW 





A completely new method of 







dust removal for masonry drills! 


The New Carboloy 


WWE SPUML 


Masonry Drill 


will step up your sales! 


NE LOOK at this new Carboloy “‘Live-Spiral”’ 
Drill in action will sell anyone who works 
with masonry! 


A new principle lifts out the dust—permits con- 
tinuous drilling—faster, easier, cleaner, deeper. 
The secret—a unique spiral wire, permanently 
attached at both ends of’ the drill, cleans the 
hole as it is drilled, at any depth. 


There is no packing of dust, no lifting out the 
drill for a new start—the ‘Live-Spiral”’ goes 
all the way without stalling. The cutting tip of 
Carboloy Cemented Carbide—the hardest metal 
made by man—bites into any masonry, the 
tougher the better. 


NOW—LOOK AT THIS! These revolutionary 
drills, neatly packaged in a transparent plastic 
tube, can be sold at no increase in price! You 
get an attractive discount, too, for extra profits. 


Get the full story on these drills. Fill out the 
coupon; send it in today. Carboloy Company, 
Inc., 11197 E. 8 Mile Road, Detroit 32, Mich. 


CARBOLOY. 


CEMENTED CARBIDE 


__‘Live-Spiral” Masonry Drills 
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—the most 
revolutionary 
masonry drill 

ever designed! 
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New Carboloy “Live-Spiral’ Drill 
with Carboloy tip goes all the way 
without packing, cleans dust from 


Ordinary carbide masonry drills will 
drill to depth about 3 diameters of 
tip before loading up with tightly 


packed dust that stalls drilling hole, drills cpntinuously.. . faster, 
action. easier, cleaner, deeper. 

MAIL THIS COUPON TODAY! HeDeDeDenaweay 
! 
Carboloy Company, Inc. l 
11197 East 8 Mile Road, Detroit 32, Michigan ! 
© Please send me full information and resale proposition on your sensational new 1 
“Live-Spiral’’ Masonry Drill ' 
| 
Name Title 
i 
Company | 
1 
Address | 
! 
City Zone State : 
69 


For Federal’s Rigid ‘‘Tray Top’’ Toaster Cover; 
FOR FINI 


Suggested retail 


Ss 79 | Space 
/- — —~-ae . Scores of Saving 


ae” 
sac 


LA 


Ps 

















Za ; 
Fite easily over While using Toaster, Cover makes handy 


| / any standard toaster "Tray Top” for Salt 'n Pepper, Cream 'n 


Catalog # 486 Sugar Set, Butter or Toast Dish, Cereal 
‘ box, Condiment Set, etc. 


Every home-maker who has an Electric Toaster, and 





there are over *40 million of them, is an easily self sold 
customer for this new rigid “Tray Top”’ Plastic Poly- 
styrene Toaster Cover. Popularly priced at $1.79. 
Available in assorted colors... 

For complete details see our representative 


. see your jobber . or write for illus- 
trated catalog sheets and price list 








Representatives in: New York, St Louis, Memphis, Seattle, Louisville, a 
Pittsburgh, Detroit, Atlanta, Minneapolis, Dallas, Kansas City, Los Angeles. % 





While protecting Toaster, Cover makes 


handy shelf for radio, decorative flower Your Wine 


Families owning Electric Toasters vase, percolator, or other similar items. 
* April, 1948 “Electrical Merchandising’’ 


FEDERAL 
Praclical 


FEDERAL TOOL CORP., 3600 W. PRATT BLVD., HOUSEWARES CHICAGO 45 
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Why is it so good? 
Because it displays the most popular 
knives from the finest line in America 



























































... it’s really beautiful, and strikingly 
e complements the quality of the knives 
“ . and CAMILLUS knives are nation- 
a ally advertised to the millions—in every 
city, town and village. 
- 
These are the numbers 
§ . 
all America knows best 
Made of beautiful bleached oak, the 
panel is practically indestructible. Will 
§ keep on boosting your pocket knife 
e sales for months. Knives are treated to 
© keep them bright and clean, are wired 
on panel. 
handy 
an Dimensions of panel—12”x 1512”. 
— Has easel. Weight about 31/2 Ibs. 
You pay for knives, only. 
—— g 4 For complete line, see 
We are CAMILLUS Catalog #50. 
o-operating , ; 4 
’ Z =) 54 {i If you are one of 
; =] : the few hardware 
zi . My dealers who does 
‘ a " ‘ NOT have the 
4 6 CAMILLUS Dis- 
§ April 28 threw May play and stock 
4 Cabinet (at left) 
ask your CAMII 
LUS distributor 
‘ , how to obtain it. 
is 
‘Bi 
makes 
+ ° Your CAMILLUS 
Sininaie our Window Your Counter Your Wall Display Cabinet 
ms. 


CAMILLUS CUTLERY COMPANY 
Camillus, New York 





























NOW cams 7000S ito the Kitchy Zi 







' Hitcl 


* 


with a line of fast moving. 
Kitchen Knives that 


@ LOOK QUALITY | 
@ FEEL QUALITY 
@ and are QUALITY 



























Hon 


in both > 









Bas well « 

<a 0 Speruno OF 7) Bs double 

, To 

S” Guaranteed by * yt 
Good Housekeeping} «'' 
: We’ 






a NW) 
SAB resent 
Sor as AbvertiseD WE Be 


catching 
BEAUTII 









; your nea 
Now the greatest name in pocket ; 


knives — nationally advertised 





P50 ASSORTMENT CAMILLUS — offers the handsomest 


line of kitchen knives you ever saw. 
3 dozen assorted / 


knives (fast movers) 


packed with attrac- A brand new type of STAINLESS 
tive display and STEEL with special emphasis on § 
window cards. 

, : EDGE HOLDING QUALITY— - 
79¢ to *1 ea. Retail gleaming, streamlined, ebony-black 


handles of hard rubber. Smart-look- 


P-51 All 5 styles mounted 
on attractive wall rack. 
Handy and decorative. 
Retail $5 per set. 











ing knives that women will want, 





and priced so women will buy them. 





CAMILLUS CUTLERY COMPANY 


P-52 Set of 6 steak knives 
in handsome wood block. P4 Seattinn 18. ¥. 
Retail $7.50 per set. 5 


Pictured actual size 
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ty Hitch your glassware 
C M 


«<o-n to 








Never before could you offer customers 
such an expensively-detailed, crystal- 
brilliant glass at such a popular price! 








Housewives will love its utter simplicity—correct 
in both traditional and modern settings. Serviceable 
as well as e/egant, they can use this new “Stardust” 
| pattern for every meal. And because each glass serves 
» adouble purpose... it saves cabinet space in the home. 





To make it even more appealing to your customers 
. you can feature “Stardust” as open stock. Each glass 
with chip-resistant rims guaranteed by Libbey: “A new 
glass if the ‘Safedge’ ever chips!”’ 
We’re heading “Stardust”? customers your way by 
presenting this exciting new pattern in a big eye- 
catching spread in the December issue of HOUSE 
BEAUTIFUL. Stock up now for profits by contacting 
your nearby Libbey jobber, or Libbey Glass direct. 


»cket 
tised 


mest 


Saw. 





= 


eee the new Stardust Stemware and other new 
Hostess Sets for 1950 at Libbey’s Exhibit at the 
Pittsburgh China, Glass & Pottery Show, Hotel 
William Penn, 17th Floor, Parlor E. 


LESS 
is on 
ry— 
black 
look- : 


Fw Sa ese 














A of a bind, oxed., for #{50 


Suggested Retail Price—(Slightly higher in South and West) 


LI BB KY GLASS Sint Stmuuatt 


Libbey Glass, Division of Owens-Illinois Glass Company, Toledo |, Ohio 


want, 


hem. 
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As Advertised in 
House Beautiful 
Good Housekeeping | 
Better Homes & Gardens 


No. 449 Deluxe Model With 
Electric Dial Light 

Finished in high-gloss enamel with 
chrome trim in dial head. Colors: 
White, Pale Jade, Sky Blue, Citrus 
Yellow, and Shell Pink. Black ribbed 
rubber mat. Dial light powered by 
replaceable flashlight battery. 


No. 479, same model finished in 
gleaming all-chrome. 


No. 555 Waterfall Platform 
Low streamlined styling. Colors: 
White with Black mat, also Pale Jade, 
Sky Blue, Citrus Yellow, and Shell 
Pink with marbleized rubber mats in 
matching shades. Dial head trimmed 
in chrome. 


No. 557, same model finished in 
all-chrome. 


No. 222 Low Boy 

The incomparable model that has no 
rival in value. Colors: White with 
Black mat, also Pale Jade, Sky Blue, 
Citrus Yellow, and Shell Pink with 
marbleized rubber mats in matching 
shades. Dial head all-chrome. 


No. 227, same model finished in 
all-chrome. 


Advertised 


SCALES... 


DUNSELOR 


COUNSELOR | 
a ae Ly 


Write today for Complete Details 


The Brearley Co. 
Rockford, Illinois 


New York Office 
1125 Broadway 














IDEAL CABINETS 
—As Low as 


°6.75 


LIST 


If you are not aware that the prices of 
Ideal Cabinets go as low as $6.75 List, 
this is something to think about, espe- 
cially if you are interested in securing 
more attractive cabinets without paying 
fancy prices. 


Regardless of what priced cabinet you 
may be looking for, or what features you 
require in the cabinets you stock, you 
will find that Ideal Cabinets fill the bill 
in every particular. Send for catalog 
and see for yourself. 


weve 17 Models 


FOR @ Write for descriptive 
LITERATURE literature on our complete 
line of bathroom cabinets. 


ideal 
Cabinet Corporation 


Division of Deslauriers 
Column Mould Co., Inc. 


7722 JOY ROAD DETROIT 4, MICH. 
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Kimble Deluxe Glass Bars Cryséal glass. 
full %" in diameter—sturdy fittings with heavy 
chrome plate—18" and 24" lengths. 


QA 





= Se 
Kimble Bent-End Glass Bars Crystal or opal 
glass Y%" in diameter. Strong metal fittings of 
modern design—18" and 24" lengths. 


) 


) 





Kimbie Double-Purpose Glass Bars Crystal 
glass bar with adjustable fittings for full-length 
use or projecting ends. 24" long. 


i, 


Kimble Button-Fnd Glass Bars Crystal or 
opal glass with sturdy metal fittings. Available 








in 18" length. 


lass Bars 
our styles, 


Here, at no added cost to you, is a new sales-getting 
display that puts your Kimble Glass Bars right up 
front and center. Use it on the counter, in the 
window, on island tables. 


Customers see 8 ways to make good use of these bars. 
They see the handsome chrome-plate fittings, the clear 
sracefully curved crystal bars that never lose their new look 
§ ; ) 

This display, highlighting the quality of Kimble 
Glass Bars, plus their attractive prices, is sure to 
stimulate sales—increase your profits. 

Order this display now from your wholesaler, 
your distributor, or write direct to us. 


A GLASS BAR FOR EVERY PURPOSE 


KIMBLE GLASS otorev0 1, orio 
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Division of Owens-Illinois Glass Compan 








GEST | AWOWN. (. MOST WANTED... 


















UNIVE RSAL | 


ALUMINUM 
COFFEE PERCOLATORS 


The percolator that coffee-lovers have 
liked the best for more than 30 years! 
Made of heavy, spun aluminum, this 
Universal percolator boasts the famous 
Cold-Water Pump and Spreader Plate 
which assure perfect full-flavored cof- 
fee before the water boils! 7 and 10 cup , 
sizes available— Universal is just the 
percolator to “perk” up sales. Phone 
your Universal distributor today! 





th 
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FOR 


EXTRA 
PROFITS 


As Advertised in... 
Ladies Home Journal 
Better Homes & Gardens 
Household 

Sunset 

Successful Farming 
Prairie Farmer 

Wallace Farmer 
Wisconsin Agriculturist 
Nebraska Farmer 

The Farmer 





GET EXTRA PROFITS with nation- 
ally advertised FREEZ-TAINERS. 
There are three attractive eye- 
appealing packages . . . the dozen 
25 oz. pack, the dozen 16 oz. 
pack, and the Economy 3 pack 
of 25 oz. Freez-Tainers. Display 
nationally advertised FREEZ- 
TAINERS for extra profits. 


CROWN CORK SPECIALTY CORP. 


Division of Crown Cork and Seal Co., Inc. 
DECATUR, ILLINOIS 


Distributed in Canada by 


Percy Hemant, Toronto, Ontario 











America’s Best-known, Most Popular Line of Kitchen Helps 

























No. 120 Dazey ed 
Super Juicer ug 
men a UND op > = 
F cemcned by ” SY ae 
Good Housekeeping } ‘ = 
S225 aoyeansto WT THE DAZEY ‘‘OPN-SEAL”... i % 
IN DAZEY KITCHEN-TESTED COLORS Shy! = 
° Removes all screw-type jar lids and Pe $ 
{o> a = T 
(= bottle caps, all vacuum sealed caps 
i and lids—quickly, easily... without aT 
| No.150Dazey damage to cap and container, or 
Crackit injury to hands. Also ideal for sealing 


2 < or resealing of air-tight jars. No. 810 Dazey 
For greater profits feature Dazey  Blend-R-Mix 


. 
2 “Sj Kitchen Helps in Dazey kitchen-tested 
— colors. All wall- type units fit the famous 
No. 80 Dazey Dazey wall bracket, making easy the 
Deluxe Can Opener sale of other Dazey units. Ask your 


a regular jobber about Dazeys, or write 
ee today for literature and prices. 
l © 
a Y DAZEY CORPORATION © ST. LOUIS 7, MISSOURI 
he No. 160 Dazey 
No. 900 Dazey Triple ice Crusher 
Sharpit—(Knife and 


Scissors Sharpener) 
Be Sure 


Form a DAZEY CHAIN of Kitchen 
Products « CAN OPENER « KNIFE 
SHARPENER ¢ JUICER » ICE CRUSHER 
BLEND-R-MIX e NUT CRACKER 
FAMOUS DAZEY CHURNS 


ra) 


*W 
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ars! 
—) @ Conceived and born in this 





this = | aoe <A period of lusty competition, 
nous pnnnnnnnany aie. _~ these heirs to a long line of 
late : a F — ; Quality cooking and heating appliances “have 
cof- SS. 1 what it takes” to satisfy the big market for 
cup z =. oO + popularly priced gas and electric ranges. 

.™ ig om = : 4 Endowed with a name that has plenty of 
on —o . ; = public appeal, these mew additions to the 



















: Washington family will bring joy into the 
homes of your customers. 


Write today for “pedigree” and other in- 
formation. Address Dept. HA. 


ESTABLISHED 1862 


GRAY & DUDLEY CO. 
NASHVILLE 3, TENNESSEE 





niin) 


<< 
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120 Dazey 
per Juicer 


S 
e 


5 Sy 
A 
; WORTHY OF THE NAME 
i Gray &Dudley Co 


Established 1862 
810 Dazey Nashville Tennessee 
lend-R-Mix 


2 


. 160 Dazey 
ple ice Crusher 
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The <MEICO’ Wave Sprinkler 
with these values for you 


and your customers 


DESIGNED TO SELL 
Beautiful aluminum construction has eye appeal—creates 
the desire to buy. Exclusive quality features insure long life 
—rigid tubular frame, pressure-cast motor housing, pro- 
tected jets, DuPont Nylon gears resist wear, need no oil or 
grease. Outstanding for beauty, strength, dependability. 


BUILT TO SATISFY 
National advertising is telling your customers the advan- 
tages of watering large rectangular areas. Uniform cover- 
age of a plot 40’ x 50’ means fewer settings—less attention. 
No puddles, dry corners, or overlapping. Built and guaran- 
teed by an old established maker of fine industrial machines. 


BIG PROFITS 
Buy six at a time and you pay $16.95 each less 40% —that’s 
$6.78 PROFIT on every single sale. 


DEALER AIDS 
Beautiful 3-color envelope stuffers supplied free. Use our 
newspaper mats in your local paper to tie in with our 
national advertising campaign. 


Use the handy coupon below to order your Metco Wave’ 
Sprinklers and sales aids. 


GUARANTEED 
METALLIZING ENGINEERING CO., INC. 
38-13 30th Street, Long Island City 1, N. Y. 
Ship METCO Wave Sprinklers 
1 to 5 units—$16.95 less 33%% 
6 or more—$16.95 less 40% 


f.o.b. your nearest Metco jobber 
Send 3-color envelope stuffers 














COMPANY 





ADDRESS. 





CITY. -ZONE___STATE 





MY NAME_ 





su Sees eee sees eseeesaeuneeeaanand 


MY JOBBER IS. CITY. 
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Black Leaf 40 is a safe, reliable, dependable insec- 
ticide, backed by many years of successful use as a 
spray, dust, delouser, dip, drench and repellant. 
Home gardeners, farmers, poultrymen, orchardists, 
vegetable growers, flower growers, and stockmen use 
this well-known product. 


Black Leaf 40 is nationally advertised in thousands 

of publications. It sells every month of the year, 

reducing your inventory by replacing numerous 

seasonal, one-purpose items. It pays you to stock 
| Black Leaf 40. 


TOBACCO BY-PRODUCTS & CHEMICAL CORPORATION 
RICHMOND, VA. + SAN FRANCISCO, CALIF. 


ae 















SELLING FEATURES 


Positive chain drive to 

wheels. 

Gear reduction unit means 
5 smooth and adequate 7 

power. : 

Smaller semi-pneumatic 


" 
a 4 B tired wheels lowers center 

f gravity. 

¢ % org y 


Standard size cutting sec 
tion and guards make re § 
placement simple and eco 
nomical. 




















New Pitman action reduces 


SELF pei cle rt 
e eaning Bar 
PROPELLED Moisture and dirt seoled 
--- CHAIN » ball bearings, ag 5 
e packed for fu 
DRIVEN-..__ 2 ous operation. 


j Streamlined weed fender 
DB pecteste all working ports 1 


Windrows tall weeds 
eer ~." ; : 4 
Mastersickle is the answer “," . a 
for the man with weeds and ; ' % 
tall grass because it simply . Dealers have found it a quick 
outperforms makeshift at- seller. One small town dealer hes 


tachments. It’s built to mow sold over 20 Mastersickles in less 
and that it does! than 60 days. Your inquiry invit His, 


AIRCAPITOL MANUFACTURERS, INC. 
1618 SOUTH MEAD WICHITA, KANSAS 


SATISFACTORY SERVICE 
COAST - TO - COAST 
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0» Moquerwood Mills 


WM. E. HOOPER & SONS CO. 
New Yok PHILADELPHIA Chicago 
Mills WOODBERRY, BALTIMORE, MD 


79 








the 


PARKER 
SANDING BLOC 


* ae 


* GROOTED 


Featured for 


NATIONAL HARDWARE WEEK 
APRIL 28 through MAY a 


The big, sturdy, and easy- 
to-grip Parker Sanding 
Block is a bright star .n the 
famous Parker Line of 
Quality Small Hand Tools. 
Contour of the block 
assures a better sanding 
* job in less time with a min- 
imum of wear on the abra- 
sive. Parker Sanding Block 
Refills are packed a dozen 
to a box in three different 
grades. Ask your jobber 
for complete details of this 
featured Parker Tool. 





Packed 12 dozen in colorful 


display boxes. 








PARKER MANUFACTURING CO. 


WORCESTER 1, MASS., U. S. A. 
and ACKERMANN- STEFFAN DIVISION 


Manufacturer of Famous Trojan Coping, Jig and Jewelers’ Saw Blades 


80 










new javier 


CARTRIDGE einen GUN! 





Here at last is a compact, lightweight Cartridge Caulking Gun 
designed and priced to appeal to thousands of home owners all 
over the country. It’s easy to load and operate —no fuss or 
cleaning — for the compound never touches the inside 
el of the gun when it is used with CALBAR ‘‘Hole-in- 
Top’’ Caulking Cartridges. It’s so convenient 

that contractors are buying it, too! 


Suggested Retail Price $1.95 


CALBAR PAINT 
& VARNISH CO. 


Manufacturers of Technical Products 
2612-26 No. Martha St. 
Philadelphia 25, Pa. 


Your Jobber Can Supply You 














YOU NEED THIS NEW, UPRIGHT 


GLASS CUTTING MACHINE 


FAST © ACCURATE * SPACE SAVING * FOOL-PROOF 





ONLY $36 AND QUICKLY PAYS FOR ITSELF. 
COMPARE WITH ANYTHING ON THE MARKET! 
1. Cuts down to 1% inch strip 
2. Leaves shelves unobstructed 
3. Furnished any size up to 48” 


DON’T WAIT—ORDER NOW—PROMPT SHIPMENT 


WM. L. BARRETT CO. 











BRISTOL, CONN. 


——— 
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|" MEMPHIS and Miami, in Asheville, Greenville and all 


through the south, smart merchants have become “open- 


minded”. By opening their stores to view with L-O-F 
Visual Fronts, they pull in more traffic. Sell more! 

It works the same in Denver and Detroit and Dubuque. 
Works for hardware dealers as well as for druggists. It 


should work equally well for you. 


For a modern VISUAI® 


IZRONT see your nearest 
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Pantaze Drug Store, Memphis, 
Tenn. Architect, E. L. Harrison 


hn 
Ml STORES ARE HITTING NEW HIGHS 


A mistake some merchants make is guessing they can’t 
afford a modern Visual Front .. . never bothering to find 
out what one really costs. So don’t guess. Talk to your 
L:O-F distributor. Being a local businessman, he under- 
stands local conditions and people, can see that you get 
the most for your dollar. If you need help from an archi- 
tect or contractor, he can direct you to those who do 
store modernization. 

You won't find a better or more complete line of store- 
. . L:O-F Polished Plate Glass, 


Golden Plate to reduce fading, Heat Absorbing Plate to 


front materials than his . 


reduce solar heat, T7hermopane* insulating glass to reduce 
steam and frost, Tuf-/lex* doors to open up entrances, 
Vitrolite* to beautify exterior surfaces, 

Send the coupon for name of your nearest L-O-F dis- 


tributor, who can give you this complete, helpful service. 


Libbey*Owens*Ford Glass Co. 
7735 Nicholas Building, Toledo, Ohio 


Send me your book on Visual Fronts and the name of 
your nearest L*O°F distributor who installs them. 


Name —_ — 





Address 





City pahaeiaiiain 
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| Story of Foust Bros. Hatchery, Manchester, lowa, proves that it pays to 


Put a Jamesway Department 
in Your Business 














eey ZOU ought to see how our Jamesway sales have jumped 
Ta we built a new display room and hatchery,” says 
John F. Foust, Manchester, Iowa. “Believe it or not, our sales 
have doubled, tripled, and doubled again! 

“We especially like our picture-type display windows and 
big parking lot. Every day several farmers pull in and ask how 
much this or that piece of Jamesway equipment costs — after 
seeing it through the window while driving down the street. 
“My brother and I have often remarked, those big win- 
dows are just like another salesman. And a good line of 
equipment like Jamesway in the window, is our formula to 
get increased sales.” 

You too can make extra sales and extra profits selling 
Jamesway barn and poultry equipment! Take advantage of 
Jamesway'’s famous “‘sell-on-sight’’ quality, powerful adver- 
tising and valuable franchise. For complete information, write 


Jamesway, Ft. Atkinson, Wis., Dept. HA 350. 
JAMES MFG. CO. 


Ft. Atkinson, Wis. e Elmira, N. Y. ° Los Angeles 33, Calif. 


In Canada: Eastern Steel Products, Ltd., Jamesway Div., Montreal, Preston, Toronto 









YOUR 


— . Be Display the Sign that 
— ames —- 
_ J ; eee. = Farmers Know Best! 





DEALER 
Dean Manson, store employee, left, and John F. Foust, right, one of the 
partners, discuss the sales points of a Jamesway Electric Fan. 
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Those who know agree on one thing— vanish- 
ing doors must be noiseless and effortless to 
operate. And that is why more and more 
builders insist on R-W Silver Streak Vanish- 
ing Door Hangers and Track .. . it’s got ex- 
actly what they want. 

Specially designed for lightweight vanish- 
ing doors in thin-wall pockets built in stand- 
ard 2” x 4” studded partitions, Silver Streak 
is also for use on parallel residential wardrobe 
doors 4” or more in thickness. The hanger 


muchanns ichar ds- 








~ Glor Thin-Well Installations 


wheel, made of fine-weave cloth base bake- 
lite, and equipped with high-finish ball bear- 
ings, gives longer wear and quiet operation. 

The track is extra heavy section, hard com- 
position extruded aluminum. Screws are easily 
inserted. Only rounded surfaces of the floor 
guide come in contact with the door groove, 
preventing scraping and assuring smoother 
quieter performance. 

For maximum satisfaction and economy, the 
logical choice is R-W No. 1019 Silver Streak. 


ilcox Mfg. Co. 


WW “A WANGER FOR ANY BDOGR THAT SLE9E 3° 


*“UROR* AURORA, ILLINOIS, U.S.A. Branches in all principal cities 


Reg. U.S. Pat. Off. 


OvER 70 YEARS 
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SAVE TIME AND MONEY Theyll Come to »»YOU 
Buy from a Single Source aniston 


svn °° |NEPTUNE 


GUARANTEED BUILDERS HARDWARE 











Sump Pumps! 


NEW sales-winner for the hard- 
ware dealer! Now you can offer a 

Neptune Sump Pump built to perform— 
and priced to sell—in today’s vast mar- 
ket seeking a dependable pump at a 
low price. 
Be ready with Neptune's 1950 profit- 
maker! 
This time-tested Neptune Sump Pump is 
distinguished for many superior qualifi- 
cations: Durably constructed . . . geared 
to pump at the rate of over 3000 gallons 
per hour... equipped with a Cutler- 
Hammer Switch... a G-E 1/3 hp. motor 
. . . a long-life bronze bushing, water- 
lubricated. 
Move quickly to ring up big profits this 
season! Order a few for stock. 


Mfd. by Neptune Pump Mfg. Co., 
Philadelphia, Pa. 


SUPPLEE-BIDDLE CO. 


Fifth & Bristol Sts., Philadelphia 5, Pa. 
Distributors te the Hardware Trade 

















ADDED PROFITS 


WITH 







ei EYE BOLT 


lll HY suns 


TURNBUCKLE 
ASSORTMENT 


ON REVOLVING 
DISPLAY STAND 


Another good counter 
display assortment of 
Larson quick selling Eye 
Bolts and Turnbuckles. 
It's the proven way to 
sell this type of hardware. 
Let Larson show you how 


i to increase profits. Sug- 








Prominent in the Frantz line of Guaranteed 
Builder’s Hardware is a complete range of sizes 
and types of high quality Butt Hinges, in both 
plated and bright finishes .. . sturdy strap and tee 
Hinges . . . ingenious Hasps and similar items. 
You'll find it both convenient and profitable 
to select all your Builder’s Hardware require- 
ments from the complete Frantz line. 


FRANTZ 


GUARANTEED BUILDERS HARDWARE 


gested selling prices and 
price tags included with 
each assortment. 





No. AS-25113 
ASSORTMENT 


“LARSON'S DISPLAYS DO A QUICK SELLING JOB" 
Write for the Tan 
Literature on Larson 
Hardware Assortments 


CHAS. O. LARSON CO. 





STERLING « ILLINOIS 














FRANTZ MANUFACTURING CO., STERLING, ILLINOIS | 
- HARDWARE AGE, MARCH 9, 1950 






















ye 
IC 


Cotton 








Dont get caught short! 
a, lose added volume! 


HEAVY SELLING 
MONTHS STILL AHEAD! 


RVLITE 


Now enjoying the 
biggest year ever! 


{3 : 
Ws == S KEEP R- VLITE ON DISPLAY 
EESEES % ; — a 
ree TYPES for eee 4/44, @ 4/) 1/3 PRESENT SUPPLY 
so 
——_, + — 
ened ar mo SS ORDER AMPLE STOCKS TODAY 


Cotton Reinfor Plastic Reinfor 


300-w 400-T ie 
300-W Wax #00- Fabric pA RV E Y ne O ~ a @) Ww AT Ke), 


ORDER from your JOBBER bee 
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WAKE UP 


YOUR WATER SYSTEM 









SELL AMERICA’S 


Complete LINE 


Watch your water system sales “come to 
life’ when you start handling DEMPSTER Shallow and Deep Well Recip- 


Water Supply Equipment. rocating Pumps ® Shallow and 


. 3 Deep Well Ejector Type Pumps 
There is a huge rural and suburban de- y P 
8 ® Steel Tanks ® Windmills ® 


mand for running water. By selling a com- intention Gate © Ot. 
plete line, and the kind of service that goes tributors of Pipe, Fittings, and 
with it, you can be the dealer that taps this Plumbing Supplies 

rich, ready made market. 















Get started right now. Team up with 
DEMPSTER, the name that has meant de- 
pendability to farmers for over 70 years. DNT-1-49 






Deep Well 











E % | Ejector Type 
g % 
DEMPSTER MILL MFG.CO.|| | ; 

















BEATRICE NEBRASKA 
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iI ‘GET A GRIP ON PROFITS 


it Sell 


TOP PERFORMANCE IN 
EVERY SPRAYING USE 
There are hundreds 


of Airosprayer pros- 
pects in your own 
community. 


FOR THE HOME — Pre- 
ferred by women for 
epeaysee flowers. 
shrubs and garden, 
because it’s so easy 
to use. 


FOR THE FARM— 
Widely used for : 
spraying beef and ” oe : Beam | 
dairy cattle, orchards, 
truck gardens .. . 








ROGERS 


“GORILLA GRIP” GLUE 





Hold customers by selling them the glue that 
has tremendous strength in every drop . . . sets 
creosoting, white- quickly . . . bonds permanently. Customer satis- 


washing, ceed A REAL PROFIT MAKER | | faction means steady sales — new business — 


fire fighting | bi 6 
igger profits. 
FOR COMMERCIAL USE Make pleased customers and increased | ey ! 


Ideal for fruit grow- Profits stick because Rogers sells only to the 





ers, nurserymen and sales by featuring the original AIRO- f : , 
florists. SPRAYER. Public acceptance is greater Hardware Trade. There's no cut-price competi- 
GUARANTEED — Pre- than ever because of new construction tion from chain stores, group order buyers, and 
cision-made of dura- and performance features, quickly and mail order houses. 

lt coy Bona = coavincingly demonstrated. Outperforms 

Sold on money-back and outlasts any manual sprayer on the Ask Your Jobber for ROGERS Today. —< 





guarantee. market. Backed by national advertising, 


plus effective sales helps. 


Write NOW for Complete 
Information . . . Literature . . . Prices 

















AIROSPRAYER CO. 
107 North Fourth St. 
NEODESHA, KANSAS 





the beat LIQUID FISH GLUE x 
Bcioucester, Mass. J MEE 
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@ Pre-selling keeps your customers buying 


@ Strategic warehousing keeps you in stock 









Eclipse dealers have every advantage saleswise—a 
complete line...quality products...national 

acceptance...efficient service. And when you 
handle Eclipse, you have lawn mowers 










when you need them...even in the \ COMPLE NE OF 
heavy buying season...because the ee a ee oe 
Eclipse warehouse system is set up to power 

Lark . 18” 








For the first time 
Quality in a low price 
power lay er 


replenish your stock on a moment's 
notice. Handle Eclipse for your 
greatest sales and profit 
opportunity. 













| Long established reputation | Consumer acceptance. 

2 Continuous national advertising. 2 Fast turnover. 

3, Quality product... exclusive 4, Efficient repair service. 
features. 






, ; ; Warehouse system that means 
4? fodels for every purse and fast delivery and lower transpor- 
requirement. tation Costs. 


Eclipse Warehouses arc conveniently located for fast delivery to you. 













Atlanta, Ga. Detroit, Mich. San Francisco, Calif. Memphis, Tenn. Sr. Paul, Minn 
Boston, Mass Indianapolis, Ind. Stockton, Calif Omaha, Nebr Dallas, Texas 
Buffalo, N. Y. Jacksonville, Fla. Sale Lake City, Utah Philadelphia, Pa. Waco, Texas 
Charlotte, N.C. Boise, Idaho Denver, Colo. Pittsburgh, Pa Houston, Texas 
Cincinatti, Ohio Seattle, Wash. Amarillo, Texas Prophetstown, Ill. New Orleans, La 






Columbus, Ohio Portland, Oreg. Jersey City, N.J. St. Louis, Mo Los Angeles, Calif 
Kansas City, Mo. 






THE ECLIPSE LAWN MOWER CO. e 1803 Railroad Street, Prophetstown, Illinois 
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— emphasizes the 
Super- Refined Cleanness of 


Offers / WHITNEY 'S exceisior Brand 
MORE VALUE Z LAWN SEED = 


The germination is sealed in! WHITNEY 1950 

national advertising — just ahead — will reach your THE ¢ 
local lawn makers through their home magazines and il tl 
Sunday newspapers. Tie in to get a BIGGER Share of * 

the profitable seed business. Write today for prices can t 





and full information on FREE Dealer Helps. 





WHITNEY SEED CO., INC., Buffalo 5, N. Y. 





HANDLES:- Wooden — selected high grade hardwood. 
Tubular — first quality steel pipe. COMPARE! 











TRAYS:- Pressed — or formed and spot welded — from BEST QUALITY MAIL BOX ON TODAY'S MARKET 


heavy guage carbon steel. Rolled top edges reinforced 
with continuous steel rods. COMPARE! 


FRAMES:- Risers shaped for balance and proper wheel- 
ing level. Jackson NON-SLIP Device on tubular barrows, 
prevents trays from moving forward. Riveted heavy 
channel steel legs. COMPARE! 


AXLE ASSEMBLY:- No bending, breaking or loosening — 
because threaded axles are screwed into malleable iron 
brackets, tying front end into a rigid unit and elimin- 





No. 128 






ating nuts or cotter pins. Wheel guards for easy dump- “BONUS | 
ing, strengthen front of frame. COMPARE! : —easy- 
need on 
Bearings:- Plain or roller. COMPARE! MAILMASTER ton off a 
. ‘ , d F THE LAST WORD IN MAIL 
WHEELS:- Pneumatic, ; semi-pneumatic and steel. Our BOX BEAUTY AND UTILITY 
own manufacture with many sizes to choose from.  ceiniiiiline tenn eet 
A TH A AST as F - 
aeons NITY, BEAUTY and CHARM, with a 
finish which harmonizes with any front — 
FINISH:- Wooden handles dipped in durable, weather- a _ modestly adding richness to ret ne: 
proof varnish. Wooden barrows finished in heavy, red ee ae ee the sm: 
enamel. Trays and metal parts dipped in waterproof IT HAS SO MANY FEATURES the cou 
enamel. COMPARE! * Extra heavy * Top hinged door that is be mac 


always closed * Large thoroughly protected 
letter slot * Inside wire retainer prevents mail 
from falling out when door is opened * News- 
paper and package holder of abundant size 
¢ Cylinder type lock and key * Name plate 
slot * 22 gauge steel. 


AVAILABLE IN FIVE FINISHES 


Compare JACKMANCO Barrows and you'll agree 


they offer more value and greater sales possibilities. 
Used in construction, mills, factories, railroads, farm, 
home and garden. Since 1876, leadership through 
superiority. Write today for literature and 


price list on the “Fulton Line” 


PATENT NOVELTY CO. 7 kK 


SPRINKL 
HARRISBURG * PENNSYLVANIA FULTON, DEPT. HA, ILL. : COUPLIK 














JACKSON MANUFACTURING CO. 
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because — 


SPECIAL 


P widas touch! 
x 


= 


hey odd tun @ eovie 


You'll find that your garden hose equipment sec- 
tion can be worth its weight in gold if you handle 
and promote Scovill’s GREEN spoT line this season 


THE GREEN SPOT LINE IS COMPLETE, COMPACT— NEW “BASIC SALES STARTERS SAVE INVESTMENT COST —choice 
all the items that customers need and buy of 3 prearranged groups of stock to fit your retail require- 
can be featured in one compact display spot. ments. Includes a plentiful supply of free sales aids. 





“BONUS ITEMS” FOR EXTRA PROFITS DON HEROLD PROVIDES “SALES- 
—easy-to-sell accessories that pLus’’—Don’s booklet, ‘“‘How to 
need only to be called to atten- Water Your Lawn Right’’, and 
tion of customers. eye-catching display cards attract 


customers, create desire for va- 
riety of accessories. 


Get next to Scovill’s GREEN SPOT profit cultivation plan— 
the smartest merchandising plan in the business. Fill out 
the coupon below for full facts on the extra profits to r 
be made with GREEN SPOT. 


Green Spot 


GARDEN HOSE EQUIPMENT 
A PRODUCT OF SCOVILL 
KEEPS THAT.SPOT GREEN 


Scovill Mfg. Co. 
36 Mill St., Wat 


| 

| 

| 

| plan and all the 
| profits for me. 
| 

| 

I 

1 

| 


My Name 





Address . 


My Jobber’s Na 
SPRINKLERS - FAN SPRAYS - HOSE NOZZLES - QUICK CONNECTORS PC ee 
COUPLINGS - HOSE MENDERS - CLAMPS - NIPPLES - GOOSENECKS cas. dee aks alan eek aie 
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GREEN SPOT SELLS ITSELF—‘‘Silent 
Salesmen”’ displays, product tags 
and feature display cards attract 
attention and create sales with- 


out bothering you except to ring 
up the sale. 


Merchandise Division 


erbury, Conn. 


Please send me the 1950 GREEN SPOT merchandising 


details on how it means more sales and 


me.. 


















this simple fact means cash in your pocket: 


RED BRAND FENCE 


is galvannealed 
for longer life! 





There are some facts about fence that help 
convince a farmer to buy one brand in 
preference to another. One such fact is this: 


Galvannealing is the Keystone process that 
fuses zinc to the strong steel wires of Red 
Brand Fence, forming a superior, longer 
lasting coating. In addition, the steel wires 
of Red Brand Fence contain copper for 
extra rust resistance. All this means 
greater fence value. 





These sales facts make Red Brand Fence 
easier and more profitable to sell. 


THE RED BRAND PLAN BUILDS BUSINESS 


Red Brand now provides you with a real 
profit-making plan—not just for fence but 
for everything you sell. It brings 








new business... builds good will. 


Ask your Red Brand representative about it. Reflect 
Makes h 
power spo 






out of lar 

RED TOP STEEL POSTS oe 
extra sa 

Red Top Steel Posts are Fits moc 
made of tough, springy rail- 242C and | 


road steel—reinforced four 
ways. The tee gross section 
is reinforced with extra 
thickness from top to bot- 
tom. Can’t rot, split or burn. 
For more customer satisfac- 
tion, more sales—sell Red 
Top Steel Posts. iy 











Keystone Steel & Wire Company 


PEORIA 7, ILLINOIS 





aah 
— 


Makers of Red Brand Fence « Red Top Steel Posts ‘ Non-Climbable Fence * Nails * Bale Ties * Gates * Keystone Poultry Netting ke 
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Used and 


Endorsed 
LEADING 
OUTDOORSMEN 


Everywhere! 















ANDY DEVINE, popular out 
doorsman and motion pic 
ture star, says: ‘My Cole 
man adds more hours of 
fun to each day! 







Model 242C 





é 





Floodlight 
Coleman LANTERNS 





JOE GODFREY, secretary- 


Coleman Floodlight Lanterns are hitting a new high record in sales. lends aff tis Revenant 
They are easier to sell because they are preferred by outdoorsmen. Club, says: “I wouldn’t be 
Hunters, fishermen, campers all provide you a sure-fire, year ’round without my Coleman Lan- 


Coleman Lantern market. Many other profitable markets are assured tern for a brighter camp. 


by farmers, dairymen, poultrymen, businessmen, truckers, industrial- 
ists, show people. Everyone who works and plays outdoors at night 
needs and uses Coleman Lanterns. Coleinan is the fastest selling 

lantern in America! 


Demonstrate and sell these features: Flood- 
light 100-ft. area. Light instantly; make and burn 
their own gas from gasoline. Give 40 hours’ 
light per gallon of fuel. Safe. Storm-proof. Three 
popular models. Model 242C (shown above) 


—sportlight—only 12% in. high, weighs 3 lbs. 





Reflector 
Makes high 
power spotlight 
out of lantern 
—gives you 





MARK BURLINGAME, widely 


known outdoorsman, says: 





- ~ ‘ ee ) 
extra sales. Model 220 D — Powerful Model 228D — Same as On your outing trips in- 
Fits models 2-mantle lantern for 220D, but with wide clude a Coleman Lantern 

242C and 220D. every use. reflector top. for plenty of light at night. 


0138 


The Coleman Line is Your PROFIT LINE Because More 
People Buy Coleman Than All Other Similar Lines Combined 


Timely Products to Push for Profit Now—Order from Your Jobber 


Folding Pocket Stove Tw 
Camp ey Speedmaster Fast seller—fits in a on 
Stove a” Stove M hunting jacket Ss = 


Cooks like a pocket. 
city gas range; 
folds up, 
carries like 
a suitcase. 





Good eats 


—_ ; Marine Stove 
at home 
¢ home f Better meals, more convenience for boat 


OT away. : é 
¥ owners afloat or ashore. Two burners. Ker- 
osene and alcohol models. 


a 
| 
| 





. THE COLEMAN COMPANY, Inc., Wichita, Kansas 
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Hottest flashlight item \ 


yet...for new Spring sales! 


@ Now—when your customers are moving outdoors— offer them 
the flashlight that’s been designed by Ray-O-Vac for the sports- 
man. It’s solidly built . .. precision built ... and a beauty that 
stands out in display. Examine the many special features of the 
Ray-O-Vac Sportsman that assure long life and reliable service. 
Also, ask your jobber about the many other famous Ray-O-Vac 
flashlights in carded displays priced for quick turnover and out- 
standing profits. Packed four flashlights to dealer package with 
display card. 


Famous Ray-O-Vac LEAK PROOF Battery 
. . . sealed in steel for longer life 


Guaranteed not to damage any flashlight by corro- 
sion, swelling or sticking. Most dependable, most 
“in demand”’ battery you can sell, 





RAY-O-VAC PRECISION FLASHLIGHTS 


ARE PRODUCTS OF THE MAKERS OF 


RAY-0-VAC LEAK PROOF BATTERIES 










New Ray-O-Vac Sportsman 
Searchlight . . . throws a 1500 
candle-power beam. Uses three 
cells. Ideal for outdoor use... 
built to give years of satisfac- 
tion. 


New Ray-O-Vac Traf-O-Lite ... 
the flashlight of many uses... 
for safety, for signaling, for traf- 
fic control. Has luminous lucite 
rod. A real sales winner. 


RAY-O-VAC COMPANY 
MADISON 10, WISCONSIN 
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STEVENS MODI 


124 


12 Gauge 
3-Shot 
Repeating Shotg 
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STEVENS MODEL STEVENS MODEL STEVENS MODEL 
124 59 258 
12 Gauge -410 Ga. Bolt Action 20 Ga. Bolt Action 


3-Shot 
Repeating Shotgun 


Clip Magazine 
Repeating Shotgun 


Tubular Magazine 
sia: ** Unbelievable” — that’s what your customers will 
say when they see the price tags on these “repeaters.” 
And you're offering them more than sensationally 
low prices—these shotguns are good to look at, 
handle, and shoot. They're rugged, dependable, well- 
balanced, with years of top shooting service “ built- 





in” by Savage. 


SALES HINTS 


STEVENS MODEL 124 — Let your customers handle 
this “First in the Field” value. Point out its low price 
... good handling qualities . . . its all-round adapt- 
ability for farm and sports shooting. The “124” fea- 
tures a simple, rugged, cross bolt action. It’s a 3-shot 
repeater, 2 shells in the magazine, one in the chamber. 


STEVENS MODEL 59— Here’s the only .410 ga. tu- 
bular magazine repeater on the market! Demonstrate 
the bolt action, self-cocking and independent safety 
features. Point out the one-piece walnut stock and 
forearm.... pistol grip. This light, fine-handling 
gun is a pleasure to shoot. It’s just the arm for pest 
control and for the younger shooter. Chambered for 
214" or 3” shells. 


STEVENS MODEL 258 — Same fast-selling features 
as the “59”, but in 20 ga., with clip magazine. 


Above all, ask your customers to compare these shotgun 


on the market! 





values with any other " repeaters’ 


EVERY MONTH 


... you'll find the Savage, Stevens and Fox 
“Guns of the Month” featured on these pages. 
Tie in with the “Guns of the Month” program 
—you'll find it pays off,in a profitable, satisfy- 
ing arms volume. 


SAVAGE ARMS CORPORATION SAVAGE STEVENS + FOX Rifles and Shotguns 


Firearms Division Chicopee Falls, Mass. 





SAVAGE * WORCESTER Power ond Hond Lown Mowers 
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The leader among 
Hardware Retailers! 


Complete lines... Right prices... 
Quick turnover...Good profits... 


Write to your jobber 
for catalog and prices 
ro] am Le) 











No. 600 
500- a SPEED KING 





Speed King Roller Skates have a 
reputation for fast moving on the 
sidewalk and on the shelf. For 
example, No. 600, the famous 
500 Mile Skate,” is the world’s 
highest speed skate and carries a 
500 mile, or one year, guarantee. 
Outstanding performance, popu- 
lar prices and a complete line of 
skates are your assurance of 
profitable sales. Include Speed 
Kings in your next stock order 
and see how fast they move. 
Write for free catalog today! 


HUSTLER CORPORATION 
STERLING, ILLINOIS 


re a 


No. 530 
HUSTLER SPECIAL 






No. 480 wt 
SPEED KING 


Makers of 
Pyra-Shell 


No. 550 Boxes 


SPEED KING (WITH CAPS) 
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Tube Shown 
Actual Size 





Now in Popular-Size 
Resale Assortments 


The “most-wanted” patterns and sizes of DeWitt 
hooks are now available in a wide range of 
assortments in small “red-cap” tubes. Quantities 
range from 6 to 25 — suggested retail prices from 
12¢ to 68¢ — depending upon patterns and sizes. 
Packed 24 tubes to display carton. Both fresh- 
water and salt-water assortments available. 

Loose hooks and popular display assortments 
also available. Literally millions of hooks carried 
in stock for prompt delivery — good American- 
Made hooks that your customers like. 


Write for New Catalog 


BGkl De Wett Div. 


211 CLARK ST. AUBURN, N. Y. 


HARDWAI 
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CM y shotguns walked right off the floor 
w ie Thad them POLY-CHOKE equipped 


— and | made #4. 50 
easy, extra prot on every one! 
























Poly-Choke equipped guns are ery single-shot, pump and autoload- 





easier to sell, because they convert ing shotgun (12, 16, 20 gauge) you 

one-choke, single-purpose guns to have in stock. Your customers will 

the nine-choke, all-purpose firearms choose them first — and you make an 

your customers demand. easy $4.50, an extra profit on every 
Have Poly-Chokes installed on ev- gun. 


<3 LASY WAYS T0 PROFIT-PROFIT- PROFIT! 


Order all new “singles” with Poly-Chokes installed. All gun manufacturers will 
cooperate. Equip all “singles” now in stock with Poly-Chokes. Sell Poly-Choke 
installations to your customers who already own “singles.” 


NEW MORE POPULAR 


VENTILATED POLY-CHOKE 


RETAIL PRICE..... 
YOUR PRICE (installed) “14.25. 25 


YOUR EASY $Q.5¢ 50 


PROFIT... 


tHe STANDARD POLY- CHOKE 


$14.75 ZO j 
RETAIL PRICE | oe ae | ——| | 


YOUR PRICE (installed 





YOUR EASY $9) 75 
ze PROFIT... 
ifs 
eye POLY-CHOKES SELL GUNS, POLY-CHOKES 
sities MAKE PROFITS! START COLLECTING! 
on MAIL COUPON TODAY! 
fresh- eee ee 
POLY-CHOKE CO., 33 Tunxis St., Hartford, Conn 
led Please send me without cost: 
rican- [_] (state no.) shipping cartons 
() details of Poly-Choke profit deals t 
[] Poly-Choke descriptive literature 
NE non 6664006606 0400605 SSSR CCCs SCORES SONU CO SCOR RECO CH ' 
NEOTEL ELLA TE TEE OORT ATT OEE ETE 
i ea oo ce ac sabeunenemasinbend SaNeou™ i 


PPPTTTITITITT TTT TTT STATE. ccccccccccccccsescccoes 
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" About the new Scott-Atwater Sur motors 


fectneestetineestestinetetinettetinetinestiestinest 
_ NOTHING LIKE IT ever happened before in outboards. 


The introduction of IT. revolutionary Scott-Atwater Shift 
motors has meant new control and convenience for outboard 
at skippers. ..new selling opportunities for dealers. And we quote... ~— 


SELLS ITSELF 
“I think the Shift is one of 
the greatest selling features 
any outboard motor ever 
had, and combined with the 
entire motor, it almost sells 
itself. We have had reports of 
perfect satisfaction from each 
and every ——— *—Mor- 
ganton, N. 
pamper | IMPRESSED 

“Scott-Atwater has devel- 
oped quite a reputation as a 
simple, reliable outboard. 
People are greatly impress- 


a a 
aT? ¢.@¢ 











—— 








MEET THE ueer!) Ss 
— av 
@ 


4 SHIFT models 
to sell! 


ALL WITH COMPLETE SHIFT — 


Neutral, Forward, Full Control 
Reverse 


What's WRONG 
with this picture? 


ae ~~ 
Prenty! It's strictly 
old-fashioned to 
struggle with an oar 
when a Scott-Atwater Shift motor lets you make safe 
landings under power. With a Shift motor, you ap- 
proach dock in Forward, use Reverse to brake speed, 
then Shift to Neutral. Exactly like an inboard skipper! 




















New on the new 1-30! 
Steering Handle Control 


of both spark and throttle ed.” —Ketchikan, Alaska. 
NEW It’s a synchronized control—spark and throttle PLEASED USERS 
simultaneously regulated with just a twist of the 


“We feel that your extensive 
national advertising did 
worlds of good in promoting 
motor sales. We feel that 
next season our sales will in- 
crease greatly because of 
satisfied customers who do a 
lot of effective advertising 
for us.’""— McAlester, Okla. 


él Owners say: 


CROWD MAGNET 


wrist. First outboard to have it is the amazing 
new Scott-Atwater 1-30 Shift,a power- 
packed twin (16 h.p.) with 1-to-30 
m.p.h. performance! 





















1-305" 


16 HP TWIN 


(TO BE CERTIFIED) 





Why do A complete Shift is a full 


marine transmission — 
without a Forward, Neutral, Full 









501 ‘Il am writing to tell you how 

1 to 30 $349 ‘ COMPLETE Control Reverse. You much I , ay new Scott- 
“eye water Shift. I’m the env 

— back up by Shifting to of the dock-loungers aca 


show off its easy starting, 
Neutral warm-up and the 
maneuverability the Shift 
permits.’’—Jd. etzel, 
Springfield, Ill. 


SHIFT? Reverse; not by swinging 
the motor around. That 
means you always have all controls 








facing you...you always have complete 
maneuverability (full steering control, 
full speed control, full Shift control). 
Every Scott-Atwater Shift model has 
the complele Shift. It’s the greatest 


OFF THE ROCKS 
“I have found the Shift a 
very definite asset in getting 
off shoal rocks and such, 
especially the Reverse. I also 
found the unit very good in 





single selling point in outboard history. weed beds.” —C. G. Hubbard, 


Pittsfield, Mass. 





\ 














WANT TO KNOW MORE about America’s most advanced outboards? 


For detailed information and the name of your distributor, write to Dept. 43, 
Scott-Atwater Mfg. Co., Inc., Minneapolis 13, Minn. 


THERE'S NO OTHER OUTBOARD like it. Look! 
1 to 30 m.p.h. More maneuverability, 
with the Scott-Atwater Shift. Separate 
5-gallon “stowaway” gas tank; unique 
automobile-type fuel pump. Only out- 
board with steering-handle control of 
throttle and spark. More ball-and-roller 
bearings than any outboard its size. 
Single knob control. It’s the new Scott- 
Atwater 1-30 Shift—by allodds America’s 
most advanced outboard! 

















12 NON-SHIFT 
3.6 He** SINGLE GY 


1t0 12 399” 


**OBC Certified @ 4000 RPM 


pus |\1- 








t West coast price slightly higher 


SEE FOR YOURSELF -SHIFT FOR youRSELF..- 


to Scott-Atwater — 


Dept. 43, Scott-Atwater Mfg. Co., Inc., Minneapolis 13, Minn. ye Look for the name of your dealer in the yellow pages of your telephone book. 


*OBC Certified @ 4200 RPM 


re aargew 





Horsepowe! 
certified by 
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No. 


BEACH TRIPS . . PICNICS . . HIKING TRIPS . . BACKYARD GRILLS 





320 8-PIECE 
DINNER SET 





342 8-PIECE 
BUFFET SET 
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Many items in the broad 
Shel-glo line are ideal for 
summer promotion when 
families frequently dine 
outdoors. The 20-piece 
Dinner Set and 8-piece Buf- 
fet Set are naturals for such 
occasions. Their beautiful, 
permanent pastel colors (4 
colors per set) will add a 
note of gaiety to every out- 
ing. Their light-weight, 
durable construction and 
design for generous serv- 
ings are features your cus- 
tomers will appreciate. 
Both sets are made of Poly- 
styrene. Both sets are indi- 
vidually packed in corru- 
gated cartons that help re- 
duce your selling costs by 
eliminating wrapping ex- 
pense. 


The covered dishes, shown 
at right, are practical out- 
door companions —de- 
signed to carry moist foods 
such as baked beans, po- 
tato salad, cottage cheese 
and other popular picnic 
foods. 


Stop traffic and make more 
sales with a display of 
these Shel-glo items and 
suggestions for outdoor 
summer use. 


Write, now, for colored il- 
lustrations and prices. 





MANUFACTURING CO. 


WESTERVILLE, OHIO U.S.A. 









PROTECTS FOOD 
FROM INSECTS, 
SAND AND DIRT 






No. 122 REFRIGERATOR DISH 


Ideal for moist foods—holds over 
one quart. Snug fitting cover re- 
tains freshness of food. Container is 
crystal-clear, covers are solid red, 
blue and white. Made of Polystyrene. 
Two dozen to o case. 


a 


No. 100 TUMBLER 


Modern, flared design—10 ounce 
size. Fits center well in Buffet Set 
grill plates. Available in six, beauti- 
ful colors. Made of Polystyrene, 
Twelve dozen to a cose. 





i | 


No. 121 REFRIGERATOR DISH 


One pint size. Crystal-clear container 
permits instant recognition of con 
tents. Radius corners are easy to 


clean. Snug-fit covers are solid red, 
blue and white. Made of Polystyrene. 
Two dozen to o case. 





No. 124 DAIRY DISH 
Holds | Ib. of butter. Ideal for stor- 
ing cheese and molding Oleo. Can be 
used up-side down as a covered dish. 
Cover is crystal-tlear, bottoms are 
solid red, blue and white. Made of 
Polystyrene. Two dozen to a case. 





No. 6 LIT'L BIT FOOD SAVERS 
Handy and convenient. Cups are 6 
ounce size—made of crystal-clear 
Polystyrene. Snug-fit covers are white 
Polythene. Packaged to sel! six-at-a- 
time in 2-color sales box. One dozen 
sets to a case. 


FACTORY OFFICES 


Room 116 Room 14-102 
Breslin Hotel Mdse. Mart 
New York Chicago 











low cost-fast selling 


SCISSOFS anc shears 
















RSSOTERO | no. /9/ 


Base—63/,'’ x 10°’ 
Shipping Weight 
12 Ibs. in 

Corrugated 

Container— 


with FREE display cabinet... RETAILS COMPLETE °63 


YOUR COST ‘42 


* Small, all wood cabinet . . . maple 
finish . . . pad under glass... 
ample space in rear for surplus stock. 


* Hot Forged steel scissors, UNCONDITIONALLY 
GUARANTEED against defects . . . against 
SLOW SELLERS by “‘Griffon’s” offer to exchange 
equal-valued items. 


* Easy to Sell From — items numbered 
on pad, with surplus stock in boxes 
correspondingly numbered. 


For the complete assortment, and FREE catalogue 
ee sheets on this Assortment No. 757 . . . or for 
” larger assortment information, write: 
CUTLERY CORP. 
Quality Cutlery Ever Since 1888 
151 WEST 19th STREET, NEW YORK 11, N. Y. 
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(NEW! "STAY SHARP” 


SELF DISPLAYING UNIT 
PROVES BOOSTER FOR 
KITCHEN KNIFE SALES 


Free With Every Doz. Knives Sold 








Stop losing kitchen knife sales to the dime stores— 
put this attractive self displaying unit on your 
counter and watch it pay Big dividends. 

Each box contains 12 of the new hand-honed Stay 
Sharp Kitchen Knives. The Blades are made of the 
finest tempered steel hardened by an exclusive 


process and driven into gaily colored “proper grip” 
handles. 


TESTED QUALITY FOR OVER 100 YEARS 


Here's a partial list of STAY SHARP KNIVES 





@ SLOYED e LINOLEUM © SHOE © CLAM 
@ RUBBER © OYSTER @ PLASTER e¢ CARTOON 
@ DENTAL © PAPER HANGERS e BONING 











Order today, or write for catalog and prices. 


R. MURPHY SONS CO. 


GROTON STREET AYER, MASS. 





\ 











‘BEST SELLER’ 


EDLUND 
JUNIOR 
CAN OPENER 


BETTER KITCHEN TOOLS 


EDLUND COMPANY BURLINGTON, VT. 
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(MODEL 2019) DUAL PURPOSE VENTILATOR FAN 


This newest and promising addition to the 
Dominion fan line is a 12” combination window 
ventilator, desk and portable model. It adjusts 
to any size window from 24” to 36” wide -- 
goes in either upper or lower part of window 
-- will completely change the air in an average 
room every 2 minutes. Quickly converted into 


portable, desk-type fan by simply removing 
four wing nuts. 

Note attractive styling, modern air-flow 
blades. Equipped with heavy-duty, 4-pole 
induction type motor -- non radio-interfering. 
This versatile fan offers wonderful sales oppor- 
tunities. Send for attractive four-page folder 
giving full specifications on entire fan line! 


(MODEL 2020) 12-INCH, 2-SPEED OSCILLATING 
























Taking a rightful place beside the best fans on the 
market, this handsome, two-speed, 12” oscillating fan is 
representative of the beauty and style in the full line of 
Dominion 8”, 10” and 12” desk-type, pedestal and ven- 
tilator fans. 

Typical of the value built into the line is the 4-pole, 
induction type motor, standard on all 10” and 12” 
Dominon fans. For years Dominion fans have been 
giving superior service -- earning substantial profits for 
Dominion dealers. 


UL ee 


MANSFIELD, OHIO 


A complete line of table appliances and fans... 


available through reputable distributors across the nation 








yd . for profits yy 
| in 1950 
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GLASS-TOP FUSE §f 
and LEADER q 


ever since! ' 















; ROYAL WIRE , 


engineered for f§ 


DEPENDABILITY 8 


merchandised for 


VOLUME SALES 
Ask for details of the : 





of ROYAL quality wire 
plus a steel counter 
display rack. 





* 
$s 
, 
5] 
B No. 1 deal — 1250 feet 
a 
u 
4 
? 





i ROYAL 









display-pack- 
aged for quick 
turn-over and 
greater volume + 


write for catalogs 


NAN 


thru your wholesaler 





ELECTRIC WIRES 
CORD SETS © TROUBLE LITES 
FUSES © CHRISTMAS LIGHTING 


ROYAL ELECTRIC CO., INC. * PAWTUCKET, R. I. 
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¢y GRIFFIN 





For more than 50 years Griffin 
hinges have been known for their 
fine materials and workman- 
ship. Griffin hinges are 

part of a wide variety of light 
builder’s hardware... 


quality produced by 






Nf; g Griffin. 


Ce 


Pevery DOOR NEEDS THREE! 


RIFFIN- 


anufacturing Company 


ERIE » PENNSYLVANIA 





SALES OFFICES 

45 Warren Street, New York 7, New York 
1639 Fargo Avenue, Chicago 26, Illinois 
9344 Woodward Avenue, Detroit, Michigan 
115 Broad Street, Boston, Massachusetts 
703 Market Street, San Franciseo 3, eo 
917 St. Charles Avenue, Gtterma. 6 Georgi 

orth Harwood, Dallas T 
4524 East 60th Street, Seattle, *Washin 
785 North President Street, Jackson ’ Mississipe! 
4638 Mill Creek, Kansas City, Missouri 
261! Garrison Bivd., Baltimore 16, eratent 
1620 Garfleld Street, Denver 6, Colorado 


IN CANADA 
15 Wellwood Avenue, Toronto, Ontario 
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“Since each salesperson knows he is 
responsible for all the money he 
handles, we very seldom have a 
cash shortage. 

“And since each knows that we 
know just how much he sells, and 
how many customers he serves, each 
salesperson is much more eager to 
make the extra effort it takes-to sell 
more merchandise. 

“We now know our exact sales in 
each department each day. When 
we compare this record with our purchase records, 
we know what our percentage of profit is. We 





also know just what return we get from the 
amount of money invested in that department. 





UEEESREEE: 
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'“These new machines have 


reduced shortages, 
increased sales! 


Mr. James Hader, The Hader Hardware and Appliance Co., Cheviot, Cincinnati, O. 


Tie at 





‘‘We definitely recommend this system to 
anyone in a similar line of business.” 

So writes Mr. Hader of the modern National 
Sales Register System recently installed in his 
hardware and appliance store. In your store, 
too, National “Floor Audit’’ will give you better 
cash-control, and simplify your record-keeping. 
Ask your local National representative to show 
you how “Floor Audit” works. He has the 
backing of his company’s 65 years’ experience in 
building better business systems. Ask him to 
survey your present methods, and recom- 
mend a system 
exactly suited to 
your store’s needs. 


CASH REGISTERS © ADDING MACHINES 
ACCOUNTING MACHINES 


THE NATIONAL CASH REGISTER COMPANY, DAYTON 9, OHIO 
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FOR YOU 


SIMPLY PLACE A 
SMALL INITIAL 
ORDER FOR 
FAMOUS 





A/R COOLER 
SALES 
AGREEMENT 





MIR COOLERS 


We give you all the information and material 
you need to understand and promote this highly 





Retail from 


997: 


A Tested and proven Sno-Breze units fully guaranteed. 


SNO-BREZE IS 
NOT JUST A FAN 
IT COOLS 
THE AIR TOO! 





Rg Complete selling, installing and servicing details. 

g Eye catching, interest arousing animated display. 

R Counter cards, string tags and direct mail material. 
RB Mat service and cooperative advertising program. 
A 100% company paid newspaper ads in leading markets. 
R Heard on several coast to coast radio networks. 


Seen in LIFE, TIME, BETTER HOMES & GARDENS 
and other leading national consumer magazines. 













ee 
' MANUFACTURING CORPORATION 1 
PHOENIX, ARIZONA DEPT. H-1 ] 


Branches in Los Angeles, Cal., Dallas & 
Lubbock, Texas 


$ 
Please rush details on Sno-Breze sales package § 
We are dealers [J Distributors [J Hy 

& 


FIRM — dictiaiuiniinibia 
ADDRESS Po ee 
city__ ee ee 


41 YEARS AIR CONDITIONING LEADERSHIP 
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Guaranteed Against Breakage 


Empire shoe lasts and stands 
are made from highest quality 
special metal — so strong they 
are guaranteed never to break. 
They have the required weight 
and strength which makes them 
better than ordinary shoe lasts 
and stands. 


EMPIRE SHOE 


LASTS AND STANDS 


are now packed one set to a carton. They are still packed 
in bulk if desired, but the new carton eliminates handling. 


The Popular STAR Heel Plates 


are profitable to handle because always in demand and the 
most satisfactory. Sizes: 000 to 6. 





Order your supply 
today. 


STAR 


HEEL PLATE CO. 
*& NEWARK, N. J. 

















Pe inctel-vinlels axvislacmastAe, 


ayn presents “KEILSON® 
MAIL BOXES 
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Dear Betty Crocker: 


I never thought I'd write you a love letter ... 


Not so long ago you were only a name to me—a friend 
of my wife who helped with the cooking. 

It was shortly after the war that I really began to 
appreciate you. I had just opened my own appliance 
store. Like most other vets I was having plenty of head- 
aches trying to get started with good quality merchandise. 
Then you came along with your Tru-Heat Iron. 

Here was the first truly modern post-war iron. Here 
was an iron that offered my customers honest-to-good- 
ness improvements that really meant something to them 
—the tapered heel, the safety-side rest, Tru-Heat Control. 
That’s when I began to see with my own eyes the terrific 
power you have over women. All I had to do was say to 
a customer: “‘Here’s that new iron sponsored by Betty 
Crocker.” The rest is history. 

Next, you matched your Tru-Heat Iron with that 
unique companion piece, the Steam Ironing Attachment. 
With this one simple, low-cost invention you gave my 


customers a brilliant new answer to all their ironing and 
pressing needs. 

Today I have re-ordered that latest addition to your 
family of appliances--the stunning new General Mills 
Automatic Toaster. I can well understand why there 
may be some delay at the factory in getting this order 
filled. For women tell me (and so do my sales slips) that 
this toaster measures up in every way to the true Betty 
Crocker tradition. Need more be said? 

Now may I make a confession? Five years ago when 
they told me you were going into the home appliance 
business I laughed right out loud. But my wife said: 
“Mark my words-—-you let Betty Crocker go to work in 
your store and pretty soon you’! be telling her how much 
you love her, just like we women do.”’ She was right. 


PS. Please don’t tell my 
wife about this letter. 





Dunsvel Mills Home Appliances 
SPONSORED BY Bett. Crocksr 
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HERE’S WHAT WE DO 


In 1950, we’re backing up the fastest 
growing housewares line in America 
with the biggest national advertising 
campaign in our history! 


Eight out of every ten women in your 
own community will see this powerful, 
colorful Rubbermaid advertising in 
Ladies’ Home Journal, Good Housekeep- 
ing, Better Homes & Gardens, Household, 
Woman’s Home Companion, and Country 
Gentleman. And they’re pre-sold cus- 
tomers for you! 


| Detter Hopes 


a Ollnt 
| Gouin 









HERE’S WHAT YOU DO 


* Be sure you have a complete line of 
Rubbermaid. Check your stock now. 


*% Let people know you have Rubber- 


= maid. 
Pc * Put Rubbermaid out front where your 
— customers can see it. 
Se nia , 
4 \ (y= *% Put Rubbermaid in your windows. 
i hos Catch shoppers as they pass your store. 
— * Advertise Rubbermaid in your local 
Ne y 
NB newspapers. 


Plan now for new increased sales opportunities and 
plus-profits with nationally advertised Rubbermaid. 


Rubbermaid, HOUSEWARE 


See your jobber for complete details on the 
Fastest Growing Housewares Line in America 
THE WOOSTER RUBBER COMPANY, WOOSTER, OHIO 
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SHIRLEY DUPLEXER 
Solves Cramped Kitchen Quarters! 


@ Here’s good news for the many housewives with restricted 
kitchen and laundry facilities! Shirley’s new Duplexer com- 
bines big laundry and kitchen bowls in a compact 48” 
Steel Cabinet-Sink . . . does double-duty in the same space! 
This advertisement is good news for you, too! Appearing 
in current issues of Better Homes & Gardens, American 
Home, Farm Journal and Progressive Farmer, it tells your 
customers how they can do both their dishes and their 
laundry in the same 48” of space! So be ready for ’em in 
your store with a sparkling Shirley Duplexer! 


SHIRLEY CORPORATION - INDIANAPOLIS 2, INDIANA 


SHIRLEY 82 
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WISS NO. 1 SNIP PANEL 





Best By TEST ESTABLISHED 1848 








REGULAR PATTERN 


sani; 
HIGH CARBON SOLID STEEL SNIPS | 


FOR STRAIGHT CUTTING 





HIGH CARBON INLAID BLADES 
REGULAR PATTERN 
FOR STRAIGHT CUTTING 
4 


53” high x 2412” wide; 
Approx. shipping weight 72 lbs. 





Here is the best snip “salesman” ever developed. Not every 
dealer, of course, can use a panel of this size, BUT EVERY 
DEALER WHO HAS IT ON HIS FLOOR CERTAINLY DOES SELL 
SNIPs! 

Snips are mounted on attractive jade green plywood panel. 
Stock number and description of each item is clearly marked 
on gold and black decals, which also show the heaviest gauge 
metal each snip will cut. IT's EASY FOR YOUR CUSTOMER TO 
CHOOSE EXACTLY THE RIGHT SNIP FOR HIS PARTICULAR NEEDS, 
and the information is invaluable to sales clerks when cus- 


tomers need help in selecting the right tool for the job. 


Contents—1 pair each Retail Price 


INLAID BLADES 


No. Size 
5 17” Bulldog regular pattern straight cut. .$ 7.50 
7 14%” Regular pattern straight cut......... 5.75 
8 13%” Regular pattern straight cut......... 5.20 
9 12%” Regular pattern straight cut......... 4.60 
10 11%” Regular pattern straight cut......... 4.20 
18 13%” Combination pattern.............. 5.75 
19 12%” Combination pattern.............- 5.20 
SOLID STEEL 
A-16 16” Bulldog combination pattern. ....... $ 5.50 
A- 9 12%” Regular pattern straight cut......... 2.75 
A-10 11” Regular pattern straight cut.:....... 2.50 
A-11 9%” Regular pattern straight cut......... 2.20 
A-12 8” Regular pattern straight cut......... 1.90 
V-13. 7” Combination pattern.............. 1.75 
V-19 13” Combination pattern.............. 3.30 


COMPOUND ACTION SNIPS 





See. ee cc ac ceedvcrsteeeenn’ $ 4.25 

M-2 10” ee ee ee er 4.25 

M-3R 10” Cuts straight—with rubber grips... .. 4.85 

BX td Cable cutter—no notch......... . 2.50 
TOTAL GETAR........ . $73.95 
DEALER’S NET..... .. $49.30 
PANEL FREE 


Prices slightly higher Denver and West. 








COLORFUL COUNTER DISPLAY 
OR WALL PANEL No. A-35 
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Popular Wiss Snips are a source of extra regular income for 





‘ . a STOCK RETAIL 
the alert hardware dealer. Wiss Solid Steel Snips, medium QUANTITY NO. STYLE PRICE EACH 
priced, but of such high quality that many professional sin ot Reg. Straight Patter 1.90 
sheet metal workers choose them, are ideal for garages, 2” Al Fs 9 pe 2.20 
factory maintenance, farms and homes. 2” 2-10 " “ " 2.50 

Let this Panel sell more Snips by helping your customers 2” Ag “ “ ” 275 
select the correct Snips for their needs according to the gauge 2" V.13 Gambineiion Paltans 1.75 
of the metal to be cut. The stock number is shown alongside Q.% - ya9 a” a 3.30 


each pair, and space for inserting prices is also provided. Retail value—2 prs. each 28.80 





Here are the six most popular Solid Steel Snips in both COST TO DEALER 19.20 
Straight and Combination* cutting patterns from 7 inches 
to 12% inches in size. The size of the Panel is 15 x 18 inches. ’ DISPLAY FREE 
Weight: 17% Ibs. 
*For Straight and Curved cutting. mea 
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The all-new 


They're new! Revolutionary! Never be- 
fore a line of oil heaters with so much sales 
appeal. They’re the heaters dealers have 
dreamed about! Coleman’s new Anniversary 
line has 13 models— with new designs, new 
finishes and new features. A model for every 
purpose with a price range to suit every purse 
-as low as $29.95. They put Coleman out 
front as the style leader. 

And look at all the features you have to 
sell. The amazing and exclusive new AUTO- 
MATIC FUEL-AIR CONTROL saves up to 25% on 
fuel. And other plus features exclusively 
Coleman are DIRECTIONAIRE BLOWER, LOW 
DraAFT BURNER, OVERSIZE HEAT EXCHANGER, NEW 
FUNCTIONAL AIR FLOW DESIGN. Line up with 
the leading oil heater line of 1950! If you 
don’t know the name of the Coleman distrib- 
utor for your area, write us for details. The 
Coleman Company, Inc., Wichita 1, Kansas. 








MODEL 873 — Coleman’s new style leader with breath- 
taking beauty. Made in two.sizes — 50,000 and 55,000 
BTU output per hour—and two finishes—shadowed mahog- 
any, blond mahogany with front panel in beautiful match- 
ing wood-grain enameled finish. Its lush design appeals 
to women, its practical economy to men. 


Glamour Heaters of 1950! 


Coleman Golden 


Anniversary Oil Heater Models 





MODEL 870B—The “Hot Spe- 
cial”! Big heater features and 
performance at a popular price. 
50,000 BTU capacity. Circulates— 
radiates! Functional Air Flow 


Design. 2 
= 


MODEL 871 — America’s fastest- 
selling oil heater. Small in size 
but a giant in heat production. 
32,000 per hour BTU capacity. A 
popular fast-selling model at a 
popular price. 

















MODEL 869A—The elegant Console with enormous heat- 
'"§ power. Has 55,000 per hour BTU capacity, produces 
Sway heat. A quick seller that guarantees satisfaction. 
Mo in shadowed and blond mahogany finish. 
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Comfort costs so little 
with a 





WORLD'S LARGEST MANUFACTURER OF HOME HEATING EQUIPMENT 
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Now, for the first time, here's a truly universal hydraulic door closer 








in one standardized package that takes care of all surface closer require- 


le ments for standard interior doors. For the first time, you can really clo an 














- ety off-the-shelf door closer business without worry about applications and 


a, comebacks. 
THE CLOSER THAT Since one Eagle Door Closer answers four separate needs—right hand, left 
hand, hold open and non-hold open, without mechanical change—you n 
OPENS THE DOOR longer need to carry extra handed closers and extra arms. This means less 


inventory to carry and savings in shelf and storage space. What's more, the light 


GLE 


TO NEW PROFITS! 


weight of the Eagle Closer (only 634 Ibs.) cuts 


handling and shipping costs substantially, 













And with one standardized package, ordering 





and billing are simplified. 
With these practical advantages, Eagle gives 
you the first colorful package geared t 
today’s merchandising. It adds up to new 
sales and profits never before within such 


easy reach. Order from your wholesaler, 


A COMPLETE SALES 
PACKAGE with Eagle 
Door Closer, mounting 
plate, mounting template 
and both wood and machine 
screws all ready for easiest 


installation on wood 
The EAGLE LOCK Company or metal doors. 


Terryville, Connecticut 












AMERICA’S FIRST TRULY UNIVERSAL HYDRAULIC DOOR CLOSER 
HARDWARE AGE, MARCH 29, 195! 
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« h CASTER, FASTER. BETTER 


a With this new “mproved mower" 
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Today you can buy a new and improved power mower, 
made by PENNSYLVANIA, The 8rass-cutting unit with its 
double ground, heat treated, crucible analysis steel cutting 
blades, will give you Jong and satisfactory Service. Penn. 
8ylvania has been making fine mowers for three generations 
‘ on, choose the Power mower backed 

by 3 dependable names: 1. The lawn mower dealer you know, 
a 2. PENNSYLVANIA and 3. Briggs & Stratton. 


quant® Also Quality Hand Mowers Since 1877 
pENNST Great American Penn. ir. Meteor Penos-lewn Sdger end Trimmer 

amore SEE YOUR LAWN MoweR DEALEs 
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QUALITY LAWN MOwtas Since .ar>7 : oe 
eee ampaign PENNSYLVANIA LAWN MOWER Division 
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Informal Editorial Comments 





Complicated Procedures Can Be Reduced 
To the Simplest Arithmetic 


O many a retail hardware deal- 

er, the matter of figuring the 

potential sales for his territory 
seems expensive and complex. It 
needn’t be. It can, in many in- 
stances, be both simple and ‘almost 
without cost. 

In a recent address George 
Nolte, sales manager, western di- 
vision, John Lucas & Co., Phila- 
delphia, Pa., pointing up the per 
capita paint purchased of 10 years 
ago as about $2.50, in comparison 
with today’s average of $8.40, 


showed how this indicates the in- 
dividual dealer’s own opportunity. 
“You need only multiply the num- 
ber of people in your trading area 
by the national average and you 
wont be far off,” he said, “even 
though it may vary a little by 
area.” 

This rather simply expressed 
formula can be applied to many, 
though obviously not to all, kinds 
of merchandise which the hard- 
ware dealer distributes. Yes, sim- 
ple arithmetic can help a dealer 


oo Ge 


set his sights and focus his atten- 
tion on his goal in most of the 
classes of merchandise he sells. 
E:ven if he doesn’t hit that national 
per capita average in very many 
of his merchandise classifications, 
such studies can show him where 
his sales are above average in 
other groupings. Then an analy- 
sis of his sales of merchandise 
which exceed such national aver- 
ages can often give him the key 
to greater. sales in more lines. 
It’s worth trying. 


Seasons Change—So Should Displays 


ISIT some retail hardware 

stores, with any regularity, 
and you will find basically the 
same merchandise in the same 
places throughout the store, most 
of the time. Stop in others peri- 
odically, and you will see that cer- 
tain heavy traffic sections are 
somewhat different each time you 
enter. The first store takes the 
comfortable method. Its owner or 
manager says, “this setup sells 
merchandise. Why change?” Or 
he may say, “My customers know 
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where everything is and like it 
that way.” 

On the other hand, visits with 
dealers who regularly shift dis- 
plays—and particularly on _ sea- 
sonal goods—keeping certain sec- 
tions for the current quick turn- 
over lines and others for the year 
’round sellers prove most interest- 
ing. This policy brings forth such 
comments as, “Yes, I constantly 
change the displays in this store, 
because my customers then see 
things we always carried. Because 


some items are in new locations 
they think something new has 
been added and will often buy on 
impulse merchandise they passed 
by, without seeing, on previous 
visits.” 

A recent visit to a fairly newly 
modernized midwest hardware 
store-—with visual front, fluores- 
cent lighting and neat displays 
throughout — brought forth pic- 
tures from the dealer’s file. Quick 
comparison of the photographs 
and the store showed the wall dis- 
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plays to be about the same, but 
the center of his store had a very 
different appearance, both as to 
display units and merchandise fea- 
tured. He proudly explained that 
he constantly rearranges the cen- 
ter—moving basic display units to 
different positions, and that he also 
uses the front center portion al- 
most entirely for seasonal lines. 
hence the variance between pic- 
tures and current layout. 


Appliances, 


TS no secret that chains and 

syndicate stores have just about 
eliminated all the guess work from 
their selling programs. It’s also 
no secret that many hardware deal- 
ers are pleasantly profiting from 
the street traffic created by having 
a chain store next door or down 
at the corner. 

Now here’s a chain that isn’t 
going to depend on street traffic 
alone for volume. Western Auto 
Supply Co. is sparking its plans for 
a bigger 1950 volume by stepping 
up its major appliance — sales 
through outside — selling. _ It’s 
building up its door-to-door sales 
force. How are hardware dealers 
going to hold to their appliance 
volume, or increase it, unless they 
too ring door bells? Ring them 
before, not after, the chain store 
man has been there. 

This isn’t just some more of the 
same competition, but intensely ac- 
tive and alive competition. If it 
works for one chain, it will spread. 
While Western Auto Supply 
doesn’t reveal its appliance sales 
figures for 1949, it does describe 


When that midwest dealer 
opened his newly remodeled quar- 
ters back in 1948 new customers 
came and were complimentary, in 
both comment and purchases. In 
the months since that opening 
many of these customers continue 
commenting on the fine appear- 
ance of the store and upon the 
fact that there is always some- 
thing new. Often the item the cus- 


tomer considers as “new” has 


O 
Oo 
O 


$5 Down, Take to 


them as “beyond expectations.” It 
does admit that but for its appli- 
ance division, 1949 volume would 
have been well below the $125 mil- 
lion plus achieved. 

Here’s what Western expects of 
its door-to-door salesmen—a _ vol- 
ume of about $10 to $12 million in 
1950. There are 300 outdoor sales- 
men working in 11] of the com- 
pany’s 16 divisions, reaching 41 
cities in 30 states. Eventually the 
company plans a sales force work- 
ing out of its 2,400 “associate 
stores.” 

The program is set up in divi- 
sions with an appliance sales man- 
ager at the head of each. A num- 
ber of sales supervisors work un- 
der him and each supervisor has 
six to eight salesmen in his crew, 
averaging two per store. One 
works in the store while the other 
solicits in the trading area. Ap- 
pliances priced’ up to $200 require 
a $5 down payment; those over 
$200 required a $10 down pay- 
ment. 

How are prospects uncovered? 
No magician pulls them out of a 


been a regular line since the store 
was opened, but its new location 
gave it the appearance of being 
“something new.” 

Even if his store changes, with 
only thought to selling the season’s 
best movers from the best display 
areas, the fact that there is change 
suggests newness. And all con- 
sumers like newness—they like it 
so well they will buy more mer- 
chandise and often on impulse. 


the Road 


hat. The best prospects come 
from the same sources open to 
every hardware dealer—from regu- 
lar customer lists or from custom- 
ers who drop in and indicate an 
interest in appliances. Western 
goes a step further. It encour- 
ages customers, once a sale is made, 
to furnish additional names by 
presenting gift merchandise. 
Hardware dealers don’t have to 
offer that additional lure. As the 
independent merchants who offer 
both quality and service, merchan- 
dise knowledge and friendliness, 
they obtain sufficient recommenda- 
tions from old to new customers. 


But you have to keep selling cus- 
tomers to keep them sold. And in 
the face of this new form of old 
competition, it’s time now to plan 
your own appliance and other mer- 
chandising programs. Display and 
demonstrate. Survey your trading 
area. Ring door bells. Outside 
selling is nothing new for hard- 
ware dealers. It may need just 
some polishing up and a vigorous 
work out. 


Act Now—Before It Is Too Late! 


VENTS of the past few months have emphasized 

that Congress is still sensitive to the opinions of 
voters back home. Do your Senators and your Rep- 
resentative know how you feel about the need for 
removing the unfair tax advantages enjoyed by co- 
operatives? You may be certain that the co-opera- 
tives are making known their views. It is equally 
urgent that you make known yours. If you haven’t 
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out delay. 


already written your Congressmen, do it now, be- 
fore it is too late. If you have already written them, 
write again—keep stressing the importance that 
action be taken this session. A complete list of the 
names of Senators and Representatives was pub- 
lished in HARDWARE AcE, Dec. 15, 1949, issue be- 
ginning on page 68. Better consult it and act with- 
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SWEET'S FILE 
fer BUILDERS 


Get Your 
Screen Door 






rdware 


It’s time to place your orders for screen door hardware! 

Lockwood with its complete range of style and price 
class is the line to buy. Each item is a fast seller in its class... 
each of proven performance, season after season. 

Three styles of closers give you a complete line to meet 
screen and combination door requirements in the low, medium 
and higher-price range. 

Tubular, rim and mortise screen door latches — all with 
locking devices— are another Spring sales builder. These 
screen door latches are of superior Lockwood workmanship 
... available in steel and solid brass . . . will meet the popular 
demand in style and price. 

Don’t delay! Get your share of this Spring business. For 
prompt delivery, order your Lockwood SCREEN DOOR 
HARDWARE ... now, from your supplier. 








Lockwood No. 3002 Deluxe Closer. For extra-heavy 
screen doors. All enclosed spring; reversible.* 























HARDWARE MANUFACTURING CO. 


Division Independent Lock Company 


FITCHBURG, MASSACHUSETTS 
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Lockwood No. 3001 Senior Pneu- 
matic Closer. For heavy screen 
and combination doors. Reversible. 


- 1%. 


Lockwood No. 2001A Junior Closer 
for light weight screen doors. 
Compression-type spring. Universal. 





Famous Bor-Loc (T.M. Reg. 
U. S. Pat. Off.) Screen 
Door Latch Set No. 8597, 
solid brass; No. 5597 
steel, brass plated. Quick 
and easy to install.* 





Lockwood Rim Latch Set -No. 4115, 
brass plated; No. 4117, solid brass. 





Lockwood No. 8599 mor- | 
tise type, solid brass; No. 
5599, steel, brass plated. 





*Working displays as illustrated are automatic 
salesmen—order them with your merchandise. 
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One of the win- 
dows is devoted 
to a display of 
furniture. Dark 
stained ceiling 
beams with circu- 
jar aluminum fin- 
ish pillars make 
attractive decor- 
ations for the in- 
terior of the 
store. 
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Located on an angle, the store has 140 linear feet of plate glass front. 


This Hardware Store 
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High profit items are featured on an island display directly back of a main entrance. 


Possesses 


A HARDWARE store 


with sex appeal is Kirkland Hard- 
ware & Furniture Co., Kirkland, 
Wash. The sex to which the store 
was specifically designed by own- 
ers A. G. Neilson and C. S. Farman 
to appeal, is, of course, the weaker 
one. The women customers of 
Kirkland’s, which is a Marshall- 
Wells store, have responded to the 
extent of a 150 per cent gross sales 
increase recorded by the firm since 
its move to its new and modern 
store in November of 1948. 

Mr. Neilson is manager, and co- 
owner Farman is buyer for the 
firm. Their move, say the owners, 
has accomplished the following 
specific objectives for Kirkland 
Hardware and Furniture Co.: 
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Sex Appeal 


Kirkland Hardware & Furniture Co. residiatedl and— 


Increased gross sales by 150 per cent by comparison with 
the volume experienced in its former location. ; 

Increased floor space five-fold and doubled dollar value 
of inventory with a wider range of merchandise. 

Provided a store that attracted more women customers. 

Improved efficiency through better store layout and a 95 
per cent complete self-service operation. 

Added a 3,000-sq. ft. upstairs furniture department. 


1. Increased gross sales by at 
least 150 per cent by comparison 
with volume in the previous loca- 
tion. 

2. Increased floor space five 
times by comparison with the size 
of the former establishment. Dis- 


mr 
w 


Oo 


play space was increased corre- 
spondingly, and dollar value of 
inventory has just about doubled. 
This is reflected also in a wider 
range and variety of merchandise. 

3. Gave them a store which at- 
tracts a much greater number of 
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Here is part of the women's section with crystal and chinaware oa islands in the foreground. 


women customers than they were 
formerly able to do. 

4. Improved efficiency through 
better store layout, and a 95 per 
cent complete self-service opera- 
tion. Though volume has _in- 
creased two and one-half times, 
the store’s working force has only 
doubled. 

5. Added an upstairs, 3000 sq. 
ft. furniture department. 

The emphasis on the woman 
shopper, Mr. Neilson explains, de- 
rives from the assumption that the 





female of the species controls the 
major portion of all of the buying 
done by the average American 
family. By operating a store which 
will please the women, moreover, 
you certainly do not antagonize 
the men, he points out. 

This theory underwent its first 
test in 1944, when Mr. Neilson ac- 
quired the Kirkland Hardware Co. 
The store, which was established 
in 1902, had undergone four 
changes of ownership since that 
time. It was dark and dingy, with 


Tools are featured along the right wall toward the rear. A 
section of the paint department is behind the tool display. 
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six incandescent lights and high- 
back windows. The stock was not 
balanced, even for a store appeal- 
ing exclusively to men. Along one 
entire wall, for example, was a 
50-ft. long fixture devoted exclu- 
sively to the display of nails! 


Put Program Into Effect 


Mr. Neilson immediately went to 
work on a modernization program 
designed to increase store traffic 
and sales. New fixtures and light- 
ing were installed. and display 
windows were modified to permit 
shoppers to see into the store area 
as well. The program was a suc- 
cessful one, but he still felt that 
he was limited by the store’s in- 
adequate 2000 sq. ft. of floor space. 
The shopping potential of the small 
town of Kirkland, he _ believed, 
justified expansion to a new and 
larger location. With C. S. Far- 
man, who had meantime joined 
the firm, he planned the move to 
the present quarters. 

A principal advantage of the 
new store is the great expansion in 
window display frontage, where 
the old store had only 40 ft. of 
frontage, the new has 140 ft. of 
plate glass exposure. It is located 
on a corner, giving exposure on 
two streets. Windows are of the 
backless, floor-to-ceiling variety 
which places the entire store on 
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The furniture department is located upstairs and occupies a total space of 3,000 sq. ft. 





1igh- display from the street. Maximum woman is more effective in selling ilmost always keep the department 
; not advantage of this arrangement is these items than a man. For this clean and shining. This, of course, 
peal. gained by installation of brilliant reason, he believes that “a modern appeals to women shoppers. who 
- one interior fluorescent lighting. hardware store cannot be operated actively dislike dust and dirt, and 
as a today without the assistance of prefer to shop in a store where 
xclu- Women's Goods Emphasized women.” Kirkland’s has two sales- they aren’t afraid of tearing their 
- : ; women for the housewares section. stockings or getting their coats 
[he emphasis on merchandise ae ; - . 
hi aot and one other who divides her dirty. 
which appeals primarily to women, ; . , : 
¢ he th nee time between bookkeeping and Cleanliness in all departments is 
is readily apparent in the arrange- 7 ‘“ % ’ 
: waiting on housewares customers. therefore a “must” at Kirkland’s, 
nt to ment of fixtures as revealed in the ; , . ; 
q ; c: 4 Women employees, moreover, [he entire store, including both 
zram oor plan. Six of the dozen 5 by ae : ; 
set 12-ft. di “ : are much more sensitive to dust fixtures and stock, is cleaned regu- 
rafie 2-ft. display islands, which com- . , : 
: ‘ : : and dirt than is a man. and will larly by vacuum cleaner twice a 
ight- prise the central shopping section 
splay of the store, are devoted exclusive- 
rmit ly to housewares. These include not 
area only kitchen ware and related mer- 
ous: chandise, but fine crystal and 
that chinaware suitable for home de- sae 
's in- coration and gifts. These items ga : 
pace. are given the favored display spot oo eee! 
) Til T rT 
nell near the corner of the store, where iF} if fy 
eved, they will be sure to attract the 4 i i 
onl attention of window shoppers from : nH ey 
Far- the sidewalk. Profitable traffic ap- Penn Reels t ein do Ba s 
siiaail pliances are given another good A LJ dy 
set display spot on an island directly -_" w 
back of one of the store’s two main 
a entrances. 
1e . . °he,° 
u Attractive display facilities and 
on in a good selection of merchandise are 
vhere not by themselves sufficient to at- 
ft. of tract a good volume of women cus- 
ft. of tomers, Mr. Neilson emphasizes. 
cated Equally essential is the employment 
‘e on of saleswomen for this department 
f the instead of men. Women have a 
ie “le > >} ” > ; 
ariety language of their own” on the The sporting goods department is the only service section 
‘e on subject of housewares, hence a in the store and features both wall and island displays. 
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week. The saleswomen in addition 
are constantly busy in spare mo- 
ments in their own department 
cleaning and dusting the shelves 
and stock, or cleaning and waxing 
the linoleum floor. 

The floor plan of the new store 
was rather difficult to work out, 
due to the odd angle of the inter- 
secting streets, and of the build- 
ing. The problem was solved by 
placing appliances and some fur- 
niture in the triangular space at the 
front corner of the store. This left 
a large rectangular area for the 
main shopping section. Steel goods 
and garden tools are displayed in 
the irregularly shaped section at 
the extreme back of the store. De- 
mand items such as paints are 
placed at the back, and impulse 
items located near the front, where 
floor traffic is greatest. 

An interesting feature of the 
store is the incinerator which was 
installed in the warehouse section. 
This cost $400 to install, and saves 
a $10 monthly collection charge, 
hence will pay for itself in about 
three years. 

The furniture department up- 
stairs, has added substantially to 
the firm’s gross sales volume. The 
stairway leading to the depart- 
ment, is identified by a red neon 
sign placed at the foot of the stair- 
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the event and kept the proceeds 


way. The prominent display space 
given to furniture in the corner 
window, likewise brings this de- 
partment to shoppers’ attention. 
Notwithstanding, a good many 
of the firm’s regular hardware 
customers were still unaware that 
furniture was handled. An inter- 
esting solution to this problem was 
worked out last year, in an un- 
usual pre-Christmas promotion. 


3 Per Cent for Advertising 


Manager Neilson is an ardent 
believer in the effectiveness of 
properly handled advertising cam- 
paigns. He reinvests not less than 
3 per cent of his store’s gross in 
advertising by newspaper and 
radio, and this figure will occa- 
sionally mount to 414 per cent. 

Promotion has been primarily 
responsible for the fact that the 
store moved $30,000 worth of ap- 
pliances in 1949, Besides advertis- 
ing, the firm puts on frequent 
floor demonstrations of home laun- 
dry equipment, and _ cooking 
schools. 

On Feb. 1 of this year, Kirk- 
land’s sponsored a cooking school, 
renting a local theatre for the 
afternoon for that purpose. At- 
tendance for this was turned over 
to the local Parent Teachers As- 
sociation, which sold tickets for 


for its own use. Price of ad- 
mission was left to the discretion 
of the P.T.A. By turning the job 
over to the organization, the school 
was assured of good attendance, 
and of a somewhat better class of 
audience, who would be more 
likely prospects for appliance sales. 

The firm also does a sizable vol- 
ume of business in furnaces and 
heaters, and sold 110 furnaces last 
year. Mr. Neilson does virtually 
all the selling of furnaces, which 
must be handled through home 
calls, usually in the evening. He 
makes about two evening calls per 
week to prospects’ homes, where 
he estimates their heat require- 
ments, then designs a plant to pro- 
vide it. Three mechanics are em- 
ployed in this department, though 
sheet metal work is sub-contracted. 


Other features of interest in the 
new store building are its rein- 
forced concrete walls and fireproof 
ceiling, which entitles the firm to 
low insurance rates. Another fea- 
ture is the marquee which covers 
the entire sidewalk in front of the 
display windows, to permit win- 
dow shopping in any weather. A 
high capacity heating plant was 
also installed in the building, to 
permit heating in coldest weather 
to 68 to 69 deg. 


Floor plan of the main floor of Kirkland’s. 

Furniture and appliances are featured 

near the windows and there is ample 

(. aisle space in all parts of the 
; store. Six of the 12 islands 
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Hand and small power 

tools are displayed to 

advantage along 35 ft. 
of sidewall space. 


Mass Displays Help Promote 
Business in Tools 


| ™ and power 


tools are profit makers at the 
Flanegin Hardware Co., Inc., 
Logansport, Ind., and the firm 
merchandises them to decided ad- 
vantage. Thirty-five feet of side- 
wall space is given over to the 
hand and small power tools with 
the heavier items featured in a 
floor display. Homeowners, ma- 
chinists, carpenters, factory hands 
or farmers—all can find just about 
any sort of hand or power tool 
they need at this well-stocked store. 

Frank Beck, display manager, 
experiments considerably with 


(Continued on page 145) 
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The Flanegin Hardware Co. features them where 
the prospect can't help seeing them and sales 
have grown. Window displays help feature line 


The  latticework 
background added 
an unusual note 
to this window 
display of hand 
and power tools. 
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LUTHER R. STEIN 


41 

FULLY believe that 
the retail salesman in hardware 
stores is not only the most impor- 
tant man in our whole industry 
but he is likewise the most under- 
appreciated and the most sadly 
neglected,” says Luther R. Stein. 
vice president and general sales 
manager of the Belknap Hard- 
ware & Mfg. Co., Louisville, Ky.. 


hardware wholesalers. 
Plan Used Successfully 


A considerable number of hard- 
ware stores today are using with 
considerable success an incentive 
plan patterned after the one which 
Mr. Stein first proposed several 
years ago. Convinced that now, 
more than ever before, because of 
the increased cost of doing busi- 
ness, hardware dealers must find 
ways to increase their sales vol- 
ume, Mr. Stein is again urging 
that each adopt some sort of plan 
to win the interest and support of 
all their employees. 

“I wonder how often it happens 
that a young fellow is just ‘hired’ 
and told to go to work with the 
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An Incentive Plan 


Luther B. Stein, vice president and general manager 

of Belknap Hardware & Mfg. Co., Inc., Louisville, Ky., 

offers dealers a revise of his plan whereby all store 

employees share in the greater profits which result from 
increased sales volume 


thought that perhaps by the help 
of Providence and his own inquis- 
itiveness he will find out all about 
the goods and how to sell them,” 
says Mr. Stein. 

“As to retail salesmen’s lack of 
ambition, I can testify directly and 
to the contrary,” he states. “Deal- 
ers have no idea of how many ap- 
plications we get from young fel- 
lows in hardware stores, who say 
that they want a job with us be- 
cause they see no future for them- 
selves in their employer’s store. 
We urge them to make themselves 
more valuable to their employer: 
to sell more goods and make more 
money for him. 

“You would be surprised at how 
many will say: ‘I tried that and 
asked the boss for more pay but 
he couldn’t afford to give it to me. 
so I am stymied, or behind the 
eight-ball, or,in the doghouse.’ He 
feels that there is no future for 
him in that business because there 
is no reward for greater ability or 
expanded effort. He wants to get 
married, have his own home, make 
progress just like you did.” 

Mr. Stein thinks that business- 
men, especially in small towns, 
must make a greater effert to keep 
and develop their talented young 
men, and not make it necessary 
for these young fellows to go else- 
where for opportunities. He says 
they must do this for two reasons; 
First, in enlightened selfishness for 
their own businesses; and second- 
ly, for the high civic reason of 
building their own community. 

“Let’s assume,” says Mr. Stein. 
“that we all realize the need for 


more effective salesmanship and 
that it can be developed by study, 
teaching and store meetings, etc. 
We will then still be confronted 
with the question of encouraging 
and stimulating ambition, _re- 
sourcefulness and effort. 

“There has been a lot of talk 
about chain store competition. For 
many years people said that chain 
store goods were ‘punk’ and their 
salesmanship worse, and the only 
thing that got business for them 
was price,” says Mr. Stein. 

“Well, a lot of dealers will prob- 
ably be shocked when I say that in 
some lines with which we are 
thoroughly familiar, the average 
unit retail price of the goods sold 
by chain stores is higher than in 
hardware stores. Would it shock 
you if I said that in pre-war years 
the lawn mower sold by chain 
stores averaged higher in unil 
price than those sold in hardware 
stores? And that the same situa- 
tion applied to lawn hose, washing 
machines, electric refrigerators. 
bicycles, stoves. etc.? 


Chains 'Up" Sales 


“I know that those stores adver- 
tise price, but that’s done only 
to get customers in. Then they use 
their salesmanship and their in- 
centive plan to sell high priced 
merchandise. 

“Now what is their incentive 
plan? There are many kinds, too 
varied to describe, but one works 
something like this: They give the 
salesman a drawing account of $30 
per week, but he must earn that 
amount with sales. If he sells their 
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That Promises 
More Profits for All 


Here's How the Stein Incentive Plan Works: 


Example— 


XYZ Hardware Co.'s sales last calendar a see year 
Total salaries (12!/2 per cent on sales). . 


Owner's salary 


Salary of all employees .... . 


$60,000 
- 7,500 
wane ie 2,400 


5,100 


Put in incentive plan 12!/2 per cent tof all ules over $60,000. 
Employees only, not owner, to participate in distribution of fund. 
Assume sales are $70,000, or $10,000 over last year's $60,000. 
12!/, per cent on $10,000 excess or $1,250 to go in incentive plan. 


Employees’ salaries: 


Salesman A receives annual salary $1,800 
Salesman B receives annual salary. 1,500 
Salesman C receives annual salary 1,080 
Porter-Driver receives annual salary . 720 

Total . 5,100 


Let each dollar of daniel s annual payroll represent one share of 
the incentive plan. As there are 5,100 shares, and there is $1,250 in the 
incentive fund, then each share equals 5,100 divided into $1,250, or a 
fraction over 24 cents. Therefore, each participating share will be worth 
a fraction over 24 cents. (Have used 24 cents for simplicity.) 


Salesman A has 1,800 shares at 24¢, so he receives 
Salesman B has 1,500 shares at 24¢, so he receives 
Salesman C has 1,080 shares at 24¢, so he receives 
Porter-driver has 720 shares at 24¢ so he receives 


$432.00 
360.00 
259.00 
172.80 


$1224.00 


N.R.H.A. Survey for 1948 Operations shows: 


Total expenses—20.8%. Total 


o 


top grade or highest priced goods, 
which are usually their private 
brands, the sales clerk receives 6 
per cent salary credit on every dol- 
lar he sells. If he sells the next 
lower grade, he gets 4 per cent 
and on the bottom grade he gets 
3 per cent. 

“Put yourself in the shoes of a 
sales clerk in one of these stores. 
You must earn your $30 a week, 
or you will lose your job. What 
are you going to try to do? You 
will try hardest to sell $500 worth 
of highest priced goods on which 
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13.8%. Margin—27.8%. 


Oo 


you get a 6 per cent salary credit, 
or will you try to sell $1,000 worth 
or twice as much goods on which 
you get a 3 per cent salary credit? 
The incentive plan for selling the 
highest priced goods is twice as 
much salary credit as on the low 
priced goods. That incentive plan, 
or variations of that plan, explains 
their sales of higher priced, higher 
profit goods.” 


Chain Plans Won't Work 


“IT know that in most of the 
chain stores the sales clerks have 


only one line of goods to sell. They 
do not have varied store duties, 
such as hardware, general store or 
other small or moderate size inde- 
pendent store salesmen, and that’s 
the reason an incentive plan line 
such as they use is not practical 
for the 
store. 
“We should recognize at the out- 
set that an incentive plan, to be 
successful in retail hardware 
stores, positively must avoid the 


average size hardware 


possibility of neglect of store duties 
or service to customers when such 
service is not reflected in immedi- 
ate sales. 

“Nothing should be done to 
cause one or all sales clerks to 
neglect a customer who wants to 
spend a nickel or a dime in order 
to serve a customer who will likely 
spend a larger sum. 

“Nor should a plan be adopted 
that would lessen the interest of 
clerks in opening up the goods, 
marking them properly, keeping 
the stock in good order, keeping 
the store and the goods clean, 
changing the windows and all of 
the hundreds of things that must 
be done to attract and hold cus- 
tomers. 


Must Include All 


“I think it is clear that we would 
not consider an incentive plan that 
is based upon the amounts actually 
sold by an individual clerk; that 
the only safe way to avoid that 
happening is to have a collective 
plan so that if the store as a whole 
reaches its goal of sales and earn- 
ings, each employee will benefit on 
the assumption that he has con- 
tributed his part toward reaching 
the goal. 

“If the truck driver or porter 
knows that if the store does well 
that he will benefit by that out- 
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come, he will have the incentive 
for being more courteous, more 
obliging. Even if he is not per- 
mitted to take orders or sell goods, 
he will keep his eyes and ears open 
for prospects and turn them over 
to the boss or clerks in the store 
so the sale can be made. The basis 
of the incentive plan should be 
like the motto of the Three Mus- 
keteers: ‘One for all—All for one.’ 


Self-Enforcing 


“Objection might be made that 
in a group incentive plan, one 
sales clerk might ‘soldier’ on the 
job, on the theory that he would 
benefit just as much if he took 
it easy as if he worked hard, but 
I am confident that the other 
clerks in the store would soon no- 
tice that this fellow was ‘sitting in 
the breeching’ instead of ‘shoving 
against the collar,’ and they would 
tell him in very plain language 
that he had better pull his share 
of the load or they would be 
obliged to tell the boss what is 
going on. I| think the other sales 
clerks would be more forceful and 
exacting in their demands for 
effort and cooperation and be 
more plain spoken about it than 
the boss himself. 

“While the retail hardware 
stores have not as yet been placed 
under the Federal Wage and Hour 
Law, or unionized, it is easy to see 
the trend toward shorter store 
hours. But even if the store hours 
are not controlled by law, they are 
affected by the trend of the times 
and local conditions. It naturally 
follows that if there is proper in- 
centive, the employee will be eager 
to make his regular hours more 
productive and to use some of his 
leisure time to get business for the 
store. 

“Then, too, most retailers are 
not yet legally subject to the new 
75 cents per hour minimum wage 
law, but the cost per hour keeps 
climbing and therefore must be 
recognized and a reason for pro- 
ducing more per hour worked. 


The Stein Plan 


“The plan I have in mind is very 
simple. Ill use last year’s Hard- 
ware Association’s survey of costs 
but less than the average size vol- 
ume of 1948 for my example. Let’s 
assume that the store sold $60,000 
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in the year 1948 and the total 
labor cost, including the salary of 
the boss or owner, was 124 per 
cent of the total sales. The survey 
shows that stores of that size had 
a labor cost of about 1344 per 
cent, including the owner’s pay. 

“You know that if you could 
sell an additional $10,000 there 
would be practically no increase 
in your overhead and fixed ex- 
penses; therefore, if you would 
spend 124% per cent to get that 
additional $10,000 of volume and 
your gross margin was somewhere 
around 271% per cent you would 
have an additional $2,750 of gross 
profits. | am sure that any dealer 
would be willing to spend $1,250 
in additional labor cost if he saw 
the prospect of getting $2,750 ad- 
ditional gross profit back for that 
expenditure. 

“Starting with the $60,000 sales 
of last year, we would then say to 
the store force: ‘On all sales in 
excess of $60,000 we will put 1214 
per cent of that excess amount in 
the Incentive Plan. If we sell $10,- 
(00 excess, then 121% per cent of 


$10,000, or $1.250, will go in the 
Fund. 

“This Fund will be divided 
among the employees, the owner 
not participating. The division to 
be made at the end of the year in 
proportion to each man’s salary 
to the total of all employees’ sal- 
aries. In other words, if the total 
of all employees for the year is 
$5,100 and one man’s salary was 


$1,000, then he would get about 20 


per cent or one-fifth of the total 
incentive plan. 

“I know that someone will 
think: ‘What will keep the em- 
ployees from selling a lot of non- 
profitable goods in order to run 
up the sales volume?’ 


Basis Variable 


“The owner would say, when 
starting the plan, ‘Now this ar- 
rangement is based on what we 
did last year; if we sell a lot of 
unprofitable goods so the sales 
volume goes up but the gross mar- 
gin percentage is reduced, then 
next year I will be obliged to raise 

(Continued on page 140) 





Lawn Equipment Display Created the Urge to Buy 


T is men, for the most part, 
who buy and operate hand and 
power lawn mowers and take care 
of lawns generally, so George 
Jelinek, owner, Grand Island Hard- 
ware, Grand Island, Neb., last 
spring used this display of mowers 
on a floor level display spot in his 
store. They were shown next to 


other articles of interest to men. 
The items moved briskly, as the 
men realized that this equipment 
would help them keep lawns in 
proper condition. The display 
also included stacks of garden 
hose, items which every gardener 
and homeowner needs during the 
spring and summer seasons. 





Men saw this display, felt the urge to buy—and did. 
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What's Happening to Retail Stores? 
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See senee ea servese 


™ enterprise in 
satellite Poland is on its last, legs. 
The taking over of retail distribu- 
tion through a series of thoroughly 
planned, undercover moves is well 
under way. It signals the begin- 
ning of the end—well before the 
1955 target date of the Six-Year 
Plan. 

Retail stores were the last line 
of defense of Polish private enter- 
prise. Until a relatively recent 
date, retailers had managed to 
pretty well hold their own against 
state controlled stores and co-ops 
which were generally less efficient 
than privately owned shops. But 
by using indirect methods, govern- 
ment control is rapidly tightening. 

What has happened, and what is 
happening, in Poland is cited here 
as representative of what goes on 
behind the Iron Curtain as far as 
U. S. intelligence departments 
know. It is a good example of how 
the State infiltrates and takes over 
industry and business. 

How does such a situation come 
about? 

At first, the government usually 
concentrates on heavy industry 
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Behind the fron Curtain 


The independent retail merchant has no place in the collec- 
tivist governments behind the iron curtain. An authentic 
report from confidential sources on how Poland is slowly 


but surely liquidating private retail enterprise, in favor of 
state controlled co-ops, is given in this article. 


and banks. Then comes a slightly 
less rigid control of lighter indus- 
try and wholesale distribution. As 
its third and last step, the govern- 
ment absorbs the retail outlets. 

As far back as 1946, major 
Polish industries—those employ- 
ing 100 or more persons—were 
nationalized to all intents and pur- 
poses under the guise of control- 
ling production for national re- 
covery. 


Small Plants Diminishing 


This is reliably estimated to 
have left in private hands only the 
smaller factories which account for 
less than 25 per cent of total indus- 
trial workers. The number of these 
privately operated factories and 
shops has since been reduced 
through the use of various de- 
vices, such as excessive taxation 
and deliberate withholding — of 
necessary raw materials. 

There were also perhaps as 


many as 150,000 so-called handi- 
craft shops, each employing as few 
as two or three workers. Pressure 
is being exerted to bring these 
shops into the state controlled co 
operative movement. The service 
trades, such as shoe repairing, are 
subject to the same coercion. 

Despite this progress of nation- 
alization, as of about a year ago 
there were about 135,000 privately 
owned and operated commercial 
establishments left. About 30 per 
cent of the wholesale establish 
ments and about 70 per cent of all 
retailing businesses were still in 
private hands. 

In those retail businesses under 
state operation, the result has been 
disastrous from the viewpoint of 
business as this country knows it. 
Eyewitness reports say that in 
those areas where co-operatives 
and state stores dominate, trading 
has been replacing by officiating. 


“Customers are no longer wel 
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come,” say these accounts, “but 
are in fact considered a nuisance 
by the generally inefficient and un- 
interested employees.” 

These reports go on to say that 
in these areas, there are rows of 
empty store windows, containing 
mostly propaganda placards. Some 
of the stores and warehouses have 
been converted into party offices, 
party recreation rooms, and even 
into apartments for supervisory 
employees. 

But despite such situations, the 
state is continuing its drive to gain 
further control of retail outlets. 
It is now moving in with a series 
of squeeze plays, signals for two of 
which have already been called. 


The Squeeze Play 


The first, which the state says is 
necessary in order to correct “in- 
adequacies in existing retail out- 
lets, particularly private shops,” 
was the creation of the Municipal 
Retail Trade organization. Its pur- 
pose is to set up retail outlets in 
six key cities and some of the 
working districts. 

These are supplementary to the 
existing state trading stores and 
the state-controlled co-operatives. 
They will have the advantage of 
being able to absorb the functions 
and business of private establish- 
ments as they are driven to the 
wall. 

The second move was the enact- 
ment of a regulation providing 
mandatory membership of all re- 
tail enterprises in the state-con- 
trolled Merchants Association. The 
ostensible purpose was to provide 
a means for ready distribution of 
state orders and regulations, and 
a medium for gathering business 
data. 

Actually, the groundwork is thus 
laid for a greater and far-reaching 
control of the retail trade. A less 
publicized purpose of the Associa- 
tion is to train personnel for re- 
tailing jobs, thus speeding the 
process of infiltration of the trade 
with workers who think along 
party lines. 


Associations Just Tolerated 


So far, there has been little in- 
terference with the private trade 
associations. Membership is not 
forbidden. All that is now required 
is that they do not step out of line. 
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But they have been warned pub- 
licly that: “Private associations 
will remain only as long as their 
existence is compatible with the 
new political and social condi- 
tions.” 

Silent but effective liquidation 
methods are being applied to the 
private retailer. One of the most 
effective is the withholding of 
leases. These are increasingly 
hard, and in some cases impossi- 
ble, to obtain. However, reliable 
sources say the government will 
continue to issue a few for propa- 
ganda purposes. 

Equally effective is the slow 
choking off of stocks and supplies 
to private retailers. This leaves 
the way open for charges that 
private operators are inefficient 
and fail to maintain adequate 
stocks. 

No mention is made, of course, 
that such shortages are largely due 
to state control over most of the 
factory production and the ma- 
jority of wholesale outlets. Con- 
tinuing greater quantities of goods 
are channeled to socialized retail- 
ers with a proportionate decrease 
in shipments to privately owned 
shops. 

For instance, 96 per cent of the 
production of agricultural machin- 
ery and tools is nationalized; 
private industry’s share of the pro- 
duction of nails, metal-cutting and 
other hand tools, and many other 
items of hardware merchandise, is 
10 per cent less. 





As a result of production con- 
trol, socialized retailing is picking 
up speed regardless of the state's 
latest moves. For instance, sales of 
bicycles, light bulbs, and similar 
commodities through state chan- 
nels increased by about 135 per 
cent during the first half of 1949. 
State retailing of basic commodi- 
ties such as coal increased 150 per 
cent. 

Taxation a Weapon 


Still a third punitive weapon— 
and a potent one—has been taxa- 
tion. This has been applied with 
telling effect against recalcitrants 
in manufacturing. Levies are as- 
sessed against the previous year’s 
business. Current sales, against 
state competition and shortages. 
often provide insufficient return to 
pay off the tax bills. Closure is 
the result. 

Meanwhile the drive for nation 
alization of Polish retail trade con 
tinues, despite the shortcoming of 
state retailing. In this, it will be 
assisted by the state-controlled 
press which will emphasize the 
shortages and other “inefficiencies” 





of private or “capitalistic” owner- 
ship. 

At the same time, it is playing 
down the frequent suicides of 
former shopowners who, unable 
to meet obligations and unwilling 
to be assigned to work for which 
they are neither suited nor pre- 
pared, take that way out as an 
escape from their troubles. 





"The state...is now moving in with a series of squeeze plays.” 


HARDWARE AGE, MARCH 9, 1950 











to 
last 
tax-e 
Hou: 
and 
medi 
billic 
unde 
Th 
tee i 
man’ 
and 
rever 
holes 
now 
men | 
favor 
the | 
heari: 
mitte 
men 
hearii 
by les 
the | 
Ways 
not a 


the pi 


Gat 
Equal 
Jacksc 
the t 
Congr 
withot 
it wo 
apply 
porati 
are pi 


" 


exem 
vided 
the p 
Lester 


HARD\ 








on- 


ing 
te’s 
; of 
ilar 
an- 
per 
49. 
»di- 
per 


ones 
1Xa- 
vith 
ants 

as- 
ar’s 
inst 
ges. 
n to 


2 is 


ion- 
‘on 
4 of 
| be 
led 
the 
. ” 
les 


ner- 


ying 

of 
able 
ling 
hich 
pre- 


) an 


1950 











Congress Told Tax on Co-Ops 
Would Raise a Billion Dollars 


= for an end 


to “tax favoritism,” business men, 
last month, took their case against 
tax-exempt groups before the 
House Ways and Means Committee 
and suggested that Uncle Sam im- 
mediately begin to collect the $1 
billion in revenue lost annually 
under existing tax laws. 

The Ways and Means Commit- 
tee is considering President Tru- 
man’s proposals to cut excise taxes 
and to raise $1 billion in new 
revenue by “closing tax loop- 
holes.” The tremendous interest 
now being shown by all business 
men in their campaign to end “tax 
favoritism” was demonstrated by 
the huge turn-out at the public 
hearings conducted by the Com- 
mittee. More than 200 business 
men packed themselves into a 
hearing room normally occupied 
by less than half that number. But 
the present membership of the 
Ways and Means Committee does 
not appear overly sympathetic to 
the proposals to tax co-operatives. 


Excise Taxes 


Garner M. Lester, National Tax 
Equality Association president and 
Jackson, Miss., business man, told 
the tax-writing Committee that 
Congress could reduce excise taxes 
without increasing other taxes if 
it would make income tax laws 
apply to the “thousands of cor- 
porations in this country which 
are presently escaping the pay- 








Business men jam public hearing held by House Ways and 
Means Committee to present strong case for raising needed 
revenue by taxing tax-exempts. Excise taxes could be reduced 
and a billion dollars of new annual revenue could be gained if 
co-ops are made fo pay their share of federal income taxes. 








ment of their share of federal in- 
come taxes,” 

The text, in part, of Mr. Lester’s 
remarks to the Ways and Means 
Committee follows: 

“We have been told that the tax 
policy of this government has 
traditionally been based on the 
ability to pay. We say to you that 
these corporations, big and little, 
which are presently escaping taxes, 
have the ability to pay and that 
they are escaping taxation only 
because the Congress has failed to 
act. 

“The Treasury Department was 
instructed by the 78th Congress, 
six years ago, to get the facts with 
respect to the amount of tax loss 
from various tax-exempt organi- 
zations, including the co-ops. In 
conformity with those instructions, 
the Treasury demanded annual 
reports from those organizations 
specified by the Ways and Means 
Committee and has published two 
admittedly incomplete reports 
which show substantial income 
from business operations. 

“But the Secretary of the Trea- 
sury, in his recent testimony be- 
fore you, recommended the taxa- 


— 
LJ 


$3 Million Escapes 


". . . At least $3,000,000 of net income escapes taxation each year through the 
exemptions of Sec. 101, and that at least $1,000,000 in revenue could be pro- 
vided for excise tax reduction if these profits were put on the same tax level as 
the profits of the businesses with which these tax-exempts compete.'—Garner M. 


Lester, president, NTEA. 
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tion of two groups of tax exempts 
that were not even mentioned in 
this committee’s request for in- 
formation—the educational and 
charitable institutions. Why did 
the Secretary of the Treasury 
choose to ignore the instructions 
of the committee and the substan- 
tial amounts of cooperative in- 
come reported as available for 
taxation? 


Colleges and Charities 


“Gentlemen, the committee in 
1943 was not talking about col- 
leges and charities. Few educa- 
tion institutions at that time had 
discovered the trick of acquiring 
piston ring factories, pottery 
plants, radio stations, department 
stores, cookie factories, mail-order 
houses and other commercial prop- 
erties and taking them off the 
tax rolls. 

“It was not charities in business 
that the committee worried about 
then—-nor was it colleges in busi- 
ness. It was business concerns in 


business — co-operatives, mutual 
savings banks, building and loan 
associations, that had already 


learned to use their tax-exemption 
privilege to invade almost every 
field of commercial activity. Those 
were the ones the committee di- 
rected the Treasury to investigate 
—and to tax if the studies showed 
them to be competing with tax- 
payers. ... 

“Let me complete the inadequate 


(Continued on page 166) 
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A Review of 


National Hardware 


National event, revived for the first time since 1942, will be 
held from April 28 to May 6. Numerous manufacturers and 
wholesalers announce intention of participating in ‘'week" 


on have 
begun for the observance of Na- 
tional Hardware Week, which was 
discontinued during the war, to 
be held, April 28 to May 6. This 
week is a nation-wide selling event 
-a sales promotion program for 
the benefit of the hardware dealers, 
wholesalers and manufacturers. 
National Hardware Week was 
observed from 1937 to 1942, after 
which merchandise shortages of 
wartime and the postwar period 
caused it to be suspended. In con- 
nection with this week, its sponsor, 
the National Retail Hardware As- 
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national 





sociation, Indianapolis, Ind., is 
offering an official kit of store 
decorative materials and news- 
paper ad heading mats, posters, 
banners, pennants, showcards, 
price cards and window posters, all 
in blue and red. In all, a total of 
214 pieces is included. 

Following the letters on the il- 
lustration, the following items are 
included in the kit: A—four paper 
banners, 12 by 60 in.; B—two 
cardboard posters, 22 by 28 in.; 
(—two vertical strips, 9 by 40 in.; 
D—two vertical strips, 9 by 40 in.; 
F£—-12 paper window posters, 9 by 
9 in.: F- 40 double-faced paper 


The official kit for National Hardware Week, described on this page. 


pennants, 12 by 40 in., folding to 
size 12 by 20 in.; G—eight cards, 
11 by 14 in.; H—16 cards, 7 by 
11 in.; /—32 cards, 51% by 7 in., 
and J—96 price cards, 2%4 in., by 
31% in.; plus three National Hard- 
ware Week newspaper ad heading 
mats in two, three and four-column 
sizes. The kits complete are $5.45 
and may be obtained from the as- 
sociation secretary. 

A list of participating whole- 
salers and information as to the 
plans of manufacturers who have 
indicated their intentions to tie-in 
with this program are to be found 
in the pages to follow. 
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Wholesalers Participating 
In National Hardware Week 


Bay City Hardware Co., Bay City, Mich. 
Bigelow & Dowse Co., Boston, Mass. 


Blish, Mize & Silliman Hardware Company, Atchison, Kan. 


The Bostwick-Braun Company, Toledo, Ohio 
Wm. L. Blumberg Co., Inc., New York, N. Y. 
Clarke Siviter Company, Inc., St. Petersburg, Fla. 
Wm. H. Cole & Sons, Baltimore, Md. 

W. W. Conde Hdwe. Co., Watertown, N. Y. 
Corpus Christi Hardware Co., Corpus Christi, Tex. 


Dunham, Carrigan & Hayden Co., San Francisco 19, Cal. 


Edwards & Walker Company, Portland 3, Maine 
Hardware Wholesalers, Inc., Fort Wayne, Ind. 
Helena Hardware Company, Helena, Mont. 

Hibbard, Spencer, Bartlett & Co., Evanston, Ill. 

The Lake Erie Hardware Co., Cleveland 13, Ohio 

Morley Brothers, Saginaw, Mich. 


Oklahoma City Hardware Co., Inc., Oklahoma City, Okla. 


Our Own Hardware Company, Minneapolis |, Minn. 
Railey-Milan Inc., Miami, Florida 
Saginaw Hardware Co., Saginaw, Mich. 
Sechtman Hardware Co., Inc., Hartford 5, Conn. 
Shapleigh Hardware Company, St. Louis 2, Mo. 
Sheffield Hardware Co., Americus, Ga. 
Speer Hardware Company, Fort Smith, Ark. 


Townley Metal and Hardware Co., Kansas City 10, Mo. 


United Hardware Company, Chicago 6, Ill. 

Western Metal Supply Co., San Diego, Cal. 

R. F. Willis & Bro., Inc., Penns Grove, N. J. 

Woodbury Hardware Co., Portland 10, Ore. 
Woodward, Wight & Co., Ltd.. New Orleans 9, La. 





Henry Disston & Son, Inc., Philadelphia, Pa., 
offers three saws each attractively boxed, to 
dealers for $6.98. Retail price is $10.47. Taper 
ground, bevel filed; highly polished and striped; 
nickel plated screws; plastic handle. 


(Turn to 
page 128) 
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No. 2600 “Snap-Lock" plier-wrench 
merchandising unit holds four No. 2610, 
10 in. long and 2 No. 2607, 7 in. long 
plier wrenches packed in carton suitable 
for reshipment. Dealer cost is $8.33. 
Illustrations on display show ease of 
operation. Seymour Smith & Son, Inc. 
Oakville, Conn. 


Illustrated is The Stanley Works 
New Britain, Conn., screen door 
catch merchandiser. Catches sell 
for 25 cents each. “Snappy Catch’ 
is made from steel-Japanned 
Also available is the screen door 
guard, retailing for 39 cents and 
the screen door brace, 29 cents, 
made of steel with zinc plate, and 
brass adjustment screw. 














G. W. Davis Corp., Rich- 
mond, Ind., offers the Davis 
50/50 power mower. Fea- 
tures V-belt drive, engine 
to countershaft, roller chain 
drive, flex-a-matic clutch 
with full safety release. 
Five 18 in. tempered cruci- 
ble chrome alloy blades. 
Four malleable iron spiders, 
semi-pneumatic rubber tires 
mounted on cast wheels. 
Cast side frames. Floating 
handle, 2!/ in. hardwood 


roller. 








LJ 0 
J. Wiss & Sons Co., 11-45 Littleton Ave., 
Newark 7, N. J., is promoting its garden 
tool profit plan, display unit of which 
is shown. Assortment includes one pair 
of each best seller on which stock order 
is based. 
, TAAGHAL Lapis o 
2 ee 10 MAY 6 
"Yankee" offset ratchet screw 
driver merchandiser carries a Special open end and combination wrench sets 
band across the top announcing individually packed in maroon plastic kits with 
price of 79 cents for the week. transparent pockets for easy selection of proper 
Band can be removed. This tool tool size. Packed in maroon simulated leather 
is pocket size. Maker says it will boxes. Barcalo Mfg. Co., Buffalo, N. Y. 


seat a No. 14 screw easily. Needs 
just an inch of clearance. North 
Bros. Mfg., Philadelphia. 


Shown is No. 2 kit contain- 
ing 12 tubes to retail for 15 
cents in a display box, 12, 
Yi, pts., retail for 45 cents, 


o six 4 pts. for 75 cents, and 
six pts. for $1.25, plus a free 
oO pt. Total retail value, $20.45, 


dealer cost $12.80. Also No. | 
kit containing 12 tubes, in dis- 
play box, six '/ pts., three | 
pts. and three pts., plus free 
Vy pt. Franklin Glue Co., Co- 
lumbus, Ohio. 
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The Sani-Wax Co., Dallas 
1, Tex., offers the 89 cent 
bottle of "Sani-Glo," metal 
polish for 10 cents with pur- 
chase of a qt. of Sani-Wax 
at regular price. Counter 
display holds three of deal. 
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Reinforced with Titenium fer ixtre Service 


National Enameling & Stamping Co., 270 N. 12th 
St., Milwaukee |, Wis., offers the "SelecTable" dis- 
play, built of wood and masonite with blue lacquer 
finish. Upright part is adjustable to center or back 
of top unit so it can be used against wall or as 
island display. 


| Silewr Site KEYHOLE ond COMPASS SAWS 
with PERFECT-GRIP” TENITE HANDLES 
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E. C. Atkins & Co., Indianapolis, 
Ind., special consists of an assort- 
ment: two 39B 10 in. Keyhole saws 
six 37B, 12 in. Compass saws, two 
38B, 12 in. Compass saws and two, 
36B, nest of saws. Costs dealer 
$13.25. Also counter package 
unit and talking sign, shown. 





Schlueter Mfg. Co., 4616 North 
Broadway, St. Louis 7, Mo., offers 
four products for hardware week, 
one of which is Deluxe mop 
wringer pail. Packed with each 
carton is a counter card and 
window strip, both of which can 
be used at all times. 


Minute Mop Co., 17 E. 23rd St., Chicago, Ill., 








offers the No. 35 metal floor display, worth $2.85 
free. Rack is 15 in. long, 12 in. deep and 8 in. 
high. Enameled and finished in black, yellow and 
green. Offered to dealers who carry this line. 
Also four color lithographed counter and window 
cards, advertising cuts and mats and advertising 
folders, available without limitations. 





HARDWARE AGE, MARCH 9, 1950 


129 











This mountain lion is the high spot in the decorative scheme. This, 
and other mounted specimens, belong to taxidermists in the county. 


Sportsmen's Den Builds | Fri 
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Wn Marshall 


Thatcher built his hardware store 
at Mundelein, IIl., in 1948, he in- 
stalled a complete sportmen’s den 
in the northwest corner of the 50 
by 75-ft. establishment. 

In it he installed a fireplace 
which he built himself. Then he 
contacted several taxidermists in 
the county and invited them to put 
displays of mounted animals and 
birds on the walls. He told them 
that these displays would aid them 
in getting more business. 

The taxidermists were quick to 
see the point. The result is that 
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Marshall Thatcher, left, talks things over with a gun customer in the 
sportsmen's den. Note the mounted black bear just behind Mr. Thatcher. 


Friendships and Profits 


A fireplace, knotty pine walls and mounted game 
upon the walls make the sporting goods section 
of Thatcher's Hardware a homelike spot in which 
customers like to relax. And it has aided sales 


Mr. ‘Thatcher has one of the finest 
decorated sports departments in 
this area, one which has a real 
outdoor atmosphere. 


A Place for Lingering 


If a customer wants to come into 
the sports department and sit down 
and talk about a hunting or fish- 
ing expedition with a friend, or 
with Mr. Thatcher himself, he can 
do so. There are easy chairs on 


both sides of the big fireplace and 
plenty of wood with which to 
stoke it. In fact, the scene re- 
sembles a comfortable northwoods 
lodge. It is no wonder that sports 
men like to linger there. 

The sports department and the 
knotty pine woodwork and walls 
are decorated with a small, black 
bear, heads of elk and deer. 
Mounted birds and fish and a life- 
like racoon are also in evidence 
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here. Perhaps the prize decoration 
piece of all is a hate-spitting moun- 
tain lion whose arched tail, rigid 
body and gleaming teeth reveal his 
hate. 


Has Advertising Value 


“IT love sports myself,” says Mr. 
Thatcher, “and I decided I would 
have a real sportsmen’s gathering 
place in my store. The customers 
love it, and many of them sit 
around and talk hunting and fish- 
ing for hours. Many a gun has 
been sold while a customer and 
I have sat in those chairs by the 
fireplace talking about what gun 
to use for various hunting trips. 
The cost of making this sports- 
men’s corner is more than offset 
by the daily advertising value | 
get from it. When you can get a 
sportsman to sit down by a glow- 
ing fire he stays in the store long- 
er, talks more about hunting and 
fishing and usually is in the mood 
to buy more sporting goods. At 
least that’s the way we've found 
this corner works out.” 

The taxidermists on their part 
are very well satisfied with the ad- 
vertising they get. In turn they 
refer sportsmen to Thatcher’s 
Hardware when they ask for good 
places in which to buy sports 
equipment. 


Makes Many Contacts 


Mr. Thatcher is a director of the 
local Izaak Walton league and 
participates in many of that 
group’s activities. As a result he 
is identified with many conserva- 
tion projects in the area and is 
able to make numerous contacts 
with sportsmen. 

“Our league is promoting great- 
er interest in real sportsmanship,” 
he says, “and the greater our ac- 
tivities the more benefits for all 
sportsmen.” 

Mr. Thatcher also has a land- 
scape service which he operates 
in connection with his business. 
This activity aids him a great deal 
in selling seeds, fertilizers, plants 
and tools. There are numerous 
summer estates throughout this 
area and their owners depend upon 
Mr. Thatcher for landscape ser- 
vice. Builders of new homes also 
call upon him for landscape ad- 
vice, service and various kinds of 


supplies. 
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“Insofar as the seed and fertili- 
zer business is concerned, the land- 
scape service really helps get cus- 
tomers,” says Mr. Thatcher. “Cus- 
tomers who take such service from 
me also become patrons of the 
store on other types of merchan- 
dise. It’s a line that helps build 
sales.” 

When Mr. Thatcher erected his 
roomy, well built store he placed 
it back a short distance from High- 
way 45 at Mundelein, and also 
landscaped the area between the 
store and the road. He also had 
the building constructed so that 
he can add another floor with 
minimum expense if his business 
expands to that point. 

The store has a wide visual 


front, with an outstanding sign that 
reads “Hardware — Appliances.” 
An adjacent business building is 
also constructed from the same 
type of material with a similar 
front. This gives a progressive 
modern appearance to the area 
and encourages shopping at all 
times. 


Tourists Like It 


“Being located on a well traveled 
highway, our store gets a lot of 
patronage from tourists and also 
from nearby towns,” says Mr. 
Thatcher. “Our sports depart- 
ment is well liked by many tour- 
ists. Farmers and townspeople also 
like the easy off-the-road parking 
facilities in front of the store.” 





Refreshment Bars and 
M’x* modern homes have 


refreshment bars in_ base- 
ments or first floor areas, and 
the O’Neill Hardware Co., Lake 
Forest, Ill, is cashing in on this 
trend by stocking bars in its large 
basement section. 

A refreshment bar display is 
set up at the bottom of the stair- 
way leading into the basement, 
where it attracts the attention of 
all traffic coming down the stairs. 
The bars in stock sell from $80 
to $150, without accessories. The 
store also stocks items such as bar 
stools, wheeled refreshment trays 





Supplies Profitable Lines 


for party servings, shakers, glasses 
and other related items. 

The store’s popular housewares 
department is located in the base- 
ment section. Many housewives 
who purchase glassware and other 
houseware items, see the refresh- 
ment bars and this often plays an 
important role in the purchase of 
these articles for the home. 

There are many large estates 
in the vicinity of Lake Forest. 
Owners of these lands and homes 
are especially interested in dis- 
tinctive refreshment bars. store 
officials report. 





Local home owners have helped make this bar section profitable. 
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Visitors numbering 
more than 5,000 at- 
tended the opening. 





Showmanship and Service 


Do a Job for Appliance 


Rs ciimiens planned 
showmanship and_ service, are 
building increased appliance sales 
for H. W. Wilson Hardware, Red 
Wing, Minn., a firm which has 
been appliance-conscious for a 
large part of its 43-year existence. 
Greater Red Wing’s population is 
approximately 12,000. 

A key part of the Wilson mer- 
chandising program on appliances 
is a 35 by 75-ft. appliance depart- 
ment, which has been responsible 
for a sizable increase in sales, since 
it was opened Sept. 18, 1948. 
Formerly, the appliance depart- 
ment had been housed in the large 
hardware store division, where, 
through good management and 
selling more than 200 major ap- 
pliances had been sold annually 
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Separate department features merchandise to 
advantage for H.W. Wilson Hardware. Service 
crews and trucks handle repairs in wide area. 





The store front with new appliance department at the right. 
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throughout the greater Red Wing 
area. 

Now, with the advantages of the 
new showroom, which incidentally 
is located next door to a modern 
motion picture theater, the H. W. 
Wilson Hardware percentage of ap- 
pliance sales is steadily increasing. 


5,000 Attended Opening 


The firm’s appliance showroom, 
which attracted more than 5000 
people for a three-day opening, is 
really a housewife’s dream. It is 
decorated in appropriate colors so 
that the average woman can readily 
visualize the appliances, and even 
the model kitchen, as it would ap- 
pear in her own home. Naturally 
this is a powerful sales stimulus, 
says Mr. Wilson. 

The walls of the department are 
a deep green. The walls, at the 
end areas have a canary yellow 
treatment, with red striping. The 
model kitchen area is in red and 
yellow, with a partly overhung red 
roof to represent a cross section 
of a model kitchen. 

There is fluorescent lighting 
throughout. as well as numerous 
window and showroom spotlights, 
which give added sales appeal to 
appliances night and day. 

Mr. Wilson carries appliance ad- 
vertising on the movie screen of 





the next door theater. When the 
movie goers leave the theater they 
see the brilliantly lighted Wilson 
showroom, which duplicates and 
emphasizes the appliance movie 
screen ads, and increases the sales 
appeal. 

A center section entrance per- 
mits hardware store traffic to flow 
freely into the new appliance de- 
partment. Many of the appliance 
units are constantly hooked up, so 
that prospects can see them demon- 
strated, if they so desire. This is 
an important phase in selling. 


Three Trucks and Crews 


Another reason why this depart- 
ment is successful is that the Wil- 
son organization has three service 
trucks which are constantly avail- 
able, with crews, to handle service 
for appliance customers in the Red 
Wing area. Service of this kind 
is appreciated by townspeople and 
farmers alike. Practically any sort 
of appliance, farm machinery, 
electrical or plumbing repair, can 
be handled by the Wilson crews. 

“With our service crews calling 
on practically all farmers in this 
area sometime during the year, we 
have an excellent means of con- 
tacting farm people and learning 
their appliance and other merchan- 
dise needs,” explains Mr. Wilson. 





‘Because we have been in business 
serving farmers for 43 years we 
know many of them well and are 
in line to get additional appliance 
business whenever the opportunity 
arises.” 


Keep Close Watch 


Mr. Wilson also says that while 
his firm does no cold-canvassing, 
he and his men keep a close watch 
on the appliance, farm machinery 
and other needs of farmers on 
whom the service men call every 
month, Callbacks on customers 
often yield many prospect tips, for 
neighbors always drop in to see 
new installed appliances and ad- 
mire them. 

Since the establishment of the 
new, deluxe appliance showroom, 
the store management finds that 
drop-in appliance prospects have 
increased. Sidewalk and other 
traffic, viewing the new, well 
lighted showroom with its large 
array of appliances, now yields 
more prospects than formerly when 
appliances did not receive such 
excellent display. 

Mr. Wilson and staff also keep 
a close watch on local buying sta- 
tistics which reveal the condition 
of the Greater Red Wing market. 
For example, the local telephone 


(Continued on page 138) 





View of the appliance showroom with model kitchen seen in the rear. 
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Ever have hose come back to haunt you ? 


You sold that length of hose last spring . . . but here it 
comes back with the buyer. He left it out in the broiling 
sun all summer. And now the cover is cracked and split, the 
cord reinforcement is rotted in spots, and the hose leaks. 
He didn’t even take reasonable care of the hose, yet he 
thinks you sold him inferior merchandise. 


Although all customers are not so unreasonable, you’re 
gambling with your customer good-will and prestige when 
you settle complaints like this. And you can avoid such 
troubles when you sell quality hose made with a tough, 
protective cover of neoprene, Du Pont’s chemical rubber. 

Neoprene does not deteriorate rapidly when exposed 
continuously to direct sunlight—ordinary rubber’s worst 
tnemy. It withstands oil and grease, so neoprene-covered 
hose won’t become soft and sticky when used around the 


FREE. f The Neoprene Merchandiser 


Unusual new products 
product improve- 
ments . . . valuable in- 
formation that can help 
boost your sales of rub- 
ber goods. Write E. I. du Pont 
de Nemours & Co. (Inc.), Rub- 
ber Chemicals Division M-3, 
Wilmington 98, Delaware. 






garage. The tough, resilient neoprene cover also withstands 
abrasion and rough service. That’s why hose manufacturers 
can even guarantee long service life for their quality neo- 
prene-covered hose. 

So don’t take a chance with the hose you sell. Ask your 
supplier about neoprene-covered hose. He’ll point out its 
many outstanding sales advantages. Remember, too, to ask 
about other top-quality neoprene products, such as house- 
hold and work gloves, faucet washers, extension cords and 
other rubber merchandise. We'll be glad to put you in touch 
with a supplier. Write: E. I. du Pont de Nemours & Co. 

Inc.), Rubber Chemicals Div. M-3, Wilmington 98, Del. 











Tune in Du Pont “Cavalcade of America” Tuesday nights—NBC coast to coast 


NEOPRENE 


The rubber made by Du Pont since 1932 







REG. U.S. PAT. OFF. 





BETTER THINGS FOR BETTER LIVING. THROUGH CHEMISTRY 








30 Per Cent More Traffic— 


New owners of an old store, the Escondido Hardware Co.., 
boosted inventory by $15,000, started to modernize on 
their own, and increased volume to the $150,000 level 





Wis in February, 


1949, John W. Herman and Her- 
man C. Fricke bought the Escon- 
dido Hardware Co., 155 East 
Grand Ave., Escondido, Cal., they 
saw more than just the physical 
outlines of a store. They saw the 
possibility of building their newly 
acquired, 30-year old business into 
a streamlined hardware merchan- 
dising medium. 


Excellent Location 


The store was excellently lo- 
cated. It was in the heart of its 
community’s shopping center. Its 
site was on the shady side of the 
street, next door to the gas and 
electric office. It was on the same 
side of the street as the post office 
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Here is the modernized hand tool section. One-foot square panels of 
grained plywood provide an attractive background for wall displays. 


which serves the, town of 8000 and 
near the leading chain grocery 
store. But in 1948 it had done 
only a volume of $74,000 on an in- 
ventory of $29,000. 

The partners, whose combined 
experience with a large chain store 
organization totaled more than 30 
years saw the opportunity for 
capitalizing on those natural as- 
sets. They did and within eight 
months, they were operating a busi- 
ness that had more than doubled 
its volume. At the year’s end vol- 
ume was close to $150,000. 
Changes are still going on and 
when finished they hope to have 
reached an annual volume of a 
quarter of a million dollars. 

Here are the merchandising vita- 
mins these men are injecting into 


their business. They increased the 
store’s inventory by 50 per cent, 
at wholesale prices, thereby adding 
$15,000 worth of goods at cost. 
This increased inventory was di- 
vided into approximately one-third 
for general hardware and the bal 
ance for appliances and _ house 
wares. Customer comment—“Glad 
to see this is a hardware store 
again.” 


Store "Opened Up" 


By modernizing the store, the 
partners have “opened it up,” tak 
ing merchandise off the old, dark 
display shelves and placing as 
much of it as possible on open dis- 
play where customers can see it, 
pick it up, and serve themselves. 
The store front has also been re- 
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~ | 50 Per Cent More Volume 


designed so as to provide display 
windows that would have the max- 
el imum traflic-producing effect. 
Starting at the front, the store 
interior was remodeled a little at 
a time since the partners did much 
my of the work themselves. The total 
’ cost of modernization, up to the 
first eight months, amounted to 
only $500: glass for open display 
bins, $100; scored plywood, $100; 
clips (for glass bins) and hooks 
for the display hand tools, $50, 
and about $150 for carpenter 
labor. 





Appliances Came First 


Enlarging the store’s appliance 
section was the first step. Mr. Her- 
man, whose previous experience in- 
cluded store management, store de- 
sign and display, says, “Our 
predecessors showed only three 
refrigerators and two ranges. 
That’s all the room they allowed 
for this important department. We 
moved two 10-ft. tables from the 
front of the store and increased 
the appliance space to 20 by 30 ft. 
Now we're able to display every 
of popular refrigerator in the line we 
js carry. We devote one wall section 
to refrigeration and then we fol- 
low that with a display of ranges, 
washing machines, vacuum clean- 


————— = OO 








4 ers, and water heaters. The result 
" is that appliances now account for 
6 about one-third of the total vol- 
: ume.” 
4 Next, the old glass-enclosed cases 
that were on the wall opposite to 
1. 
e GS oo DO 
d Top—Window demonstrations stop 
re street traffic and hold the interest 
of the passers-by in the store's mer- 
chandise. 
Center—H. C. Fricke, who with J. 
: W. Herman owns the store, installs 
. the plywood panels, major features 
k of the decorative scheme. 
k Bottom—J. W. Herman points out a 
1S number of features of an electric 
* range to a prospect. All who show 
' interest in appliances are called up 
ity at home. This department now ac- 
S. counts for neariy one-third of the 
* Store's volume. 
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An 18-ft. wall section sets off the 


the appliances, were torn out. The 
wall was covered with one-foot 
scored plywood squares. By al- 
ternately using one square with 
the grain running horizontally and 
the other square with the grain 
going vertically, an attractive con- 
trasting panel design was achieved. 

Along 18 ft. of this wall, glass 





electric housewares to advantage. 


shelves were installed and an at- 
tractive electric housewares de- 
partment arranged. Following this 
section is a 30-ft. hand tool dis- 
play, treated in the same attractive 
manner. The wall tool panels are 
four feet high and beneath them 
are three-riser glass bins for small, 
related items. Under the glass bins 





Household cleaning supplies have a department of their own. They 
now practically sell themselves because of the improved display. 
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items on display. 


Towards the rear of the store, 


some more old shelving was re- 
moved and a 20-ft. wall display 
for mops, brooms, dusters and 
similar items was created. Pre- 
viously these items had been hid- 
den in a corner but now, along 
with clothes hampers and baskets, 
wash tubs, and other household 
items, they are out on display 
where they can sell themselves. 

Mr. Fricke or Mr. Herman are 
always available on the sales floor 
for they believe that customers 
iike to see the “bosses” attending 
to business. “Our sales force 
doesn’t have to run around hunting 
us up,” says Mr. Fricke. He also 
always makes it a point to take 
the names of all who show interest 
in appliances. Such persons are fol- 
lowed up with a call at their homes 
the same week, a system which the 
owners have found successful in 
translating an interest into a sale. 

Display windows are changed 
frequently to keep street traffic in- 
terested in the store’s merchandise. 
On occasions the windows become 
a stage for demonstrations. 

Thus, by using only basic mer- 
chandising principles, have both 
partners been able to boost store 
volume and store traffic. 


Showmanship and Service 
Do a Job for Appliances 


(Continued from page 134) 


company says that approximately 
63 per cent of Red Wing residents 
own their own homes. In addition, 
farmers in the trading area own 
their own farms to the extent of 
about 60 per cent of all farms. 
Naturally townsfolk and farmers 
who own their properties are bet- 
ter appliance prospects, as a rule, 
than tenants, who often restrict 
their appliance purchases due to 
uncertainty about permanent resi- 
dence. 

While credit accounts are 
watched closely for payment dates, 
Mr. Wilson reports that accounts 
in the Red Wing area are prompt 
thus far in meeting obligations. 
Undoubtedly this is due in part to 
steady purchasing power and the 


high percentage of people owning 
their farms and homes. 
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Make those EXTRA Chain Sales 
with the Cleveland Sales-Master 





6 Reel Display 
with 4 storage bins 
Sells More Chain 


The Cleveland Chain Sales-Master rings up many 
sales that would otherwise be lost. It’s, in reality, a 
super chain salesman. 


An efficient companion of the famous REEL SALES- 
MAN, the Sales-Master is built for heavy duty service 
in large stores. It gives you a big, capable extra sales- 
man specializing on the one job of selling chain 
-and doing it well. 

The Sales-Master holds six full reels, or their equiva- 
lent in one-half or one-third reels. It has four storage 
bins in the base for stocking ROUND welded coil chain. 


If you’d like to put one of these big profit-makers to 
work right away, see your jobber. He'll gladly give 
you full data. 
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The Reel Salesman turns the sales spotlight on ROUND 
Chain. It holds 4 reels (or their equivalent in % or Ys reels) 
of popular small sizes of welded and weldless chains, 


CLE VELAND [HAIN 
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BRIGGS &STRATION 








You buy with confidence 
because you know machines, tools, 
appliances and equipment 
are ‘Powered Right” when they are 
powered by Briggs & Stratton. 








The Briggs & Stratton trademark is your assurance 
of maximum efficiency, dependable service, and long 
life. Insist on Briggs & Stratton 4-cycle, single-cylin- 


der air-cooled engines to power your equipment. 


BRIGGS & STRATTON CORPORATION 


Milwaukee 1, Wisconsin, U.S. A. 
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An Incentive Plan 
That Promises 
More Profits for All 


(Continued from page 122) 


the requirement from $60,000 to 
$65,000 or some other amount. 
By the same token, if you fellows 
will sell a greater volume and do 
it on the highly profitable goods 
and the end-of-the-year showing 
will permit, I will be glad to re- 
duce the requirement from $60,- 
000 to $55,000 or whatever amount 
would be justified.” 


The Fairest Plan 


“In recommending that the di- 
| vision of the fund be based upon 
| each employee’s annual salary, | 
think you have the fairest basis 
that could be used. It should be 
correct to assume that if one sales 
clerk gets $125 a month, another 
gets $100 a month, and another 
$75 a month, these differences in 
salary reflect your opinion of the 
basic differences in value of the 
men and those differences or pro- 
portionate sharing should prevail 
in the distribution of the results 
of the incentive plan. 

“If your volume is smaller or 
50 per cent greater or twice or 
several times as large as the $60.- 
000 volume I have used as an 
example (See Page 121) you sim- 
ply change it to correspond with 
your volume. 

“TI cannot too strongly urge that 
if such a plan is used that the base 
or requirement must be an attrac- 
tive figure. The whole plan must 
be an incentive to better perform- 
ance and more work and to put 
the goal at a figure beyond what 
could be reached would be worse 
than having ne plan at all. We all 
know that putting the ‘bale of hay’ 
so far ahead of the mule that he 
cannot even nibble on it, will not 
do any good. 


It Is Convenient 


“Then, too, I want to emphasize 
that an incentive plan used now 
would take care of extra pay while 
you can afford to pay it. If you 
have a slump in volume and we 
will have some day, then your sales 
cost is reduced without cutting 
base salaries. 

“If one or more new persons are 
added to your store force you 
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would at some time raise the year- 
ly volume requirement to what- 
ever it should be then, based upon 
the additional regular payroll cost. 
You might specify that a new, in- 
experienced person would be 
obliged to serve an apprenticeship 
of one or several months before 
participating in the bonus. If you 
employed an additional sales per- 
son of good experience and known 
ability you would probably put 
him in the bonus plan immediately 
and change the total sales require- 
ment for the remaining months of 
the year. 

“Then, too, when starting the 
plan you should say to your em- 
ployees that it is an experiment; 
that it must be mutually beneficial 
to you and to them and is there- 
fore subject to change if it re- 
quires change to make it satis- 
factory. 


Open Special Account 


“To avoid a ‘heavy’ withdrawal 
of operating capital at one time, 
it would be desirable to open a 
special bank account in which a 
monthly deposit would be made of 
the ‘approximate’ bonus all the 
employees earned during the previ- 
ous month or months. 

“For example, if the yearly sales 
requirement is $60,000, then the 
average monthly requirement is 
$5,000. If the first month’s sales 
were $7,000, then deposit 12% per 
cent of the $2,000 excess sales, or 
$250 in the special account; or 
varying monthly requirements can 
be used. At the end of the second 
month, deposit (or withdraw) the 
amount necessary to balance the 
fund to date and continue that 
process all through the year. 

“All of this is intended simply 
lo outline a pattern to be changed 
to fit the greatly varied conditions 
of each individual store.” 

Summing up, Mr. Stein said, 
“I fully believe that an incentive 
plan in independent retail stores 
will produce better salesmanship, 
more sales, greater profits and last, 
but not least, will keep talented 
sales people in your store, and 
keep able, ambitious young men 
in your town. Why not try it in 
this year which is expected to be 
another fine year for alert, aggres- 
sive hardware dealers?” 
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WATERBURY 
Portable 


- POWER 


MODEL E 
3 HP. 





LOCAL MERCHANDISING 
SEEN AND FEATURED IN AND PROMOTION 


© Better Homes & Gardens ® To build a prospect list! 
® Country Gentleman ® To keep it rich! 


® To close your share of 


© American Poultry Journal sales! 








Show... WATERBURY 
- namote. m Precision-Built 
Soté,.,, PERFORMANCE 


WATERBURY GARDEN TRACTORS 


ALL THE FEATURES YOU NEED TO SELL! 
ALL THE HELP YOU NEED TO SELL THEM! 











Model D — 2. H.P. —for average homes and 
suburban gardens. 

Jos! Model E— 3 4H.P. —for the larger country 

ve place and commercial 

garden. 

Model F — 41/2 H.P. —a real “‘work-horse” on 

wheels for extra heavy, 

| tougher jobs. . 


A movel FORE 








Ask your HARDWARE OR IMPLEMENT WHOLESALER for details 
of the plan that gets the Business — will get business for YOU. 





WATERBURY TOOL DIVISION 


VICKERS INCORPORATED 
A SUBSIDIARY OF THE SPERRY CORPORATION 


WATERBURY 91, CONNECTICUT 
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Germination Tests Prove Value 


Of Knobel's Seeds 


Nebraska firm has three germinators in which 


| are a number of 


excellent reasons why people in the 
vicinity of Fairbury, Neb., like to 
come to the John E. Knobel Hard- 
ware Co. to buy their seeds and 
farm and garden supplies. 

One important reason is that 
J. E. Knobel, owner, runs germi- 
nation tests on all batches of seeds, 
garden and field, which he sells. 
These tests take place during Janu- 
ary and February, and when they 
are completed, Mr. Knobel knows 
what he is talking about when he 
advises customers that his seeds 
really will sprout to a remarkable 
degree. Because he is the sort of 
person who has the customer up- 
permost in his mind, the batches 
of seeds which do not germinate 
well, are not sold. 

“We have three germinators,” 
Mr. Knobel, a former banker 
turned hardware dealer, reports. 
“One has a glass top and that is 
used to sprout lettuce seed. An- 
other one is used for alfalfa and 
clover. This has a temperature of 
68 deg. which must be maintained 
for germination. Sorghum takes a 
daytime temperature of 86 and a 
night temperature of 68 deg.” 


Seeds on Display 


During the spring and early 
summer season, the visitor needs 
only to step inside the Knobel 
store and see the large amounts of 
seeds of all kinds on display to 
realize that the store must do a 
large volume of business on seeds 
and supplies. And this is true. The 
store has a seed cleaning machine, 
equipped with all the screens 
which the manufacturer makes 
and all the seed which is purchased 
from farmers for resale is run 
through this machine and cleaned 
thoroughly. The farmers know 
this, and that is another reason 
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tests are run. Displays and participation in 


farmers’ exposition help build sales for firm 


This window display of seeds catches the eye. Metal frames contain 





the "copy" and seeds of various colors are on the floor around it. 


why they like to come to the 
Knobel store to buy their seeds. 
No farmer wants to plant field 
seed which contains a lot of weed 
seeds. 

“When I took over this hard- 
ware store several years ago, | 
decided that I would do the seed 
selling job right.” says Mr. 
Knobel. “A seed is worthless if it 
won’t germinate. That’s what the 
customer wants to know. How 
could I tell them the seeds would 
sprout if I didn’t test it myself? 
And being honest with the cus- 
tomers certainly has built our 
business.” 

Along one of the counters is a 
special display stand, starting at 
floor level and reaching upward 
almost to counter top level. This 
display, 20 ft. or more in length, 
has two shelves. Each shelf con- 
tains a row of galvanized pails in 
which seeds of various kinds are 
displayed. 

Most farmer’s seed planting am- 


bitions increase by about 50 per 
cent when they walk into the 
Knobel store and sight these pails 
with their various types of field 
and bulk garden seeds. And the 
Knobel staff is usually kept busy 
taking care of farmers’ seed needs 
at this time. 


Garden Seeds Featured 


For the gardener, Mr. Knobel 
has a large rack which contains 
10 rows of garden seeds in glass 
jars. This display stands near the 
front of the store where customers 
can see it. Housewives, from both 
town and country, like to come to 
the store in spring and study the 
display and the labels for the com- 
ing season. 

One seed window display which 
caught the attention of many 
farmers and gardeners was an 
artistic one made of corn and 
other grain seeds. Different col- 
ored kernels were used for some of 
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HARDWAR! 








CHROME-CLAD 


Here’s real news for every progressive hard- 
ware dealer ... the fast-selling LUFKIN 
MEZURALL and WIZARD, JR. ‘Tape-Rules 
are now available with non-glare Chrome-Clad 
satin finish blades. Now you can assure bigger 
Tape-Rule volume for yourself, and more 
measuring satisfaction for your customers. 


Check These Outstanding Features: 


1— Exclusive LUFKIN Chrome-Clad satin finish 
blades. 
2—Black markings razor-sharp against chrome 
white background. 
3—Rust and corrosion resistant. 
4—Will not crack, chip, or peel. 
5 —Self-adjusting hook permits accurate butt-end 
and hook-over measuring. 
6—Replaceable blades. 
7—Smooth manual blade 
operation. 
8—Improved, heavily 
plated case—inset side 
plates in attractive red and white. 
Start placing your orders AT ONCE. Cash in on the 
big supporting advertising program breaking in April. 
Order through your jobber. Specify: 
C-926 Chrome-Clad MEZURALL 6-ft. List, each $1.75 
C-928 Chrome-Clad MEZURALL &-ft. List, each 1.95 


C-1686 Chrome-Clad WIZARD, JR. 6-ft. ¥ 
List, each $1.35 SN As advertised to more than 40,000,000 


— me ea : ; readers in the Roto “Sections of Leading 
. : Sunday Newspapers; Industrial Trade 
Papers; and other Consumer Publications! 
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PROGRESS 





Progress has produced the tractor and out- 
moded the oxen. The farmer tills more soil 
and makes more profits by using modern 
equipment. 

IVES new line of Aluminum Hardware, 
permanent moulded for maximum strength, 
is rapidly outmoding ferrous metals in build- 
ers hardware products. 

Progressive Hardware dealers make more 
friends and greater profits by selling this 
extra quality. 

Most important to you, here’s a compe- 
titive line you can be proud to sell. 

Permanently stronger than iron—non- 
rusting—expertly plated in all popular fin- 
ishes—packaged according to IVES exact- 
ing standards. 


Ash Your Gobler 


THE UH. B. IVES C0. 


NEW HAVEN, CONN. 
Quality Hardware Since 1876 
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Garden seeds are in 
jars which are dis- 
played upon a rack 
which was specially 
built for that pur- 
pose. It's a popular 
spot for people who 
purchase seeds. 


the copy. The words said “Seeds 
for Field and Garden.” 

Each word of the copy was out- 
lined with metal and the seeds 
filled in around it. The back- 
ground of the display was a spe- 
cial grille work against which gar- 
den tools leaned. 

Each spring, merchants in Fair- 


bury stage a farmers’ exposition. 


This affair usually lasts three days, 


and farmers come to town from 


surrounding areas to 


various types of farm machinery 


view the 


on display on streets and vacant 
lots. There is also entertainment 
and refreshments for farm folks, 
and stores usually do an excellent 
business during the event. 

The Knobel seed department is 
usually very busy during the ex- 
position, because it takes place at 
the time of year when farmers are 
buying seeds. Farmers from a con- 
stantly widening radius are dis- 
covering that they can get quality 
seeds at Knobel’s and can be as- 
sured of seeds that will germinate. 


Tred 





Bulk seeds are displayed in pails in a prominent spot in the store. 


HARDWARE AGE, MARCH 9, 1950 













































— 












Bu 
(Co 


power t 
in conj 
67th an 
the tool 
smaller 
positions 
For ey 
power to 
attached 
have bee 
play case 
of disple 
items wi 
tomers, | 
spect, ha 
Due tc 
tools are 
overhang 
danger o 
him. Hi 
which ar 
against t 
by the h 
Three 
tool disp! 
area, give 
of tools | 
men cust 


Att 
“We fi 
play of t 


ing along 
be attract 
if they w 
along the 
The sto 
window 
hand tool: 
window s 
ber of to 
lattice-wor 
gave the 1 
attractive 
Mr. Beck | 
various le 
“Our 
frequently 
hand and 
Mr. Beck. 
workshops 
ers usually 
and then 
ment from 
of our sal 
power tox 
show pros 
which can 
Sales abili 
tant in sell 


HARDWAI 





are 
con- 
dis- 
ality 


s as- 


nate. 


store. 


1950 














Mass Displays Promote 
Business in Tools 


(Continued from page 119) 


power tool placements. Recently, 
in conjunction with the firm’s 
67th anniversary, he rearranged 
the tool section so as to show the 
smaller power tools in different 
positions. 

For example, many of the small 
power tool items have been firmly 
attached to hooks, which in turn 
have been screw sunk into the dis- 
play case overhang. This method 
of display brings many of these 
items within the eye level of cus- 
tomers, encouraging them to in- 
spect, handle and buy. 

Due to the fact that the power 
tools are firmly fastened to the 
overhang, the customer is in little 
danger of having a tool drop on 
him. His view of hand _ tools, 
which are displayed farther back 
against the wall is not impaired 
by the hanging power drills. 

Three step-up levels of small 
tool displays along the same wall 
area, give the store a wide expanse 
of tools to catch the attention of 
men customers. 


Attracts Customers 


“We find that with such a dis- 
play of tools, the customer walk- 
ing along the aisle is more apt to 
be attracted by the tool items than 
if they were placed farther back 
along the wall,” says Mr. Beck. 

The store also features excellent 
window displays of power and 
hand tools. For example, a recent 
window showing revealed a num- 
ber of tool items displayed on a 
lattice-work background. This 
gave the window a light, pleasing, 
attractive touch and also enabled 
Mr. Beck to get tools on display at 
various levels. 

“Our newspaper advertising 
frequently carries mention of our 
hand and power tool lines,” says 
Mr. Beck. “There are many home 
workshops in this area. The own- 
ers usually start with a bench saw 
and then build their shop equip- 
ment from that point on. Several 
of our salesmen are familiar with 
power tool operations and can 
show prospects the variety of jobs 
which can be done well with them. 
Sales ability of this type is impor- 
tant in selling tools.” 


WORKIN’EST 


SALESMAN 


FOR FILLING 


HAIRLINE CRACKS 


IN PLASTER 











and you gross 40% on every sale! 


Performance proves it... 


| PLASTER-STIK, the orig- 


inal stick-type hairline 
crack filler, R-E-A-L-L-Y 
S-E-L-L-S when displayed 
in this colorful carton—and 
every sale means a full 
40% profit. PLASTER- 
STIK offers so many ad- 


| vantages: 
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COMPACT PACKAGE... 
fully displays stik, yet takes 
minimum counter space. 
VISIBLE-WRAPPED ... see 
stik through plastic cap — 
feel stik without breaking 
seal, 


EASIER TO USE... makes 
perfect repairs the first 
time. Cardboard label-tube 
keeps stik usable to very 
end, protects stik in pocket. 
NATIONALLY ADVERTISED 
PLASTER-STIK is na- 
tionally known. Customers 
ask for it by name. So — 
give prominent display to 
the dramatic package, sell 
PLASTER-STIK with ev- 
ery paint sale. 


The LEONARD COMPANY 
501 Third Street 
DES MOINES 9, IOWA 


| painting hard-to- 


|12 per box— 


PAINTER’S PAL 


retails at 








... efficient tool for 


reach check rails, 
around door and 
window frames, 
other narrow sur- 
faces. 
Adjustable 
aluminum 
handle. 





dealer cost $1.80 dozen. 


ORDER PLASTER-STIK NOW FROM YOUR JOBBER 


145 


a * 


“BEST BUY OF THE YEAR!” That’s what dealers like F. N. Row, Town and Country Hardware, 
Edina, Minnesota, are saying about the new Toro Sportlawn power mowers. Here’s why ... 


AMERICA’S MOST COMPLETE LINE 


Here they are . . . 9 brand new Toro models for 1950 with the 
best profit possibilities Toro has ever offered to dealers . . . built 


TO RO, makers of mowing by specialists with 30 years’ experience in engineering mowing 


equipment for championship golf courses . . . backed by a speedy, 


equipment for championship trouble-proof service set-up for dealers that’s unique in the 


power mower business. Check the extra sales features of the 
new Toro line...note wide range of mowers to fit every 


golf courses, presents full customer’s needs. Retail prices are more attractive than ever 


this year, and the profit picture for dealers is something to cheer 


line of home power mowers about, thanks to Toro’s finer-than-ever program of national 


MEET THE 21-INCH SPORTLAWN ... dollar for 
dollar it’s tops for power, width of cut, 
quality of construction. Built for depend- 
able service, simple to operate. Provides 
ALL these tested features... 
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advertising and dealer sales helps. 


s 


CUTTING BLADES of tempered Disston tool FINGER TIP CONTROLS mounted in tubular 
steel, stress-free bed bar, 1.6 h.p. Briggs chrome-plated handle. 24%” wide diamo 
& Stratton engine. Ball-bearing mounted tread tires. Climbs steep slopes, mows heavy 
reel, replaceable Oilite bronze bushings in grass with ease. Sells for only $109.50 
wheels. Rugged steel construction . . . f.o.b. factory! 
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of the 21-inch 
fied clutch and 


WHIRLWIND '22” 
action lifts grass 


Construction. Lars 
‘ype model, $149. 


HARDWARE 


18-INCH SPORTLAWN ... last year’s best seller now with increased NEW STARLAWNS. .. . heavy duty favorites for large area mowing. 24” 

wer and cutting width! Same simplicity and rugged dependability and 27” models. 1.9 h.p. Briggs & Stratton engines, independent reel 
of the 21-inch Sportlawn. 1.1 h.p. Briggs & Stratton engine, simpli- and traction controls, floating axle for smooth cut, big pneumatic 
fied clutch and V-belt transmission. Now only $94.50 f.o.b. factory. tires, finest all-steel construction. $241.75 and $259.00 f.o0.b. factory. 


hee ¢ my % 3 f i i ‘ ‘ ‘ - : s* : 

WHIRLWIND “ALL-PURPOSE” MOWER . . . Now under $100! 18” rotary NEW TORO ZIPPER... powerful 36” sickle bar mower for cutting 
blade mower grooms lawns, cuts tall weeds and tangled growth. weeds and tall growth. Cuts close to obstacles, operates on roughest 
Eliminates hand trimming and raking. 1” to 34” cutting heights. terrain. Replaces 5 men with hand scythes. Self-propelled with 14% 


1%h.p. Briggs & Stratton engine. Folding handle. $99.50 f.o.b. factory. h.p. engine. Sturdy steel, simple controls. $194.50 f.o:b. factory. 


TORG 


WHIRLWIND '22” MODELS... “‘suction-lift” SPORTSMAN HAND MOWER... 34 Ibs. of SIGN OF QUALITY and service! See these new 
action lifts grass for smooth trim, chops amazingly quiet, easy-running precision 1950 Toro mowers in action. Call your 
clippings to mulch. 2.5 h.p. engine. All-steel mechanism. 17” swath, ball-bearing mounted nearest Toro Distributor. He specializes in 
Construction. Large pneumatic tires. Push- reel with Disston tool steel blades, bed selling and servicing power mowing ma- 
type model, $149.50. Self-Propelled model, knife. Tubular steel chrome-plated handle. chinery. Standardize on Toro for more profit 
$184.50 f.0.b.factory. Only $28.50 f.o.b. factory. and greater customer satisfaction. 
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Philadelphia Toro, Philadelphia, Pa. 


88 Toro Distributors like these, plus hundreds of 
authorized Toro Service Dealers, are located 
throughout the United States and Canada to help 
you give fast, efficient service. 


Pacific Toro Co., Los Angeles, Calif. 


R. L. Ryerson Co., Milwaukee, Wis. 


E. J. Smith Co., Charlotte, N. C. Turf Equipment Co., Kansas City, Mo. 


TORO 
SERVICE 


It’s unequalled for quality, 
convenience, speed of repair 
work and parts delivery. 


Toro dealers have a big advantage 
when it comes to service. Backing 
them up are 88 Toro Distributors, 
like the ones shown on this page, 
plus hundreds of authorized Toro 
Service Dealers. These parts and re- 
pair headquarters are strategically 
located from coast-to-coast and pro- 
vide the finest, surest, most trouble- 
free service in the mowing machine 
industry! 

Toro mowers are engineered for 
ease of operation, simple construc- 
tion, thorough dependability. 
They’re a joy to sell, too, because of 
this unique Toro Distributor set-up. 
No waiting to get shipments from 
the factory. Your nearby distributor 
has mowers, parts and repair service 
by trained mower mechanics avail- 
able to you at all times! 

No need to overstock mowers, 
either, during peak sales seasons. 
You can carry normal stocks of any 
or all Toro Mowers, and be sure of 
fastest possible delivery of extra 
machines as you need them. Get all 
the facts about this remarkable 
dealer service system from your 
nearest Toro Distributor. Or mail 
coupon on next page. 


Choctaw Inc., Memphis, Tennesse 
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service — 4-COLOR NATIONAL ADVERTISING, plus big space ads in 12 na- 
avail- tional magazines, add up to the greatest consumer selling campaign 
in Toro’s 30-year history. 


owers, 


“| TORO HELPS YOU 


extra 


cet al | With hard-hitting national advertising 


rkable 


) your 


r mail 











TORO BUILDS QUALITY mowing equipment of 
every kind, every size . . . for homes, schools, 
institutions, park systems, championship 


and plenty of dealer sales helps! 









DEALER HELPS OF EVERY KIND. Mats and 
sample copy . . . complete ads and illustrations 
... envelope stuffers, window posters, decals, 
national ad reprints . . . they’re all prepared 
to make your 1950 Toro year a winner for 
sales and profits. 





ae 


TORO TELLS YOU HOW TO SELL these great 
mowers to best advantage... gives you all 
the facts and specifications you need in this 
complete illustrated Deaier Manual. 


Toro is more than doubling its national advertising 
to launch the great new 1950 line of Toro mowers. Ads 
in 12 great weekly and monthly magazines spearhead 
the spring campaign. And Toro helps you complete the 
selling job with a full line of newspaper mats, sales liter- 
ature, envelope stuffers, decals and window posters. 


Toro MANUFACTURING CORPORATION 
3070 Snelling Avenue, Minneapolis 6, Minnesota 


Please send me full facts about the Toro Line for 
1950, with name of my nearest Toro Distributor. 





SEND FOR FREE CATALOGS describing the MAIL COUPON TODAY! This coupon, or a 
complete Toro Line. Specify power mower letter from you will bring you the name of 
catalog or tractor-gang mower catalog . . . each your nearby Toro Distributor who will be 


golf courses, air fields. There's a specially fully illustrated, with complete facts and happy to show you the new Toro line any 


des: 
», 1950 





igned Toro for every mowing job! 
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whereas 
Browsing is encouraged in this department as it leads to added sales. to staple 
spend a 
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Pic 
Wow shoppers are 
* F - dishes a 

in the town of Spooner, Wis., 

i epartmen | : eat 

which passed the windows of a 
Smith Hardware last Easter saw age 
an attractive window display that 

e succeeded in stopping them. 

Re isters The display showed a number 
g of fine pottery and other gifts, 
arranged in attractive fashion on 
the window level ledge and on 





tures, di 
on the st 


paper-covered step-ups. They also 
Four Turnovers saw a number of decorated Easter 
eggs suspended from the ceiling 
by white ribbons, so that the eggs 


hung just over the top of the dis- 
play area. 


a Year Displays Effective 


Excellent displays of gift mer- 
chandise, together with a large 
stock and courteous attention have 


7 oe 3 helped Mr. and Mrs. Ralph Smith, 
Smith Hardware uses newspaper advertising and oe chai sige — 
° ee ent gift business in this north- 
billboards to publicize the department. Free seal ites: alii: Ges taees sen 
gift wrapping proves popular with customers trafic sseson te between June end 
September, when the tourist trade 
ooo 
is on hand. 


“While we depend on the tour- 
ist for a large share of our gift 
business,” says Mr. Smith, “we 
have also built a fine all-year- 
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around volume on gift items local- 
ly and from nearby small towns. 
People who are going to attend 
weddings, showers and _ other 
parties and receptions like to come 
to our store, because they know 
from past experience or from rec- 
ommendations of friends that 
they'll be able to get what they 
want here.” 

Gifts at this -store ranged in 
price from 50 cents to $15 for in- 
dividual items, with sets in glass- 
ware and chinaware selling for 
higher prices. The stock turn is 
about four times a year on the 
gift stock. 


Appeals to Everyone 


“In a store like this which 
caters both to tourist trade and to 
local people, our stock must be 
varied,” says Mr. Smith. “The 
tourists like staple merchandise, 
but they also like novelty items, 
whereas local people stick mostly 
to staple gift items. Therefore, we 
spend a lot of time looking for the 
right stock. Buying is very impor- 
tant in this phase of our busi- 
ness. 

Pictures, lamps, figurines, cards, 
dishes and glassware, in addition 
to pottery items, sell very well at 
this store. A large stock of pic- 
tures, displayed at various levels 
on the store walls have been found 





Co Go 


This gift window 
was a feature of 
the Easter sea- 
son. Attractively 
decorated eggs 
tied with ribbon 
and hanging from 
the ceiling held 
the attention of 
the passers-by. 


O QO 


to stimulate demand for these 
items locally. The person who 
buys a picture, Mr. Smith points 
out, is not content with one. The 
customer frequently comes in 
again and buys two or three more 
pictures for other rooms in the 
house. 

While a great deal of the mer- 
chandise is displayed on shelves 
which have been given a light- 
colored background, the long lines 
of the shelves have been broken 
pleasingly at several spots with in- 
set display panels. Small, distinc- 
tive items are displayed to advan- 
tage in these panels. 

“Our stock is so displayed to 
encourage browsing,” says Mr. 
Smith. “We have many customers 








who will spend from 15 minutes 
to a half hour just walking from 
one table to another inspecting 
new and old items. Then suddenly 
some of them see something they 
want, they'll pick it up and walk 
to the wrapping counter with it. 
We encourage browsing, because 
it leads to more sales. We have 
certain customers who come in 
regularly just to look around. We 
never press them to buy, but we 
are ready to wait on them the mo- 
ment they want attention.” 


Gift Wrapping 
Gift wrapping service is also 
available to customers here at no 


charge, another factor which 
pleases many patrons. The store 


¢ 





rt 











Closeup of sidewall display showing the attractive inset panels. 
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INCREASE 
FARM ond GARDEN 
TOOL SALES! 
With Geyer’s 
Self Selling 


DISPLAY 
STAND 


Today’s way of selling more 
tools. Your complete assort- 
ment of farm and garden 
tools in one handy display 
stand, 











© Sturdy—Compact e Colorful green 
© All metal —With  2"d black enamel 


Casters 
e Capacity: 
12 items 


Mr. Dealer: 


Ask Your Jobber 
or Write To: 


GEYER 


MANUFACTURING CO. 


Rock Falls, Illinois 


e Fits into any 
store location 











also has a small printed merchan- 
dise envelope, bearing its name, 
which is used for small unbreak- 
able items that customers want to 


carry. 

Toys and books are also carried 
in stock, because vacationists fre- 
quently purchase toys for their 
children. Both juveniles and adults 


can buy books from Smith’s book 
stock. 

Smith’s Hardware also uses a 
number of billboards on the high- 
ways leading into Spooner to ad- 
vise tourists that the store is a 
gift headquarters. Considerable 
newspaper advertising is also used 
to stress this line. 





Electric Range Installation Costs Decreasing, 
Product Features Making Sales 


CCORDING to results from a 
consumer survey conducted 
by Hotpoint, Inc., 5600 W. Taylor 
St., Chicago, 44, IIl., the national 
average cost of installing electric 
ranges has moved steadily down- 
ward since 1947, the first year 
when annual sales reached a mil- 
lion units. While wiring costs are 
still a live issue in the trade, ap- 
pliance dealers have established 
better working arrangements with 
electricians, as indicated by the 
fact that national average installa- 
tion cost in 1949 reached a post- 
war low of $35. This is $5 under 
the 1948 average, and $14 under 
the 1947 level. 

These figures represent tabula- 
tions covering more than 8000 
range purchases in the 12 months 
ended December 31, 1949. Edward 
R. Taylor, sales manager, said that 
the survey throws new light on 
installation costs as well as factors 
underlying electric range sales. 

He asserted that the tabulations 
definitely establish the market for 
this appliance in the medium in- 
come groups, Two-thirds of the 
consumers valued their homes at 
$10,000 or under, tabulations 
showed, indicating that electric 
ranges have won recognized ac- 
ceptance in the income bracket 
that accounts for the bulk of appli- 
ance purchases. New appliances 
with low saturation are bought 
chiefly by higher income groups, 
Mr. Taylor noted. This is born 
out by the dishwasher with a satu- 
ration of less than 2 per cent; in 
1949, 60 per cent of the machines 
made by Hotpoint went into homes 
valued at $15,000 or more. 

Mr. Taylor asserted that wiring 
costs in some areas are still “too 
high,” and continue to be a factor 
in merchandising electric ranges. 
but noted that half of the con- 


sumers feel the expense of wiring 
their homes is offset by the advan- 
tages of this method of cooking. 

In the postwar period when ap- 
pliances came into sufficient supply 
to allow consumers to shop for 
their choice, the majority made 
their selections on the basis of fea- 
tures, design and construction. In 
1949, brand name and reputation 
emerged as the dominant factors 
influencing sales, with nearly 60 
per cent buying for this reason, 
whereas 62.5 per cent of the cus- 
tomers named product features as 
the reason for the purchase in 
1948, the survey indicated. 

Mr. Taylor believes that the 
outlook for the electric range busi- 
ness is good, with four basic fac- 
tors acting to bring further reduc- 
tions in wiring costs in 1950: 

1. The nation’s electric utility 
industry is nearing completion of 
a $9 billion expansion program to 
increase power generating capac- 
ity by 50 per cent over the 1945 
peak of 50 million kilowatts. 

2. The practice of underwriting 
installation, by electric companies 
will become more widespread as 
the nation’s power reserve ap- 
proaches the point normally con- 
sidered adequate. Retailers who 
have worked out their own ar- 
rangements with electricians, have 
established themselves as_head- 
quarters for electric ranges. 

3. Electricians who in the post- 
war years have had more business 
than they can conveniently handle, 
and have been reluctant to take 
on small installation jobs will, in 
the future, seek this type of work 
as conditions become more com- 
petitive. 

4. More new homes and apart- 
ment buildings are being wired for 
electric ranges at the time of con- 
struction. 
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Accepted by architects and builders | scciner westock instatetion 


, Country Club Apartments, 
WESLOCK’S smart styles compliment any type of Houston, Texas. 


architecture. They are the only true cylindrical locks in the low cost Architect: Thomas C. Rhodes. 
field and their many quality features such as five-pin tumbler Contractor: Rhodes-Sereav 
. h-b tt locki lit dl ti Construction Co. 
construction, pus utton oc ing, split spindle operation, iain Cntdiiiiee, Gutinns 
dead latches, many types of finish and a complete guarantee Hardware & Equipment. 
are rapidly making WESLOCKS the No. 1 choice of Hardware Dealer: Shepherd Lumber 

architects and builders everywhere. Send for a catalog showing & Hardware 

the complete WESLOCK line for every door in the house. 


d for 
con- 


MANUFACTURING CO. {) % 
1420 South Evergreen Avenue WESLOCKS 
Los Angeles 23, California 








Farmers are always to be found near this display of needed farm items. 


They Get Farm Business 
From Three Sources 


iisiniains of 


merchandise and service to rural 
patrons is proving to be a year 
’round profit-maker for the Seibel 
Hardware Co., Sigourney, lowa, 
which is operated by two brothers, 
Paul and James Seibel. 

Sigourney, with a population of 
2355, is the center of a high-pro- 
ducing agricultural area. Iowa 
farmers have been earning large 
incomes, due principally to corn 
and hogs, and those in the area of 
Sigourney have been getting many 
of their merchandise and service 
needs at Seibel Hardware. 

Paul and James Seibel do not 
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Large stocks of needed merchandise, plumbing 


and heating division and bottled gas sales 


pyramid profits for the Seibel Hardware Co. 





Two trucks are used to supply bottle gas customers in the area. 
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Increase Your Profits 


with KAY-TITE PRIMER 


Are you missing KAY-TITE sales because your customers want 
to control water seepage thru non- 
porous, paintedor smoothmasonry? 


Don't let one single profitable prospect slip 
away... tell him about KAY-TITE PRIMER . . . 
How it can be used before applying— 


BAY-TITE 


When you help your customers you make TWO A UDG EE eee 
PROFITS: One on the sale of KAY-TITE PRIMER To be used on non-porous: 
and one more on the sale of KAY-TITE. Painted or smooth Mason! 


KAY-TITE is available in... before applying KAY-TITE 
WHITE, BUFF, SPANISH BUFF, BRICK RED, GRAY, ae 2 
CREAM, GREEN, BLUE, ROSE. 


BE SURE YOUR STOCK INCLUDES... 
KAY-TITE PRIMER Call your Jobber today! 


KAY-TITE COMPANY, WEST ORANGE, N. J. 
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for CAULKINGGoop 


olU7-VEle a7-V a, [2] 
EXTRA COST 


FLEXISEAL 


or -NUIR Gi, [cmete] ise) t], ie) 


HERE’S WHY! 

@ Easy to Apply at Any Temperature, 

@ Whitest Whites Made. 

@ Gives Long Life Protection; Surface 
dries quickly with a tough weather- 
proof skin, remaining soft and 
pliable underneath. 

@ Won't Crack, Crumble or Shrink; 
retains its color, has excellent 
bond and is non-staining. 


AVAILABLE IN 


SPOUTED CARTRIDGES 
for skeleton guns. 
REGULAR CARTRIDGES 
for conventional guns. 
CANS OR PAILS in bulk 
for Professional Users 


COLLAPSIBLE TUBES 
for Occasional Users 


Priced right for a Good Profit. 


ORDER FLEXISEAL FROM 
YOUR JOBBER 




















or write 


LANDEN PUTTY WORKS 





MALDEN, MASS. 
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A well stocked steel goods section attracts many a rural customer. 


agree with those dealers who say 
they would rather operate a strict- 
ly merchandising store, with no 
plumbing, heating or other service 
facilities. They prefer to balance 
their operations with both. There 
are three important points of this 
firm’s farm merchandising pro- 
gram which are bringing excellent 
results. They are: 

1. Generous stocks of needed 
farm merchandise in the hardware 
store, with its sales turnover 
speeded by proper display and 
consistent advertising. 

2. A well-operated plumbing 
and heating division to handle 


major jobs of this nature for 
farmers at a profit, and thus get 
more of the total business of the 
average farmer. 

3. A sizable bottled gas_busi- 
ness, operating at a profit, which 
will help to maintain constant con- 
tacts with farmers and increase 
store traffic. 

All parts of the Seibel program 
are working well. The plumbing 
and heating division has a four- 
man crew which handles many 
jobs for farmers ranging in price 
from $500 to $1,800. Many Iowa 
farmers are installing bathrooms 
and better kitchen facilities. These 





Farmers also buy sporting goods and this section accommodates them. 
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are sizable projects and involve 
considerable expense, but farmers 
in the area are going in for more 
comfortable living and the firm’s 
plumbing and heating service fits 
into this program at a profit. 

In a number of instances the 
Seibel service to a farmer may 
consist of the sale and _installa- 
tion of a water pressure system. 
This frequently is followed by the 
sale and installation of a complete 
bathroom. Later, a model kitchen 
is needed, with farmers tending to 
favor the same firm that did the 
other work. 

“The average plumbing and 
heating job which we _ handle 
ranges between $500 to $1,000,” 
says Paul Seibel, “while there are 
a few jobs now and then which go 
as high as $1,800. Some farmers 
may contract with us to put in a 
water system and bathroom one 
year and then buy a heating plant 
from us the following year. The 
initial sale often leads to future 
business, because farmer’s needs 
are so extensive today. We are 
glad to be in a position to serve 
good customers with so much siz- 
able merchandise. We take care to 
do a good job in every instance, 
and this sort of satisfaction brings 
additional business.” 


Bottled Gas Important 


The bottled gas volume is siz- 
able. The firm has several hun- 
dred rural and town customers, 
and uses two trucks to give quick 
service to its patrons. Routes and 
services are so planned that cus- 
tomers can be supplied for long 
periods with a minimum of travel- 
ing. Bottled gas is used by rural 
patrons in this part of Iowa for a 
variety of purposes, including re- 
frigeration, water heating and 
brooder house service. Because 
these farms are large, the amounts 
of bottled gas used monthly are 
greater than is the case with farms 
in many other states. 

The Seibel Hardware Co. has a 
special bottled gas drum storage 
and loading platform in a lot at 
the rear of the store premises. The 
platform is the same height as the 
truck body platform, which makes 
loading an easy matter in most 
instances. , 

“Our bottled gas volume is an 


(Continued on page 177) 
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ERE’S an eye-catching counter easel 
H with a sock! A real sales producer, it 
will remind a lot of customers entering youn 
store that now’s the time to replace that 
broken pane with Pennvernon Window 
Glass. And your selling job is made even 
easicr, because buyers know the reputation 
of Pennvernon as window glass at its best 
Thev know that it has excellent visional 
properties; that its Brilliant surface finish on 
both sides permits glazing cither side out. 
So, display this counter casel in a prominent 
spol and boost your sales of Pennvernon 
Window Glass. 


. 

these other sales clinchers 

will prove a big help in arranging a well-rounded 
program: (1) a decalcomania that identifies your 
store as headquarters for Pennvernon; (2) a window 
card that’s a sales-winner; (3) an ingenious 3-piece 
vindow streamer for fall use; (4) folders for envelope 
enclosure or give-away; (5) effective newspaper mats 
They're ready to go to work for you, now! Call on 
write your Pittsburgh Plate Glass Company branic| 
or jobber for a supply 


Pexnvernon WINDOW GLASS 
: 






EE 





PITTSBURGH 


lp PAINTS 
G 


GLASS - CHEMICALS - BRUSHES - PLASTICS 


PLATE GLASS COMPANY 
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How to Increase 


Your Lawn Mower Volume 


Outlining methods for selling both hand and 
power lawn mowers, Mr. Gibson urges outdoor 
display, particularly for power mowers, and 
emphasizes the importance of actual demon- 
strations. Window and inferior displays are 
advocated as aids to sales 


By ROBERT W. GIBSON 
Vice President and Sales Manager 


In charge of Toro-Whirlwind Sales 
Toro Mfg. Co. 





ROBERT W. GIBSON 





Minneapolis, Minn. 


Voom in power 


lawn mowers is dependent on the 
same things as voluime in any other 
product—quality to begin with, 
then good sales and promotion 
methods. The value of advertising 
and publicity is undeniable, yet 
the hardware dealer can help it 
along considerably and increase 
its value by skillful display and 
sales techniques. Often the ad 
budget is limited and opportunities 
for placing newsy items rare, but 
many wide-awake hardware men 
create wide interest in what they 
have to sell and keep inventory 
moving through the way they han- 
dle mower selling in the store. 


Result of Experiences 


Recently we have been collect- 
ing information on display and 
selling from dealers and distribu- 
tors all over the country. The 
recommendations which follow are 
the result of experiences in every 
region. Proof that the techniques 
they describe are effective can be 
found in rising sales graphs wher- 
ever they have been applied. 

To begin with display: 

Dealers report they have great- 
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est success in creating sales oppor- 
tunities when they show power 
mowers outdoors. Putting a selec- 
tion (planned with an eye to con- 
ditions in the locality) within easy 
reach of an alley if a grass plot 
isn’t available, gives prospective 
customers a chance to hear the 
motors run and, by running them, 
get the “feel” of a powered ma- 
chine. Since men rather than 
women usually make power mower 
purchases, this is particularly im- 
portant. As a rule, when a man 
gets his hands on a smooth-run- 
ning mower, the selling job is 
about over. 

In addition, displaying mowers 
outdoors gives the sales force an 
opportunity to illustrate, rather 
than just talk about, such points 
as the straight-pulling qualities of 
the machine; the fact the engine 
does the work rather than the 
operator; the simplicity of operat- 
ing the driving mechanism. 


Demonstrations Sure Fire 


Besides outdoor display, a sure- 
fire way to sell mowers is by dem- 
onstration. And the best way to 
do this is to take the mower right 
to the prospect and put it to work 


on his lawn. Naturally, the cor- 
rect size (the mower which will 
take care of his place most eco- 
nomically) has been selected—and 
chances are when the prospect 
sees what it actually accomplishes, 
a sale can be closed quickly. Deal- 
ers who make a regular practice 
of this say the customer usually 
insists on buying the demonstrator 
right then and there rather than 
wait for a new model to be sent 
out later. 


Time Your Displays 


As early as March first in tem- 
perate zones, newspapers and gar- 
den magazines begin to feature 
spring lawn and flower sections. 
Taking advantage of the interest 
inspired by these articles can 
broaden the dealer’s selling season- 
Placing power mowers in windows 
in time to coincide with the ap- 
pearance of this promotional in- 
formation is very effective. Deal- 
ers recommend, however, keeping 
in mind that individual display for 
power mowers brings better re- 
sults than mass display. Best re- 
sults are achieved when you are 
selective about the amount of 
equipment shown. Naturally, other 
gardening and lawn items belong 
in the window, too. They will help 
sell power mowers and the mowers 
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Your 2 Top Cards 


for Winning New Sales in Wood Screws 


Profit-wise hardware dealers are ordering and re-ordering these 
compact, 4-color displays that sell Phillips and slotted wood 
screws as they’ve never been sold before over the counter. 


No doubt about it... this is the hottest deal in wood-screw 
merchandising today ... with over 5,000 racks shipped out in 
a few short months, and more going out every day. But the 
final payoff is the way refill orders are coming in! 


Move in on this deal now. It’s no trouble at all... comes all 
packed ready to put up wherever you want it...and it’s only 
11” wide, 253%" high. 


Write today for Catalog Sheet giving full details and 
prices on both displays. 





* AMERICAN SCREW COMPANY, Main Office, Providence 1, RL. 
% Plants at Willimantic, Conn., and Norristown, Pa. 





. arshouwes at: Chicago, Ill., 589 Illinols St. Detroit 2: 502 Stephenson Building 
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CONTINENTAL SCALE CORPORATION 


5701 S. Claremont Avenue e Chicago 36, Illinois 
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For more than 30 years Health- 
o-Meter Bath Scales have been 
the popular favorites every- 
where. Wide acceptance by the 
medical profession plus use in 
thousands upon thousands of 
homes proves conclusively that 
Health-o-Meter Bath Scales are 
the preferred personal weighing 
instruments. That kind of lead- 
ership is the result of one thing 
—our determination to always 
build precision weighing instru- 


ments that perform accurately for 


the longest possible time. 
The popularity of Health- 





L 
eg 





MODEL 187 
Magnifying Lens 





MODEL 134 
Airplane Dial 


‘ies Vitus Seales 


o-Meter Bath Scales can mean 
profitable business for you, too. 
Make the three top-selling 
Health-o-Meter Scales your line 
of bath scales—the line with a 
ready market built through 
years of consumer acceptance. 
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in their turn will help sell them. 

Many dealers report they got 
excellent results when they moved 
garden supplies and mowers to a 
section separate from the rest of 
the store. They believe mowers are 
effective attention-getters for the 
smaller implements, seeds, fertili- 
zers, etc—and these, in turn, lead 
to sales of the larger items. Co- 
ordinated display makes this kind 
of related selling easier. 


An Example 


Here is how one up-and-coming 
dealer (Stebbins-Anderson Co.) 
went at it: “Two years ago, we 
decided to set up a completely 
separate department for our gar- 
den supply business, which in a 
general hardware and _ building 
supplies store is very nominal. We 
felt that only by having a unified 
display of complete lines of gar- 
den merchandise could we attract 
a reasonably good volume of home 
gardener business. 

“We took a warehouse room in 
the rear of our store which is 40 
by 42 ft., cleaned it up, painted 
the walls which were half stone 
and half brick, painted the con- 
crete floor, made our own light fix- 
tures and used the existing side 
wall shelving. We had a few tables 
stored away because we had just 
modernized our store. These we 
painted a light color and we were 
then ready for business at a cost 
of less than a thousand dollars. 

“We opened our new shop on 
March 15, 1948, holding our 
breaths to see what would happen. 
Today, just one year and nine 
months later, we are still amazed 
at the results. We have two full 
time men in the shop and this 
spring we had as many as five 
men on our busy Saturdays. 


Catalog Got Results 


“Our volume for the first nint 
months almost reached a six fig: 
ure amount and for the first 10 
months this year we have far e 
ceeded that figure. To do this, of 
course, required a stock and a lot 
of advertising and proper mer 
chandising. This past spring We 
issued our first catalog and this 
fall our first bulb catalog. The 


bulb catalog increased our bulb 


sales seven times over the previous 


year.” 
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Whenever the size of the store 
makes it possible, dealers recom- 
mend placing power mowers on a 
platform raised above floor level. 
This spotlights the mowers and 
acts as an attraction for the entire 
department. This platform should 
be painted a light color and, while 
above the floor, should still be ac- 
cessible. It should be near traffic 
lanes; not shoved off into a corner. 


| 


| 





Again, here is an opportunity to | 


give prospective customers 
“feel” of a power mower. They 
should be able to reach the ma- 


chines easily; take hold of the | 


handles; work the clutch. etc. 


Service Departments 


Putting in a service department 


the | 


is also an excellent way to increase | 


power mower sales—as well as 
add to dollar volume. 
plenty of pros and cons on this 
subject, but those who've taken 
the plunge feel it’s well worth the 
trouble in increased business. A 
service department gets traffic into 
the store; widens acceptance for 
the store name; makes it practi- 
cally certain that those who’ve had 
satisfactory repair service will re- 


turn to that store when they’re in | 


the market for a new mower. 


High Pressuring Out 


The type of actual selling that’s | 
done by store personnel cannot be | 
ignored when increasing volume | 
of power mowers is being con- | 


sidered. High pressure is definite- 
ly out—many original pitches are 
made to women, though the sale 
is usually clinched with the man of 
the house—but a good supply of 
accurate information about the 
workings of the mower, its main- 
tenance, and the techniques of 
using it are of the greatest impor- 
tance. Before the selling season 
opens, the store’s sales force should 
be supplied with literature from 
the manufacturers on the power 
mowers that will be stocked. And 
it’s a good idea for the dealer him- 
self to make certain that the 
brochure, catalogs, etc., are read, 
understood and remembered. Tak- 
ing a leaf from the department 
store proprietor’s book, many in- 
dependent dealers find a staff 
meeting early in the morning be- 
fore the store opens does a lot of 


good in clearing up selling prob- 
lems. 


There are | 
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In Trailer Couplings 


IT’S FULTON 


for Dependability 


& Proved by 15 years of leadership. 
*% Advertised in SATURDAY EVENING POST. 
* Continually improved to match modern cars. | 





on j 
y 


FULTON Features That SELL COUPLINGS! 


Made of quality pressed steel for greatest tensile strength. 
Can be welded to trailer tongues without injury to coupling. 
Easily operated, ratchet-type hand wheels . . . positive safety 
latches . . . die-formed steel balls . . . heat-treated bolts. Meet 
current standards of Society of Automotive Engineers. 


No. A-6 TRAILER COUPLING 


For extra heavy-duty use with trucks, trac- 
tors and road machinery. Loads up to 8,000 
Ibs. List $6.65. 

B-6 Coupling, 6,000 lb. capacity, list $5.75. 


No. 0-7 TRAILER COUPLING 
For use on most types of two-wheel utility 
trailers. Loads up to 4,000 lbs. List $3.50. 
No. 0-6 (for 2-inch pipe tongues), 4,000 lbs. capacity, $3.50. 
Extra BALL ASSEMBLIES. Die-formed steel ball assures uni- 
form fit and bearing in sockets. Complete with nut and lock 
washer. For all models of Fulton Couplings. List $1.00 to $2.35. 






No. 30 TRAILER TONGUE STAND 


Supports two-wheel utility trailers at average 
hauling level for easy loading, unloading and 
parking. Sturdy, pressed-steel stand is adjust- 
able in height. Bolted or welded to trailer 


tongue. Stand locks in vertical and horizontal 
position. 


List $4.95. 
~ No. 25 BUMPER CLAMP 


A secure, all-steel anchor, for trailer coupling. 
Adjustable for most bumper shapes. Rubber 
cushions prevent marring bumper face. List $6.25. 






U-2-B Bumper Clamp, for older model, flatter- 
style bumpers, list $1.55. 


TC-22 Twin-Clamp Hitch, for older cars. Wide 2-point attachment 
with connecting bar. 
List $4.60. 


No. 26 BUMPER CLAMP 
CONNECTING BAR 


Used with two No. 25 Bumper Clamps where clamp mounting 
at center of bumper is impossible or better load distribution is 
desired. Complete with bolts, nuts and lock washers. List $4.00. 





Request “Fulton” from your jobber for quality and satisfaction in trailer coup- 
ling business. Write for illustrated catalog—please mention “Hardware Age Ad”. 


THE FULTON COMPANY 


Milwaukee 14, Wisconsin 
In Canada: J. C. Adams Co., Ltd., Toronto, Ontario 
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Truman still skittish on co-op taxes ... Excise tax 

cut action still uncertain . . . Retailers warned to 

watch for forged veteran's dividend checks... New 

small business committee formed ... Action unlikely 
on taxes for fish restoration projects. 


D ESPITE its desperate 


search for new sources of federal 
revenue, the Truman Administra- 
tion still is skittish about asking 
Congress for legislation requiring 
co-ops to pay income taxes. The 
same may be said for some Demo- 
cratic congressmen. For example, 
retailing groups who think co-ops 
should be subject to taxation got a 
cold shoulder from the House 
Ways and Means Committee when 
they asked for time to present 
their views. Only when the busi- 
nessmen threatened to take full- 
page ads in Washington daily 
papers explaining the mess to the 
public did the committee back 
down and reluctantly agree to let 
the retailers take the witness stand 
against the co-ops. The 80th Con- 
gress made an abortive attempt to 
tax co-ops in 1948 and, as a re- 
sult, a number of congressmen 
were defeated by co-op forces. 
Actually, a majority of both 
parties now favor the taxation of 
co-ops, but won’t touch the sub- 
ject with a 10-foot pole because 
they fear repercussions from the 
farm and labor vote. Treasury 
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Secretary John Snyder has been 
significantly silent upon the sub- 
ject. 


* * * 


Debate Excise Tax Cuts 


Reduction of wartime excise 
taxes continues to be a big issue in 
Congress this month as_ both 
parties wrangle over where and 
how cuts should be made. There 
is no longer any doubt that the 
special levies will be eased. The 
questions to be settled now are 
what taxes should be completely 
removed, what taxes should be cut, 
and how much they should be cut. 
President Truman’s economic 
planners, who insisted last year 
that cuts could not be made, now 
admit grudgingly that some “mod- 
erate” reductions might be feasible. 
They maintain the Federal Gov- 
ernment needs all the revenue it 
can get for spending programs. 
Republicans answer that spending 
programs should be trimmed to fit 
a lower tax schedule. Likeliest 
candidates for tax removal are 
baby oils, cosmetics, women’s 
purses, and transportation, while 
taxes on electric light bulbs, appli- 
ances, jewelry, and telegraph mes- 


& Washing ton 


EWS and VIEWS 


By Washington Bureau of 
HARDWARE AGE 


sages appear to be headed for sub- 
stantial reduction some time in the 
future. 

* * * 


Warn on Forged Vet Checks 


The Secret Service warns re- 
tailers to safeguard veterans’ in- 
surance dividend checks now being 
issued. The total dividends 
amounting to about $2.2 billion 
will provide a boost to retail sales 
in 1950. However, if losses are to 
be avoided, retailers are urged to 
insist upon good identification be- 
fore cashing Government checks 
for strangers. Secret Service Chief 
U. E. Baughman points out that 
“a government check is worthless 
if it bears a forged endorsement, 
and that the last endorser of a 
forged Government check is the 
loser.” 

Losses to individuals who cashed 
forged Treasury checks in 1949 
were heavy. The Secret Service 
received 32,738 forged checks for 
investigation, and closed 30,081 
check cases involving a total of 
more than $2 million. On Dec. 
31, however, there were still 13,- 
221 forged checks to be investi- 
gated, and new cases are being 
received at the rate of 2900 a 
month. 

Counterfeiting activities last 
year were the highest on record 
since 1935. Last year the Secret 
Service seized $1,354,868 in coun- 
terfeits, of which $651,445 repre- 
sented losses to victims of counter- 
feit-note passers. The balance was 
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A Market As Big As All Indoors! 


STANLEY 


Residential 


SLIDING DOOR 
HARDWARE 





Every home buyer in your community is a prospect for Stan- 
ley Sliding Door Hardware. In today’s small homes, doors 
that slide open and shut provide needed space, magically, 
for furnishings. Architects and builders see in this new living 


idea a way to put more SELL into the homes they build. 


Advertised in the Saturday Evening Post 


Stanley Residential Sliding Door Hardware can build store 











traffic and sales volume for you. Stock and display it — 
with a market as big as all indoors, and a name your cus- 
tomers know and respect, there's big profit today in Stanley 
Sliding Door Hardware. The Stanley Works, New Britain, 


Connecticut. 


NEW STANLEY HARDWARE ITEMS FOR 
EXTRA SALES AND PROFIT 








‘ ey NO. 34 CABINET LATCH (Box Type): 
he ar” Closes easily, holds firmly because 

Z al jaws adjust automatically to wood shrink- 

P age. Seif-marking strike, elongated screw 

holes for accurate application. Bright zinc 
plated steel. 





Send for folder which illustrates and 


describes the complete line 


4 
NO. 1267 GATE LATCH: For AA = of Stanley Sliding Door Hardware, 
swing in, out or double ac ates, JP ; 
Mounts on top, latches pn wind sa </ < eT, 4) with door plan$, header con- 
Brass spring and pivot, with universal ae 


struction and installation details. 
and surface strikes. Bright zinc plated steel. 


NO. 27 SCREEN CORNER BRACE: Has 
the new, narrow 1” face to fit narrow 

stiles. Flanges square the corners and 
reinforce the frame. Set of four clipped 
together. Japanned or bright zinc plated. 





Reg. U.S. Part. Off. 





HARDWARE - TOOLS ~- ELECTRIC TOOLS ~+ STEEL STRAPPING - STEEL 
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You Never Make 
a Mistake — but 
ALWAYS A PROFIT 
When you Sell 


MARBLES equipment 





No. 45 ideal $3.50 and $4.00 


MARBLES COMPASSES (IHRE 
. a -_ Wrist, Pin-on 
= and Pocket 
M odels. 
Guaranteed 
dependable. 
$1.50 to 
$2.75 


—- ET 








Flexible 





Waterproof 
Match Box 75¢ 











Sheard Gold 
Front $1.75 


ky Flat Top Rear $2.00 


Flat Top 


Sporting 
Leat $2 


Standard Front 
$1.25 


Rear $5.50 





* a Semi-Buckhorn Rear $2 
Shot Gun c es > 
Sights, Ivory. 7 
Front, 6 


SD: 
to 75¢ Nitro-Solvent Folding Leaf $2.00 
Rear, 50¢ Oil 30¢ 





——eee 





sear 


Jointed Brass or Steel Rifle Rod $1.50 





captured before it could be passed. 
In comparison with 1949, seizures 
in 1948 totaled $513,961 and 
losses only $190,133. 


* * * 


New Small Business Group 


The Senate is getting ready to 
give small business a break. The 
upper chamber has reconstituted 
its Special Small Business Com- 
mittee which was allowed to expire 
at the end of the 80th Congress. 
During the first session of the 
81st Congress, small business prob- 
lems were handled by an ineffec- 
tive subcommittee of the Senate 
Banking Committee. 

The new committee is headed by 
Sen. Murray, Dem., Mont., who 
has been chairman of earlier small 
business committees. Sen Wherry, 
Rep., Neb., who was instrumental 
in getting Senate approval for the 
new committee and also chairman 
of the committee during the 80th 
Congress, says the new group will 
not only do something about “big 
business” and “big finance” but 
“big labor” and “big government” 
as well. Thirteen senators, from 
all sections of the country, are 
active in the new organization. 
The Senate Small Business Com- 
mittee has always rendered more 
real service to business generally 


than has the counterpart House 
Committee. 
* * * 


Action Unlikely on Fish 

Congress is not inclined to do 
much this year on fish restoration 
projects. 

Legislation which would use the 
tax money collected from the sale 
of fishing equipment for restora- 
tion and management projects re- 
mains stalled in the House of 
Representatives. 

Several congressmen, including 
Representative John D. Dingell 
(Dem., of Michigan’, are sponsor- 
ing bills to earmark $2 million a 
year that Uncle Sam now collects 
from the sale of rods, creels, reels, 
artificial lures, baits, and flies, for 
propagation purposes. 

But Treasury Secretary John 
Snyder objects to these bills on the 
ground that they would “establish 
an undesirable tax and _ fiscal 
policy.” He holds the view that 
the funds the Federal Government 
gets through excise taxes should 
be available for all types of gov- 
ernment spending, and none of it 
should be earmarked for any 
specific purpose. 

Mr. Dingell proposes that the 
states put up $3 million annually 
to match the Federal Government's 





Hut Houses Sporting Goods 





One Piece Rod $1.25 For Revolver 60¢ 
Order from your Wholesaler 
Folder on Request (A-244) 


MARBLE ARMS & MFG. CO. 
540 Delta Avenue Gladstone, Michigan 
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A novel sporting goods service desk spot is used by Cronin Hardware 
Co., Wauwatosa, Wis., a suburb of Milwaukee. This department is in the 
form of a jungle hut with bamboo-like leaves on a thatched roof which 
gives the area a distinctly outdoor touch. Fishing bait is displayed under 
glass at the counter, an arrangement which gives considerable visibility to 
the items. Wall areas behind the counter also show a considerable amount 
of merchandise. 
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CUTS STEEL IRON, SOFT METALS, e 
(WOOD, PLASTICS, BONE, PLASTER, ETC. “4 
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| | NEW rotatable blade 

at — 

“ | metal cutting Keyhole Saw 

OvV- 

a In over 82 years of toolmaking, we have rarely seen 4 Ge a - 
anything catch on so fast as this remarkable new 

the) No 525 Sew. | DISPLAY 


ally THERE’S EYE APPEAL in its glossy grey and red 
enamel finish. ; 

THERE’S SALES APPEAL in its rotatable blade that 
—_ makes cutting in tight places easy — ends skinned 
knuckles. 

THERE’S QUALITY APPEAL in the Millers Falls 
name and patented, special alloy steel ‘““Tuf-Flex”® 
blade. 

THERE’S PRICE APPEAL in its low $2.00 list. 

Every mechanic, craftsman and house owner needs 
itand will buy it. Order a stock of these practical, 
highly efficient saws from your jobber today. 


Let this clever, eye-catching 
4 display sell the No. 525 
{ Saw for you. It is positive- 
ly FREE with initial order 
for only six saws and 

three extra blades. Place 
{ your order with your 
y jobber. Specify No. 
5256 unit. 


~Merat Curtine 
KEYHOLE 


—— 


. ’ 
MILLERS FALLS , IN 8 POSITIONS 
COMPANY MILLERS FALLS 
TOOLS 
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oy) s Fam 2°) 1 
and UTILITY 
BOXES 


FAST SELLING 
POPULAR STYLES 


PREFERRED for durable 


x4 construction 4 
x4 


HEAVY GAUGE STEEL 


. 
PREFERRED for beauty 
2% HAMMERED SILVER FINISH 4< 


. 7 
3% PREFERRED for styling 4 
Xx SEAMLESS ONE PIECE _4¢ 
or CORBIN 


CONSTRUCTION 
All corners rounded 
COMBINATION LOCK 
No. 10 Series (Shallow Box) 


Choice of 
FLAT KEY LOCK 
SIZE: 11% x 6x 2%" 


Made in 4 styles. Available with or without 
6 compartment steel tray. Choice of flat key 
lock or combination lock. 


No. 23 Series (Large Box) 
SIZE: 11% x 6 x 4%” 


6 compartment steel tray. Choice of flat key 
lock or combination lock. 
Sold by leading jobbers =()* 
WRITE FOR CATALOG 
lo” Memon. Oy Wied 
2415 WEST 19TH ST. 


Made in 4 styles. Available with or without 
ALL STYLES INDIVIDUALLY BOXED 
fod ier Vie) 





Export Representatives 
Frazar & Co., 50 Church Street, New York 7, N. Y. 
Cable Address *"FRAZAR"’ New York 
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$2 million, thus making a total of 
$5 million for the propagation of 
fish and the welfare of fishermen. 
* * * 

New Child Labor Rules 

While children under 16 may 
perform office or sales work in 
the retail trade, the new child labor 
regulations prohibit their employ- 
ment in warehousing and storage 


operations. In the permitted oc- 
cupations, children 14 and 15 
vears of age may be employed out- 
side school hours only. They may 
work no more than 3 hours a day. 
18 hours a week when school is in 
session, and 8 hours a day, 40 
hours a week when school is not 
in session. All work must be per- 
formed between 7 a.m. and 7 p.m. 


Congress Told Tax on Co-ops 
Would Raise a Billion Dollars 


(Continued from page 125) 


records of the Treasury and _pre- 
sent to you in brief detail the facts 
and figures of new tax revenue that 
is easily available for collection 
enough to make possible nearly 
twice the excise tax reduction that 
the Administration has suggested 
to you, and at the same time 
strengthen the competitive position 
of small business for which the 
Congress always professes such 
great concern. 

“We have developed the facts 
to prove: 

“(1) That at least $3,000.000.- 
000 net income from commercial 
activities is now escaping federal 
income taxation. 

That $1,000,000,000 — of 
new revenue could be raised by 
the Federal Treasury if this in- 
come were subjected to full tax- 


(2) 


ation. 
“Collection of that amount of 
revenue would permit a 9 per 


cent reduction in 
come taxes, or a reduction of 5% 
per cent in individual 
the near elimination of 
the war-time excise taxes. ... 
“Growth of this co-operative has 


corporate in- 


income 
taxes. or 


heen fostered by tax exemption 
and that alone. Established mer- 
chants are doing less business in 
the face of this competition——and 
paying less tax to the government. 
If you want to increase the tax 
revenues of the Treasury and pro- 
tect the small businessman, why 
not tax this co-op business? It can 
well afford to pay. 

“It has been said that those who 
favor taxation of the tax-exempts. 
particularly the co-ops, are out to 
put them out of business. But pav- 
ing federal income tax would no 
more put co-operatives out of 
business than it has private busi- 
ness. The payment of income tax 


is contingent upon _ profitable 








“But I only used it once!" 
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A New Dress for  -iixzsee 


HOUSEHOLD FLOOR 


A Grand Lady! <a 















Now Each Mop Completely Assembled 
and Packed in Individual Carton 


Sales resistance vanishes when you feature the new improved No. 101 Minute 
Mop and Drainer because every housewife wants a cleaning aid at low cost that 
saves precious time and energy. Minute Mop cleaning cuts heavy household 
chores in half by eliminating the back-breaking drudgery of hand mopping, 
kneeling, and stooping. The self-draining metal drainer which fits any pail, 
does away with obsolete hand or mechanical mop wringing, for by standing in Model No. 101 
an erect position and leaning gently on the handle, the water is released 
simply . . . efficiently . . . without getting your hands anywhere near the water! America's 
You can recommend it to your customers for practically every household task. Largest Selling 

Yo. 101 Min e j te) Vv ing. W 
= he Giaiae hc Game he dee ~~ Pn Sponge Mop! 


for rug shampooing, for washing ceilings, walls, windows, and cars. 





— Model No. 101 -—— 
The Complete mop 

consisting of drainer, 

with mop-head at- 

tached to the handle 





4 Mh CA 
AETE : : 
‘ is assembled in this 


tia snappy red and black 


carton, 


A Self-Selling, Factual Display 
Carton delivers the Minute Mo 
to your customer, ready fc 
DEALERS’ PRICE 


Packed 6 or 12 to a shipping case. Each mop in r fh 
individual display carton, as pictured above. LY, 
Shipping weight per dozen case 25 lbs. Fair- tls 


REFILLS 
Replacement Mopheads 


Also Packed Individually 






Refills for No. 101 Mop, also 
packed in sales compelling 
individual cartons. Now 
there's no need for Mrs. 
Housewife to buy a com- 
pletely new unit. Sell her 
the replacement heads. 
Provide cleaning econ- 
omy 


DEALERS' PRICE 
Packed 6 or 12 to a 
carton. Fair trade re- 
tail Price $1.08 each. 
Shipping weight 6 
Ibs. per dozen. 


$960 


Per 
Dozen 


traded retail price $1.95 each. 


CUTS CLEANING HOURS 
INTO MINUTES 


SPECIFICATIONS 


Mop head 9”x2”x2” with hardwood block, oak-finish; 
sponge portion of mop head made of mew DuPont cellu- 
lose sponge made especially for floor mopping, 9”x2'/g”x 
1344”. It’s a tough, long-lasting sponge, treated to minimize 
sponge deterioration caused by bacteria picked up on dirty 
floors. Handle 48” long, 15/16” in diameter, light grain 
finish. Self-draining metal drainer fits any pail. 


Write your jobber at once for the assembled mop in the new carton. 


MINUTE MOP COMPANY 


17 &. 23rd St. Chicago 16, Illinois 
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Fill railing orders 


trom §$TOCK 









and save your customers 


up to 200% with 
HAWKINS 


PREFABRICATED 
Adjustable Railings 
PATENT PENDING 


(and this is, “honest-to-goodness,” 
adjustable) fo 
Guaranteed to fit any normal porch 4 fet 


ae es 
or step arrangement. yp? 4) bd Ly Wie sf gibi 
° . ER I en me 
No expensive drawings, no delay. e ‘eee dbl ee 
H bin ha one on ee % ‘7 ~ 
Simply combine the proper amounts irene TTT 
of level and bevel rail with posts t 


and ornaments from information on i 


customer's rough sketch. Fit any OREN my, } bd 
: NIE 19 6 ¥ pas 


rE? hee 
kisa. cat Thee 
7 ¥ we iti 
ee ee : 
tread and rise. Easily assembled. 


Low costs and quick service will 
! ! “ah 


bring you volume sales with good 
profit margin, 


You'll want to stock Hawkins Adjustable 
Window Guards, too. Fit any window, installed 


or removed in a jiffy with specia key. Sell over- 





the-counter for customer installation. 





Write for details 
Dealer's Assortment, $197.39—F.0.B. Birming- 
ham, puts you In the prefabricated railing business! 








HAWKINS IRON CO., INC. 


315 North 4th St. Birmingham 4, Ala. 
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operation of a business. If no 
profits are made no taxes are paid, 

“Let me make very clear to you 
that the right of co-operatives to 
exist in our economy and to grow 
in the normal manner of their tax. 
paying competitors is neiiher in. 
volved nor questioned. And this 
is, of course, equally true of other 
kinds of organizations that are 
presently exempt from payment of 
federal income tax under the 
terms of Section 101.” 

Rivers Peterson, managing di- 
rector of the National Retail 
Hardware Association, told the 
committee that the association’s 
membership and _ thousands of 
other retail hardware dealers be. 
lieve that federal tax laws should 
apply equally to all types of busi- 
ness enterprises. Federal taxation 
of co-operatives, he said, will ae- 
complish the following four goals: 


Four Goals 


1—It will enable Congress to 
repeal the wartime excise tax 
levies without increasing the tax 
levies of persons and firms who 
now pay federal income taxes. 

2—It will bring in, it is esti- 
mated, about a billion dollars more 
in revenue at a time when the na 
tion appears to be facing a deficit. 

3—lIt will remove a competitive 
advantage which some firms now 
enjoying tax exemption have over 
their tax-paying competitors. 

4—It will not work a hardship 
on any organization or corpore 
tion which has been escaping the 
payment of federal income taxes 
but will be required to pay them 
under the new law. 

In his testimony before the com 
mittee, Mr. Peterson also said: 

“But the farmer co-operatives 
are by no means the only corpors 
tions which are now enjoying tat 
exemption which would be te 
quired to pay their share if Con 
gress should adopt the principle 
we advocate. The National Retail 
Hardware Association, which | 
represent, is a non-profit corpor® 
tion and, under the present law, 
properly tax exempt. But if Com 
gress should adopt the principle 
we advocate, the National Retail 
Hardware Association—as well # 
a good many other associations— 
would find it necessary to pay fed: 
eral income taxes.” 
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IGEMDANDY 









FOR USE WITH 


GEM DANDY ELECTRIC CHUM 
MADE BY ath 


ALABAMA MANUFACTURING CO. ~ 











BIRMINGHAM 3, ALA. 


Li 


ee 


— ee 


—_ 





aerccacese’ 





7. is nothing on the market like our new Gem Dandy Electric Churn 
with its modern design, outstanding performance and sensational low price. 
Developed to meet the requirements of 75% of the 4,800,000 electrified 
farms and the millions of families living in small towns, this new model sells 
complete with 4-qt. jar for only $12.95 retail.Churns up to 3 quarts of heavy 
cream or whole milk in a few minutes. Makes the finest butter and buttermilk. 
High quality, heavy-duty, slow-speed motor with chrome steel housing. 
Aluminum shaft and dasher— detachable and adjustable. Here is a fast moving, 
big profit item for 1950. Order a dozen or more from your distributor today. 
Specify model 4-gr. Display and sell! Write us if you don’t know nearest 
distributor. Extra 4-qt. glass jars—color black and gold —retail price $1.25. 


ALABAMA MANUFACTURING COMPANY 
Dept. A-144, Birmingham 3, Alabama 
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THE NEW 1950 


GEM DANDY ELECTRIC CHURN 


MODEL 4-QT 
(3-quart churning capacity) 


A SURE-FIRE SELLER! 


MODERN DESIGN! 
s | 

OUTSTANDING 

PERFORMANCE! 


NATIONALLY 
ADVERTISED! 


ORDER TODAY FROM 
YOUR DISTRIBUTOR 
. 


SENSATIONALLY 
PRICED 
S$] 95 


COMPLETE 


—= )) 


ii 
/ Tn 





// 
d) WITH 4-QT GLASS JAR 


NEW IMPROVED, COOL-RUNNING 
MOTOR FOR 3-gal. and 5-gal. MODELS 


Our new improved 1950 Deluxe and Standard models for 3-gal 






and §-gal. containers have a new cool-running motor which re- 
fuses to heat up even when run continuously day and night for days. 


List Prices: Deluxe Model $19.95 
Standard Model 16.95 

Adjustable to fit owner's crock or jar. 
Gem Dandy Containers sold separately. List Price: 3-gal. $2.75; 


’ 
5-gal. $3.50. 


All prices slightly higher west of the Rockies 


GEM DANDY 


cxecreic CHURN 
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Dramatized Presentations Featured at 


37th Meeting of 
Our Own 


Hardware Co. 


HE 37th annual convention and 

stockholders’ m eting of Our 
Own Hardware (.... 618 N. 3rd 
St... Minneapolis, Minn., dealer- 
owned wholesale house, was at- 
tended by 464 of the organization’ 3 
515 dealer members. Total regis- 
tration, which exceeded 1800, also 
included dealers’ staffs. and execu- 
lives, representatives or salesmen 
from more than 250 firms whose 
lines the company distributes. Al- 
though 1949 volume, which was in 
excess of $15 million, was 11 per 
cent under that of 1948, sales for 
1949 were the third highest in the 
company’s history. Held at the 
company’s headquarters, Feb. 13- 
16, the annual meeliny was con- 
cluded with a _ banquet, enter- 
tainment and dance, Thursday 
evening, at the Hotel Nicollet. 
Dealers, exhibitors, guests and em- 
ployees, were all served luncheon 
each of the four days at the com- 
pany’s headquarters. 

The entire opening day was de- 
voted to the merchandise show; 
the first meeting being held Tues- 


0 


ROBERT MURRAY, 
Our Own specialty 
fieldman, in bark- 
er's costume at 
the final meeting, 
puts on an act in- 
cluding a presen- 
tation of the line 
of enamelware 
offered. 


BS 6 


day morning in the company’s 
own auditorium. Sam FE. Hunt, Red 
Lake Falls, Minn., chairman of the 
board of the company, welcomed 
members and guests, after which 
S. P. Duffy, Minneapolis, president 
of the organization, outlined the 
company’s operations for the pre- 





vious year and forecast that 1950 


would be a good year. 


President Duffy and B. A. Buck- 
master, paint buyer, traced the 


company's activities in the distri 
bution of giass and _ plate 


a 


during its entire history and an 


nounced that new arrangements 





Part of the Tuesday morning meeting of Our Own Hardware Co. dealers in the company auditorium. 
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1 ELECTRIC DRILLS e 7 | 

\ fon es Popular Drill Sizes ! 

\ 3 8 retard coe | 
. 1203 aM ya, owe 1/16’—5/64"—3/32”—7/64"— 1/8’—9/64” 


5/32“°—11/64"—3/16"—7/32"—1/4" 


COMPACT ¢ CONVENIENT ¢ FAST-SELLING 


Displayed in your window or on your counter, the new No. 56 
Drill Set will se// itself. Your customers will be quick to see its out- 
standing features. 
Drills are always in plain view. Each size clearly marked. No fum- 
bling in tool kit or drawer for the right drill. 
These are genuine CLE-FORGE High Speed Drills, engineered to drill harder 
and tougher materials, drill more holes per grind, cut faster than carbon steel 
drills, and withstand abrasive action. 
A complete range of the most-wanted sizes, from Ye” to %”, in a container 
that’s the last word in convenience, compactness and good looks. 
Also available with carbon steel drills (Set No. 22). 


ete 





No. 87 DRILL SET 


Has all the features of List No. 56. Drill Set No. 87 has a complete 
range of sizes of CLE-FORGE High Speed Drills—Y”" to %", 
by 64ths. Also available with carbon steel drills (Set No. 18). 


Order from your Jobber, or write to our nearest Stockroom 


THE CLEVELAND TWIST DRILL CO. + 1242 East 49th Street + Cleveland 14, Ohio 


Stockrooms: New York 7 + Detroit 2 + Chicago 6 + Dallas! + San Francisco 5 + Los Angeles 58 «+ €&. P. Barrus, Ltd., London W. 3, England 





P 


Cveland Jobbers Ue, 


are ready to serve you! 
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MORE 


SALES 





You sell the line that’s priced to make 
customers buy when you sell Famous 
Ladders. Sound construction with 
thoroughly dry, seasoned woods .. . 
strong steel braces and hinges... 
smooth, clean finish. These features 
at the Famous low price make sales 

. and satisfied cutomers. There is 
a Famous ladder for every need in the 
home, in industry, commercially and 


on the farm. 





FRUIT STEP lad- 
der gives a steady 
stand even on 
rough ground. 
Pointed leg is 
hinged to go 
through branches 
or over limbs. 





HOUSEHOLD 
STEP STOOL. At- 
tractive and low in 
price, this handy 
step stool is a sure 
seller. 





Dept. ! 





catalog. Ic includes the com- 
plete line of Famous Ladders 
plus the Famous line of Iron- 
ing Tables. 


GOSHEN CHURN & LADDER, INC. 


fa Leaders in Quality Woodenware over 48 years 


BEST-SELLING FAMOUS LADDERS 


The SECURITY, a 
top-quality ladder 
at a selling price. 
All hardware fin- 
ished in Chinese 
Red. Other models 
in all price ranges. 


COMBINATION 
TRESTLE and EX- 
TENSION ladder. 
A four purpose 
ladder can be used 
as a step ladder, 
trestle, extension 
or two single 
ladders. 












Goshen, Indiana 











had been made whereby three dif- 
ferent distributors would here- 
after supply the needs of dealer- 
members out of three warehouses 
strategically located in the seven 
state area in which the company 
operates. 

Frank Feyder, buyer, presented 
data on operations and plans in 
the sale of ammunition and wheel 
goods. Contrasting the placement 
of as high as 50 per cent of their 
orders for seasonal goods, well in 
advance of the seasons, by dealers 
prior to World War II as against 
present day late ordering for such 
merchandise, he emphasized that 
the dealers could save themselves 
and the company considerable ex- 
pense and prevent lost sales, due 
to merchandise shortages, by early 
and regular placing of orders for 
futures well in advance of need. 
Without such orders manufactur- 
ers cannot properly gear their pro- 
duction to the needs of the distrib- 
utor, who in turn is unable to gage 
needs of the dealers, he warned 
his listeners. 

Work, Volume, Expenses 

President Duffy 
that all merchants are interested in 
making more money, said that 
they could attain such results 
through harder work leading to 
greater volume and lower operat- 


emphasizing 


ing expenses. More modern oper- 
ating methods and greater mechan- 
ization are among the answers he 
declared. He 


studies are being made as to im- 


announced _ that 





SAM E. HUNT 
Chairman of the Board 
Red River Falls, Minn. 


provement of the company’s bul- 
letins and catalog. 

Changes in the procedure for 
the next annual meeting and show 
were voted at the Tuesday after- 
noon session. Next year’s program 
will be arranged so that the annual 
stockholders’ meeting will be held 
on the opening instead of the clos- 
ing day, and the banquet will be 
held on the third evening instead 
of the fourth evening of the con- 
vention. Hereafter the fourth day 
of the convention will be devoted 
entirely to the merchandise ex- 
hibit. Amos Marckel, Perham, 
Minn., vice president of the com- 
pany, announced that he would 
not run for re-election to that office 
since he is no longer in the hard- 
ware business. He was elected an 












Showing just about everything wrong in the merchandising of paint— 
untidy store, indifferent store personnel, etc., B. A. Buckmaster plays 
the role of the poorly trained salesclerk. 
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S. P. DUFFY 
President 
Minneapolis, Minn. 


honorary vice president for life, al 
the annual meeting of the direc- 
tors. 

At the Tuesday afternoon meet- 
ing Larry Grandlund, the com- 
pany's store engineer, urging the 
necessity of store modernization 
to decrease operating costs, re- 
ported that the company had co- 
operated in modernizing the stores 
of 25 members during the past 
year. Joe Wendling, an Our Own 
field representative, showed the 
new Challenger Tool Bar assort- 
ment and display of hand tools. 
permitting maximum display .of 
fast-moving tools in a minimum 
space. 


O. L. Davis, Our Own’s sales 


‘“ 


promotion manager, showed the 
company’s store identification ma- 
terials, including decalcomanias, 
store signs and highway advertis- 
ing signs offered dealers at cost. 
Later he gave a dramatized presen- 
tation of the organization’s new 
32-page consumer catalog with 
dealer imprint. Sound films out- 
lined the contents of it, including 
color pages. Tying in with the 
plaid decorated front cover of the 
catalog, the music of bagpipes and 
singing by four young ladies in 
Scotch costumes songs were used 
to highlight some of the features 
of the catalog. Samples of the 
catalog were later distributed 
throughout the audience by the 
singers. Mr. Davis emphasized 
that business comes from consum- 
ers, who are free to chose the 
stores in which they will buy their 
hardware needs. Business, he said, 
looks as good in the upper mid- 
west section of the United States, 
the territory which is served by 
the company’s members, as it does 
in other sections of the United 
States. 

Comparing the certainty of 
changes in business with the cer- 
tainty of both death and _ taxes 
Ray Mithun, president, Campbell- 
Mithun, Inc., the company’s ad- 
vertising agency, spoke of the 
doubling of the nation’s popula- 
tion from the 75 million of 1900 
to the 150 million in 1950, which 
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And this is part of the scene in which the right way to dispiay 
paint and the correct approach to the customer is demonstrated. 
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with this SHELBY 

CLOSET HANGER 
BAR DISPLAY 


Here’s a three color, metal dis- 
play that puts a hard to show 
item out where customers will 
see it—on counter—on wall. 
Up go sales—and profits. 


Display is ready to use. Actual 
sample of hanger bar attached. 


Shelby closet hanger bars sell 
the year round. Made in three 
sizes, adjustable for spaces 
from 18” to 72”. Easy to in- 
stall — conserve closet space. 
Every home owner needs sev- 
eral, 


Finished in bright nickel plate 
—screws, furnished. 


Find out how YOU can get this 
Sales Building display. Mail 
the coupon today! 


The 
SHELBY SPRING HINGE 
Company 
Shelby _ Ohio 


Shelby Spring Hinge Co. 
Shelby, Ohio 


Please tell me how I can get your 
Closet Hanger Bar Display free from 
my Jobber. 
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es 


LOOK AT THESE 


OUTSTANDING 
SELLING 


Wass 






Thin walled 
loop for close 
work. 


Chamfered — _ for 
easy placement on 
nut of bolt heod. 





Opening accurately 
centered to insure 
strength. 


Norrow bar makes 
wrench lighter and 
easier to handle. 











Modified 15° angle with heel clear- 
once almost os great os a 45° wrench. 


Here's greater value — what you 
need for today’s selling. High 
quality at the right price. 


Furthermore, these are long box 
wrenches — in the full length to 
assure leverage and turn tight or 
even frozen fastenings. 


You will be proud to sell these tools. 
They bring and hold customers. 


THE VLCHEK TOOL COMPANY 


3001 East 87th Street © Cleveland 4, Ohio 











means that we now have double 
the number of potential customers 
for our merchandise and services. 
The independent merchant’s best 
weapons tu mee! changing eco- 
nomic conditions is the use of 
modern sales tools and methods. 
As to changing markets he said 
that since 1939 more than 75 mil- 
lion people have moved to differ- 
ent residences and that 44 million 
of that total have moved into dif- 
ferent homes in the same counties 
with nearly 13 million moving 
from one state to another. Nearly 
two-thirds of the families in the 
average town have moved to dif- 
ferent quarters in the last 10 years 
and one-third of the families in the 
average town are new since the 


start of World War II. 


Self-Service 


Self service, he declared, has be- 
come a national craze, emphasiz- 
ing the need for more self-service 
equipment and visual displays in 
the hardware store. Since the de- 
cision as to what to buy is being 
made to a greater degree than ever 
before. in the home, with adver- 
tised brands of merchandise sell- 
ing 200 per cent over pre-war days 
he urged dealers to tie in with the 
Our Own radio programs, maga- 
zine and newspaper advertising 
campaigns. He reported that the 
Our Own radio programs, accord- 
ing to Hooper ratings. reach at 
least 11.1 per cent of the more 
than 190,000 radio sets in the area 
servec. Outlined were Our Own 
radio programs, running at the 
lime and planned for the future. 
\t the time of the convention the 
company was using a 15-minute 
Saturday morning show with Bob 
De Haven and recordings on the 
company s Supermix paint as well 
as other products merchandised 
through member-dealers. It was 





announced that in March the com 
pany will present a live show ove: 
Station WCCO, for 13 weeks, five 
days a week at 8:45 A.M., supple- 
menting the Saturday 
programs, which in May will ir 
clude broadcasts from different 
Our Own stores. 

Fred Rockwell, Our Own sales 
and promotion manager, major 


morning 


appliances, presented features of 
the L. & H. electric refrigerators, 
electric ranges. water heaters and 
farm freezers. Robert Singleton, 
general sales manager, A. J. Linde 
mann & Hoverson Co.. Milwaukee. 
Wis.. and H. M. Gross, of the ad- 
vertising agency employed by 
L. & H. then outlined future pro- 
motional plans of the company for 
these lines. 

The Wednesday morning ses- 
sion included comments by Fd. 
Geiger, buyer, on features of Con- 
goleum-Nairn linoleum for floor 
and wall. and announced that lin- 
oleum sales schools would be held 
in the territory in the near future. 
Fred Rockwell showed the Chal- 
lenger line of power lawn mowers 
and outlined display features. 

C. G. 
lined the sales features of dish- 
washers, coffee makers, V_ belts 
and other lines he purchases for 


Brandtner, buyer, oul- 


the company. Elaine Hogan. buy- 
er, emphasized the profits and traf- 
fic building potential of freezer 
locker supplies, showing assort- 
ments offered 
after that business. In addition to 
sales of such supplies, customers 


members going 


coming in for them, see various 
major appliances in which they 
*can be interested, she declared. 
Speaking on the Superflame line 
of stoves, E. J. Maschino, re- 
gional sales manager, Queen Stove 
Works, Inc., Albert Lea, Minn.. 
and R. D. Putnam, advertising and 
sales promotion manager of that 
company, showed features and ad- 


Members, exhibitors and employees at luncheon, which was served 
on each of the convention's days in the company's own quarters. 


HARDWARE AGE, MARCH 9, 1950 





vertising 
that’ cor 
phasized 
for futu 
function 
warehou 
whe lesal 
unless h 
will buy. 
mean lo’ 
turn resi 
profits. 
Edwar 
cabinet s 
ing out t 
year for 
the first 
Biemer ¢ 
ers, spok 
ware sto 
of toys % 
C. G. Br 
more tha 
worth te 
members 
and calle 
of toys « 
and sum 
nounced 
bution, | 
lette tire: 
assistant 
the com 
holders t 
sheets an 
stantly m 


B.. A. 
Haven. t 
Radio Pr 
pany’s sé 
activities 
reported 
year we 
than in 
forecast { 
the begin 
pany’s pa 
made of p 
pany s pa 
dow trim 
cards, co 
sumer’s c 
aids, 

Two sh 
were pres 
Mr. Buck: 
Store owne 
showed t 
paint. In 
hardware 
was show} 


(Cor 





HARDWA 





vertising and display offerings of 
that’ company. Mr. Putnam em- 
phasized the importance of orders 
for futures “since it is not the Vv estelife, wa STEEL 
function of the manufacturer to 


warehouse stocks,” nor can_ the 

wholesaler place adequate orders 

unless he knows what the dealer STRAP HINGES 
will buy. Late orders, he warned, 

mean lower production, which in 

turn results in lost sales and lost 

profits. 

Edward Ralph, buyer, spoke on 
cabinet sinks, and plumbing, point- 
ing out that 1950 would be a good 
year for plumbing, particularly in 
the first half of the year. Walter 
Biemer and T. M. Jacobson, buy- 
ers, spoke on a variety of hard- 
ware store lines. In a discussion 
of toys and the market for them. 
C. G. Brandtner, reported sales of 
more than a half a million dollars 
worth to 450 of the company’s 
members, prior to last Christmas, 
and called attention to assortments 
of toys on display for the spring 
and summer sessions. He also an- 
nounced arrangements for distri- 
bution, by the company, of Gil- 
lette tires and tubes. Paul Huch, 
assistant to the president, showed 
the company’s sectional catalog 
holders telling of the replacement 


sheets and new sheets that are con- 
stantly mailed to members. < 
ing B. A. Buckmaster and Bob De |} 


a to Haven. the M.C. for Our Own 
1ers Radio Programs, outlined the com- 
ous pany’s sales and sales promotion 
hey activities on Super-Mix paints and 
reported that gallonage sales last 
year were considerably higher 
than in 1948. Mr. Buckmaster 
forecast firm prices until at least 
the beginning of June on the com- 
and pany’s paint line, told of analyses 
that made of paint products in the com- 
ad- pany’s paint lines and showed win- 
dow trim, farm paper ads, color 
cards, color inserts for the con- 
sumer’s catalog and other dealer 
aids. 
Two short paint dramatizations 
were presented. The first featured 
Mr. Buckmaster, as an indifferent MANUFACTURING COMPANY 
store owner in an untidy store, and PITTSBURGH 12, PENNSYLVANIA 
showed the wrong way to sell 
paint. In the next scene a modern 
hardware store paint department 
was shown, with the proper meth- 


(Continued on page 247) 
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Scene at the banquet at the St. Clair Hotel, Tuesday evening, which 
was the concluding feature of the two-day convention and show. 


Cotter & Co. Re-elects Officers 
At Fourth Semi-Annual Meeting 


HE fourth semi-annual dealer 

meeting and merchandise show 
of Cotter & Co., 365 E. Illinois St., 
Chicago, Ill, dealer-owned whole- 
sale house, was held Jan. 30 and 
31. Meetings and the banquet 
were at the St. Clair Hotel, the 
merchandise show being at 509 
E. Illinois St. A total of 103 of the 
company’s dealer - stockholders 
were present or represented and 
there were representatives of 127 





different manufacturers on hand 
to show their wares. 

At the annual business meeting, 
Monday, stockholders re-elected 
John M. Cotter, Chicago, presi- 
dent. Other officers re-elected 
were: John H. DePree, Zeeland, 
Mich., vice president; William H. 
Althoff, W. McHenry, Ill. trea- 
surer; Joseph O'Neill, Lake For- 
est, IIL, secretary and Edward E. 
Lanctot, Chicago, assistant trea- 


A portion of the Cotter & Co. merchandise show 
held during the recent semi-annual meeting. 
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JOHN M. COTTER 
President 


surer and assistant secretary. Re- 
elected members of the board of 
directors were: Burton Baity, El 
Paso, Ill.; E. C. DeMeritt, Adrian, 
Mich., and Mr. DePree. Other 
members of the board are: Mr. 
Althoff; Mr. Cotter; Harry Debo, 
Peru, Ill.; Donald Goodman, Ana- 
mosa, Iowa; L. W. Moore, Ro- 
chelle, Ill., and Mr. O’Neill. 
Announcement was made of the 
company’s new merchandising 
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window suggestions for its red tag 
specials, a weekly service offered 
to members wishing to subscribe 
to that service and to include talk- 
ing and price cards and trim. 

With the exception of the Mon- 
day morning business meeting and 
directors’ session, that evening, the 
day was devoted to the merchan- 
dise show. The merchandise show 
was open all day-Tuesday and a 
dealer dinner meeting that evening 
concluded the convention. The 
company’s spring and summer 
catalogs, for consumers, of which 
more than 225,000 copies were 
ordered were discussed. A film, 
“Selling the Facts,” concerning 
Kem-Tone was presented by John 
Lucas & Co., Philadelphia, Pa., 
paint manufacturers. 

President Cotter closed the con- 
vention with a review of the past 
year’s business. 





They Get Farm Business 
From Three Sources 


(Continued from page 157) 


important part of our business,” 
says James Seibel. “We serve 
many farmers and also are able to 
maintain a good volume of gas 
range business through this ser- 
vice.” : 

Attractive, well stocked and 
lighted farm hardware displays 
attract rural patrons to the store. 
There is an excellent steel goods 
section placed close to the main 
wrapping counter. Another wall 
section display shows chains, 
cables, and other articles which 
farmers need. In addition, sev- 
eral center-of-the-store islands con- 
tain farm merchandise. 

It is interesting to note that the 
store has a fine sporting goods sec- 
tion. Farmers purchase a consid- 
erable amount of baseball and 
other equipment, in addition to 
fishing and hunting goods. Farm- 
ers through their rural schools, 
picnics, etc., are going in for more 
recreation in this area and this 
helps the sale of such merchandise. 

A well-planned advertising pro- 
gram helps the firm to cover its 
trade territory very well. Bill- 
board, movie program, newspaper 
and direct mail advertising is used 
consistently to keep the firm’s sales 
message before the rural popula- 
tion. 
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BILLINGS 
LIFE-TIME 


WRENCHES 


Me twtinse ees ~ 






Gift Boxes 


Billings new LIFE-TIME Wrench 
Sets in distinctive gift boxes, literally sell them- 
selves! Women, as well as men, are attracted by 
the smart package with its woodgrained panel, its 
rich royal blue color. It’s just the sort of practical 
“he-man” gift anyone will buy for Father’s Day, 
birthdays and other gift-giving occasions! Two sets! 
Fast-moving LIFE-TIME Engineers’ . . . double duty 
LIFE-TIME Combination Wrenches! PLUS new, sen- 
sational 8” Magnetic Tool Holder packed in each 
Gift Set! ; 

Make Father’s Day .. . June 18th. . . the kick- 
off date for EXTRA PROFITS in the huge year ‘round 
gift market! Cash in on the fast turnover of Billings 
LIFE-TIME Wrenches in Gift Boxes . . . the ideal sell- 
ing companion for your Billings Magic-Clerk 
Counter Dispenser . . . Stay ahead with Billings! 
ORDER FROM YOUR WHOLESALER. 


ILUNGS 


TOOLS_WITH TRADITION SINCE 1869 


THE BILLINGS & SPENCER CO HARTFORD 1 CONN US A 





















GIFT DEAL No. EMC 


Includes 
FOUR No. EM Engineers’ 
Wrench Gift Box Sets 
and 
TWO No. MC Combination 
Wrench Gift Box Sets 
and 
TWO colorful Counter 
or Window Display Cards. 


YOUR COST - $22.20 
YOU MAKE - - $11.10 
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Avon Oscillating Sprinkler 


General Screw Machine Products, 
Inc., 383 Shrewsbury St., Worcester. 
Mass., offers model 950 Avon oscillat- 
ing sprinkler. Its principle of oscillat- 
ing back and forth enables one side 
to absorb while the other side is being 
irrigaied, thus preventing wash or 
pools of water. Said to operate satis- 
factorily at 30 lb. water pressure and 
will irrigate an area of 1500 sq. ft. or 
more depending on pressure. Construc- 
tion is of copper. bronze, stainless steel, 
micarda and oilite bearings. Mechanism 
is encased in a separate chamber and 





packed in water repellent grease keep 
ing it free of any foreign substance and 
preventing corrosion. Housing  con- 
structed of aluminum die cast with 
aluminum tubular runners for easy 
handling and facilitates changing 
location of sprinkler. Primed with zine 
chromate and finished with durable 
lacquer. All other parts chrome plated 
Provided with adjusting features to irri- 
gate limited areas. Packed individually. 
shipping weight 4% Ib. Retails for 
$14.95, fair traded. 


Ferguson Side 
Delivery Rake 


Harry Ferguson, Inc., 3639 Milwau 
kee Ave., Detroit 11, Mich., offers the 
side delivery rake which features a true 
lateral motion which is said to reduce 
by 50 per cent the distance which hay 
moves from swath to windrow. Angle 
of spiders and rake bars has eliminated 
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the forward sideward motion which 


necessitates moving hay over a greater 
distance. Maker claims rake leaves a 
uniform loose and fluffy windrow per- 
miting good circulation for quick dry- 
ing. Reported to be capable of work- 
ing with peak efficiency up to 10 miles 
per hr. under normal conditions. Frame 
built of welded tubular steel with 
channel steel arches and cast iron 
spiders. Individual teeth are easily re 
placed without disassembly of the har 
and reel mechanism. Reel is powe! 
take off driven. Toothbars revolve in 
prelubricated ball bearings said to re 
quire no further lubrication during life 
of rake. Operates through Ferguson 
system of “Finger-Tip Control” which 
provides a wide range of maneuver- 
ability and efficiency. Through the 
Ferguson system of hydraulic, linkage 
can be raised for transportation to and 
from fields. Permits sharp turn at end 
of the windrow and the collection of 
hay from corners along ditches and 
from other places which are inaccessi- 
ble to trail-type side delivery rake. 


‘Dulux' White Enamel Film 


E. I. du Pont de Nemours & Co., 
Finishes Division, Wilmington, Del., ha- 
released the 30 minute 16 mm sound 


movie, “White Magic” in color, show- 





ing the techniques in the production 
use and spray application of “Dulux” 
white enamel for home appliances. 








'Grip-Tore' 


Unit that converts % in. drill, ele« 


tric or air, into a multi-purpose tool 
for farm or industry. With this unit, 
maker claims you reduce overload of 
power unit. It screws on the spindle 
or fits in the chuck of the %4 in. drill. 
It is a geared mechanism that is con- 
trolled by the grip of the hand. Maker 
reports that most any tool designed for 
use in a power unit can be used more 
effectively in “Grip-Tore.” Has 2% in. 
bedy diameter, length, 2% in., input 
shaft. °6 in. diameter with 24 NF fe- 
male thread. Output shaft in model A, 


straight 5 in. diameter; output shaft 





model B, 14 in. diameter, 20 threads 
per in. Can be used for screw driving, 
wood boring, drilling steel, nut running, 
hole sawing, driving lag screws, power 
reaming, honing, masonry drilling. of 
flexible shafts. Both models retail for 
$15.95. Grip-Tore Co.. of Pennsylvania, 
1918 Lincoln-Liberty Bldg., Philadel 


phia 7, Pa. 


Cincinnati Tool Catalog 


The Cincinnati Tool Co., Norwood, 
Cincinnati 12, Ohio, has issued a new 
No. 49 General Catalog showing 4 
great many improvements and additions 
to its line. Includes chisels, clamps, 
chucks, file cleaners. 
clamp parts, different types of punche 
rivet buster, star drills, vises and 
wrenches. Catalog contains 39 pages 


cutters, 4d ills, 





and is printed in gold, blue and black. 
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BRAND 


WIRE NAILS & BRADS 


There’s a new look coming your way — 
Cortland Brand wire nails and brads in smart, 
new packages that mean more profit. Now you 
can get these high-quality nails and brads in easy- 
to-recognize, individual boxes — green for nails 
and yellow for brads, both clearly marked for 
weight, size and gauge. 


Cortland’s distinctive new packages enable 
you to cash in on the trend toward “self-service” 
selling. You'll find a complete stock of sizes in 
Ye |b., Y4 Ib. and 1 |b. boxes requires little space, 
yet means extra dollars in your cash register. 





Cortland Brand wire products — famous for 
quality and dependability for over 75 years — are 
tust-resistant, tough and accurately drawn in 


Wickwire Brothers’ own wire mills. You can rely on Make your store headquarters for smartly- 
Cortland nails and brads for true-formed heads, packaged Cortland Brand wire nails and brads. 
clean-cut barbs, sharp points and uniform finish. Order them from your jobber today. 


POULTRY NETTING * HARDWARE CLOTH © WIRE SCREENING 


‘WB 
Coilland WICKWIRE BROTHERS, INC., Cortland, N. Y. 










Disston scoops the market again... with an out- 
standing saw value for National Hardware Week! 
This Disston “special” is sold in units of three 
saws, each one individually boxed. A colorful red 
and blue box insert included with each unit of 
three saws makes an eye-catching, sales-getting 
counter display. Priced at $3.49 each to the 
consumer, this Disston National Hardware Special 
is a sure profit maker! 


HENRY DISSTON & SONS, Inc., Phila. 35, Pa., U.S.A. 
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THREE SAWS PACKED AS A UNIT, 


in a corrugated shipping container, each saw 
attractively boxed. A colorful display card in- 
cluded with each unit of three saws. Taper 
ground; bevel filed; highly polished and striped; 
nickel plated screws; modern plastic handle; 
26'', 8 point, Cross-cut. 


You sell unit (3 saws) for . $10.47 


Wee ww ts s SOS 


Your margin. ..... . ° 3.49 
1 doz. saws (4 units) cost you only $27.92 and your margin is $13.% 


Don't delay—order from your wholesaler iow! 
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WHAT’S NEW 








‘Nevarust’ Mailbox 


B & M Metal Products Corp., 14 
Factory St., Cedar Grove, N. J., offers 
the “Nevarust” drawn aluminum mail 





box featuring tear-drop “tumblehome” 
styling. Said to be leak-proof and 
weather-proof, its contour follows the 
“tumblehome” hull outline of old sail- 
ing vessels. Satin-etched, non-reflecting 
finish, highly tooled precision work- 
manship. Said to be pilfer-proof. Sug- 
gested to retail for $1.98. 


Carton for Industrial 
Adhesive 


The art design and the finished art 
‘were processed by Cayton, Inc., art de- 
partment, for the new carton used to 
package the industrial-adhesive made 
‘by Miracle Adhesives Corp., 214 E. 53rd 
St., New York City. 


'Fabulon' Floor Finisher 


Pierce & Stevens, Inc., 710 Ohio St., 
Buffalo 3, N. Y., is making “Fabulon,” 
a floor finisher which requires no wax- 
ing, or filler and dries rapidly. Ready 
for use, this product is said to cover 
about 300 sq. ft. per gal. on oak and 
somewhat more on maple and linoleum. 
For sanded wood floors, two coats and 
no filler, for linoleum, one or two coats, 
dries in 1 hour. Maker says it will not 
chip, crack or flake, and, it makes 
floors skid-proof. “Fabuloned” floors 
are also said to be stain-proof. The 
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floor finisher may be applied over con 
ventional types of oil stains. Originally 
“Fabulon” was used for finishing bowl- 
ing alleys and with a slight variation in 
formulation, it was adapted for hard 
wood floors. Fair-traded, it is suggested 
to retail for $1.79 per qt., $5.96 per gal. 
Also offered by Pierce & Stevens is 
“Pronto” a remover to be used _par- 
ticularly on floor varnish and shellac. 
Compatible with solvents of “Fabulon,” 
this product permits removing of old 
finish, where sanding is not practical, 
without neutralizing floor first or using 
any type bleach. “Pronto” has no acid 
content. Preferable job may be obtained 
by use of sanding machine. “Pronto” 
is suggested to retail for $3.45 per gal.. 
$1.24 per qt. and 77 cents per pt. 


Key-In-The-Knob Set 


National Brass Co., Grand Rapids. 
Mich., is making the Template five-pin 
tumbler cylinder, 600 “Key-In-The- 
Knob” set which fits doors 136 in. to 
1*4 in. Simple in design, it has a round 





knob and it features a “jeweler’s high 
finish.” The knob is attached perma- 
nently to the trim, in which it seats, 
and the two trims of a set are joined 
with tie bolts. The maker states that 
the tie bolt design makes the set ideal 
for hollow doors. May be used for 
either right or left hand doors. The 
assembly into which the key engages 
(a five-pin tumbler cylinder) is encased 
in steel. There is a full layer of cold 
rolled steel enclosing the assembly and 
over this a heavy layer of solid brass. 
Both inside and outside knobs are made 
alike as the maker says the idea is to 
provide a sturdy structure both from 
the standpoint of lock protection and 
the protection from crushing frequently 
caused by banging the knob against a 
wall. This lock and latch carries a 
lifetime warranty. Set is packed fully 
assembled, so installer can pick it up, 
pull off the knob trim and install it. 
Packed one complete set to a box, 12 
sets to a shipping carton, shipping 
weight 20 lbs. 


Gates Garden 


Hose Merchandiser 


Gates Rubber Co., Denver, Colo., of- 
fers a hose merchandiser that rolls 
easily to sidewalk position. Occupies 
21 sq. in. of floor space and displays 
eight 50 ft. coils of hose stacked on a 
rolling platform. Another coil is held 
upright by arms extending from frame 
which is of tubular-steel-welded con 





struction, finished in all weather enamel. 
Unit is offered with an assortment, of 
the dealer’s own choice, of hose. 


Housewares Directory 


National Housewares Directory, 1355 
Market St., San Francisco 3, Cal., offers 
the 1950 National Housewares Dire« 
tory containing 500 pages. Contains 
names and addresses of 6000 manu- 
facturers with their regional represen- 
tatives, 15,000 trade names and 1500 
product classifications. Available for 
$10. 


Faucet Repair 
Parts Ensemble 


The Edw. O'Malley Valve Co., 11948 
S. Halsted St., Chicago, Ill., is making 
a No. 12 faucet repair parts ensemble. 
Mounted on a card, and retailing at 
39 cents, are washers, screws and nu 
seats in assorted sizes. Parts-cards 
shipped in % gross and gross lots. 
Banded in packs of 12 for easy han- 
dling. : 


Vd BAT ee lee 


FAUCETS_.!) 


») 


like New! =. 
Step Drip 


Whee faucets drip, instal 
on O'Malley washer 
‘ when removable teat 
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EMBURY 


AIR PILOT 


LANTERNS 


Streamlined design, quality construction 
and over forty years of dependable light- 
ing service are strong selling features of 
EMBURY lanterns. 


For more AIR PILOT lantern facts, write 


Embury Manufacturing Co. 
280 Alien Street Warsaw, N. Y. 

















with new RECOIL STARTER! 


Briggs & Stratton 
newdesign Recoil 
Starter Engine. Pre- 
cision performance. 
Easy operation; easy 
maintenance. 


















Backed by seventy 
years of experi- 
ence, The Power 
Mower you can 

sell with con- 
fidence 

—and 
profit. 
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BLAIR 


LAWN MOWERS 
BLAIR MANUFACTURING CO. 


Telephone 2-7449 
SPRINGFIELD 7, MASSACHUSETTS 
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WHAT'S WEWL 





Twistite Caulking Gun 


The Gibson-Homans Co., 2366 Wood- 
hill Rd., Cleveland 6, Ohio, offers a 
nozzle type caulking cartridge that’s all 





metal, replacing the paper construction 
of its original cartridge. All metal de- 
sign is said to be more leak-proof and 
air-tight so as to prevent caulking from 
drying out and lumping in dealers’ 
stocks. For faster loading, cartridge is 
notched at plunger end so that with a 
half in. twist it locks quickly and 
tightly into a die-cut recess of a new 
gun. Called “Twistite,” the gun retails 
at $1.69. Features a slip-proof, ratchet- 
type plunger rod; larger trigger that 
fits hand; a rotating handle. Also has 
a hooked rod end for ladder hanging. 
Weighs less than 16 oz. and packed 10 
per case. Available in all standard 
colors of caulking as well as asbestos 
roof cement and black mastic for insu- 
lated sidings. 


All-Purpose Freezing Tray 


Gits Molding Corp., 4600 W. Huron 
St., Chicago 44, IIl., offers the “Freezer- 
which consists of six unbreakable 


ette,” 





flexible plastic jars of assorted colors 
in an aluminum tray which has been 
anodized against corrosion. May be used 
either on refrigerator shelves or in the 
freezing compartment. Has open bot- 
tom to permit faster freezing of jar 
contents. Said to be ideal for individual 
serving of ice cream, ices and other 
frozen desserts. Also provides a reserve 
supply of giant ice cubes. 


Putty Knives, Wall Scrapers 


The Seal Rite Caulking Co., 6335 
Lyndon, Detroit 21, Mich., has added a 
line of putty knives and wall scrapers. 
Consists of three lines—Imperial, Mar- 
tin and Champion. Tools are made of 
cutlery wood handles and 


steel with 


three large rivets ranging in sizes from 
14% through 3% in. wide, stiff, semi- 
flex and full flex. Packed six to die- 
cut box, a gross to a master carton. 





Rayflex Foodmaster 


The Rayflex Co., Inc., 1061 Howard 
Ave., Bridgeport 5, Conn., is making the 
“Foodmaster,” all purpose food and 
meat grinder. Also said to chep raw 
Automatic feeding, no pushing 
Rubber pads prevent mar- 
ring table surfaces. Self-standing, the 
stand and body separate. Grinds nuts, 
raising, bread, etc. Maker says it can- 
All parts that touch food are 


meat. 
necessary. 


not tip. 





heavily tinned. Meets U. S. Government 
requirements. Individually boxed, ap- 
proximate weight 6 lbs, 12 boxes per 
carton. Finished in white baked enamel. 
Detachable parts include the one-piece 
worm and handle plus three chopping 
knives and a screw. Available in two 
models, deluxe illustrated which re- 
tails at $7.95 and utility, at $5.95. 
Utility model has washable finish in 
silver color, hot tinned dipped with 
white base. 


'Shavex’' DC Source 


Shavex Division, Electronic Specialty 
Co., 3456 Glendale Blvd., Los Angeles 
39, Cal., is offering the “Shavex,” 
plastic plug in device which converts 
AC to DC. Said to fit in any home or 
office outlet. It is an inverter which 
uses a selenium rectifier. Maker claims 


by changing AC to DC the “Shavex” 
provides up to 80 per cent more power 
and speed for electric shavers. 
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THAT'S BACKED BY COLOR ADS IN 
BETTER HOMES & GARDENS, 
AMERICAN HOME, 

AND HOLLAND'S 
REACHING OVER 6,400,000 READERS. 
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a & ADS THAT ARE TELLING YOUR CUSTOMERS 
res per 
1. 
a WHY ALUMINUM IS THEIR 
opping 
ee BEST BUY IN SCREENING. 
$5.95. 

rish in 
= These Leading Manufacturers make | 

Wire Screening of ALCOA ALCLAD ALUMINUM uy) Shes 

: \\ a Yysi-7 

American Wire Fabrics Corp. New York Wire Cloth Company ms 
“s = Chase Brass & Copper Co. Pacific Wire Products Co., Inc. \ “2 | es TIE-IN . So : . 
fen? Clinton Wire Cloth Company Pennwoven, Inc. E A ‘en V « for your Soun Tan profits 
-onverts Cyclone Fence Division Spargo Wire Company, Inc. # ; 733 with these FREE Newspaper Mats, 
jome oF (American Steel & Wire Co.) Standard Wire Cloth & Screen , = ‘ Folders and Window Streamers. 
which Hanover Wire Cloth Company Company L\-- For samples fill in this coupon 
See Heilig Bros. Company, Inc. Reynolds Wire Company ; and mail it today. 
: soul The C. O. Jellift Manufacturing | Wickwire Brothers, Inc. Gentlemen: 


Corp. Woven Wire Fabrics Div., Please send samples of your free promotional material to: 
Keystone Wire Cloth Company (John A. Roebling’s Sons, Co.) 


Name 








a 


Be ready for Soumya profits— order from Your Supplier NOW! 
isssaseaussssusscaascauessccsssccsscccassecasesss 


i This tag identifies wire screening made of Alcoa Alclad Aluminum. 
ALCL AD ALUM Look for it on the screening you buy. Your customers will. 


A.uminum Company oF America, 1415C Gulf Bldg., Pittsburgh 19, Pa. 
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21650 HOOVER ROAD . 
SURPLESS-DUNN CO. 
National Distributors 
NEW YORK - CHICAGO 
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WRITE FOR NEW BULLETIN 
SUPER TOOL COMPANY 


DETROIT 1) MICHIGAN 








WHAT'S NEW 





Chemical Sprayer 


G & D Mfg. Co., Streator, Ill., offers 
the McFarland all-purpose sprayer de- 
signed to mix and spray liquid chemi- 
cals or insecticides with water, in any 
concentrated proportion. Operates on or- 
dinary garden hose with normal city 
or comparable water pressure. Gradu- 
ated dial on back of spray barrel per- 
mits the user to set the sprayer for 
any desired strength of saturation, it 
is said. Chart is furnished. Sprayer 
is of aluminum and stainless steel con- 
struction, and weighs 2% lb. Corrosion- 
proof magazine barrel holds 1 pt. of 
concentrated chemical. Hand grip trig- 
ger turns sprayer on and off and con- 
trols volume of water. Ideal for spray- 
ing farm buildings, livestock, dairy 
barns, orchards, for killing weeds on 








lawns and gardens. Extra lengths of 


spray head extensions are available for 
spraying trees. 


Bridgeport Chain Leaflet 


The Bridgeport Chain & Mfg. Co., 
Bridgeport 1, Conn., has issued a four 
page leaflet describing its display stand 
and merchandiser. Leaflet lists several 
typical chain assortments which are 
available for use with the displays. 
Stand holds féur full reels of chain or 
their equivalent in % or 1/3 reels. 
Super merchandiser built for heavy duty 
service in large stores, displays six full 
reels or their equivalent in 4% and 1/3 
reels. Full size illustrations of 11 dif- 
ferent types of chain are included in 
the leaflet. 


Redesign Duro Band Saws 
Duro Metal Products Co., Chicago, 


Ill, offers a new line of “Duro” band 
saws for work in wood, plastics, and 
light metals. Available in three sizes, 
10, 12 and 15 in. the saws are designed 
for home, farm, school and industrial 
use. Improvements include: one-piece 
cast wheel guards which unlock with 
one knob, heavier cast iron frames for 
smooth vibrationless operation; ball 
bearing blade guides for reduced blade 
wear; large accurately ground work 
tables with extensions as well as fea- 





tures for easier operation, adjustment 
and improved all around performance. 
The 12 and 15 in. models have pro- 
vision for built-in lights. On heavy 
duty 15 in. model, work table is slotied 
for working with miter gage. 


Stool for Children 

A, W. Deacon, 464 W. Lockwood Ave., 
Webster Groves 19, Mo., offers a child’s 
stool called, “My Stool.” Made from 
seasoned white pine, top free from 
knots, one coat filler; one coat shellac. 
Braced with cross bar. Said to support 
average weight. Decorative sides of 
heavy pressed board. Retail for $3.95. 
Individually cartoned, 12 shipped in 
master carton weighing 55 lbs. Elephant 
design sides in six colors. Height 9 in. 


Rotary Power Mower 


Western Tool & Stamping Co., Des 
Moines, Iowa, is introducing a rotary 
power mower to its line of Homko and 
Certified mowers. Mower is guarded 
from all directions. Its all-steel unbreak- 
able frame is light in weight, easily 
maneuvered. Features airfoil-shaped cut- 
ting blade giving smooth 19 in. cut. 
Includes special features for cutting 
high grass, weeds and light brush on 
rough or irregular ground. Handle 
swings to upright position. Powered by 
vertical type, direct drive, nationally 
known 2-hp. 4 cycle engine. Retails 
for less than $100. 
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easily Hexagon heads —full finished —completely machined 
ed cut- —top and bottom ... bearing surface washer faced. 
n. cut. 
cutting Top of head chamfered . . . sides parallel and smooth, 
ush on mirror-finish. Clean-cut and precise. 
Handle 
red by Threads uniform and accurate to close tolerance dimen- 
—_ sions for perfect fit to standard gauges. 

etaus 

Points machine turned — flat and chamfered. 
— More and more buyers simply specify Shinyheads. Justi- 
fiably famous — Shinyheads have earned the reputation 
Shinyheads as “America’s best looking cap screw.” 
NC or NF Thread 
The FERRY CAP R SET SCREW Co. 
2155 SCRANTON ROAD ° ° CLEVELAND 13, OHIO 


GP AND SET SCREWS + CONNECTING ROD BOLTS - MAIN BEARING BOLTS + SPRING BOLTS AND SHACKLE BOLTS » HARDENED AND GROUND BOLTS + SPECIAL 
ALLOY STEEL SCREWS + VALVE TAPPET ADJUSTING SCREWS + AIRCRAFT ENGINE STUDS » ALLOY STEEL AND COMMERCIAL STUDS « FERRY PATENTED ACORN NUTS 
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No. 522 “Pipe Master” DE LUXE 


A fast, accurate pipe 
threading machine. Quick- 
opening, adjustable, 
floating-type die-head. 
Aluminum construction. Standard range !/4" 
to 2" pipe. Extra range '/g" pipe. The 
“TOPS” for VALUE! 





ing BENT as well 
as STRAIGHT pipe. Equipped with Revolv- 
ing Die-Head and Open Type Vise. Other- 
wise same construction and same range as 
the No. 522 machine. 


No. 502 “Pipe Master” STANDARD 

____. The original" Pipe Master" 
with new feafures. Steel 
construction. Same type 
of stationary die-head 
and same range as the No. 522 machine. 





No. 532 “Pipe Master” STANDARD ROTARY 
Same construction, same fe 
range as the No. 502 Lnj JN 

“Pipe Master" but equip- (4) 


ped with Revolving Die- 
Head and Open Type Vise for threading 


BENT as well as STRAIGHT pipe. 


Write for ALL the facts NOW! 


Ask for the "PIPE MASTER" catalog. Get 
the jump on your competition! Select the 


“PIPE MASTER" best suited to YOUR needs! 


THE OSTER MANUFACTURING CO. 


2028 EAST 61st STREET 
CLEVELAND, OHIO 
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WHAT'S NEW 








Sliding Door Lock 


Adams-Rite Mfg. Co., 540 W. Chevy 
Chase Drive, Glendale 4, Cal., is offer- 
ing Series 500 sliding door lock which 
is now completely reversible. Company 
also has introduced a series of cremone 
bolts; light pattern pulls at lower costs, 
such bolt for passing sliding sash and 
an improved edge pull. Three locks 
are fully described in catalog 49. The 
series 970 minimum backset deadlock 
takes any cylinder and fits a stile as 
narrow as 11% in. Series 0161 horizontal 
deadlocks for tempered glass doors 
also are illustrated in the catalog as 
are series 1131, a heavy duty sliding 
door lock of the mortise type which 





takes any standard cylinder, according 
to the maker. Copies of catalog 49 may 
be obtained by request. 


Supplee-Biddle-Steltz 
Trade Catalog 


The 1950 Trade Catalog of the Sup- 
plee-Biddle-Steltz Co., Philadelphia, was 
presented to the sales staff at the an- 
nual sales meeting. Covering tools, 
housewares, builders hardware, electri- 
cal goods, sporting goods, fishing tackle, 
and automotive goods, the publication 
is a complete encyclopedia for the suc- 
cessful hardware dealer. Nearly 1000 
pages, the catalog presents and _ illus- 
trates over 40,000 items. A complete 
cross index plus a handy sectional index 
simplifies the selection of any mer- 
chandise desired. A maroon cloth 
board binding is printed in gold leaf 
with the firm’s slogan “Trade with the 
house that helps you succeed” and the 
Supplee-Biddle-Steltz 
ture. 


Company signa- 


Power Roller 


Gabb Mfg. Co., Division of E. Horton 
& Sons Co., 16 Orchard St., East Hart- 
ford 8, Conn., offers the “Motoroller” 
available in several models. Designed 
to be used efficiently by contractors, 
landscapers, municipalities and others 
for compacting anything from newly 
seeded lawns to hot top driveway pav- 
ing. This water ballast machine may 





be converted in seconds from a Tan- 
dem model with maximum weight of 
860 lb. to walk behind model weighing 
as little as 250 lb. Unit features extra 
heavy sheet steel drums, replaceable 
bearings for all moving parts, roller 
chain drive, adjustable scraper blade. 
Bevel gear and dual slutch type reverse 
are available as optional equipment. 
Power is obtained from a 2-hp. Briggs 
& Stratton or Clinton engine. Easily 
maneuvered, maker says it can be 
turned in a 3 ft. radius. Due to ease 
of weight change, unit is suited for 
job to job transportation. 


Cleveland Tire Chain Leaflet 
The Cleveland Chain & Mig. Co., 


Cleveland, Ohio, offers a leaflet describ- 
ing Cleveland Master Grip and Sterling- 
Wearwell tire chains. Chain features 
are described in detail. Also includes 
table and price schedule on single and 
dual pneumatic chains for passenger 
cars, taxis, trucks, etc. Other items 
listed are “Jumbo Grip” farm tractor 
chains, emergency chains, repair links, 
welded side chains, tire chain adjusters 
and tow chains. 


‘Kingcutter' 


Merriman Co., 7530 Sheridan Rd., 
Chicago 26, Ill., is making the “King- 
cutter” model 9CS which can be oper 
ated with one hand. Jaws are made 
from high grade alloy steel, hardened 
and ground. Said to take long wear, 
daily use and abuse. Will cut barb 
wire, %4 in. carriage bolts, nails, 3/16 
in. round soft rod, cotter pins, cold 





9CH 
cuts 8 gage 100,000 Ibs. square inch 
tensile strength round strapping wire. 
Suggested to retail for $3.50. 


rolled rod to 5/32 in. Model 
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Whidway 
THE MIDWAY TOOL’CO., INC. 
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from auger bit headquarters i 





New Wiiduny Auger Bits 





Two 





Home Workshop Set in- 
cludes one each of 6/16”, 
8/16”, 10/16", 12/16", 
14/16” and 16/16” sizes. 


Midway Electric Auger Bits can be used in any standard electric drill. | mitation leather roll. Ideal 


Available in 13 sizes (4/16” to 16/16"). 


Midway now offers the perfect answer to 
the long existent need for auger bits that can 
be effectively used with electric hand drills. 


Ideal for use in industry . . . by carpenters, 
electricians, in home workshops, they open 
up a new, profitable market. 


Designed and made by the same skilled 
craftsmen which produce the famous Midway 
line of standard wood auger bits, they are 
the finest bits that can be purchased at any 
price. They sell on sight! 


Each bit incorporates all of the time-tested 
Midway features . . . precision made of spe- 
cial chrome alloy steel . .. accurately hammer 
forged . . . clear open throats for fast chip 
clearance... and the new MIRBRITE (mir- 
ror bright) finish. 

Ask your jobber salesman to show you 
Midway Bits—today. Or write for catalog 
page M-1001. A-2707 





for home and farm use. 
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Deluxe Set contains one of each of the 13 available 
sizes of Midway Electric Auger bits. Attractively 
packed in high grade imitation leather roll. Com- 
pact unit for tool box when rolled and tied. 


E. N. HAMILTON 
has been making fine 
auger bits for over 25 
years; is now superin- 
tendent of Midway's 
tool and die division. 


Sales office: The Arcade, Cleveland, Ohio 


Factory: Melvin, Ohio 
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Lifetime service. 


30 popular stock sizes or 


WINDOW SCREENS 
Bronze or aluminum wire screenin 
steel frames, or aluminum wire on 





inum frames. 


made to order. 


moved. 





PA. 


PITTSBURGH 12, 


Sales and Profits 


[he home builders delight — these National Metal 
Write or wire for discounts 


A GOOD LINE FOR VOLUME 
Products are designed and packaged to sell easily— 
and priced for dealer profits. Order your supply of 
NATIONAL METAL PRODUCTS COMPANY 


these outstanding frofit-building items today. 
1025 CHATEAU STREET 
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Stainless steel binding rolled 


in a transparent plastic case. 
Nail supply glitt 
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BRONZE WEATHERSTRIP 




















WHAT'S NEW 


Card Table 

Ermet Products Co., 2116 N. Carolina 
Ave., Indianapolis, Ind., is making a 
card table, 30 in. wide. Model 17 is 








folding and has a pyroxylin composi- 
tion top in several colors. The deluxe 
square legs are 11/16 in. with double 
locking hardware. Table is said to 
fold easily and compactly. 


W hitman & Barnes Catalog 


Whitman & Barnes, Plymouth, Mich., 
has issued a general catalog No. 102. 
It describes, lists and illustrates tools 
used in drilling, reaming and punching 
operations. Included are drills and 
reamers made of high speed, carbon, 
cobalt steels and tungsten carbide and 
interchangeable punches made of car- 
bon and high speed steels. 


'Life-Lok’' Water System 


The Decatur Pump Co., 2750 Nelson 
Rd., Decatur 70, Ill., is offering its 
Dual-Purpose “Life-Lok” water system 
for 1950. By adding an inexpensive 
Educer the system is changed from a 
shallow well to,a deep well system, as 


illustrated. No change is made in 
power or pump. With fluctuations in 
water levels, this deep well conversion 
idea is said to be an invaluable feature. 

















You do if you've "Sharonized" your 
screw department! Sharon gives 
you 59 Assortments—683 fastener 
sizes—|2 groups—all in just 12 feet 
of shelf space. Best of all, Sharon 
Assortments are REFILLABLE — for 
only a few pennies, your stock is al- 
ways complete, inventory stays right 
while investment stays light! Get 


Sharon's money-saving, money-mak- 
ing REFILL story today. 


Ask your jobber today about 
SHARON REFILLABLE ASSORTMENTS 
or write direct to us. 


S PP 
Shavore Boll aud. Screw! Co 
Le 


BOSTON 10, MASS. 




















No. C-1458 
Chrome plated. 
With square 
nuts. For 
later model 











wt 
LICENSE 


PLATE 
FASTENERS 








No. 012558 
Rust-proof. 
With wing 
nuts. For 
older 
model 
cars 


























At your 


Sharon Boil and. Scibwl> 


BOSTON 10, MASS. 
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@ No ot 
as Vigor 
food. It | 
veys show 
than all ¢ 
foods cor 
powerful 
ever run 
you make 


Make ti 
displaying, 
garden de 
ful Vigor 
display m: 
Above all 
Vigoro is 
growing t 
reap extra 








Automatic Percolator 


West Bend Aluminum Co., West 
Bend, Wis., offers the electric “Flavo 
Perk” which is now fully automatic. 


11'S LAWN-FEEDING TIME! 
Display 


Vicoro’ 


fre easier, faster sales! 








VIGORO 


The plant food 








i" your preferred 

| gives 

astener by more people 

12 feet than all other This percolator is thermostatically con- 

Sharon Sr ae ee ea aes a trolled, plug it in and it is said to begin 

= — for brands combined! perking in less than a minute. Special 

k is al- = features permit use of drip grind coffee. ° e 

ys right Thermostat control stops perking action Every Family is a 
at right time it is claimed then keeps 

| Get coffee hot for serving, but does not Customer for 

yy-mak- permit it to re-percolate. Capacity [ 
~isht cups tails 9.95 i ree 

) sien ops "Rals for $995 iting | SOUTH BEND CROQUET! 

ENTS seen AMAR TERI 

y G. E. Ranges — and South Bend 


Has 10 Models For 
Every Family Need! 


In General Electric Co.’s, Bridgeport 
2, Conn., 1950 range line, the two top 
models feature an extra high speed 
surface cooking unit that is 20 per 
cent faster than other units the same 


The word Tremen- 
dous does not exag- 








- 1458 size, it is claimed. Maker says this gerate the appeal of 
plated. Calrod element is the fastest 61% in. South Bend Croquet. 
square cooking unit available. Reported to This famous game is 
i permit a faster cooking start than be- a natural to satisfy 
model @ No other plant food is so easy to sell fore in this size unit yet supplies the the ever increasing 
as Vigoro—the world’s best-known plant same controlled heat in the cook posi- interest in family 
. . c 

FS. food. It leads all others. And recent sur- tion that has been satisfactory on the . y 
recreation. The com- 


veys show that more people prefer Vigoro 6% in. unit heretofore. Ranges with the 
than all other nationally distributed plant 
foods combined. During 1950 the most 
powerful Vigoro advertising campaign 
ever run will capitalize on this to help 
you make bigger Vigoro profits. 





plete line of South 
Bend enables you to 
offer a croquet set 
to fit every family 
purse. 10 models are 
available, each in 
strikingly smart col- 


new unit are “Stratoliner,” single oven 
model with built in pressure cooker 
and raisable unit in deep-well position 
and double oven “Liberator.” Both have 
transparent push-button controls. Four 
standard size ranges and two apartment 
house models complete the line. Among 
these models main feature is use of 
push-button controls on medium-priced 


Make the most of this opportunity by 
displaying Vigoro in your windows and 
garden department. Mail out the color- 
ful Vigoro folder. Put up the Vigoro 


: 


display material available without charge. 
Above all, explain to your customers that 


ranges, the “Speedster.” 


ors and all of qual- 
ity construction. 





Vigoro is the ideal plant food for every - - 


——$—— growing thing. That’s the sure way to . SALES REPRESENTATIVES 
12558 reap extra sales and profits. Boring Bit East—Julius Levenson, 7 East 17th St., N.Y. 
: South —Louis Williams & Co., 3rd National 
proof. *VIGORO is the trade-mark Westwood Mfg. Co., Los Angeles, Bank Bldg., Nashville, Tenn. 
for Swift & Company's com- Midwest—South Bend Toy Mfg.,So. Bend, Ind. 


wing plete, balanced plant food. Cal., offers a 1% in. boring bit for So. Calif, & $. W.—Anderson Sales Company, 


730 W. 10th Place, Los Angeles 15, Calif. 





use in installing cylindrical type door 












For Plant Food Division Bh ‘ na ; 
. *ks ade bv Gree i No. Calif.—Standard Toy Agencies, 718 Mission, 
Abie U.S. Yards Chicago 9, Ill. locks. Made by Greenlee Tool Co., bit 0 — cate € 1SSIO 
Denver & Pac. N. W.—Leo Scherrer, 2840 W. 
model 93rd St., Seattle 7, Wash. 
ars SOUTH BEND TOY MFG. CO. 
¢ SOUTH BEND 23, INDIANA 
a 
At your 
wee SOUTH BEND 
ite yee End-o-Weed—A fast-sell- 
ite ing weed-control. De- 
stroys over 100 kinds of 
weeds. is of tool steel, properly ground and 
, = kabl , y groun 
tp ta ve map heat treated. Maker says the bit cuts 





faster and cleaner than auger or ex- 
pansion type bits. 


control. Has rapid turn- 


gel ict: pod = AMERICA'S FAMILY GAME 
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A BUY DIRECT /N 
+ MAKE MORE MONEYS 
* V0 QUANTITY 
L REQUIREMENTS 


Yes, you make $1.41 more than 
you do in selling comparable bolt 
action repeaters. Why not put this 
extra profit in your pocket! 


320-9 PARK AVENUE e WORCESTER, MASS. 


HARRINGTON & RICHARDSON ARMS us| | 








[ THIS LINE CAN 
PAY YOU WELL.--- 





HERE'S WHY:— 

1 It’s complete in popular types and sizes. 

2 CHICAGO quality—the finest possible. 

3 Once you sell a customer he stays with you. 
4 Durability that means user economy. 

5 Proved dependability since 1921. 









Let us send you full 
particulars. Also, ask 
for our bulletin No. 107 
so you can get a good 
idea of the line. 











GELLING CHICAGO saws can be very prof-| 

itable to you. The user field is so very| 
large that every territory is a rich market.| 
CHICAGO SAWS give you every advantage| 
in building a truly large list of customers. 
Precision heat treateda—CHICAGO SAWS are 
tough, evenly balanced, and accurately fitted.| 
They have that keen cutting edge that only| 
experienced, careful, and specialized manu-| 


facturing can produce. 


CHICAGO SAW WORKS 


5040 S. Wentworth Ave. Chicago 9, Illinois | 
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WHAT'S NEW 


Plastic Lawn Seed Bag 


Whitney Seed Co., Inc., Buffalo, 
N. Y., has introduced a plastic bag for 
the packaging of its 3 and 5 Ib. size 
Whitney Excelsior brand lawn 





seed. 





Light green plastic bag permits cus- 
tomer to see quality of lawn seed in- 
side of bag and makes its own sales 
display in the window or on counter. 
Maker says bag will stand more than 
ordinary abuse and handling due to 
strength of plastic material. 





Foley Merchandiser 


Foley Mfg. Co., Minneapolis, Minn., 
offers a merchandiser designed to show 
consumers how each utensil works in 
the kitchen. Units permit display 
space for each Foley item. Needs 21% 
in. long of counter or shelf space. Wood 
unit shows a photograph beneath each 
item which shows the customer exactly 
how the product is used. Retail price 
is posted beside each item. Joining 
the Foley line on the unit is a juicer 
which strains as it juices. Made of 
aluminum, the juicer will fit over any 





tea cup. Holes in bottom drain juice 
through into the cup, seeds and pulp 
remain above. Supplements regular 
size juicer for squeezing smal] amounts. 
Retails for 39 cents. 
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RIM SETS 
TUBULAR SETS 
AUXILIARY LOCKS 
SCREEN DOOR SETS ~ 
CAST DOOR TRIM 
REPLACEMENT DOOR KNOBS 
COLONIAL RIM KNOB SETS 





























CAST IRON SHELF HARDWARE 
INTERIOR MORTISE LOCK SETS 





CYLINDER HANDLE AND KNOB SETS 





SCHOOL LOCKS AND HARDWARE 





FORGED IRON FINISH HARDWARE 





DOOR KNOCKERS + LETTER BOX PLATES 





HOLLOW METAL DOOR LOCK SETS 





TUBULAR SCREEN DOOR SETS 





LOCK REPAIR SUPPLIES . 





: DOOR HOLDING DEVICES AND STOPS 





SHUTTER HARDWARE 











CAST BRASS HARDWARE 
PLATES - GRIPS + BARS 
NUMERALS + NAME PLATES 


Se 
NOW OFFERS YOU ZF committe LINES 
OF BUILDERS HARDWARE 











Nationwide appreciation has been shown by builders and design-proven, and durable hardware items. Appreciation 
homeowners to those dealers, who, at less cost than stock- has also been shown by the dealers themselves, who, with 
ing various manufacturer's "short’’ lines, have been able less inventory, bookkeeping, and general expense, can 
to offer Skillman’s unlimited selections of these quality, realize a wider margin of profit by ‘‘one-source” buying. 


SKILLMAN HARDWARE MANUFACTURING CO + TRENTON 4 © N-J-USA 


é 
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The Sensational, New |\-§ 


CONCO 


PORTABLE 
ELECTRIC-RADIATOR 





RETAILS 


Regularly at 


$22.95 


4500 BTU Provides quick, 
abundant heat where 
and when wanted! 


OUTSTANDING FEATURES 


SAFE Underwriters’ Approved. Uses 
no water, steam Fully enclosed 

heating element. Even at full heat unit 

will not cause a serious burn if touched. 


FAST Begins heating as soon as plug- 
ged in. Consumes 1320 watts, 
A. C. or D. C., emitting 4500 BTU's per 
hour, the equivalent of 1834 sq. ft. of steam 
radiation. 
LIGHT Weighs only 28'/2 pounds. 
Easily portable, nicely bal- 
anced. Compact, size 23" x 7" x 19". 
Smartly styled. 


ECONOMICAL Costs approxi- 


mately 2 cents 
per hour to operate (average rates). Saves 
on regular fuel in spring, fall, through win- 
ter. 


101 HOME USES 


® IDEAL in nursery 


bath, on porch, in base- 
ment, bedrooms, laun- 
dry, playroom, cottages, 
workshop. RIGHT: 
Convenient carrying 
handle folds over to 
double as handy drying 
rack. 

















WRITE tor complete information on 
this outstanding new product. 


CONCO ENGINEERING WORKS 
Division of H. D. Conkey & Company 
Mendota, Illinois 
AFFILIATES: 
CONCO MATERIALS HANDLING DIVISION 
Cranes — Hoists 


r 
CONCO BUILDING PRODUCTS, INC. 
Brick—Tile—Stone 
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WHAT'S NEW 





Steak Knife Sets 


Ekco Products Co., 1949 N. Cicero 
Ave., Chicago 39, IIL, offers sets of six 
serrated-edge steak knives. They are 
fitted with handle of ivory colored 
Tenite plastic. Tangs of the Geneva 
Forge hollow- ground _ stainless-steel 
blades fit into the grooves molded in 
the top of the handles and are fastened 
with rivets. Handles are shaped for 
ease of handling and plastic is said to 
be high resistant to breakage and wash- 
able. Knives are packed in a simulated 
pigskin box lined with dark green 
velour with matching velour covered 
cutlery supports. 


Cartridge Type 
Rotary Seal 


Flint & Walling Mfg. Co., Inc., Ken- 
dallville, Ind., offers a cartridge type 
rotary seal. Three steps necessary to 
replace the cartridge type rotary seal in 
less than 15 minutes involve removing 
four cap screws, loosening two Allen 
screws and unscrewing the cartridge 
containing the rotary seal to replace 
with a new one. Replacement is from 
the top of the pump. Steps can be 
done without moving the pump from the 
well, without breaking a single pipe 
line and without disassembling the 
pump. This geal is standard with 
F & W deep well centrifugal jet pumps 
and shallow well centrifugal pumps. 








y-——-"AN ARTMOORE PRODUCT——- 


ORIGINAL TRIPOD DRYER 
STILL THE SALES LEADER 





FAMOUS ARTMOORE 
COLLAPSIBLE TRIPOD 
CLOTHES DRYER has 
everything youand 
your customers want: 
Plenty of drying space 
-24 smooth, snagproof, 
rustproof feet for in- 
between washings, dia- 
pers, lingerie! Compact—closes completely 
to only a few inches of space! Lightweight 
—all select hardwood, weighs only 5 Ibs.! 
And it's priced right—retails at only $2.95. 


See your jobber or write 


ARTMOORE CoO. 


Dept. A-3, 1319 North 3rd Street 





Milwaukee 12, Wisconsin 











yah 
a(o) Ho) -+ a, A A114 33 


Rub itin... Level it of 


THE DAMAGE IS GONE 








Display card holds 12 cellophane bags, 
each containing four sticks: light 
dark mahogany walnut and maple, & 














plastic scraper and instructions. 
=- ASK YO 13 





|B] 404 ORE 1.10) 8) 5 on 8m oe) 


SALEM 3,MASS. 
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NOW is the time to push these 


EASY-TO-SELL Sawm4on LEADERS 


TITE-ROPE CLOTHES LINE... 


A stranded wire line, testing over 330 pounds 









in strength, protected by a gleaming white plas- 
tic cover ...cleans with a whisk of a damp 

cloth ... no stretch, no sag, no rust. Packed 
twelve 50-foot hanks in a colorful display 


carton, usually several connected. 







...excellent quality...made of good cot- 
_ton yarn and 50% stronger than ordinary 
lines. Twelve 50-foot hanks in a carton, 
individually wrapped, connected in 


pairs. 


SAMSON CORDAGE WORKS 
89 Broad Street, Boston 10, Mass. 








Please send through my jobber 


....doz. 50-foot hanks WHALE CLOTHES LINE @ $7.80 
per doz. Suggested retail price $.98 per line. 


, doz. 50-foot hanks TITE-ROPE CLOTHES LINE (Standard 
Size) @ $7.80 per doz. Suggested retail price $.98 per line. 


SAMSON CORDAGE WORKS Send Tite-Rope Folders. Whale Folders. 
BOSTON, MASS. — 
Address 
My Jobber Is Address 
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FOR NEW HOMES... 
OR REMODELING 
feature the 


CONVENIENCE of 


Vv 
BUILDERS’ HARDWARE 


Wherever homes are built or remodeled, you'll find 





a market for K-V Builders’ Hardware. Fast selling, 
easy-to-install, these items increase the convenience 
of any home. Drawers never stick or sag. Sliding 
cupboard and closet doors open and close with ease 
. .. Save valuable floor space. Shelves can be quickly 
adjusted to fit any purpose. There are many potential 
customers for K-V Builders’ Hardware in your com- 


munity. So feature each item in this profitable line! 











oe 
ste ltoa - a iss. dl tS 


Be sure to stock plenty of K-Venience 
closet fixtures, too! 


KNAPE & VOGT 


GRAND RAPIDS 4, MICHIGAN 








WHAT'S NEW 


‘Dee Dex' Outdoor Spray 


Wisconsin Chemical Products Co., 
Milwaukee 9, Wis., offers “Dee Dex” 
25 outdoor spray, said to be harmless 
to lawn, plants, shrubs and soil when 
used as directed. Concentrate is mixed 








with 8 parts of water. Does not con- 
tain DDT. One spraying out of doors 
is said to last for several weeks. Elim- 
inates mosquitoes from area. A pt. re- 
tails for $1.49, a qt. for $2.49. 


Replaceable Head Rake 


Amalga Mfg. Co., 1207 Cortelyou Rd., 
Brooklyn 18, N. Y., is making an all 
hard wood rake, for which spare heads 
are available. All fittings of the rake 
are eadmium plated or brass. A rust 
resistant piece of steel is placed on 
the back of the rake for added strength, 
maker says. Block of rack is beech or 
poplar, pegs, beech, birch or maple 
with steel wing nuts fastening the 
straight grained maple handles with 
varnished finish. Steel bolt runs into 
handle. Back of rake may be used as 
scraping tool. Teeth are dry fit into 
the frame. They are available at 25 
cents per doz. Available in 16, 20, 
24, 30 and 36 in. sizes to retail respec- 
tively for $1.85, $2.35, $2.75, $3.35, and 
$3.85. Available in size 1 in. centers 
between pegs and 1% in. between pegs. 
Employs both nut and washer to tighten 
handle to frame. Handles guaranteed, 
says maker. 


Pen-Size Stapler 


Fastener Corp., 860 Fletcher St. 
Chicago 14, IIl., has designed a stapler 
that can be carried in the pocket. Same 
size as a fountain pen, this paper fasten- 
er is 5 in. long, weighs 134 oz. and 
holds 100 staples. Said to fasten 12 
sheets of paper as securely as two. 
Unit has a plastic barrel which comes 
in five different colors, with the mechan- 
ism and cap in chrome. Suggested re- 
tail selling price is $2.96. 
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New, plastic 


PROTECT-O-MITTS 


(69 vatwe) 
FREE with each 1-gallon or 2-gallon can of 


yer Renuzit 


HOME DRY CLEANER 


No coupons! No labels to send in! Your Protect-O-Mitts 
are attached to each can of Super RENUZIT. Roomy . . 
comfortable . . they slip on and off in an instant. Fit over 
rings, watches, even sleeves, and protect your hands while 
dry cleaning, dish-washing, polishing, laundering—dozens 
of other housecleaning jobs. Get your pair today! 










0 
plouses an olstery £2 — 





















four Prov and brocede UP 2-AlLon 
of each 

‘ 429 $2.3 

= $ " 

a GALLON 
is 
> 3 » RTMENT- 
PRY, DEPA RES 
{ SALE AT GROCD SAND DRUG STO 
on § HARDWARE ro svAin 
















SPOT AND STAIN REMOVER 


Takes out many spots and stains 
others can't budge. Even most lip 


Dont Prout! stick and fruit stains disappear 
like magic. Safe! Easy! Leaves no ¢ 
gmat ——— ring when used as directed. 


29¢ 





BE PREPARED! ORDER N 
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OW! DEAL LASTS FROM APRIL Ist TO MAY 15th 





HERE’S A PROVEN DEAL FOR 


IM spre, 


y = Big 1000-line Newspaper 


Advertisements, 

plus dramatic 
Television Advertising 
will carry the news 
of this sensational 
GIFT OFFER to 
millions in important 
markets. 


Offer available in all st 

) F F states 

(Bas of the Mississippi ond 
North from Virginia. 


* Tests in stores where 
Prominent display was 
siven to the Super Renuzit 
Protect-Q- Mitts deal 
showed profits increased 
350% and more, 


NO HANDLING: 
NO BOTHER! 


Each can comes with its 
Own pair of mitts firmly 
attached to top. Complete 
display kit in each case to 
make it easy for you, 





COLORFUL DISPLAY 
CARTON SELLS 
RENUZIT SPOT AND 
STAIN REMOVER 
ON SIGHT 


















This wonder-working 
Renuzit product sells it- 
self... backed by hard- 
hitting ads in the Amer- 
ican Weekly Magazine, 
and television spots in 
major cities. 
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/ NCREASE IMPULSE BUYING . . . GREATER TURNOVER 


... USE LESS SHELF SPACE WITH 












7 coil double grip 
Spring Clothespins 
No-Roll Clothespins 






| WORLDS FAIR 
WOODENWARE 






Round Clothespins 


CLOTHESPINS~ ROUND - SPRING - NO-ROLL 


ASK US HOW THESE 
FAMOUS BRAND CLOTHESPINS MFG. CO., INC. 
CAN INCREASE PROFITS FOR YOU OME wc. MAINE 


A GREAT NAME IN WOODENWARE FOR 60 YEARS 


| Make quarry Your Hardware ed | me 


ht TEED (  % 


HAMPERS WITH VEL-VO 


Soft, beautiful VEL-Vo is a 
feature women understand 
and appreciate. That’s why 
retailers all over America are 
doubling and trip- 
ling reorders on 
Hawkeye Hampers 
with VeEL-Vo. 


Women also _ like 

VeL-Vo’s _ cleanli- 

ness, its positive 

protection from 

snags and damage, |\| 
its washability, and 

its mildew-proof 

ventilation. 

















1\ 


SEND FOR THE 1950 CATALOG . 


. the only Hawk- 
eye salesman. Compare the quality, features, value of 
the extensive Hamper line. See what a great competitive 
advantage Hawkeye dealers enjoy. 





BURLINGTON BASKET CO., Burlington, lowa 
Quality Products for Over 60 Years 
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Fluorescent Hunting Jacket 


Saf-T-Jac Mfrs., 425 W. Lakeside 
Ave., Cleveland 13, Ohio, offers a pro- 
tective hunting vest said to be visible 
for three miles. Made of “Cold-Fire” 
fabric, it glows with a flaming red 
fluorescent brilliance that can be seen 
through fog, murk and at dusk. De- 
signed to be worn easily over bulky 
hunting clothes, jacket is reported to 
be non-fading, washable and of sturdy 
quality. Retails for $4.95. 


‘Remote Control Wiring’ 

A booklet, “Remote Control Wiring,” 
published by the Construction Materials 
Department of General Electric, Bridge- 
port 2, Conn., is available, free, to those 
interested in this method of lighting 
control for home, farm and industry. 
As explained in the booklet, the prin- 
cipal advantage of this system is that 
lights, outlets, or small appliances may 
be switched on or off from any num- 
ber of points inside or outside the 
building. This system also includes a 
special yard light unit that makes the 
lighting of farm yards, parking areas, 
roadstands, etc. simple and very in- 
expensive. Complete details of the 
principles of this low-voltage (24 volts) 
system are found in this book together 
with illustrations of material and in- 
stallation methods. Included, too, are 
a number of circuit diagrams. 





Clothesline Display Shipper 


John H. Graham & Co., Inc., 105 
Duane St., New York City 8, N. Y., 
offers a Bison clothesline display ship- 
per. Display is designed for counter or 
island use. Bison clothesline is 15 |b. 
grade. Number 7, 100 ft. hanks are 
packed in the display. 
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WHAT’S NEW 


Stanley Carded 
Hardware Line 


The Stanley Works, New Britain, | 
Conn., offers a line of 56 carded hard- 
ware items for quick, over the counter 








U . 


| 
j 
| 
BARREL BOLT | 
| 
| 
| 

















sales. Cards printed in a yellow-black 
combination, carrying suggested use of 
hardware as well as complete product 
description. Each card is a complete 
sales unit as both hardware and screws 
are fastened to it. Entire line in- 
cludes items as strap and tee hinges; 
cabinet pulls and hinges, hasps, screen 
door hardware, etc. Cards packed a 
doz. in a box, 12 boxes in a case. 


True Temper Fishing 
Rod Display 


True Temper Corp., Sporting Goods 
Division, Geneva, Ohio, offers a fishing 
rod display stand printed on heavy 
fiber board in three colors. Displays 
two True Temper steel rods on counter 








or in window. Requires 9 sq. in. of 
space. Maker says holds rods securely, 


yet they can be removed for examina- 
tion, 
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These 


Brand NEW 


Saneltles 


Will INCREASE Your 
1950 Kitchen Can Sales 





pit teal 





and Yellow Finishes 





Sanette presents the complete 
line, sizes, covers and colors 
for every household need. 


More hardware dealers stock 
ind sell Sanettes than any 
other kitchen can 
ally advertised for over 25 


years. Easiest to sell 


NEW... BETTER and 
BIGGER VALUES 


presenting 1950 features ali at 
popular prices! 


¥ Brand new TIGHT-SEAL cover. Noise- 


less; unusually attractive 


¥ Glistening bright, hot-dipped galvanized 
pail. Leakproof. Easy to clean 


¢ All sizes available with genuine chrome 
covers brilliant, durable as the chrome 
on your car 


dv Best-selling sizes, 10, 12, 14, 16 and 20 
qt. capacities 


White 
Red 


Nation- 





MODEL S-16 


Your ol} wer hac San Sac : 
Y 1! obber has Sanettes ll%2"’ dia.; 16%’ high 
and can make immediate 16 qt 
ye 12 qt. and ]6 qt. sizes 
delivery also available with 
seamless white porce- 


lain pails 














Continuous Source of Profit 


SANETTE WAXED BAGS 


Popular-Priced . . . Profitable 


MASTER METAL PRODUCTS, 





we 
rs 
ay 





Easy to Sell! 


Handy dispenser pack 
ages of 50 bags each 
Moisture-resistant; save 


wrapping garbage; keer 
pail clean. Order carton 
of 12 pkgs. from your 
jobber. Cat. SB-3 for all 
10, 12 and 14 qt. cans 


Inc. °@ 321 Chicago St., Buffalo 4, N. Y. 




















BE: 


ER 





—the gears 
run in 


. THESE 3 
BEAVER ADVANTAGES |; 


Beaver Model-C Portable Power Units 


offer you the most in ruggedness and trou- 
ble-free performance because of these six 
exclusive advantages: 


v &2 @&@ WN 


dress Beaver Pipe Tools, Inc., 


All gears are fully enclosed — run in oil. 


Safety switch-lock and chuck wrench 
holder — patent pending. 


Patented safety lock—holds pipe tool 
handle firmly. 


Heavy-duty 4%” to 2” chuck —full size, 
full range. 


Cast steel-iron housings insure greatest 
strength and maximum stability when driv- 
ing geared cutters and threaders. 


Conveniently located heavy-duty, weather- 
—— motor provides plenty of power. 
roperly located for safety, cool operation, 
longer brush and armature service. 


Write today for catalog and prices. Ad- 
234-300 


Dana Avenue, Warren, Ohio, U.S.A. 


50 Years of Friendly Service 


Birt roots ER 
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WHAT'S NEW 


Gem Feather Weight Offer 


American Safety Razor Corp., 315 
Jay St., Brooklyn, N. Y., is commem- 
orating its 50th anniversary by offering 
to each purchaser of the 10 blade dis- 





new 


GEM RAZOE 





penser, the Gem Feather Weight razor 
which has a retail value of $1, for the 
regular dispenser 49 cent price. Offer 
to dealers consists of 10 complete sets 
containing the $1 razor and the 49 
cent Gem blade Push-Pak dispenser in 
cellophane window boxes. A counter 
basket in three colors, is packed in 
with the deal; cost to retailers, $3.50. 
Window posters, hanging posters, coun- 
ter display cards and cooperative news- 
paper mats are all available to tie in 
with the national advertising campaign. 


Midway Auger Bit Set 


Illustrated is the handy utility five- 
piece auger bit set for 14 in. electric 
drills. Made up of one each of 4/16, 
5/16, 6/16, 7/16, and 8/16 in. sizes in 
black oxidized rust resistant finish. All 
are precision made of special chrome 
alloy steel, hammer forged. Feature, said 
maker, clear open throats for fast 
chip clearance, Mirbrite finish, said to 
speed drilling. Midway Tool Co., Inc., 
Melvin, Ohio. 











..-« Want 


ExtraSales? 


America’s top “salesman” with the 
most complete showing of Pet Sup- 
plies ever assembled between two 
covers may be yours by writing to 
us for our new 


Catalog & 
Reference Book 
of Pet Supplies 


Keep it on your counter—sell di- 
rectly from it. Gives you the advan- 
tage of being able to supply every 
need of every pet owner. Nothing 
ever before like it. Write Dept. HA 
today for your FREE copy and price 
list. 


LEHMAN BROS. 


1830-1836 St. Clair Ave. 
Cleveland 14, Ohio 


"America's Pet Center’ 














>ramous 
NAMES IN 
NETTING... 


U. S. HEXLOK— 
The Perfect 
Hexagon-Mesh 
Netting with 
Lock-twist 
Weave 


S7 
“~ 


U. S. STRAITLOK— 
The Original 
Straight-Line 
Poultry Netting 
Woven Like 
Farm Fence 


S7 
n“~ 


The New 
Chick-tight 
Straight-Line 
Netting with 
Graduated Mesh 


poutTRryY WETTING 


S7 
“~ 


co 
- S wint © 
pana STEERS s 


Available in either 

galvanized before 

or galvanized after 
weaving. 


a 
INDIANA 
STECL & WIRE 6O 
uN t moran’ 
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STAP LE-. save time 


... speed up production 





T-32 Gun Tacker A many purpose 
tool replacing hammer and tacks at trigger 
rate speed. Shoots a staple wherever a 
tack can be driven. Ideal for Carpenters, 
Displaymen, Insulators, Upholsterers, etc. 
Special screen and window shade attach- 
ments. Same machine takes a 3/16’’, 1/4’ 
and 5/16’ staple. Loads 150 staples, $8.50 


Rustproof “Monel” staples available. 





P-22 Hand Stapler 4 heavy duty 
industrial plier that “reaches into hard-to- 
get-at places’’. Ideal for tagging, labeling, 
wrappings, sealing bags, containers and 
boxes. Same machine takes 1/4'’ and 5/16" 
staples. Loads 150 staples, $6.00 

Slightly higher in the West and Canada. 
SOME DEALERSHIPS OPEN, WRITE DEPT. HA 


ARROW FASTENER COMPANY, INC. 


30-38 Maujer St., Bklyn. 6, New York 













It takes years of actual service on 
the job to create a popular buying 
trend for builders’ hardware. Smooth, 
friction-free service, year after year, 
has proved that NATIONAL Hard- 
ware possesses exceptional "built-in" 
stamina. 


The modern designs incorporated in 
this extensive line meet the require- 
ments of both present-day construc- 
tion and those of tomorrow. 


Attractive, protective finishes and 
neat packaging are further aids in 
building profitable repeat sales with 
National Hardware. 









NATIONAL 


MANUFACTURING COMPANY 


Sterling * Illinois 
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‘Click’ Plier 
Click Mfg. Co., Fairbury, Neb., offers 


the “Click” pliers which feature paral- 
lel jaws, and will not slip on any sur- 





face when proper pressure is applied, 
according to maker. Said to cover all 
standard sizes, undersizes and over- 
sizes from 0 to 1% in. Click plier has 
a wire cutter and holder that is de- 
signed to be a good safety factor. Maker 
says wire cutter can be sharpened. Tool 
can be assembled or disassembled per 
instruction sheet. When used as a wire 
cutter, the loose end will not fly. Single 
parts are easily replaceable without 
sending tool to factory. Lower jaw is 
of molybdenum steel, with chrome fin- 
ish. Spring made of finest piano wire 
steel. Handle grip-safe, satin chrome 
finish. Body of tool is also of molyb- 
denum steel, with hardened teeth. Re- 
tails for $2.95. 





Electric Churn 


Alabama Mfg. Co., Birmingham, 3, 
Ala., offers an electric churn with 
three qt. churning capacity of heavy 
cream or whole milk. Said to churn 
in a few minutes. This Gem Dandy 
electric churn model 4-QT has a heavy 
duty cool-running, slow-speed motor 
with chrome steel housing. Aluminum 
shaft and dasher are detachable and 
adjustable. The 4-qt. “Duraglas” con- 
tainer is designed in black and gold. 
In addition it may be used for mixing 
and whipping. Retails for $12.95 com- 
plete with glass jar. 











This cooling device 
was hot 
at the home show! 





IT’S KAISER ALUMINUM SHADE SCREENING 
And if you were at the NAHB Show 
in Chicago you saw how it can sell 
homes faster! 


Keeps hottest rooms as much as 
15° cooler—by means of thin louvers 
which block the sun but not the view! 

Does the work of Venetian blinds 
plus awnings plus insect screening — 
for as little as one-tenth the cost of all 


three! 
[ > ) } 
~~, 
' ~ “SS ) 
| A-Sy7"" 
7 —_ — _ i 
¢ ~~ -— 4 4a 
<< ff | 
Y ae ih 
~ Cp 
< y 
YOU CAN SEE OUT... —/“//// ~ BUT THE HOT RAYS OF 


THE SUN CAN'T 
PENETRATE 


t K« 
SS SY ‘ 


~ 
~ 
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Kaiser Aluminum Shade Screen- 
ing is available in regular or tension 
frames from sash and screen manu- 
facturers, and in 50-foot rolls from 
jobbers. (Are you a jobber? Some 
profitable territories are open. Get in 
touch with us fast!) 

Set yourself up for a summer of 
profits — with the hottest hot weather 
item you ever had. Write today for 
free AIA file and name of nearest 
manufacturer or jobber for low-cost, 
fast-selling Kaiser Aluminum Shade 
Screening. 

Produced by Kaiser Aluminum & 
Chemical Corporation. 


Kaiser 
Aluminum 


SHADE SCREENING 


Sold by 


Kaiser Aluminum & Chemical Sales, Inc. 
Kaiser Building, Oakland 12, California 
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The COMPLETE Line 


... and Top Quality Throughout 


The 1950 Norcross Home Gardening 
Line is the most complete in our 59 
Be prepared for the 
order a full Norcross 


year history. 
Spring rush... 
assortment from your wholesaler . . . 
and do it without delay. 


EXTRA. The new Norcross line of 
FORKS and HOES, announced to the 
trade in January, has brought a re- 
sponse beyond even our own expecta- 
tions. Your wholesaler may or may not 
be able to supply you this Spring. But 
. . . it will pay you to keep Norcross 
in mind for your 1951 fork and hoe 


requirements. 


ASK YOUR INDEPENDENT JOBBER 


C. S. NORCROSS & SONS CO. 


Quality Garden Tools 
Since 189] 
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WHAT’S NEW 








Nail, Brad Counter 


Illustrated is nail and brad counter 
No. 9348-A offered by W. C. Heller & 


o., 1949 Heller St., Montpelier, Ohio, 
which is 95 in. long, 33% in. high, 
31% in. wide over the solid oak top. 
Has oak panel ends and front. Con- 
tains 21 all-metal nail drawers with 
combination pull and label holder, also 
16 brad drawers, 7% in. by 3% in. by 
23 in. fitted with pulls, card frames and 
kits forming four compartments in each 
drawer. Retails for $223. 


Farmer's Handbook, 
Almanac 
The B. F. Goodrich Co., Akron, Ohio, 


has issued a 1950 edition of its “Farm- 
er’s Handbook and Almanac,” contain- 
ing 68 pages. Besides almanacs for 
each month and calendars for 1950 and 
"51, it covers accident prevention, belt- 
ing care, brooding, chemicals on farm, 
cloud reading, farm measures, electric- 
ity for better farming, home decorating, 
information for farm builders, milk 
cooling equipment, recipes, use and 
care of sewing machine, silage cap tire 
care, buyers guide, tractor tire develop- 
ment, weather oddities and weights and 
measures, 


- 


Practice Golf Ball 


Bakelite polyethylene practice golf 
ball is said to follow the same line of 
flight as a regulation golf ball when 
hooked, sliced or hit squarely, but 
travels only about a tenth as far. Maker 
claims the lightweight ball will not 
mar interior walls nor damage screens 
and windows, yet is durable, resilient 
and retains its shape. Its slower mo- 
tion and_ shorter 
errors such as 


trajectory help dis- 
topping and 


close 





smothering as well as hooking and 
slicing, it is said. Cosom Industries, 
3520 E. 43 St., Minneapolis, Minn. 


Retail for 35 cents each or three for $1. 











DADO 
] { las SAWING 
wii LWJverr WASHERS 


0 THEY? §=you <A ! 
DUG ELL © ‘THEY D0 


When woodworkers and hobbyists see . 
this amazing new invention in action 

. they buy! The low price of $4.95, 
simplicity of operation, and accuracy 
of Micromatic adjustment—have sold 
Warren Washers everywhere, from 
Alaska to South Africa. Outstanding 
stopper display sells ’em right off your 
counter. National advertising and 
mobile demonstration units promote 
sales volume for you! Not a gadget— 
it’s a woodworker’s dream’ 


WRITE FOR INFORMATION 
WARREN DADO SAWING WASHERS CO. 


70 Medbury, Detroit 2, Michigan 











789 East 132, 









CHAIN TONGS 


“ARMSTRONG BROS.” Chain Tongs come in 
“Standard”, ‘‘Reversible Jaw’’ and ‘‘Ideal”’ (V- 
jaw) types — in sizes for _ 
every need. Their drop- . 
forged jaws have milled j 
teeth, are hardened, tem- 
pered and tested for 
wearing qualities. They 
have heavy forged-in lugs 
that give extra bearing on 
the handles to which they 
are rigidly held by a large 
hardened stee! bolt. The 
handies are forged and 
heat treated to the correct 
balance of stiffness and 
spring. Shackles are drop 
forged and chains proof- 
tested to 2/3 catalog 
strength (3,600 Ibs. to 
40,000 Ibs.) 

Write tor Chain Tongs 

irculor 





Armstrong Bros. Tool Co. 
5214 West Armstrong Avenue 
Chicago 30, Illinois 
U.S. A. 







New York and 
San Francisco 
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Rust-proof zinc al- 
loy, featuring 
GRC’s superior re- 
cessed-wing finger- 
grip. All finishes, 
all popular thread 
sizes. Order a gen- 
erous supply to sell 
every customer. 


GRC gives you 
better 


WING 
MULES 


bigger 


Have you checked 
your stock of GRC 
one piece E-Z Cup 
Hooks? In bulk, 
nickel and brass 
finish, Carded, 
red, blue, green, 
white, nickel 
and brass. 6 to 
a card. 


IMMEDIATE 
DELIVERIES 


Jobbers: 


Write Today 
for Samples 
and Catalog 
Sheets. GRC 
informative 
catalog sheets 
show clear 
prices — clear 
discounts. 


GRIES REPRODUCER CORP. 


789 East 132nd Street, New York 54, N. Y. 











FUL-STOP-GUIDE 
A Positive Guide 


The lower 
wire operates 
within the 
channel and 
cylindrical 
bearing 
forcing it 
to reseat 
properly 
and it can 
not bend. 


Fits all 

size overflows. 
Adjustable. 

If your jobber 


BACK VIEW< > Cnn supply 
OF GUIDE write us. 









































Free display 
stand. 








FULTON PRODUCTS CO. 


Bernardsville, N. J. 
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Caster Packages Revamped 


Faultless Caster Corp., Evansville, 
Ind., is using a new type of packages 
for its casters and has consolidated its 
entire line of household furniture 
casters into an eight carton series of 
design and one standard carton style. 


©) ey 
eeek® 


This number of sizes has been found 
adequate for packaging 14 different 
styles of casters and accessories in 41 
different sizes. Casters packaged range 
from 3 oz. to 3 lbs. per set. Carton is 
of white stock printed in red and blue. 
“Faultless” in distinctive lettering is 
on four panels of the carton. Style of 
caster contained in each box is pictured 
on four panels. Box carries a list of 
uses, features and clear directions for 


installation. Cartons act as self dis- 
plays, wherever they are put, it is 
claimed. 


Ball Bearing 
‘Tubular Latch’ Set 


The Clinton Lock Co., Clinton, lowa, 
is introducing its “Tubular Latch” set. 
This ball bearing tubular latch features 
all brass screw machine parts and 
chromium steel ball bearings; simple 
adjustment of latch regulates spring 
tension and extension of ball to allow 
for shrinkage of door. Styled with 
solid brass material throughout. Con- 
struction eliminates knob screws. Pos- 
itive locking device is provided for 
bed and bathroom doors. Screw driver 
unlocks door from outside, in emer- 
gency. Available in all standard fin- 
ishes protected by synthetic lacquer, 
said to be 100 per cent resistant to 
moisture, salt spray, perspiration and 
corrosion. Easy to install; only one 
hole to bore, 13/16 in. diameter by 
15 in. deep. Knob and Rose are 
stationary and act as pull. 


Athletic Equipment 
Broadside 


The Draper-Maynard Co., Cincinnati, 
Ohio, has issued a mailing piece sent 
to hardware and sporting goods deal- 
ers pointing out the advantages of 
handling D & M aathletic equipment. 
Company points out by handling its 


equipment the dealer is in a position 
to keep his inventory at a minimum. 
Company provides dealer with free 


display material. Mailing piece says 
that D & M distributors are so located 
geographically that they can give ser- 
vice to almost any dealer in the United 
States within 24 hours. 





Gas Appliance 
Connectors 





3 
Make connection Push range 
to wall outlet into position 


fe QUICK, EASY, COMPACT ... 
] neat, flush-to-wall installations 
i every time—that’s the Superseal 
h Connector way. These complete 
assemblies of .049” wall alumi- 
num or brass tubing and heavy 
hex maUeable iron fittings are 
available in any combination of 
elbows, straight fittings or shut- 
off valves, as required. 

The long, tapered 10° flare of 
a Superseal fitting assures a per- 
manent, gas-tight seal. Superseal 
Connectors are approved by 
Underwriters’ Laboratories. 








T With all these superior fea- 


tures, Superseal costs no more 
than ordinary connectors. 


uprewteid, 


DIVISION 





COLUMBIA MALLEABLE 
CASTINGS CORPORATION 


COLUMBIA, PA. 
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AGAIN! 
YOU CAN BUILD PROFITS 
WITH REPUTATION 





5) 
© 


LIGHTWEIGHT 


CORRECTLY HARDENED IN PRICE 


JAWS AND TEETH 


RUST AND CORROSION RESISTANT 


@e ’ ’ 
the GUAUMMGE Stillson “ONN 
with the New Finish Re 
— Standard of Quality Since 1869 





Today, the Walworth GENUINE Stillson 

wrench is sold at hardware counters all over 

America. Design- and quality-wise, it is 

the standard by which all other wrenches may be 

judged, and it is known everywhere as the 

wrench with “TEETH THAT KEEP THEIR BITE.” 

A new process of heat treating, and a special electroplated 

zine coating makes the Genuine Stillson hard, strong, 

tough, rust and corrosion resistant. 

The Genuine Stillson comes in a full range of sizes from 6” to 48” 
.-. and with the ever-growing demand it will pay you to have 
a stock of Genuine Stillsons on hand. 


Order from your jobber. 


WALWORTH 


valves and fittings 
60 East 42nd Street, New York 17, N. Y. 


DISTRIBUTORS IN PRINCIPAL CENTERS THROUGHOUT THE 
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WORLD 








WHAT'S NEW 


Meyercord's 'Fabri-Cals' 


The Meyercord Co. Chicago 4, IIL, 
is making “Fabri-Cal’s,” iron-on trans 
fers for clothes. Maker says they can 











be used on all fabrics except nubby 
materials. Designs are available for 
youngsters, teen-agers, adults, the home, 
of novelty and floral type, and mono- 
grams from A-Z. Also 44 boys’ names 
and the same number of girls. Dealer 
may obtain a choice card with sample 
designs imposed upon it. Garments 
may be washed with “Fabri-Cal’s” on 
them. Packed, 225 floral designs to 
carton, weight 14% lbs., 200 alphabet 
designs to carton, weight 13 lbs. or 225 
monogram and novelty types to carton, 
weight 15 lbs. 


Reo 1950 Catalog 


Reo Motors, Inc., 1331 S. Washington 
St., Lansing, Mich., has issued a cat- 
alog for 1950 which illustrates and 
describes the company’s line of hand 
and power lawn mowers. Gives hints to 
dealer on how to build the Reo lawn 
mower business. A seven point pro 





gram is included, to make satisfied 
lawn mower customers. 
Robeson Steak Set 

Robeson Cutlery Co., Inc., Perry, 


N. Y., offers six piece steak set, illus- 
trated No. 266. Retails for $7.95. Black 
hard rubber handles, serrated edged 
blades. Green container, gift boxed. 
Also available are a series of eight 


hunting knives in tooled _ leather 
sheathes. Have chrome plated blades. 


Retail for $7.95. A two edge sandwich 


knife has a Pakkawood handle, Frozen 
Retails for $4. 


Heat stainless blade. 
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Worlds strongest patented 
Dihers GOES CONSUMER 


Shipping carton b 
counter displa 





ecomes attractive 
y on opening! 
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Poly-ethelene 
bags protects 
shiny new 
Pliers while 
customer 
examines 
freely. 











Seles Representetives 
F JOHN H GRAHAM & CO., INC. 
" NEW YORK, N.Y, 
SANFORD BROS, 
CHATTANOOGA, TENN, 
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Are you using the new Cheney 
Nail Pennant? Dealers every 
where are now finding that this 
bright, attractive, orange veew 
pennant that glows in the ght 
is drawing attention to their 
Cheney Nailer displays on coun- 
ter, wall and cabinet. 


Ahalion at the National 
Stimulate your Cheney Nail Hold- | ys Y 
ing Hammer sales and increase | 4 s 


ane 


your profits with this new pen 


’ 
poe Fheabonentngahoae All territories now available for 
of Cheney Nailers, packed com- | jobbers and dealers for all Palmer 
ssn nee | | Welloct Tools. Inguiries invited 
irect, reque | 
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Advance Registration Plan 
For Southern Convention 


Advance forms 
have been mailed to members 
of the American Hardware Manu- 
facturers’ Association and _ the 
Southern Wholesale Hardware 
Association for the Southern Con- 
vention to be held from April 
2-6, 1950, and must be returned 
to the association offices before 
March 15 for publication in the 
Convention Directory. 

Dr. Faubel, secretary-treasurer 
AHMA, 342 Madison Ave., New 
York City, reported as we are 
going to press that the advance 
registration exceeds last year’s 
Palm Beach Convention and _ is 
slightly ahead of the Cincinnati 
Convention of 1948. Total regis- 
tration at both of these conven- 
1350. 


committee of 


registration 


tions was about 

The 
the associations consists of H. F. 
Seymour, president; George H. 
Halpin, vice-president, and Dr. 
Faubel, secretary-treasurer for 
AHMA; and for SWHA, Wilton 
H. Terstegge, president; and 


convention 





T. W. 
rector, 814 Metcalf Bldg., 
lando, Fla. 

Headquarters of both associa- 
tions will be at the Netherland 
Plaza with five other hotels, Gib- 
son, Sinton, Metropole, Fountain 


McAllister, managing di- 


Square and Terrace Plaza co- 
operating to make available a 
total of 1375 rooms, 200 more 


than total commitment in 1948. 

Registration will begin at 10 
A.M. Sunday, April 2, continuing 
to 4 P.M. for association mem- 
bers and manufacturers’ agents 
included in the advance regis- 
tration. All those who miss the 
advance registration list will have 
to wait for inclusion in the sup- 
plement which will be issued 
Tuesday morning of Convention 
Week. Formal business sessions 
will begin April 3 in the evening. 
AHMA will hold no session on 
Thursday morning, but the an- 
nual meeting of the SWHA will 
be held following which the con- 
vention will adjourn. 








ELECT J. W. HASSON 
VICE-PRES. GENERAL MGR. 
HOUSE-HASSON HDWE. 


J. W. Hasson has been named 


president and general manager o 
Hardware 
Knoxville, 


ce. 


Tenn.. 


House-Hasson 
wholesalers, 





J. W. HASSON 
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M. R. CALLOWAY 


succeeding his dad, Charles S. 
Hasson, a founder of the 46-year- 
old firm and, for the past 24 
years, its president and general 
manager. 

Charles Hasson was appointed 
chairman of the board and will 


Or- 





| act in an advisory and supervisory 


capacity. J. W. Hasson started 
in the business in 1922 as an 
order boy. He has been execu- 
tive vice-president and assistant 
general manager for 20 years. 
Sam C. House, the other founder 
and the company’s first president. 
died several years ago. 

M. R. Calloway, a charter mem- 
ber of the firm, has succeeded 
Jack Hasson in the two offices 
he has vacated, and will 
continue as sales manager. L. R. 
Smith, another charter member. 
and J. C. Peoples were made 
vice-presidents. Three officers re- 
elected include: James R. Wool- 
dridge, vice-president; C. C. 
Minnich, secretary; and H. M. 
Webster, treasurer. 

House-Hasson employs 29 out- 
side sales representatives to cover 
east Tennessee, western North 
Carolina, southeastern Kentucky. 
southwestern Virginia, northern 
Alabama and the northern part 
of Georgia. 


also 


ELECT VICE-PRESIDENT 
GENERAL SALES FOR 
JONES & LAUGHLIN 


Albert T. Lawson 
elected to the newly created posi- 
tion of vice-president, general 
sales, of Jones & Laughlin Steel 
Corp. Since 1947 Mr. Lawson has 
been general superintendent of 
the company’s Pittsburgh works. 
L. A. Lambing succeeds Mr. Law- 
son. 


has been 


TURNER HEADS SALES 
PHILIP CAREY MFG. 
DEALER PRODUCTS DEPT. 


The appointment of R. F. Tur- 
ner as sales manager-dealer prod- 
ucts department of the Philip 
Carey Mfg. Co., Cincinnati, Ohio, 
was annouced recently. 

Mr. Turner has been active in 
the building materials industry 
since 1923 when he was affiliated 
with the Fischer Lime & Cement 
Co., Memphis, Tenn. He joined 
Carey in 1934 and has served 
in the company’s Chicago, Cleve- 
land and Philadelphia offices. 
Before assuming his present po- 
sition he had held the position of 
assistant district manager in the 
latter office. 
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| president; E. 


| tary-treasurer and E. H. Ed 
wards, assistant secretary trea 
surer. 





ELECT PLOEGER PRES. 
F. W. HEITMANN CoO. 
G. E. Ploeger has 
elected president of the 
Heitmann Co., Houston, 


recently 
been 


Fr. WW. 





F. A. HEITMANN 


Tex., wholesalers, succeding 
F. A. Heitmann, 92, who was 
made chairman of the board. 


Mr. Ploeger has been asso 
ciated with the company since 
1908. Since 1944 he has been 
executive vice-president —_ and 
treasurer. The following direc- 
tors were elected: F. A. Heit- 
mann, Mrs. F. A. Heitmann, 
Fred W. Heitmann, R. F. 


Strange, O. R. Weyrich, FE. 0 
Ploeger and G. E. Ploeger. 
Mrs. Heitmann was re-elected 
vice-president; Fred W. Heil 
mann, re-elected vice president 
and Mr. Strange, re-elected vice- 
O. Ploeger, secre- 


E. O. Ploeger has been with 
the firm since 1919 and formerly 
was secretary and assistant tres 
surer, Mr. Edwards joined the 
company in 1938 and served as 
assistant secretary and auditor. 


NAT’L. HOUSEWARES 
SHOW JULY 10-14 


The National Housewares Show 
and Home Appliance Manufae 
turers Exhibit for 1950, will be 
held July 10 through 14th at the 
Atlantic City Auditorium, Atlan- 
tic City, N. J. 
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James Feir, Vice-President, Director 


of Marshall-Wells Branches 


John H. Moore. president, 
Marshall-Wells Co., hardware 
wholesalers, Duluth, has  an- 





JAMES FEIR 


nounced the following executive 
changes: James Feir, formerly 
manager of the company’s Port- 
land, Ore., branch, has _ been 
made a _ vice-president of the 
company’s United States 
branches and a director. He will 
make his headquarters in Duluth. 

H. L. George, formerly mana- 
ger of Marshall-Wells Co., Spo- 
kane, Wash., has been named 
manager of the company’s Port- 
land branch. 





I. G. Watson, director of pur- 
chases, has been made manager 
of Marshall-Wells Co., Spokane. 

These promotions, Mr. Moore 
said, aid in 
speeding the company’s expan- 
sion program. The three execu- 
tives have served a total of 119 
years with the company. 

Mr. Feir served with the Ca- 
nadian operation of the com- 
pany, then was manager of the 
Duluth branch from 1933 to 
1935. For the past 15 years he 
has been manager of Marshall- 
Wells Co., Portland. 


were designed to 





I. G. WATSON 








H. L. GEORGE 


Mr. George started with the 
company as an order clerk in the 
Portland branch warehouse in 
1913 and has been successively, 
salesman and sales manager, as 
well as filling several buying de- 
partment assignments. During 
the war Mr. George served on 
WPB as an advisor representing 
the hardware industry. He was 
appointed manager of the Spo- 
kane branch in 1944, 

Mr. Watson, who has been as- 
sociated with the company since 
1916, started in the warehouse 
of the Billings, Mont., branch, 
and served successively as a 
buyer, salesman and stores divi- 
sion manager. He came to the 
Duluth branch as a house fur- 
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buyer and from this 
was promoted to head 
director of purchases in 


nishings 
position 
office 
1940. 
H. C. ORRICK BECOMES 
PRESIDENT, GEN. MGR. 
WAGNER MFG. CO. 


The annual meeting of the 
stockholders of the Wagner Mfg. 
Co. was held recently, at which 
time H. C. Orrick, Jr., who had 
been acting general manager of 
the company 1949 was 
elected and 
manager board 
rectors, 

At the same time, Milo E. Du- 
Bois, who has been acting sales 
manager 1949, was ap- 
pointed to the position of general 
sales manager. 

Both Mr. Orrick and Mr. Du- 
Bois have been associated with 
the company for a period of 20 
years or more. 

The Wagner Mfg. Company, 
Cedar Falls, Iowa, are manufac- 
turers of sectional overhead type 
doors, barn door track and hang- 
ers, hardware specialties and ele- 
vator accessory equipment. 


since 
president 
by the 


general 


of di- 


since 





REPUBLIC STAMPING 
NAMES SALES MGR. 
Harold W. Silleck, 
company since 1921, 
named sales manager of Republic 


the 


been 


with 


has 





HAROLD W. SILLECK 


Enameling Co., 
manufacturer of 


Stamping & 
Ohio, 
porcelain enameled cooking uten- 
sils and metal industrial prod- 
ucts. 


Canton, 








Olin Industries Elects J. W. Hanes 


Vice-President and Director 


John Wesley Hanes, former 
Under-Secretary of the Treasury 
and New York finance executive, 
has been elected a vice president 
and director of Olin Industries, 
Inc., East Alton, Ill., and ap- 
pointed to the executive com- 
mittee of that corporation. 

Among other positions of fi- 
nancial responsibility, Mr. Hanes 
is a director of Ecusta Paper 
Corp., of Pisgah Forest, N. C., 
where a new plant will soon be 
constructed for the manufacture 
of cellophane under license from 
E. I. du Pont de Nemours & Co. 

In addition to his responsibili- 
ties as director of Ecusta Paper 
Corp., Mr. Hanes has ben direc- 
tor and chairman of the execu- 
tive and finance committee of the 
United States Lines Co., American 
steamship operators. He also is 
a director of the Johns-Manville 





Corp., and of the Bankers Trust 


Co., of New York, and chairman 
of Tax Foundation. 

Mr. Hanes’ first job was that 
of salesman for the American 
Tobacco Co., ip 1915 and 1916. 
He served as an ensign in the 
U. S. Naval Reserve Force from 
1917 to 1919, and in 1920, joined 
the financial firm of Chas. D. 
Barney & Co. of New York as a 
bond salesman. He became a 
partner of Chas. D. Barney & 
Co. in 1922, and was the senior 
partner of this firm from 1929 
through 1937. On Jan. 1, 1938, 
he was appointed a commissioner 
of the securities and exchange 
commission. On July 1 of the 
same year, he was appointed As- 
sistant Secretary of the Treasury. 
His appointment as Under-Secre- 
tary of the Treasury was effective 
Nov. 1, 1938, and he served un- 
til his resignation Jan. 1, 


1940. 


on 
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Coast-to-Coast Stores Reach Retail | 
Volume of $35,000,000 in 1949 


Coast-lo-Coast Stores, Central 
Organization, Ine., 29-43 Main 
St. oS. EE. Minneapolis, Minn.. 


held its convention from Feb, 5-7 


at the Nicollet Hotel, Minneap 
olis, which was attended by S45 
individual Coast-To-Coast store 
owners and their wives from = lo 
state- 

Arthur ©. Melamed. president 
of the Central Organization, an 
nounced that the stores had a. 
tail volume of $35,000,000 — in 
1949. He also announced that 
expansion activities in 1950 will 
be concentrated in the Illinois, 


Michigan and Kansa 
established 


areas from 
regional 
office in the 
states of Washington and Oregon 
the 
gional offices in that area. 
the 


owners were given intensive 


a recently 


Chicago and in 


with establishment of — re- 


During four days, store 


s iles 
instruc 


training. merchandising 


tions, and discussed promotions. 
store planning. advertising and 
store operations for 1950. 

Mr. Melamed also said that 
there are great opportunities for 


sales in 1950, especially in) ma 
jor appliances, a- four out of five 
of the nation’s farmers were con 
nected to power lines by the end 
of 1949. 

The first offies warehouse 
of the organization the 
top floor of a two-story building 
at 1115 Hennepin Ave... Minneap 
There 


employees and some 5,000 sq. ft. 


and 


was on 


olis. were a total of eight 


ot floor space, 
Today there two buildings, 
Main Si... S. E., 


are 


one at 29 with 





Arthur C. Melamed, president of the Central Organization of Coast-to-Coast Stores is 
shown speaking to some of the store owners during one of the 20 group meetings held 


five stores and 125,000 sq. ft. of 
floor space: the other at 617 
Washington Ave. N.. an eight 


lory building with 200,000 sq. ft. 
The 390 


employees. In the 


of space. firm now has 
addition to 


Minneapolis locations, warehous 


ing facilities are maintained at 
strategie point= throughout it- 
trading area, 

R. T. MURPHY APPOINTED 


SALES MANAGER, 
BIRD & SON, INC. 


| ois: 


Bird & | 


The members of the 
Son, Ine.. East Walpole, Mass., 
organization met in Boston re 
cently for their annual meeting. | 


In his introductory remarks to 
the salesmen, H. E. Sawyer, Jr.. 
vice president Flooring Division, | 


announced a new organization 


line-up. Appointed to the newly 
created position of sales man 
ager was Richard T. Murphy, 


formerly eastern field) manager. 
New field managers are: J. R. 
Marai-t, eastern field, and A. J. 
LeBlanc Pacif field, 

Phe 


outline of 


Coast 
of an 
1950; 
felt’ mill at 
and the floor- 
Mass.; 
presentation by 


P. Macchi, 


program consisted 


<ales coals for 
the Bird 


Norwood, 


trips to 
Phillip-date. 
mill at 
extensive design 


a F and A, 


ing an 


Garnet 


chief stylist: and a sales promo- | 


tion program participated in’ by 
LoS. Christian, vice-president of 
H. B. Humphrey Co. 


and 


the 
advertising WwW. E. 
Wakefield. sales promotion man- 


aveney). 


| ager. 


(Bird | 
| Vande 


| 


Bird flooring 
to 
their first general meeting were: 
L. E. Erickson, V. P. Leavel, 
MacLachlan, P. H. 
Martin, J. C. O'Leary, Tedrowe | 
Watkins, C. K. Mallett and T. G. | 


Sullivan. 


Additions to the 


organization welcomed 


sales 


MILLIGAN PROMOTED 
TO FERGUSON SALES MGR. | 


Dave Milligan, agricultural en- | 


vineer and economist, has been 
idvanced to the position of do- | 
Harry 
Mr. 
the 


for | 


mestic sales manager by 

Inc.. Detroit. 
has been active in 
field 
devoted | 


the 
agricultural 


Ferguson, 
Milligan 


agricultural equipment 


many vears and has 


study | 


time to | 


considerable 


ind analysis — of 


| 


| 
| 
j 
| 





} 
DAVE MILLIGAN 


| 
| 


needs, He succeeds Willard ay 
joined | 


Water has 
General Motors Corp., truck di- | 


who 


vision, 








during the four day convention in Minneapolis. 
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SARGENT & CO. ELECTS 
CLOUET AN OFFICER 
N. \ Clouet, controll: at 

Sargent & Co. 1945 la 


company employee for almost 30 


since 





N. A. CLOUET 


years, has been made an officer 
of the corporation by vote of 
| the board of directors, accord- 


ing to an announcement by For- 
bes Sargent, president. 

Mr. Clouet. who lives at 19 
Hepburn Road, Hamden, 
been associated with Sargent & 
1920. Before his ap- 
pointment as controller in 1945 


has 
Co. since 


he served as production manager 


land as supervisor of the order- 


ing department. Until the action 
of the board the controllership 


|at Sargent had not been an off- 


function. 
Mr. Clouet is also on the board 
of directors of the Controllers 
Institute of America, Bridgeport 


Control. 


NAME C. L. LOHMEYER 
STANLEY TOOLS DIV. 
ASS’T. SALES MGR. 


Rod W. Chamberlain, vice 
president in charge of sales, The 
Stanley Works, New Britain, 
Conn., has announced the ap- 


pointment of Charles L. Lohmeyer 
as assistant sales manager of the 
Stanley Tools Division. He will 
be located in New Britain. 

Mr. Lohmeyer started with 
Stanley in 1933 in the production 
department and two years later 
was transferred to the sales de- 
partment. In 1938 he became 4 
junior salesman, traveling in New 
England, South, southern 
California and for two and a half 
years in the San Francisco area. 

He was in the more 
than two and half years, spending 
most of that time in the South 
Pacific. Upon his discharge, he 
returned to Stanley and took 
over tool sales in the Los Am 
territory. 


the 


servic e 


geles 
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name in power-lawn-mowers fer thirty-oue 
year? 
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Shown above are the officers reelected at the 
annual 


Hardware & Supply Co., 
to right: Messrs: 


Bennett, H. 


Franklin 
Left 
Hardware Co., 
Easton, Pa.; Massey, Dover, Del.; Allen, Cochran & Allen, 
Carlisle, Pa.; Cawman, G. Reinboth, Chas. P. Reinboth Sons, 
Lawndale, Pa.; Weber, Joseph Weber, Olney, Philadelphia; 
and Herron. 


spring convention. 
H. Bennett 


Franklin Hardware & Supply Company 
Reports 12 Per Cent Sales Increase 


The Franklin Hardware & Sup- 
ply Co., dealer whole- 
salers, 918 N. Ave., | 
Philadelphia, Pa., this year held 


owned 
Delaware 


10 dealer meetings during the 
month of February to present 
to its dealer members new ideas 


for the display and merchandis- 


ing of products. To each of 
these meetings, 15 to 20 dealers 
were invited and the buyers of 
various lines presented and dis- 
cussed the various points of the 
merchandise. 


G. B&B, 


builders’ 


Schoeps, housewares 
hardware; M. H. 
Amentt, general hardware; C. W. 


and 


Waldner, tools, were the speak- 
ers. F. Leon Herron, executive 
vice-president and general man- 
ager, presided over the meetings. 
He announced that the company 
had had a 12 per cent increase in 
sales volume for 1949 over 1948. | 

After the 
taken on 
At the annual stock- 


holders’ meetings, Feb. 7, 1950, | 


discussions, dealers 
were a tour of the | 


warehouse. 


held at the Robert Morris Hotel, 
Philadelphia, the following were 
elected 
a three-year term: Geo. R. Park, | 
Geo. R. Parks & Sons, Wayne, 


to serve as directors for 


Pa.; John D. Bennett, H. H. 
Bennett Hardware Co., Easton, 
Pa.; and Herbert J. Weber, 





Joseph Weber Hardware, 5512 N. 
Sth St., Philadelphia. The fol- | 


lowing directors have two years 


to serve: Chas F. Parvis, Jugel | 
Bros., Philadelphia: Wm. H. 
Cawman, G. W. Cawman & | 
Sons, Salem, N. J., and T.| 
Birch Lippincott, S. E.  Lip- 
pincott & Sons, Burlington, 
N. J. The following have one 
year left to serve: M. W. Allen, 
Cochran & Allen, Inc., Carlisle, 
Pa.; Walter T. Massey, Dover, 
Del.; and Chas. B. Reinboth 
Sons, Philadelphia. Officers re- 
elected include: Mr. Parvis, 
president; Mr. Allen, vice-presi- 
dent; Mr. Park, treasurer; Theo. 
Vanden Beemt, assistant trea- 
surer and secretary, and F, Leon 
Herron, Jr., assistant manager. 





DETROIT-MICHIGAN 
NAMES CENTRAL DIV. 
SALES MANAGER 
The 
Ward 
Central 


appointment of 
Detroit as 
manager 


recent 
Jacobson of 
division sales 
for the Detroit-Michigan Stove 
Co., Detroit, Mich., was an- 
nounced. Mr. Jacobson, widely 
known in the gas industry for 
the past 18 years, succeeds Paul 
Inskeep, who recently was moved 
up to the post of manager of 
commercial range sales and as- 
sistant to Lee Clancy, manager 
of domestic range sales. 


WIEDENMEYER BECOMES 
GENERAL MILLS 
DISTRICT MGR. 


Sanford Wiedenmeyer, 
‘rly a branch representative with 
the Mills home appli- 
ances metropolitan district has 
been appointed manager of the 
Jersey Mid-Hudson district by 
Robert P. Kelley, sales manager. 
The newly formed district con- 


form- 


General 





SANFORD WIEDENMEYER 


tains the portion of New Jersey 
formerly in the metropolitan dis- 
trict, the Mid-Hudson territory 
and lower Connecticut. 











Some of the dealer members and guests listening to C. W. Wald- 
ner, buyer of tools, at a session of the annual spring convention. 
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H. W. McGRATH 


H. W. McGRATH MADE 
COLUMBIANA PUMP 
GENERAL MGR. 


C. M. Hoover, president of the 
Columbiana Pump Co., Colum- 


biana, Ohio, has announced the 


appointment of Hiram W. Me- 
Grath as general manager. 

Mr. McGrath has been with 
the company since 1936 in vari- 
ous capacities. He was made 


sales manager in 1945 following 
three years service in the United 
States Army. In addition to his 
new general management duties 


Mr. McGrath 


direct production and sales per- 


will continue to 


sonally. 


| WELIN DAVIT, BOAT DIV. 


HAS THREE AGENTS 

Three representatives _ have 
been appointed by the Welin 
Davit and Boat Division of Con- 
tinental Copper & Steel Indus- 
tries, Inc., 345 Madison Ave. 
New York City. The newly ap- 
pointed sales representatives will 
handle the Circle-X TV Antenna 
recently developed by the Welin 
Davit and Boat Division. 

J. K. Rose & Co., of Chicago, 
Illinois, will cover the states of 
Illinois and Wisconsin and _ the 
Lake and Porter Counties in In- 
diana. R. T. Schottenberg will 
handle the territory of Eastern 
Pennsylvania, Maryland, south- 
ern New Jersey, District of Co- 
lumbia and Virginia. Le Roy 
Schenck will cover the state of 
New York northern New 
Jersey. 


and 


SEEKING “FORTY 
YEARS OF HARDWARE” 


Frank Baird, Baird & 
hardware wholesalers, Greenville, 
Miss., is anxious to obtain sev- 
eral copies of “Forty Years of 
Hardware” by Saunders Norvell. 
Anyone who has a copy will 
please contact Mr. Baird 


Co., 
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HowTo Sell More 


| LAY. 








@ When customers ask for wrenches, tell 
them about VISE-GRIP. The powerful LOCK- 
ING wrench that does difficult jobs easily! 


@ Show them HOW EASILY it locks to the 
work with a tremendous non-slip grip. Exerts 
pressure never before experienced in hand 
tools. How easily it's released—or adjusted 
to non-locking action. Speeds up every oper- 
ation. 


CLOSE 
QUARTERS 





@ Tell them that never before has so much 
usefulness been built into a single tool. It's 
actually a Pipe Wrench, Thin Nosed Super 
Pliers, Adjustable End Wrench, Clamp, Pow- 
erful Wire and Bolt Cutter 


® Tell your customers that never has such a 
wrench been available for so little cost. Dem 
onstrate the exclusive features of the original 
and genuine VISE-GRIP Wrench 


¢ LOCKS TO WORK with more than a Ton-Grip. 


¢ INVOLUTE JAW CURVE holds all shapes—nuts, rounds, irreg 
ular shapes—with unbelievable ease. 


¢ KNURLED JAW TIPS positively will not slip 

¢ THIN NOSE gets into close quarters. 

¢ SUPER-WIRE CUTTER cuts wire and small bolts 
* Made of fine alloy steel—nickel plated finish. 


aN ee celeateis No. 7W— 7-inch, $2.25 
No. 10W—10-inch, $2.50 
we eEKtEReeeaee No. 7C — 7-inch, $1.85 
No. 10C —10-inch, $2.25 
eeeusnenense No. 7 — 7-inch, $1.45 
No. 10 —10-inch, $1.95 
vidas awanhinaenwe ak No. 9 — 99-inch, $2.95 





Dept. HA-3, 
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Get this new VISE-GRIP Wrench 
merchandiser for bigger, faster, 


easier sales. A Visual—Sales Active 
Display Board that sells for you 
every minute. All the wrenches you 
need for quick turn-over. Board is 
of permanent plywood, finished in 
4 colors. Requires little space. Has 
easel for standing—drilled holes for 
hanging. Display is given Free with 
purchase of 6 wrenches. Retail value 
$12.45 less regular discount 


One No. 7 (7"' Standard) 


One No. 7C (7'' New Model without 
cutter) 


One No. 7W (7°' New Model with 
cutter) 


One No. 10 (10°' Standard) 


One No. 10C (10'' New Model without 
cutter) 


One No. 10W (10'' New Model with 
cutter) 
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No. 174-P 


“UTILITY” 


“ Safety fot Can Opener and Bottle 


Opener with 


® Here’s the new Vaughan 
chrome plated can opener that 
sells on sight. Bright red plas- 
tic handle, plus “safety roll’’ 
feature, makes it a must for 
colorful kitchens. Effortless 
and safe to use, it rolls the edge 
smooth as it holds and opens 
square, round or oval cans. 


plastic handle 





Automatic spring adjustment 
prevents binding or slipping— 
holds can securely for pouring 
preheated contents. 

Made cf heavy gauge steel, 
brightly chrome plated, with 
molded plastic handle. 
Individually boxed. Retail 
price—59c. 





baughan 


i 
' 
H 
VAUGHAN MFG., CO. H 
3211 Carroll Avenue * Chicago 24, I. | 

! 


World's Largest 
Manufacturer of 
Bottle Openers 
and Can Openers 


Half -Century of Quality and Service 








, 
More protection, comfort, and efficiency 
for every kneeling job... 


KNEE PROTECTORS 


-the- 


MOLDED 


JUDSEN  usser 


a 





No matter what the “down-on- 
knees” job is, JUDSEN KNEE 
ne do it faster, easier and more 
comfortably. For vale ume sales with good profits . 

«++ ORDER FROM YOUR JOBBER TODAY !* 


PROTECTORS let 


Made by 


JUDSEN RUBBER 


Chicago 24, 





WORKS, INC. 


Illinois 





*If your jobber cannot supply you, write direct. 
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R. C. SCHMIDT NAMED 
SEC.-TREAS., HARDWARE 
TRADE ASS’N. OF N. Y. 


The Bethlehem Steel Co. film 
on “Alloy Steels” was the fea- 
tured attraction at the Feb. 21 





ROY C. SCHMIDT 
luncheon meeting of the Hard- | 
ware Trade Association of New 


York at the Railroad Machinery 
Club, New York City, which was 
attended by 41 members 
guests. J. C. Ryan, J. C. 
& Sons, Yonkers, N. Y., indus- 
trial supply distributors, presi- 
dent of the club, conducted the 
meeting. 

Roy C. Schmidt, 
manager, Stanley Tools, was 
named secretary-treasurer of the 
Hardware Trade Association of 
New York, succeeding Edward 
S. Norvell, E. C. Atkins & Co., 
who that office after 
serving in that capacity for many 


and 
Ryan 


resigned 


years. 


MOORE PUSH-PIN 
MARKS 50TH YEAR 


The Moore Push-Pin Co., 113- 
25 Berkley Street, Philadelphia 
HM, Penna., celebrates its 50th 
anniversary this year. 

Its founder, Edwin Moore, 
started the business in 1900 with 
a working capital of $112.60. He 
rented a room and devoted his 
afternoons and evenings to mak- 
ing the Moore push-pins. 

In 1912, a companion product 
to Moore Push-Pins intro- 
duced in the form of Moore 
Pushless picture hangers. Shortly 
thereafter, maptacks were added 
to the line. In 1921, the com- 
pany started the manufacture of 
maptacks with metal heads, and 
gave them the name “Moore 
Metlhed Maptacks.” 

Moore Push-Pin 
rated in 1904. The company 
moved into its present plant op- 
the Reading 


Was 


posite 
Wayne 


There are, at present, 70 em- 
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New York 


was incorpo- | 


Railroad’s | 
Junction station in 1912. 


|) ployees of the company, 10 of 
whom have been there more than 
25 years. 

Moore products have been na- 
tionally advertised for all but 
three of the company’s 50 years, 

The Moore Push-Pin Company 
was once cited as an outstand- 
ing example of “building big 
business on small things.” That 
describes the growth and de. 
velopment of the 
zation very aptly. 


Moore organi- 





HOTPOINT TO ERECT 
REFRIGERATOR PLANT 


5600 W. Tay 


Hotpoint, Inc., 


lor St., Chicago, has announced 
that it will erect a refrigerator 


factory on a 2l-acre site facing 
| 1,000 feet on 54th Ave. at 16th 
| St., Chicago. James J. Nance, 
president, that tooling and 
installations to 


said 
machine com- 
plete the conversion of the com 
pany’s former plant for 
the manufacture of home laundry 


range 


would be completed 
These 


accompanied by moving 


equipment 
during the 
will be 


| year. moves 
the manufacture of the Dispo-<all 
into the company’s plant at Mil- 


will be 


waukee where it made 


along with automatic dishwashers 
and sink units as a companion 


piece. The Disposall has been 


| manufaciured in an eastert 
plant. 
With these moves, all of the 


company’s facilities for the man- 
of electric kitchens and 
well as ils 


ufacture 
home laundries, as 
electric commercial cooking lines, 
will be centralized in the middle- 
west with all products being 
company-operated 


time all 


produced in 
plants. At the 
of the company’s engineering will 
| be consolidated by the 


same 


move- 
engineering depart 
oking 
main research 
22i (D. 


| ment of the 
ment for commercial co 
equipment to the 
Seeley 


| laboratories at 


| Ave. 


OPTIMISM SHOWN 
AT REHM CONVENTION 


The Rehm Hardware Co. 
wholesalers, [lue 
15th St. Chi 
lealet 


hardware 
Island Ave. and 
cago, Ill., recently held its 
convention and merchandise ¢x 
hibit at the Sheraton Hotel. J. B. 
Moore, stated that this 


was the 


secretary, 
best convention that th 
held with 
practically all of its dealer- vis 


company had ever 
iting the exhibit at some time 
| during the two days. Mr. \oore 
also said that orders taken at the 





show far exceeded any pre 1ous 
annual banquet was 
than 500 deal- 


repr sen- 


attended by more 


| record. The 
} 

| ers and manufacturers’ 
| 


tatives. 
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N. D. PERINE NAMED 
SOUTHLAND MOWER 
GENERAL SALES AGENT 
Nelson D. Perine, formerly 
associated with Pennsylvania 
Lawn Mower Works for 36 years, 


} 


lar type of projection receiver | 
released last year with a 192-| 
sq. in. picture. 

It was Mr. Abrams’ opinion 
that color television will take | 
four or five years before becom: | 
ing a commercial reality. He 





+ Secary 











N. D. PERINE 


including five years with Ameri- 
can Chain & Cable Co., has re- 
joined Southland Mower 
(o., Ine., Selma, Ala., to repre- 
sent them as general sales agent. 


cently 


The company makes the Dixie 
hand, power and rotary lawn 
mowers. 

The last 19 years which Mr. 


Perine spent with Pennsylvania, 
were in the capacity of 
president and sales manager. His 
headquarters are at 521 S. 46th 
‘.. Philadelphia 43, Pa. 


vice- 


EMERSON RE-ELECTS 
SEVEN DIRECTORS 


The annual 
stockholders of Emerson Radio | 
& Phonograph Corp., 111 Eighth | 
Ave, New York City, was held 
recently at which time the stock- 
holders re-elected seven directors 
as follows: Benjamin 

pres. of the company; 
Abrams, pres. of Emerson-New 
York, 


corporation’s 


meeting of the | 


| 


Abrams, 
Louis 


distributor of the 

products; Max 
Abrams, treas. and sec. of the 
ompany; F. Eberstadt. 
F. Eberstadt & Co., Inc., invest- | 
nent bankers; Richard C. Hunt. | 
member of law firm of Chad- | 
bourne, Hunt, Jaeckel & Brown: 
Dorman D. Israel, executive vice- 
president of the company; and 
beorge H. Saylor, formerly vice- 
president, Chase National Bank. 
how retired, 


Inc., 


pres. of 


Abrams, president, 
announced that the company has 
released a projection receiver of- | 
ering a picture of 235 sq. in., or 
‘he equivalent of a 20 in. direct- 
‘ew tube picture. The receiver 
vill retail at $329.50 or approxi- 
mately half the price for a simi- | 


) ° 
Benjamin 
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| expressed the hope that the ECC 
| would adopt a transmission sys- 
| tem 


| WHEELING CORRUGATING | 


The appointment of John B. ” ~— 
Dowling as market analyst for | 0 @| AL TURN THE 
|The Yale & Towne Mfg. Co. “5 

| was announced recently. wi, a SMALL SALE 


| sales administration, to the newly | 


J 
., MT seater 










that would not obsolete | 


present-day black-and-white _ re- 
ceivers. 

sales volume goal 
for 1950 has been set at $65 mil- 


Abrams. 


Emerson's 


lion, according to Mr. 
He disclosed that the 
tion was in the process of clos- | 


organiza- | 
ing negotiations for a_ factory 
building with 450.000 square feet 


of space. 






TRANSFERS G. G. ARNS 
Wheeling Corrugating Co., 
| Wheeling, W. Va.. has announced | 
the transfer Arns | 
from the Wheeling district sales | 
Detroit, 


Socket Screw and 
Key Merchandisers 


of George G. 


Mich... | 


where he will assume the duties 


department — to 


manager for | 
Warehous- | 
soon he re- | 
A. C. Barack- | 


man, formerly of headquarters of- | 


of assistant sales 
the Detroit territory. 
will 


opened in Detroit. 


ing facilities 


fice in Wheeling, is manager at | 
Detroit. 


YALE & TOWNE NAMES | 
MARKET ANALYST | 


| 










| INTO APROFIT” 


Mr. Dowling brings 13 years | 
of business experience, including | 





created post at Yale & Towne’s 
executive New York. 
He worked with The Guaranty 
Trust Co. of New York for six | 
years and was then with The 
Chilcott Laboratories. where he 
became 


offices in 










LEN “seit 


MORE WITH 
LESS EFFORT" 






assistant to the vice- | 
president, administering all sales 


activities. 








It wastes your time and often makes you break into 
stock to fish out one or two small cap or set screws 
for a customer. Let him browse and buy more! 


Allen pioneers the replacement market for Allen head 
cap screws, set screws, keys and the new market for 
key kits with ten different units. . . counter displays, 
boxed assortments and complete counter display 
merchandisers. Ask your Allen distributor about Allen 
retail sales aids... for 
quicker, easier, greater 
profit per square inch 
of selling spa-:e. 





Hartford 2, Connecticut, U.S.A. 


NEW YORK, CLEVELAND, DETROIT, CHICAGO, LOS ANGELES 


JOHN B. DOWLING 
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Galvanized Ware Mfr’s. to Sponsor Consumer 
Education Program to Increase Dealers Sales 


A nationwide consumer edu- 
cation program will sharply in- 
crease retailers’ and wholesalers’ 
galvanized ware sales 


commissioner of the Galvanized 

Ware Manufacturers Council. 
At a recent meeting of the 

association promotional plans for 


1950 were agreed upon. Plans 
include direct contacts with all 
media and groups which influ- 


ence the buying habits of the 
nation’s consumers. 

These contacts with the buy- 
ing public will be made through 
newspapers, magazines, radio sta- 
tions, public health departments, 
Junior Chambers of Commerce, 


4-H Clubs, and the U. S. De- 
partments of Agriculture and 
Interior. 


A council publicity commit- 


tee, consisting of E. P. Alte- 
meier, National Enameling & 


Stamping Co.; George Fritz, Jr., 
The F. H. Lawson Co., and W. 
H. Nesbitt, Wheeling Corrugat- 
ing Co., directs the promotion, 
It handled by Lawrence H. 
Selz Organization, Inc., Chicago. 

During the meeting, it was re- 
ported that 1000 daily news- 
papers and 750 radio stations 
now are publishing factual in- 
formation about galvanized steel 


1s 


baskets, cans, pails and_ tubs. 
Material published and_ bhroad- 
cast stresses the safety, sanita- 


tion and convenience afforded by 
galvanized ware. 

One of the hardest hitting 
sales promotions of the industry 
is a free service to public health 
departments of cities and states. 
Early last year, counsel for the 
group obtained to 
distribute a rat control ordinance 


permission 


of the U. S. Public Health Ser- 
vice. 

A special garbage can con- 
demnation label for health offi- 


cers’ use was prepared and of- 
fered free of charge in any quan- 
tity. The label is black on red, 
about the size of an ordinary 
playing card, and has a gummed 
back. 

The label “This Con- 
tainer Is for the 
Use of Garbage. Garbage recep- 
tacles must be made of 
vanized steel or other metal which 
will not rust easily and can be 
readily they must 
provided with close-fitting covers 
of the same material.” This warn- 


reads: 
Condemned 


gal- 


cleaned; be 


ing is signed by the “Depart- 
ment of Sanitation.” 
This label service has been 


greatly expanded and is expect- 
ed to be used by several hun- 
dred additional health depart- 
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during | 
1950, according to W. B. Thomas, | 








dealers are invited to participate 
in selling their local health de- 
partments using this label. 
Labels for this purpose may be 
obtained by writing to the Pub- 
lic Relations Department, Gal- 
vanized Ware Manufacturers 


on 


| dations in a nearby hotel. 


Council, 221 North LaSalle St., | 
the training. 


Chicago 1, Ill. 


N. Y. BUILDERS’ HDWE. 
COURSE PLANNED 


The Midtown Business Center 
of the City College of New York, 
430 W. 50th St., New York City, 
has organized plans for the next 
session of its daytime Hardware 
Consultants Training Course and 
will offer it April 11 to 
May 12. 

This is the course sponsored by 
the American Society of Archi- 
tectural Hardware Consultants 
and the National Contract Hard- 
ware Association. 
operation with a large number of 
manufacturers and trade associa- 
tions, which supply expert lec- 
turers on products, the course 
concentrates the 150 hours of 
class work into five weeks on a 
daily 9-to-4 schedule. Most of 
the manufacturers of builders 
hardware use the course as basic 
training for sales, administrative 
and distributor personnel. 


from 


Given in co- 





Applications should be made 
to the Supervisor of Admissions, 
City College Midtown Business 
Center, 430 West 50th Street, 
New York 19, N. Y. For out- 
of-town enrollees the college ar- 
ranges moderate-price accommo- 
No 
special educational qualification 
is made for admission, the ses- 
sion being open to any man or 
woman qualified to benefit from 


KAISER ALUMINUM 
CHEMICAL FORMS 
BLDG. PRODUCTS DEPT. 


The establishment of an inte- 
grated building products depart- 
ment by Kaiser Aluminum & 
Chemical Sales, Inc., was recently 
announced. The department will 
handle the national sales of all 
Kaiser Aluminum specialty prod- 
ucts which primarily into 
home, commercial and farm con- 
struction. Charles B. Brown will 
head the department as building 
products manager. 

Mr. Brown, who joined the 
Kaiser Aluminum sales organi- 
zation a year ago to supervise the 
introduction of Kaiser Aluminum 
Shade Screening, will direct and 
coordinate all sales for building 


go 


construction use in his new posi- 
Under him product man- 
agers will be individually re- 
sponsible for handling the sales 
of Kaiser building products. 


tion. 











Complete plans for the introduction of three new types of 


farm water pumping equipment in 


1950 were studied by 


salesmen and branch managers of the Baker Mfg. Co., Evans- 
ville, Wis., at their annual sales conference, held recently. 

First in the series are the new Pitless Well Units, which 
are said to provide a means of tapping a farm well below 
the frost line without the use of a well pit, thereby allowing 
a sealed and sanitary installation. 

Medium well pump designed to provide a low cost pumping 
unit competitive in price with so-called jet pumps. 


annual sales 


The 


conference dinner 


was held at the 


Hotel Monterey in Janesville, being attended by the firm’s 
field salesmen organization, company officers and directors, 
and Evansville supervisory and administrative personnel. 

At the dinner awards were awarded to Robert Dent of the 
Kansas City branch, and Richard Tackaberry of the Minne- 
apolis branch for winning the firm’s last sales contest, and to 
E. O. Wait of the Fort Dodge branch who was top salesman 
for the company for 1949. R. B. Townsend made the pre- 


sentations. 


Summing up the results of the meeting in his 


concluding address, R. B. Townsend, vice president and sales 
manager, stated, “The sales force pledges itself to do the 
very best job possible in taking ful! advantage of the three 
ments this year. Galvanized ware | new pumps for 1950, to bring sales to a new high level.” 





E. W. KALER 


whose appointment as general 
sales manager of Lux Clock Mfg. 
Co., Waterbury, Conn., was an- 
nounced in a previous issue 
with a photograph of Fred Lux, 
president of the company. 











EVERHOT NAMES 
FRANK W. COLLINS 
FACTORY AGENTS 


The Frank W. Collins Co., 788 


Spring Street N. W., Atlanta, 
Ga., will succeed R. T. Fife of 


Atlanta as factory representative 
for Everhot electric housewares 
in Florida, Alabama 
and the central and eastern sec- 
tions of Tennessee. The change 
was announced by Roy J. Bau- 
nach, general sales manager of 
The Swartzbaugh Mfg. Co. of 
Toledo, Ohio. 

Mr. Collins will introduce the 
new 1950 Everhot Roaster En- 
semble through the 76 Everhot 
distributors in the four states. 

A number of territorial adjust- 
ments will take effect at the 
same time. South Carolina will 
be added to, the territory of the 
S. T. Schoolar Co. office in Char- 


Georgia, 


lotte. The West Virginia terri- 
tory is transferred from the 
Richmond office to the Cincin- 
nati office of the Frank S. 


Howard organization. 


MANGAN DISTRIBUTES 
FOR CHICAGO NIPPLE 


Charles W. Mangan, 1259 
Granger Ave., Lakewood, Ohio, 
has been appointed representa 


tive for the Chicago Nipple Mfg. 


Co., Chicago, according to 42 
announcement by R. H. Sonne 


born, general manager of sales. 

Mr. Mangan will represent the 
company in the State of Ohio 
with the exception of Toledo and 
the southwestern quarter, as well 
as West the ex 
treme western portion of Penn- 


Virginia and 
sylvania. 

The company plants 
in Chicago and Cicero, Ill.; Bat 
timore, Md.; and Houston, Tet 


operates 
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BIGGEST POWER MOWER VALUES 


Motors, new positive reel adjustment, new 

all steel welded deck - heavily reinforced. 

Cooper roller type mowers are ideally 

adapted for service in parks, large estates, 

cemeteries, golf clubs, public institutions 
and industrial plants. 


be 19 
y Exclusive Patented Height 
Cutting Adjustment 


Simple, Positive, Self-lock- POWER MOWERS <«e a 
ing Clutch as 
| 


18” and 20” 
Sealed Timken Bearings Cutting Widths [ j 
Completely Enclosed Drive [ rr Be 


Convenient Lever Controls it 


for Throttle and Clutch 


3 Section Wood Roller for 
fay Turning 


BRIGGS & STRATTON 
{CYCLE MOTORS 


full 18” and 20” Cutting , a } 4 
Reel Widths 


“4 


Bri : 
LS ESIRATION) 


vi Se 
a 


Write or wire for LIBERAL TERMS, DISCOUNTS and Literature 


BUILT FOR THOSE WHO WANT THE BEST 


VOL, 


y LIST PRICES 
“Klipper” Mowers 


18” Model $109.50 
20” Model $119.50 


Prices FOB factory. Slightly 
higher in Pacific coast areas 


* . 


NATIONALLY ADVERTISED 


to more than 8,000,000 of 
your best prospects in 


SATURDAY EVENING POST 
BETTER HOMES and GARDENS 
AMERICAN CEMETERY 
AMERICAN CITY MAGAZINE 
FLOWER GROWER 


. * * 


TESTED AND APPROVED BY 
Tens of Thousands of Satisfiec 
Owners Representing Every State 
in the Union and Many Foreigr 

Countries 


ae 


Spe 


XN 





WROUGHT WASHER | quarters in San Francisco, and 

OPENS OFFICE | the South Pacific Division, with 

7” headquarters in Los Angeles. 

Two new members have re- | ,, ar 

cing | Lhe northwestern division, head- 

cently been added to the sales | quartered in Seattle, will remain 

staff of the Wrought Washer | in a eration os elislins that a 
Mfg. Co... Wm. E. Pfleger to} |; “ the , 


country. 





With the recent opening of a 
new watehouse in Oakland, Syl- | 


vania has a 


| each of its three sales territories | 


now 


on the coast. 
Robert C. 
member of the Los 


office. 


Harper. formerly a 
Angeles sales 
division 


was appointed 





WM. E. PFLEGER 
cover Wisconsin, lowa, Minne- 
sota, and Thomas Tannert to | 


head the new Chicago office and 
generally concentrate on the city 





of Chicago. 


R. C. HARPER 


| sented 


SYLVANIA FORMS NEW 
CALIFORNIA SALES DIV. 


sales manager of lighting prod- | 
ucts for the Central Pacifie divi- | 


The California sales division | sion. He will be responsible for 
of Sylvania Electric Products, | sales of all lighting products 
Inc., has been reorganized into | and auxiliary equipment, Charles 
two separate divisions in order |. Brady, formerly supervisor of | 
to coordinate sales and ware- | commercial engineering fo 
house activities in each area, | lamps. has been named to the 


announcement | “ame position in the South Pa- 


Morse, West 


anage 
manager, 


according to an 


made by Garlan cific division. 


division 


Coast Mr. Harper, who has been with 
1946, joined the 


industrial engi- 


It is to be known as the Cen- | Sylvania since 


tral Pacific Division, with head- | company as an 


. } 
warehouse in | 


| meeting, held at 
| & Manufacturers Club during the 


MERRILL HEADS J & L 
STEEL BARREL DIV. 
PAIL SALES 


Dave Merrill has been named 
manager of pail sales, it was an- 


nounced by the J&L Stee! Barrel 


Co., subsidiary of Jones & 
Laughlin Steel Corp.. Pittsburgh, 
Pa. 

Mr. Merrill was formerly as- 
sistant to director of sale- for 
Crown Can Co., and previously 
with American Can Co 


He will head sales for the J&L 





Steel Barrel Co.’s recently ae- 
quired steel pail producing facili- 
ties of the American Can Co., in 


f= ° says 
| Toledo, Ohio; Chicago, Ill.: and 
Jersey City, N. J 





BRADY 


Cc. I. 


New VY ork othce and 
has also been associated with the 


neer in the 


Electronics division in Boston. 


Mr. Brady become associated | 
with Sylvania in 1945 in New | 
York City as a member of the 


commercial engineering depart- 


ment. 





EMBREE MAKES 

SALES AWARDS 
Three national representatives 
of Embree Mfg. Co. were pre- 
with special awards for 


outstanding sales activity, at the 
semi-annual sales 


the Merchants 


company’s 





DAVE MERRILL 


National Housewares Show. 








ay. 





Robert Corrigan and William | ‘The Jersey City equipment is 
\. Gane, Corrigan-Gane & Co..| currently being combined with 
Ardmore, Pa., received awards | the company’s barrel producing 
for top total dollar volume of plant at Bayonne, N. J. The 
any sales territory in the coun- | Chicago equipment is being 
try, and Julian Stark of New| moved to Kansas City. Kan. 
York City for largest percentage | where it will be consolidated 
sales increase. with barrel production in a 

| newly purchased plant. 

With Crown Can Mr. Merrill 
had supervised sales in general 
lines and in packers cans. He 
has had 16 years service in the 


steel shipping container business. 


U. S. RUBBER BUYS 
MARTIN CHEMICAL DIV. 


United States Rubber Co. has 
purchased the chemicals divyi-ion 
of the Glenn L. Martin Co., ae- 
cording to a joint announcement 
today by the two companies. |! 
rubber company will acquire all 
assets of the division, inc! uding 





| the Marvinol vinyl resin plan 

Tennessee Retail Hardware Association, meeting at the Noe! Hotel, Nashville, February | at Painesville, Ohio, laboratory 

19, 20 and 2Ist, elected Richard Wright, Jr., Dick Wright Hardware Co., Knoxville, | equipment in Baltimore, patents 
president, succeeding John Hancock, Lexington. J. R. Cox, J. R. Cox Co., Nashville, was | and the trade name Mar\ 

elected first vice-president, and Martin Keatts, Memphis, second vice-president. Morris | The pusiness will become a 


P. Jones, serving his second full year as manager of the Tennessee organization exclu- 
sively, was reelected secretary and treasurer. Resolutions were adopted urging reduction 
or elimination of federal excise taxes, inequality in local taxation, trend toward socialism, 
and asking that Fair Trade be publicized. Left to right, seated: Jones, Cox, Wright. 
Hancock, and Keatts; standing (all directors) back row: Roy M. Vincent, Union City; 
C. M. Porter, Columbia; W. R. Doss, Memphis; E. B. Thweatt, Nashville; Bon Hicks, 
Sevierville; Wayman Hillis, McKinnville; and Joe Wright, Sweetwater. 
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part of the Naugatuck Chemica 


| Division of the rubber company. 
| The Painesville plant will con- 
tinue to make Marvinol viny! 
resin for sale to manufacturers 


of plastic products. 
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} ‘TRUE TEMPER GARDEN Tors 


“TROWEL ve ap HOE fee at po oc a cae am abe PRUNER 





ao? B*“* again after the wartime shortage of steel is the 

aa TEE} ever-popular True Temper Garden Tool Holder. 

Readily attaches to the garage wall where it provides 

neat, convenient, and safe storage for a complete set of 
i garden tools. 


It’s 6” wide by 48” long, made of braced steel plate, 
. with properly spaced brackets on which to hang tools. 
Attractively finished in gold and green. 














‘| | | | They retail at $1.00 each, but are priced to you so 

| they may be used as a premium with the purchase of 

ia | good-sized orders of garden tools or supplies. Packed 
| | 





one-half dozen to a shipping carton. Available from 
| True Temper distributors. Order now for National 
Hardware Week. 








SELL 7 ; : 
TRUE IEMPER (Corporation 
(olor trakmony Cleveland 15, Ohio 


TO THE GARDEN TOOL BUYER 





The colorful line of True Temper 
Garden Club Tools is the newest, most 
popular line for 1950. First quality 
construction, beautiful appearance, 
are outstanding features of these tools. 





The True Temper Tool Holder corrects these hazards. 


RUE TEMPER 


FINE TOOLS + FISHING RODS + GOLF SHAFTS + FOR OVER 100 YEARS 





LE ESPN AUREL 
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Michigan Merchants Now May Elect 
Inventory Tax Assessment Method | 


Michigan merchants now have 
a choice of the method by which 
their stock will be assessed, ac- 
cording to the National Associa- 
tion of Assessing Officials. 

A law passed by the 1949 
Michigan legislature allows tax- 
payers holding inventories of 
merchandise to elect to either be 
assessed on the inventory on 
hand January J] or on the basis 
of the average monthly inven- 
tory. 

Five states exempt inventories, 
as such, from property taxation. 
Delaware, New York and Penn- 
sylvania exempt merchants’ stock 
along with all other tangible per- 
sonal property. and 
Virginia impose an “in lieu” tax 
on inventories. In Tennessee, in- 


Tennessee 


ventories are included as part of 
the merchant’s capital invested 
in his business, and this capital 
is subject to a_ special 
chants’ ad valorem tax. Invento- 
ries in Virginia are also included 
in the merchant’s capital and are 
segregated for local taxation. 


mer- 


Twenty-two of the states assess 
inventories the amount held 
on the assessment day. However, 


on 


Louisiana and Washington allow 
the assessors to take the average 
stock on hand during the preced- 
ing year, if the inventory held 
on the assessment date is not rep- 
resentative of the average stock. 

Thirteen that 
the assessment shall be made on 
the average annual inventory. 
States using this method are Ala- 


states provide 








bama, Arkansas, Colorado, Con- 
necticut, Florida, Iowa, Maine, 
Maryland, New Hampshire, New 
Mexico, North Dakota, Okla- 
homa and Wyoming. In most of 
these states the average inven- 
tory is computed by adding the 
inventories for the preceding 
year and dividing by the num- 
ber of inventories made during 
the year. 

Kansas, New Jersey, Ohio and 
South Carolina require that in- 
ventories be figured on a monthly 
basis. Three states do not fall 
into any standard category. Idaho 
the average value of the 
inventories of the first three 
months of the calendar year. In 


uses 





Missouri the highest inventory 
between the first Mondays of 


January and April is used. The 
last previous inventory can be 
used in Nevada, if it is made 
within six months of the assess- 
ment period. 


NEHRBASS JOINS 
J. H. SAMPSON CO. 


H. L. Nehrbass, for many 
years vice-president in charge of 
and advertising for The 
Simoniz Co., joined the John H. 


sales 





Sampson Co. as_ vice-president 
and marketing counselor. Mr. 
Nehrbass has been responsible 


for the development of the Si- 
moniz household products and is 
being retained by the company 
in a sales advisory capacity. At 
the same time his experience in 
sales promotion and the market-| 


ing of package goods through 
hardware, grocery, and automo- 
tive channels is now available to 
other clients of the John H. 
Sampson Co. among whom is 
The Simoniz Co. 
COCKER SAWS NAMES 

NEW YORK CITY AGENT 


F. Somers Oldham, vice-presi- 
dent, Cocker Saw Co., Inc., Lock- 
port, N. Y., has recently ap- 
pointed Mortimer Maas, P. O. 
Box 363, Church St. Station, 
New York City 8, factory repre- 
sentative in New York City, 
Queens, Kings, Bronx, New York 
and Richmond counties. Also the 
northern half of New Jersey. 











HAROLD PRATHER 


whose appointment as director 
of purchasing and merchandise, 
Brown-Camp Hardware Co., 
wholesalers, Des Moines, lowa, 
was announced recently. 











The Tri-State Hardware & 


all members in politics. 


Tex.; Marshall D. 


Implement Association, held its 4|st annual convention in 
Amarillo, Texas, on Feb. 13-14 with 1300 registrations. Due to the illness of the presi- 
dent, Sam Hergert, Perryton, Texas, past president, Carl Harrison, Memphis, Texas, pre- 
sided. Resolutions adopted favored the reinstatement of National Hardware Week; The 
Hoover Committee Report Bill; equal taxation of all businesses; efforts leading toward 
the balancing of the national budget, with provisions of the adequate defence of the 
country and substantial retirement plans; Fair Trade legislaion and active interest of 


Shown left to right: Carl Harrison, advisory board, Memphis, 
Shephard, executive secretary, Canyon, Tex.; Julius W. Cox, Boise 
City, Oklahoma, and Homer Estlack, Clarendon, Texas, directors. 


Grady Thompson, 


Hobbs, N. M., president; R. P. Isaacs, Clayton, N. M.; E. W. Brasch, Leveland, Tex.; Ivan 
Boxwell, New Pumas, Tex.; (front) E. C. Armstrong, Clovis, N. M., and L. A. French, 


Quanah, Tex., directors. Joining the advisory board is Sam Hergert, Perrytown, retiring 


president. 
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RICKE HEADS PLOMB 

GA., FLA., ALA. SALES 

William H. Ricke, formerly 
field representative of the Plomb 
Tool Co., Los Angeles, Calif, 





WILLIAM H. RICKE 


has been appointed assistant 
sales manager in charge of Geor- 
gia, Alabama and Florida. Mr. 
Ricke will supervise all sales ac- 
three _ states, 
serving the wholesalers and dis- 
tributors who sell the company’s 
line of “Proto” brand mechan- 
ics’ hand tools, with headquarters 
in Atlanta. 

Prior to his appointment, Mr. 
Ricke was field representative in 


tivities in these 


the South Texas territory for 
more than four years, serving 
under his uncle, R. C. Ricke: 


His previous experience included 
four years as a consulting and 
mechanical engineer for various 
engineering firms in Detroit and 
Los Angeles, and two years as 4 
tool and die designer for the 
Ford Motor Co., in Detroit. 


ACE PRODUCTS NAMES 
N. ¥., N. 3, AGENT 


Arnold Linzer, 1150 Broadway 
New York City, has been ap 
pointed representative in Metro- 
politan New York and Northern 
New Jersey for the Ace Products 
Co. 

Officials of Ace, 12 S. 12th St. 
Philadelphia 7, Pa., an- 
nounced the appointment of the 


also 


following representatives: 


E. L. Eckenrode & Associates, 
1004 Transportation Building, 
122 East 7th St., Los Angeles, 


Cal., for 11 western states. 
3ert J. Clark Company, Kan- 





sas. City Merchandse Matt, 
Grand Ave. at 22nd St.. Kansas 
| City, Missouri, for Missouri, 
Iowa, Nebraska and Kansas. 

E. J. Naughton, 203 Wood 
cliff Rd.. Newton Highlands 61 
| Mass., for the New England 
| states and New York state, e® 


cept for Metropolitan New York 
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z it’s a fact! | 
_  Teday—with striking, 
= dynamic full color 
pages appearing 
again and again in 
GOOD HOUSEKEEPING 
LADIES’ HOME JOURNAL 
AMERICAN HOME 
McCALL’S 


NEW YORK TIMES 
MAGAZINE 


GOURMET 
SUCCESSFUL FARMING 


Me women want to ows set of 
PROGRESSIVE FARMER Revere Wore. The distinctive 
beauty of these kuchen yowe 1 uneral Y t 
‘ AMERICAN WEEKLY tively fascinating! B . 
afees img them that the d War 
j FARM JOURNAL , owners reali ental sn toning 
are. It seems hand ¢ hy thar the 
SATURDAY EVENING rutifal thing of ats kind cou 
POST be far and away the most efficient ly t 
the most prized line in Amen Revere W , 
BETTER HOMES & With Revere Ware. cooking 15 qawker th Wh 
and caster He ve a ufe rt Reser 
GARDENS nth “canneries aati Lg OR 
PATHFINDER 
/ eet a wodl abeur— 
This advertisement Comtriray (stot br 
appears in full color. ; P aver (Gadbgius : : 






. s 


«++ LA i HEU CA_— 














EVERE WARE Sales are reaching an all-time high! 

What’s more, 686,000,000 readers in 1950 will 

see Revere’s powerful advertising selling the gleaming 

beauty and efficiency of these glamorous “Kitchen 

Jewels”. And this will mean a greater volume of busi- 
ness and more profits for Revere dealers. 


So get behind Revere’s campaignand make it work for 
you. Let your customers know you carry Revere Ware 
display it prominently...feature it in local adver- 
tising and direct mail...and watch it increase your 


ee 


sales per square foot as it has for dealers everywhere. 


Remember—Every year is a bigger year for the 
sale of Revere! 


REVERE 


COPPER AND BRASS INCORPORATED 





Rome Manufacturing Company Division 
Rome, N. Y. 
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WALTER THOMPSON 


WALTER THOMPSON 
REPRESENTS GRIFFON 


The “Griffon” Cutlery Corp., 


| 
| 


| Dallas, 


Houston and San 


An- | 


The new arrangement calls for 


| tonio, Texas; North Little Rock, | a 60-month guarantee of both 
| Ark.: Denver, Colo.; Davenport | Arvin irons from date of retail 


and Des Moines, Iowa; Wichita, 


Kan.; Omaha, Neb.; Oklanoma 
City and Tulsa, Okla., and Mem- 
phis, Tenn. 
McCUNE-MERRIFIELD 
REPRESENTS PIX 
Pix Mig. Co.. Inec., 22 Bedford 


St., Newark, N. J., has appointed 
MeCune-Merrifield with 
offices Seattle, San Francisco 


Co., 


in 


| and Los Angeles, to cover the fol- 
| lowing states and other western 


New York City, has announced | 


that it will be represented 


in | 


. . . | 
the southern territory, including 


those eastern seaboard — states 
from Virginia down — south 
through Florida by Walter} 


‘l hompson. 


Mr. Thompson is a native of 


\tlanta, Georgia, and has had 
considerable experience merchan- 
dising and selling in the southern 


-tates., 


| director of sales for the electrical | 


THOMPSON-HAYWARD TO! 


DISTRIBUTE FOR FALK 


Falk & Co. has announced that 
Thompson - Hayward Chemical 
Co., of Kansas City, Mo., will 
distribute Falk products from 
15 key warehouses and_ sales 
offices in the midwest, west and 

Also, Falk & 
sales service depart- 
ment has been reorganized and 
expanded in order to meet the 
individua! 


southwest. Co.’s 


teclinical 


needs of Thompson- 


Hayward customers for these 
products, 

Falk has inereased its own 
stafl of sales technicians who 
offer a complete customer ad- 
visory service as to the most 


efficient methods of utilizing the 
Falk products that are in 
mand by the paint and varnish 
industry. 


de- 


The broadened sales program 
will be administered from the 
Chicago offices by David Lewis. 
vice-president in charge of west- 
ern sales. To facilitate the dis- 
tribution and use of Falk oils, 
resins and solvents, Mr. Lewis. 
as supervisor, and Jack Weisman 
and Robert Adams, as technical 
sales service consultants, will 
work in close relation with the 
Thompson - Hayward warehouse 
and sales centers in the follow- 
ing cities: Kansas City and St. 
Louis, Mo.: New Orleans, La.; 
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| Sparks 








territories: Washington, Oregon, 
California, New Mexico. Arizona, 
Nevada. Utah, Idaho, 
Montana, Wyoming, Saskatche- 
wan, Alberta, British Columbia 
\laska, the Yukon and El 


area of Texas. 


( ‘olorado, 


FIVE-YEAR SERVICE 
WARRANTY FOR ARVIN’S 
TWO ELECTRIC IRONS 


\ five-year service warranty 
guaranteeing both the Arvin 


Dual Control No. 2300 iron and 


| 


Paso | 


| 


the Arvin Automatic No. 2200 
iron for five full years from } 
original date of purchase was 
announced by Gordon T. Ritter, 


Noblitt- 
Colum- 


ot 
Inc., 


housewares division 
Industries, 


bus, Ind. 


purchase provided the appliance | 


is used on electrical currents 


specified on the name plate. The | 


consumer may return an iron 


for repair at no cost except when 


a handle or a heat indicator knob 


has been broken or a cord frayed 
In 
will 


such 
be made to 
parts cost only, 


or cut. cases 


charges 


small | 
cover | 


So that the dealer will not lose | 


any time due to the handling 
work, customers were asked 


pack irons needing attention and 
return them prepaid to Noblitt- 
Sparks’ 
Columbus, Ind. Irons will be re- 


service department at 


paired without charge and _ re- 


turned to customers with  trans- 


portation charges prepaid. 


DUCHESS DISTRIBUTOR 

APPOINTMENT MADE 

The Appliance Mfg. Co., Al 
liance, Ohio, has announced the 
appointment of Richards & Con- 
Duchess 


over Hardware Co. as 
washer distributors. They will 
have exclusive distribution of 


Duchess washers in western 


to | 


Missouri, Kansas, Oklahoma and | 


the Texas Panhandle. Full ware- 


house stocks will be maintained 


| in Kansas City, Mo., and in Ok 


lahoma City. 











The Retail 


Arkansas 


Hardware Dealers Association, 


at 


its annual convention at Little Rock, Feb. 12, 13, 14, elected 


Flave C. 


Peters, 


Peters-Baldwin Co., 


Russellville, (seated, 


center) as its new president. Vern Parker (left), Parker 
Hardware & Appliance Co., Helena, and Frank Whitaker 
(right), Whitaker Hardware Co., Alpena Pass, were named 


vice-presidents. 


ecutive secretary, 


Wayne Tisdale, 
succeeding 


standing, was named ex- 


A. W. (Johnnie) Porter, 


Little Rock. The convention: opposed proposed 10 per cent 


excise tax on television equipment; asked repeal of federal 


excise taxes; favored government economy and tax equality; 
voted to support National Hardware Week, and accepted a 
group hospitalization program covering both employer and 
employee submitted by the Hardware Mutuals, Inc., Co., 


of Wisconsin. 








MORRIS YEAGER 


manufacturers’ representative, 
has been unanimously elected 
president of the Philadelphia 
Housewares Club, 7516 Ogontz 
{ve., Philadelphia 38, Pa. 





P. WALL MFG. NAMES 

TWO SALES AGENTS 

Hardware 
Broad Street, 
has been appointed 
tive for hardware and plumbing 
outlets in all of New England by 


Agency (o., 89 
10, Mass. 
representa- 


Boston 


the P. Wall Mfg. Co., Grove 
City, Pa. 

Charles T. Copeland, owner of 
Hardware Agency Company, 
prior to establishing his own 


agency was a factory representa- 
tive for C. A. Cunningham Co., 
Boston, Mass., and a salesman in 
the New England territory for 
Sherwin-Williams Paint Co. 

Also appointed representative 
was W. T. Koch Co., 4405 West 
Pine Blvd., St. Louis 8, Mo., for 
Kansas and Missouri. Mr. Koch. 
head of the company, prior to 
establishing his own business as 
manufacturers’ representative in 
St. Louis in 1943, had worked in 
sales management capacities for 
Standard Sanitary Mfg. Com 
pany, Dallas, and for C. H. Wal 
lis Co., St. Louis. 


SCHOLLENBERGER JOINS 
SKILLMAN HARDWARE 


Skillman Hardware Mfg. Co. 
Trenton 4, N. J., has announce 
the establishment of a depart 


ment known as the contract and 
industrial department, the func- 
tion of which will be to handle 
and create sales of the company’s 
products used on contract work 


and products sold directly to 
other manufacturers. 

Fred Schollenberger, Ameti- 
can Society of Architectural 


Hardware Consultants, wil! head 
the department. One of his a& 
sistants will be John 
burgh who has just joined the 


Strasen- 


| company. 
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Here's the sturdy mew FEATHER 
LITE SINGLE COIL fibreboord 
Counter Display. Does a BIG 
selling job for the little room 
it tokes! 


: GARDEN HOSE 


"178 THE FINEST HOSE YOU CAN BUY ANYWHERE/” 


WOM Feather hile Hhesle 


UTSTANDING leader in the Plastic Garden Hose profit parade for 1950 is Sandee & Vue 
FEATHER-LITE! It comes in FIRST on every count! Among others, here’s SLX FEATHER- 
LITE FIRSTS . . six sound, selfish reasons why YOU'LL come in first, too, if you'll push . 
FEATHER-LITE above all others during 1950. r 


. . FE 
1. PRICED to bring you bigger profits on your investment. 


2. PACKAGED to bring you bigger sales . . a small, easy-to-carry coil with informative ° 
and Guarantee Tag. 

3. DESIGNED with attractive, structurally strong rib finish in 2 gleaming colors—red or 
green. 25 ft. and 50 ft. lengths. 

4. MADE OF 100% PURE VINYL Compound by Sandee, a pioneer in plastic extrusion 
.. FEATHER-LITE gives finest uniform quality, spectacular light weight with extreme 
toughness and long life. Here’s rea/ customer satisfaction for you! 


5. ADVERTISED nationally, in SEVEN BIG national magazines, and in leading trade 
papers. 





6. MERCHANDISED in lavish fashion . . everything you need to get by far the big share 
of the Garden Hose business in your community. 


Order Sandee FEATHER-LITE from your jobber today! Or write us for complete information. 








Here's the new metal counter display. Features 3 — 50 f1. coils 
of SANDEE FEATHER-LITE Garden Hose. This is only one unit 
of a complete Merchandising Kit. Choose from 4 DIFFERENT 
KITS the sales helps best suited to your particular needs! 


WORLD'S LARGEST CUSTOM EXTRUDERS OF PLASTICS FOR ALL INDUSTRIES 
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A. G. A. Home Service Committee Sponsors 
Automatic Gas Range Demonstration Contest 


National honors and awards 
now are offered by the Home 
Service Committee of the Amer- 
ican Gas Association, 420 Lex- 
ington Ave., New York City, 17, 
for the best demonstration sub- 
mitted in script form of an auto- 
matic gas range built to “CP” 
standards. Members of a home 
service department of any gas 
company in the United States 
and Canada are eligible to com- 
pete for the $500 in cash prizes 
to be given for the most original 
sales-slanted demonstration to ef- 
fectively stress the features of 
“CP” models and the superiority 
of gas as a fuel. The first prize 
is $100; second prize, $75; third 
prize, $50; fourth prize, $25; and 
twenty-five prizes of $10 each, 
were contributed by the “CP” 
Manufacturers Group of the Gas 
Appliance Manufacturers Asso- 
ciation. 

The demonstration must be not 
less than 20 minutes nor more 
than 30 minutes long. It should 
be suitable for presentation by 
one person only and must have 
been given before at least one 
group of customers, salesmen or 
dealers. 

Scripts must be typed on 8% 
by ll-inch sheets, one side only, 
and double spaced. The name, 
position and company address of 
entrant should be attached with 
information as to date, place and 
the demonstra- 
All entries must 
not later than 
April 1, 1950. 
addressed to 
Demonstration 
Associa- 


for what group 
tion was given. 
be postmarked 
midnight on 

Scripts should be 
Home — Service 


Contest, American Gas 





tion, 420 Lexington Ave., New 
York 17, N. Y. The Jury of 
Awards includes: H. Preston 


Morehouse, Public Service Gas 
& Electric Company, Newark, 
N. J., chairman of the A.G.A. 
Residential Gas Section; Harold 
E. Jalass, vice-president, Cribben 
& Sexton Co., and chairman, 
“CP” Manufacturers Group of 
G.A.M.A.; Irene Muntz, home 
service director, Rochester Gas 
& Electric Co., and chairman, 
A.G.A. Home Service Committee ; 
Eleanor Morrison, home service 
director, Michigan Consolidated 
Gas Company; Dr. Helen Judy 
Bond, Teachers College, Colum- 
bia University; and Mrs. Ruth 
Parish Casa Emellos, New York 
Times. 


600 ATTEND VENETIAN 
BLIND CONVENTION 


Optimism for the future in a 
rapidly expanding industry key- 
the business sessions of 
Blind Association 
of America in its annual con- 
vention held recently at the 
Hotel del Coronado, Coronado, 
Cal. 

More than 600 delegates from 
all parts of the United States 
took part in the sessions, pre- 
sided over by R. J. Cayton, Los 
Angeles, national president. 

Delegates heard preliminary 
reports from the committee on 
standards, which is working on 
industry-wide basic minimums 
for various types of blinds, and 
from the fair trade practices 
committee which is working on 
similar industry guides. 


noted 
the Venetian 











Nebraska Retail 


Hardware 


Association convention at 


Omaha, Neb., Feb. 14, 15, 16 elevated John Lamberty & Son, 
Scribner, from first vice-president to president. Also elected: 
R. L. White, R. L. White Co., Lincoln, first vice-president; 
Wayne Towner, Standard Hardware, Scottsbluff, second vice- 
president; Victor Boland, Peterson-Mickelson, Omaha, re- 
elected to two-year term on board, and named to the board 


Walter Good, Fell’s Hardware, Holdrege, and Friel Kerns, 


Kerns Hardware, Humboldt. 


Attendance at exposition suf- 


fered because of snowy weather. Shown above, left to right, 
are: Messrs. White, Lamberty and Towner. 
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Industry speakers included 
H. K. Lorentzen, New York, who 
emphasized the need for adapt- 
ability in meeting changing con- 
ditions, and Sam E. Gold, Jersey 
City, who headed a symposium 
on sales, and urged basic sales- 
manship as the answer to many 
industry problems. 





N. R. CRUM COVERS 
CALIFORNIA FOR 
FLEXIBLE STEEL 


Newton R. Crum has _ been 
named representative for Flexible 
Steel Lacing Co. of Chicago, III., 
in California. 

Mr. Crum is known in Cali- 
fornia, having had some 15 years 
in selling mill and mine supplies 
to the industrial trade. For the 
past four years he was_owner of 
the Western Industrial’ Supply 
Co. in Sacramento and for the 
two years before that he man- 
aged the northern division of 
The Republic Supply Co. in Oak- 
land. For 10 years before that 
he represented the same com- 
pany in its southern California 
oilfield division. 





1700 DEALERS ACCEPT 
MULTITINT FRANCHISE 
FROM SEIDLITZ 


The 40th annual sales meeting 
of the Seidlitz Paint & Varnish 
Co. was held in Kansas City, 
Mo., recently at the Hotel Presi- 
dent. 

C. N. Seidlitz, president, wel- 
comed members of the sales 
force and guests, announcing the 
record sales volume enjoyed by 
the company in 1949, with a 
further increase anticipated in 
1950. 

E. R. Kyger, director of pur- 
chases, estimated a stable raw 
material market would prevail in 
the paint industry during 1950, 
with slight opportunity for a 
change in paint prices occurring 
in the foreseeable future. 

J. C. Huntoon, sales manager, 
announced that during 1949 over 
1700 dealers in a 20 state area 
accepted the franchise for the 
company’s patented MultiTint 
Line. 

G. R. Seidlitz, vice president, 
announced the completion of 
plans for national distribution of 
the company’s MultiTint Line 
through associated paint manu- 
facturers. Officials of the Seid- 
litz Sales Corp., Baltimore, Md.; 
Seidlitz Sales Co. of Michigan, 
Detroit, Michigan; and Seidlitz 
MultiTint Division, Atlas Paint 
& Varnish Co., Los Angeles, Cal.; 
were introduced. 

C. N. Seidlitz presided at the 
company’s annual banquet Wed- 
nesday evening at the Hotel 
President, attended by 165 em- 
ployees and guests. 





MURRAY APPOINTS 
EAST, WEST REGION 
SALES MANAGERS 


D. B. Jones has been appointed 
Eastern regional sales manager 
of the home appliance division 
of The Murray Corp. of America, 
Scranton, Pa., it was announced, 

Mr. Jones was formerly mid- 
west regional sales manager of 
Evans Products Co. of Plymouth, 
Mich., with headquarters in Chi- 
cago. 

Prior to his association with 
Evans, Mr. Jones was with West- 
inghouse Electrical Supply Co., 
as district appliance manager at 


Rochester, and before that he 
was with leading independent 
distributors. 


Frank E. Johns has been ap- 
pointed west coast regional sales 
manager of the home appliance 
division. 

Mr. Johns’ territory includes 
California, Oregon, Washington, 
Arizona, Nevada, Utah, and 
Idaho, with headquarters at 433 
Linda Avenue, Oakland, Cal. 

Until recently president of 
Empire Supply Co., Inc., plumb- 
ing supply distributors, Mr. 
Johns was before that western 
states regional manager of Mul- 
lins Mfg. Corp., and, earlier, 
Pacific Coast regional manager 
of the plumbing division of 
Briggs. Mfg. Co. 


CHICAGO SALESMEN 
HEAR TALK ON “THE 
SCIENCE OF COLOR” 


John W. Haines, color consul 
tant for the Patterson Sargent 
Co., was the principal speaker 
at the Jan. meeting of the Paint 
Salesmen’s Club of Chicago, 659 
W. Washington St. He gave an 
illustrated talk on “The Science 
of Color” which was enjoyed by 
all. Two new members were 
voted upon and accepted. 

The Chicago Board of Educa- 
tion is offering a Paint Power 
Class to be held each Tuesday 
evening at the Washburne Trade 
School, Division and Sedgwick 
Sts. R. W. Kenyon will be class 
leader and various members of 
the Chicago Salesmen’s Club nad 
Chicago Promotion Club will 
discuss various subjects. Sub- 
already assigned are 4s 
follows: Mar. 7, “Varnishes & 
Lacquers” — Richard Cubbert, 
Paints & Lacquers, Inc.; Mar. 
14, “Water Paints”—Jos. Boyle, 
Wesco Water Paints, Inc.; Mat. 
21, “Color Schemes”—B. W. 
Kunst, Hooker Glass & Paint 
Mfg. Co.; Mar. 28, “Trip Thru 
Paint Factory’? — Mr. Elmer 
Dreckman, Jas. B. Day Co.; Aur 
18, “Brushes”—W. W. Anderson, 
Maendler Brush Co. 


jects 
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MAGIKOTER Paints 2 to 3 Times Faster! 
No Dipping ...No Dripping! 


“HOTTEST”’ NEW ITEM IN VEARS! on—and you get a beautiful finish, a professional-look- 


ing job—no laps, no runs, no brush marks! 


® A department store in Cleveland sold more than 700 MagiKoter has been carefully engineered ... thor- 
MagiKoters in 8 months . . . at $4.95 each! oughly tested by thousands of amateur painters . . . 
approved by hundreds of professionals. Paint manu- 


One neighborhood hardware store sold more than nok f S 
e neighbo d e facturers endorse MagikKoter for oil paints and enamels. 


400 MagikKoters from April to December! ad : : 

MagiKoter not only sells itself—at a handsome profit 
to you... but helps you sell more paint, too, because it 
makes painting so easy! Ask your jobber for MagiKoter. 
Or write for complete details today. Just mail coupon 


That’s the kind of sales record MagiKoter is estab- 
lishing wherever it is on sale! This new kind of paint- 
ing tool truly out-performs any painting device ever 
developed. It’s so easy to use that it enables the amateur 
to paint like an expert. It’s so clean and neat to operate 
that anyone could paint a room with his evening 
clothes on—and come away as clean as a whistle. 


THE KENWILL CORPORATION 
P. O. Box 845, Depr. B 

Don’t confuse MagiKoter with “dip-in-paint” roll- Cleveland, Ohio 
ers. In MagiKoter, the paint goes into a sleeve-covered 


, . ‘ Please send prices and literature on MagiKoter, the new 
cylinder. It doesn’t drip. Doesn’t leak. Just roll the paint 


painting invention that will make money for me—and 
help me sell more paint. 


PI ss cc whatnenio nd -btion/ee deltas ie eetedndetesesiieldéa eon 
Precision-Built Ns aSiciristhatcanucledtenoiosatingtiacadcivedcéustusn 
Painting Tool ie sae aadtivetulseia tad ieenaas eee 


$4. 95 FAIR TRADE 
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Philco V. P. Suggests Lifting TV Freeze 


Discusses Progress of Color Television 


Only about two-thirds of the 
people of the United States who 
should be able to receive televi- 
sion programs this year will ac- 
tually enjoy this service, because 
of the prolonged “freeze” of ap- 
plications for new television sta- 
tions, it was stated recently at the 
joint meeting of the Franklin In- 
stitute and the Institute of Radio 
Engineers in Philadelphia by 
David B. Smith, vice-president, 
Philco Corp. 

“One of the things which is se- 
riously troubling the television in- 
dustry is how to open up the| 
aerial highways that these | 
20,000,000 will not be 
deprived of TV programs,” Mr. | 
Smith continued. “Furthermore, 
about 20 per cent of those now 


so 


citizens 


having television service get their | 
programs from a single station, 
whereas they could, if it were 
not for the ‘freeze,’ have more 
than one service.” 

“The original reason for the 
freeze,” Mr. Smith said, “was 
interference between too closely 
spaced stations operating on the 
same channel. The original pur- 
pose of the freeze was to allow 
time to study that problem. 

“However, the interference 
problems which originally led to 
the freeze have been solved by 
various technical developments of 
the last year. 

“Our problem in the industry 
now is to convince the Federal | 
Communications Commission that | 
that is the case and that an or- | 
derly program has been formu- | 
lated so that they will go ahead | 
and remove the present restric- | 
tions on the growth of the in- 
dustry. 

“Tf they will do so, then the 
way will be clear for television 
to become a service to all of the 
people of the United States.” 


Mr. Smith summed up the situ- 
ation on color television by say- | 
ing that, because there is a “lock- | 
and-key” relationship between 
the television transmitting station 
and the home receiver, “it is ab- 
solutely essential that we be sure | 
we have arrived at the best basic 
system.” 

Meanwhile, people seem to be 
enjoying ‘black-and-white televi- | 
sion. Therefore the problem for | 
the industry is to carry both | 
black-and-white and color TV on | 
the same frequency channels.” 


“In color television, we are 
trying to crowd nearly three 
times as much information into 
the same space that now holds 
only one black-and-white picture. 
In so doing, we can’t afford to 
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reduce the quality much below 
that of the picture, 
merely to add color.” 

Mr. Smith discussed the char- 


present 


vision systems that have recently 
been proposed and demonstrated. 
He emphasized that the best sys- 
tem will be the one which gives 
good picture quality and permits 
continuity of for the 
benefit of the set-owning public 
and the television broadcasters. 

“We are convinced that 
same channels being 
for black-and-white television can 
eventually be used for color tele- 
vision. Also, existing receivers 
will be able to pick up color pro- 
grams in black and white without 
any modifications. 


service, 


now used 


BESSEMER STEEL MANAGES 
UNION MALLEABLE 
EXPORT BUSINESS 
The Bessemer Steel Corp., 141 
Broadway, New York, N. Y., has 
been appointed to manage the 
export business of the Union 
Malleable Mfg. Ce. Ashland, 
Ohio, according to A. L. Gordon, 
vice-president in charge of sales. 


WESTINGHOUSE FORMS 
3 LAMP SALES UNITS 


The establishment of three new 
sales units within the Central 
District. Westinghouse Lamp Di- 
vision, has been announced by 
Charles A. Conklin. district man- 
ager. 

Ray C. Daugherty has 
appointed manager of the Penn- 
lamp sales _ divi- 
includes western 


been 


sylvania-Ohio 


sion, which 


| Pennsylvania, eastern Ohio, and 


northern West Virginia. 


Harry A. Kinley has been 
named manager of the Michigan 
lamp sales’ division, serving 
northwestern Ohio and all of 


Michigan except the upper pen- 
insula. 

Howard J. Thomas will cover 
the Ohio Valley lamp sales divi- 
sion, including southern Ohio, 
western Kentucky, and southern 
Indiana. 

Mr. Daugherty joined the com- 
pany as lamp salesman in Pitts- 
burgh in 1926 and rose to assist- 
ant district manager, a position 
he retains addition to his 
sales division managership. He 
will continue to make his head- 
quarters at 419 Wood Street, 
Pittsburgh. 

Mr. Kinley has served as lamp 
office manager in Pittsburgh, 
lamp salesman in Cleveland, 
branch manager in Toledo, and, 


in 


the | 


| inghouse 





acteristics of the three color tele- | ©'™4". 


since 1944, as branch manager 
in Detroit. He will retain his 
headquarters at 5757 Trumbull 
Detroit. 
Thomas 


Avenue. 
Mr. 


and 


been lamp 
manager of the 
Westinghouse Electric Supply 
Co.'s West Central district, Cin- 
Ohio. He the 
company as a buyer at its small 
motor division in Lima, Ohio, in 
1943 transferred to Colum- 
bus later as district 
lamp sales manager for Wesco, 

marketing 
office is 


has 
lighting 


joined 


and 
two years 
wholesale 


His 


national 


outlet. new at 
Third and Elm Streets, Cincin- 
nati. 

Harold W. Larson. president 


of the Corn Husker chapter of 
the Illuminating Engineering So- 
ciety, has been appointed man- 
ager of a newly-created Omaha 
lamp sales division of the West- 
Electric Corp., 
headquarters at 117 North 13th 
St.. Omaha, Neb. 
In 1936 he 
lighting engineer for the TIowa- 
Nebraska Light & Power Co. in 
lincoln, Neb. In 1940 he join- 
ed the Consumers Public Power 


was 


| district as manager of the light- 


ing department. covering all its 
properties Nebraska with 
headquarters in Lincoln. 


in 


DETROIT-MICHIGAN 
ADDS TO SALES STAFF 
John C. Pankow, director of 

sales, Detroit-Michigan Stove Co.., 
Detroit, Mich., has announced 


the addition of J. M. Clarke, Jr., | 


to the company’s sales staff. 

Mr. Clarke will contact 
tomers in North and South Caro- 
lina and eastern Tennessee and 
will work under the supervision 
of Mr. F. F. Hamilton, the 
Southeastern Division manager. 


SALT LAKE HDWE. HOLDS 
FOUR DAY SALES MEET 


Some 175 employees and fac- 
tory representatives of the Salt 
Lake Hardware Co., wholesalers, 
Salt Lake City, Utah, were feted 
on the company’s annual ban- 
quet at the Hotel Utah. This 
party concluded a four-day sales 


conference in the company’s au- | 


ditorium during which new lines 
were shown representatives from 
the intermountain area and pro 


motion plans made for coming | 


sales events. 
Special guests at the banquet 
included: Charles L. Wheeler, 


president and general manager: | 


G. Bruce McKee, vice-president; 
Ellis C. Wheeler, treasurer; How- 
ard W. Price, assistant general 
manager; Eugene Maier, secre- 
tary; A. W. Hooper, comptroller, 
and John W. Droubay. general 
sales manager. 


with | 


cus- | 


M. R. WILSON HEADS 

HELENA HDWE. CO. 

M. R. Wilson, formerly general 
manager, has been named presi- 
of Helena Hardware Co., 
Helena, Mont He 


| 


dent 
wholesalers. 





M. R. WILSON 


appointed | 


started his hardware career with 


his father M. V. Wilson, owner 


| of the company in 1921 in the 
| wholesale shipping department. 
| . 

He served as a clerk in the 


retail department for three years. 
as a sales representative on the 
road for five years and in 1932, 
with his late brother, C. V. Wil- 
son, purchased controlling inter- 
from father. He then 
became vice-president and assist: 
1949, gen- 


est his 





ant manager and _ in 
eral manager. 

C. V. Wilson, Jr., his nephew. 
is now secretary of the company 
and retail manager. The elder 
M. V. Wilson, retired, is now act- 
ing vice-president. 


ELECT HARRY FRIEND 
PRES. OF NUTMEGGERS 


Earle J. Hopwood, secretary, 
has announced that at a recent 
meeting Harry Friend, W. 0. 
Barnes Co., Inc., was elected 
president of “The Nutmeggers, 
Inc.” Other officers are: Arch 
Lade, Russell-Burdsall-Ward Bolt 
| & Nut Co., first vice-president; 
Dennis J. Shea, Riley Shea Tire 
Co., Inc., second vice-president: 
and E. Cyril Sullivan, Sullivan 
Tool & Supply, Inc., assistan! 
secretary and treasurer. 


SILEX SOUTHEAST 
SALES AGENTS 


The Silex Co., Hartford, Conn.. 
| has announced the appointment 
| of Sundre & Wood, Inc., of At 
| lanta, Georgia, as sales represen 
tative for the states of North 
Carolina, South Carolina, Geo! 
| gia, Florida, Mississipp, Ala 
| bama and eastern Tennessee. 
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Spring is right around the corner. 
Anticipate your requirements. Buy accordingly. | 

BUY THE FINEST e BUY PITEGOFF | 
Don't get caught with ' your brush stocks down. | 
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Complete Lines of Brushes 


are now available . . . 
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DUOTIP with PITOLIN 
30°, Horsehair 











100°) PURE BRISTLE with PITOLIN 


THESE BRUSHES MAY BE OB. 
TAINED IN ALL SIZES AND TYPES. 


—-3— 


More lines of brushes are 





No. 270 HOUSEHOLD ASSORTMENT 
with FREE COUNTER DISPLAY 


PLASTIC HANDLE HOUSEHOLD ASSORT- 
MENT WITH FREE COUNTER DISPLAY 


Complete line of 
ARTIST BRUSHES 


FOR SMART MERCHANDISING . . . 
MORE SALES . . . MORE PROFITS .. . 
BUY PITEGOFF BRUSHES 
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PITEGOFF BROTHERS, INC. 


320 VAN BUREN STREET BROOKLYN 21, N.Y 











", 



























HARDWARE AGE, MARCH 9, 1950 


223 


KNOBLAUCH MADE 
VALVE PRODUCTS 
SALES MANAGER 


K. R. Knoblauch has 
named manager of sales of valve 
products for the industrial divi- 
of Minneapolis-Honey well 
Regulator Minneapolis, 
Minn., it was announced recently. 

Mr. Knoblauch joined 


Instruments division of the com- 


been 


sion 


Ce.. 


Brown 


pany in 1924 in” engineering 
work. In 1939 he was made 
assistant sales manager of the 
industrial division, the head- 


quarters of which are in Phila 
delphia. 
placed in charge of market ex- 
tension and sales promotion. He 
will continue to make his head- 
quarters at the Brown plant. 


Four years later he was 


FERGUSON FORMS 
PARTS, ACCESSORIES 
SALES SERVICE 


A new parts and accessories 


has been estab- 


Ferguson, Inc., 


service division 
lished by Harry 
Detroit, Mich. 


The new division will be di- 
rected by two regional super- 
visors of parts and accessories 
sales. Two regional supervisors 


have been named: Ralph Martin, 
years in parts 
Latkowski, who 
Ferguson 


who has 
work, and FE. J. 
with 


spent 


has been since 
1940. 

Mr. Martin will have charge of 
the western and northern dis- 
tribution areas while Mr. Lat- 
kowski will supervise the eastern 
and southern regions. 


GLENWAY NAMES 
EAST REPRESENTATIVE 


Glenway Products, Box 424 
Studio City, California, has re- 
cently announced the appoint- 
ment of The Garden Supply 
Sales Corp. of New York, as its 
representative on the East coast. 


EAGLE ELECTRIC 
HAS NEW PLANT 


The Eagle Electric Mfg. Co., | 


Inc., has just completed a new 
building. 

The new Eagle factory is a 
modern reenforced, concrete and 
brick daylight 
ing the entire 
23rd and 24th 
ramps permit 


building 

block 
Sts. 
trucks 


cover- 
between 
Internal 
to 


| 


| warehouse 





drive | 


directly into the shipping and | 


receiving departments. 
The two buildings will now 
provide over 200,000 square feet 


of floor space and permit in- 
creased production. 
The factory is located on 


Bridge Plaza South at the foot 


of Queensboro Bridge in Long | 
| success in directing a vast re-| Tenn. 


Island City. 
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has also an- 


The 
nounced the appointment of Mr. 


Philip Wienick the Eagle 


representative in the Chicago 


company 
as 


area, 

Mr. Wienick take 
charge of the Chicago office and 
and make his 
headquarters there at 627 West 
Jackson Blvd., Chicago. 

He is Annapolis graduate 
and engineer. and during the war 
he 


mander in the 


will also 


will 


an 


lieutenant com- 


Navy. 


served as a 


BOOSTERS SEE FILM 
ON ALLOY STEELS 
More 30 


guests film 
Steels,” 


members and 
on “Alloy 
presented by Bethlehem 
Steel Co., at the Feb. 24 
ing of the Hardware Boosters, at 
Miller’s Restaurant, 144 Fulton 
St., New York city, with Robert 


than 
saw a 


meet- 


Watson, Stanley Works, presi- 
dent, conducting the meeting. 


& Co., 


was elected 


Leslie Tripp, Kraeuter 
Inc., Newark, N. J., 
a member. 

Although no final decision was 
reached as to the date or place 
it was voted to hold a summer 
outing and dinner, either in June 
particulars on 


or September, 


which will be announced later. 


W. M. BARR OPENS 
KLEAN STRIP PLANT 


W. M. Barr & Co., Memphis, 
Tenn., has announced the open- 
ing of a plant at Charleston, W. 
Va., for the manufacture’ of 
Klean Strip paint remover. 

Joseph 


been 


Marchesini, who has 
with the 
pany for several 
years, was named superintendent 
of the new operation. The plant 
in Memphis will still serve the 
Central and Southern states and 
warehouses in Angeles afd 
San Francisco will serve the far 


connected 


Memphis 


com- 
in 


Los 
west. 


FRARY HONORED BY 
INSTITUTE OF MINING 
METAL ENGINEERS 


Dr. Francis C. Frary, director 
of research, Alumnum Company 
of America, 801 Gulf Bldg., 
Pittsburgh 19, Pa., was awarded 
the James Douglas Metallurgical 
Medal for 1950 by the American 
Metal- 

79th 
annual banquet recently in Hotel 
Statler, New York City. The 
award was presented “for dis- 


Institute of Mining and 


lurgical Engineers at its 
r 5 


tinguished achievement in sci- 


ence and contribution to society 





by broadening the field of knowl- 


edge in all phases of the alumi- 
num industry and for his notable | Bank 


search project in this industry.” 
The James Douglas Medal has 
been awarded only four times 
in the past 10 years. 

Among the many achievements 
of the medalist, two of the most 
outstanding include the produc- 
for the first time of 
aluminum (99.99%) 
electrolytic refining, and the pro- 
of pure alumina by 
electro-thermal processes. 


tion very 


pure by 


duction 


20TH CENTURY OPENS 
CHICAGO BRANCH OFFiCE 

The 20th Century Paint & 
Varnish Corp., 456 Driggs Ave.. 
Brooklyn 11, N. Y., has announc- 
ed the opening of divisional of- 
fices and warehouse at 1250 
Augusta Blvd., Chicago 22, III. 
The new Chicago will 
service all mid-western territories, 


branch 


insuring rapid delivery for these 
areas, 

20th Century 
at the same time, additional dis- 
tribution for Louisiana, 
Mississippi and Michigan. The 
Baldwin Supply Co., with ware- 
houses at 512 South Peters St., 
New Orleans, La., and 812 Mis- 
sissippi St., Jackson, Miss., has 
been given exclusive distribution 


has announced, 


centers 


rights for these two states. <A 
arrangement has been 
concluded with the Holland 
Paint Co., 1364 Michigan Ave., 
Detroit, Mich., for servicing this 


similar 


state, 


YATES SALES CO. 
EXPANDS OPERATIONS 


The Lawson H. Yates Co., 
sales organization, Nashville, 


Tenn., has announced expansion 
of its operations to provide cover- 
age of hardware, plumbing and 
heating, mill and mine building 


distributors 


supply in Virginia, 
North Carolina, South Carolina, 


Tennessee, Georgia, Florida, Ala- 
bama and Mississippi. 
W. H. Pendergraph with head- 


quarters at Concord, N. C., cov- 


| ers Virginia, North Carolina, the 
| northern part of South Carolina 


and Tennessee east of Knoxville. 
S. F. Holeombe, Jr., 
Florida east of the Apalachicola 
River, Georgia, and the southern 
of South 
his headquarters 


travels 


part Carolina. 
makes 
Augustine, Fla. 

The territory of W. W. Cherry, 
HT, from 


Knoxville west, 


a St 


Tennessee 
Alabama, Missis- 
sippi, and to Florida west of the 
Apalachicola River. His head- 
quarters are in Birmingham, Ala. 

The recently 
moved to new, larger home office 
quarters at 431 Third National 
Building, 


extends, in 


company — has 


He 


Nashville 3, 





OSTER PRESENTS 
PRODUCTS AT 1950 
SALES CLINIC 


Members of The Oster Mfg, 
Co., Cleveland, builders of 
threading tools and machines 


since 1893, recently tackled sales 
plans at a four-day conference, 
Roger Tewksbury, president, gave 
his appraisal of general business 
conditions and his anticipatory 
views regarding 1950. Art Gould, 
vice-president, introduced new 
members of the expanded Oster 
sales organization and explained 
sales plans. 

From that point 
change from usual procedure, the 
district manager took over and 
individually conducted a clock- 
controlled, wire recorded portion 
of New and im. 
proved products were presented; 


on, as a 


each session. 
sales promotion techniques and 
problems were intensively dis- 
All factory and office 
employees were invited to an in- 


cussed. 
formal “preview” in the plant 
showroom. There they had an 
opportunity to see new 
machines and meet the men who 
sell them. A highlight was the 
first night, buffet supper party, 
attended by engineers and super- 
visory factory personnel, to en- 
able of the 
ganization to personally express 
their for 
ments accomplished. One subject 


model 


members sales or- 


appreciation develop- 
at the close of meetings was a 
but, the men 
voted there were 


“Gripe Session”; 
unanimously 
“no gripes.” 

The clinic terminated 
with a banquet, held at Tudor 
Arms Hotel. 


sales 


L. A. POT & KETTLE 
TO HOLD DINNER 
MEETING A MONTH 


Members of the L. A. Pot and 
Kettle Club voted at a_ recent 
meeting to modify their regular 
“luncheon meetings every Tues 
day” by making one 
meeting a month a dinner get- 
together. First night meeting 
will be held March 14 at Eaton’s 
Wilshire and Ardmore restaurant 


program 


with Edward P. Hallock (Cali- 
fornia Hardware Co.) as master 
of ceremonies. Mr. Hallock has 


promised one of his famous \. 
Patrick’s Day programs. 

On April 11, the club plans 
to have a full day social gather- 
ing at the Oakmont Country Club 
in Glendale. Golf is set for the 
with a jam- 


afternoon and 


boree for the evening. 


stag 


The square dances started by 
the club last fall will continue 
throughout the spring. They will 
be held on the first saturday of 


| each month. 
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MARTIN I. OLSEN 


Martin I. Olsen, 49, advertising 
Hardware 
was electrocuted at his home 


of Warner 


manager 


Co., 





MARTIN I. OLSEN 


at 3737 Hampshire Ave., Minne- 
apolis, Minn., when an electric 
sun lamp fell into the tub while 
he was taking a bath. 

He had been with 
Waner for 30 years and was a 
member of Scottish Rite, Paw 
Revere Chapter, A. F. & A. M., 
and the Advertising Club of Min- 
He frequently 
iibuted sporting goods articles 
to HarpwarE AGe. 


associated 


neapolis. con- 


DWIGHT P. CARLIN 


Dwight Carlin, 65, partner in 
Carlin Bros. Hardware stores, 
louisburg, Kan., died recently 
ater suffering a heart ailment. 
Mr. Carlin would have completed 
2 years in business in Louisburg 
on Feb. 1. He was a member of 
the Christian 


Church for more 
than 40 years. He was also a 
member of the I1.0.0.F. and 


Masonic lodges and the Louis- 
burg Lions Club. 


FRANK O. LINCOLN 


Frank O. Lincoln, chair- 
man of the board of Hy-Pro Tool 
Co, New Bedford, Mass., died 
February 11 at St. Luke’s Hos- 
pital, New Bedford, following a 
brief illness. 


75, 


Mr. Lincoln was a prominent 
for a half cen- 
and a familiar figure 
‘conventions throughout the coun- 
ty, 


sles. executive 


tury, at 


Early in his career he was con- 
tected with the Taunton Tack 
Works and Atlas Tack Co. For 
. years he was a sales executive 
lor the Morse Twist Drill & Ma- 


hine Co., later becoming vice | 


president in charge of sales. Dur- 
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| ing his career with this company 
he traveled extensively through- 


out the country. 

| After his retirement from the 
Morse Twist Drill & Machine 
Co., Frank Lincoln became the 


chairman of the board of Hy-Pro 
Tool Co., in which capacity he 
until death. 


served his 


JAMES R. GRAHAM 


James R. Graham, 76, interna- 
tionally known star, 
died February 18 at his home in 
Long Lake, Ill. He had been in 
failing health for several years. 


trapshoot 


Mr. Graham started his career 
as a farmer, with trapshooting as 
a sideline hobby. In 1910, how- 
ever, he the Illinois state 
trapshoot championship, and_re- 


won 


peated the feat the two following 
years. 

In 1912, Graham was selected 
a member of the team to repre 


sent America in the Olympic 
games, held that year in Stock- 
holm, Sweden. The team won 


the World’s Team Championship, 
with Mr. Graham making high 
score, 

In 1913, 
Powder as a 

He retired 
1942 at the 
mained active 


he 
“shooter salesman.” 
from Hercules 
69, 
professional 


joined Hercules 
in 


age of but re- 
in 
trapshooting circles. 

At the Grand American Handi- 
1944, he 


sional doubles championship, and 


cap in won the profes- 
was high professional. 

He is survived by his widow, 
Mary W. Graham, two sons and 


a daughter. 


H. F. UNGER 
H. F. Unger, 56, Portland, 
Ore., lawn sprinkler inventor, 
died recently at St. Vincent's 


hospital, having suffered a blood 








| H. F. UNGER 


9, 1950 





clot on the brain as a result of 
a fall in March, 1946. Since his 
death, a company, H. F. Unger 
& Co., 9651 S. W. Cayon Rd... 
Portland, has been formed by 
men who have interest in Mr. 


Unger’s patents for the turbin 


model lawn called 


“Duo-Rain.” 


sprinkler 


FRANK ROGER MACY 

Frank Roger Macy, 75, retired 
hardware of Hudson, N. 
Y.. died recently at the General 


dealer 


Hospital in Baton Rouge, La., of 
injuries suffered in an automobils 
accident in Denham Springs, La. 
Hle was a descendant of Robert 
Macy, a founder of Hudson. 








WESTERN HOUSEWARES 
SHOW AUGUST 27-30 
IN LOS ANGELES 


The second Western House- 
wares Show to be held in the 
Biltmore Hotel, Los Angeles, 
August 27-30, will be larger 


than its successful predecessor of 
last 

The management, Los Angeles 
Trade Fair, Ine., all 
manufacturers of housewares, 
home aids, small appliances, ae- 


year. 


has stated 


cessories and utensils are eligible 


to show. Manufacturers’ agents 


are also eligible to show their 
lines. A separate page in the 
Buyers Guide will be devoted 


each 
The show will be under the ac- 


to line on display. 


live management of Woody C. 
Klingherg, representing Los An- 
geles Trade Fair, which is a 
non-profit affiliate of the Los 


Angeles Chamber of Commerce. 


Particularly intensive advertis- 
ing is planned, along with direct 
mail contact with than 
9.000 
states alone. 

To 


policy 


more 


buyers in the western 


the details of 


administration, a 


supervise 
and 
representative committee — has 
been chosen, composed ef prom- 
inent manufacturers, agents, 
wholesalers and housewares buy- 
ers from 11 regional states. 
The first Western Housewares 
Show featured the prestige lines 
of some 120 exhibitors, and close 


to 700 buyers from 15 states and 


three foreign countries. The 
second show will be enlarged. 


Invitations and contracts have 


already gone out, and reserva- 
tions will be made on a strict 
basis of first come, first served. 


CITATION DRYERS LEASE 
LARGER BUILDING 


Citation Mfg. Co., Inc., 158 
Atlantic Ave., Lynbrook, L. I., 
N. Y., has leased a larger build- 
ing at 158 Atlantic Ave., Lyn- 


brook. 


APPROVE REVISION 
| RECOMMENDATION ON 
| EXPANSION, SOLAR TANKS 


\ revision of Simplified Prac- 
tice Recommendation R8-47, Fer- 
rous Range Boilers, Expansion 
Tanks, Solar Tanks, ap- 
proved by the Standing Commit- 
has submitted 
distributors, 
for 
according an 
announcement by the Commodity 
Standards of the Na- 
tional Bureau of Standards. 

The recommendation, 
nally issued in 1923, consists of 
of 
capacities, and working pressures 
for 


| 


and 


lee, been to pro- 


ducers, users, and 


others interested acceptance 


or comment, lo 


Division 
origi 


a simplified schedule sizes, 


range boilers, expansion 


of 
data 


tanks, and solar tanks made 


ferrous metal. It includes 
on size, location, and number of 
tappings as well as drawings 
showing location of tappings and 
applicable dimensions. This re 
lists 


vision additional 


two sizes 

of expansion tanks, and the 

gages of metal for the shell for 

range boilers and expansion 
tanks. 

Mimeographed copies of the 

proposed revision may be ob- 


Commodity 
National 
Washing 


the 
Division, 
Bureau Standards, 
ton 25, D. C. 


tained = from 
Standards 


ol 


WATER SOFTENER MEET 
OFFERS PROGRAM 
Water 
had the opportunity of receiving 
a blueprint of future 
dising potential at the first an- 


softener manufacturers 


merchan- 


nual meeting held March 7-8, of 
the National Association of Water 
Conditioning Manu 
Sherman, 


Equipment 
facturers at the Hotel 
Chicago. 

“During its first year of suc 
cessful operation, the association 
effected a of 
tremely constructive projects. 
these, I 
agement of coopérative market- 


number eXx- 


Of 
the encour 


has 
believe that 


ing effort between water softener 
manufacturers and a of 
household appliance industries is 
the most important,” Mr. Hayner 
said. One of our featured speak 


annual 


ers at the meeting was 
Ralph C. Cameron of Hotpoint 
automatic dishwasher organiza 
tion, who pointed out the ave- 
nues of merchandising which 


have not, as yet, been used. 
Richard Mitchell, American In 


stitute of Laundering, Joliet, IID., 





discussed water treatment re- 
quirements for modern laun- 
dries. 

Another feature was a discus- 
| sion panel on high capacity 
| resinous zeolites and other de- 


| velopments in the water soften 
| ing mineral field. 





























The Modern Complete Line 
of Wood Screws 


Thanks to an improved manufacturing proc- 


ess, Southern offers a full line of wood screws 
made to closer tolerances than ever before 
possible. 


The great perfection of these screws assures 
your manufacturing customers more accurate 
fit. Your retail customers, too, will know 
they can depend on the uniform quality of 
Southern Screws. This means more sales for 


you from completely satisfied customers. 


Southern manufactures a wide selection of 
screws in steel and brass with slotted and 
Phillips heads. Deliveries are prompt. Mod- 
ern packaging in bulk and gross quantities 
assures you of full measure, easier handling, 
stocking and shipping. 


Order Southern Today! 


Or write for full details on this modern, complete 
line of quality wood screws. 


FACTORY WAREHOUSES 


4100 Dell Avenue, 325 West Ohio Street, 
North Bergen, N. J. Chicago 10, Illinois 


280 Decatur, S.E., 
Atlanta, Georgia 


SOUTHERN 


SCREW COMPANY 


Statesville, North Carolina 


1388 West King Avenue, 
Columbus 12, Ohio 


| Distribute Johnson Indoor Gun on Nat'l. 


| The Johnson indoor target gun 


| will be distributed on a national 
| basis through 
wholesalers starting March 15, 
1950, it was announced by the 


Johnson Gun Co., Boston, re- 
cently. Interested wholesalers 
are invited to write the manu- 
facturer. 


Johnson policy has dictated a 
direct-from-factory basis since 
the new Johnson Gun Co. was 
formed and the gun redesigned. 
The company explained that 


sporting goods | 


Basis Through Sporting Goods Wholesalers 


production volume and _ sales 
| have reached the point where use 
of a wholesaling structure is de. 
sirable for the wholesaler as well 
as the manufacturer. Most of the 
sporting goods and _ hardware 
store accounts will be turned 
over to wholesalers in the several 
areas. 

No change in the Fair Trade 
Minimum Retail Price of $6.95 
will result, but it is expected 
that it will be slightly higher 
west of the Rocky Mountains, 














96 TAKE COURSES 

IN HARDWARE AT 
WISCONSIN UNIVERSITY 
| A five-day course in hardware 
store management, Jan. 9-13, un- 


Wisconsin Retail Hardware As- 
sociation, at Truax Field, Madi- 
son, Wis., was attended by 50 
students in the person of store 
owners and managers. A course 
of like duration, Jan. 16-20, un- 
der the same auspices and at the 
| same location attracted 46 retail 
| hardware store sales clerks. 
| Plans for future schools, on a 
continuing basis are being con- 
sidered by the University and the 
association. Instructors at both 
schools included H. A. Lewis, 
secretary-treasurer, Wisconsin Re- 
tail Hardware Association, Ste- 
vens Point, Wis., and L. C. 
Wood, director, Store Planning 
and Merchandising Service of 
the association as well as E. A. 
Gaumnitz, assistant dean, School 
of Commerce, University of Wis- 
consin, Madison, Wis., and R. J. 
Colbert, director, Bureau of 
Community Development, Uni- 
versity of Wisconsin. 

Hardwaremen serving as in- 
structors for the management 
course were: E. R. Mulady, di- 
| visional correspondent manager, 
| Hardware Mutuals, Stevens 
| Point; W. H. Wittwer, manager, 
| credit department, Wolff, Kubly 
& Hersig Co., Madison, and 
O. H. Berryman, credit manager, 
John Pritzlaff Hardware Co., 
Milwaukee. Included in_ the 
subjects were: insurance, person- 
nel training, store lighting, ac- 
counting, business law, credit; 
trade area development, store 
planning, tax procedure, business 
correspondence, inventory con- 
trol, and advertising. 

For the product knowledge 
and salesmanship course, lectur- 








Chicago district manager, 
gent & Co.; K. R. Beckman, 
manager, Pittsburgh Plate Glass 
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der the joint sponsorship of the | 
University of Wisconsin and the | 


ers included: C. R. Landerholm, | 
Sar- | 


_Co., Milwaukee; L. D. Bement, 


Associated Cutlery Industries of 
| America, Deerfield, Mass.; L. W. 
| Distel, Chicago, Ill., Cleveland 

Twist Drill Co.; R. J. Samuelson, 
| sales manager, Greenlee Tool 
Co., Rockford, Ill.; J. E. Good, 
Chicago district manager, J. H. 
Williams & Co.; E. A. Knudtson, 
Minneapolis, Henry Disston & 
Sons, Inc.; Gordon Watson, Chi- 
cago, district sales manager, The 
Carborundum Co.; J. H. Perry, 
| Chicago, sales manager, distrib- 
utor trades, Minnesota Mining & 
Mfg. Co.; L. W. Johnson, Wau- 
paca, Wis., Remington Arms Co.; 
J. Russell McGee, manager, and 
Jack Carlson, manager, saw de- 
partment, Skilsaw, Inc., Chicago, 
Ill.; Ben Eldridge, sales engi- 
neer, Delta Mfg. Div., Rockwe! 
Mfg. Co., Milwaukee, Wis. and 
Bert Walz, store manager, Wolff, 
Kubly & Hirsig Co., Madison, 
Wis. Subjects included: carpen- 
ters’ tools, insecticides, advertis 
ing, human relations, builder: 
hardware, auger bits, drill bits, 
electricity, show card writing, 
wrenches, gas, window display, 
paints and accessories, files, wil- 
ing and accessories, merchandise 
display, saws, electric motors, 
brushes, coated abrasives, port: 
able electric tools, cutlery, gums 
and ammunition, power tools, 
| store organization, and salesman 
| ship. 


WILMORE REGION MGR. 
REYNOLDS METALS DIV. 


Paul C. Wilmore has been ap- 
pointed regional manager of Rey: 
nolds Metals Co., building pro¢ 
ucts division, Region I, which 
comprises the western states, a 
cording to W. G. Reynolds, viet 
Metals Co 





| president, Reynolds 
| Louisville, Ky. 

| Mr. Wilmore has ben active 
in the contracting business ove 
a period of years. He formerly 
was with the General Electr 
Co., at San Francisco, covering 
| the same area. 
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IRA BRIVIC RETIRES 
FROM HARDWARE TRADE | 
Ira Brivic who has spent 12 | 
years in the retail hardware 
trade has announced his retire- 





IRA BRIVIC 


ment from his store at 1 Howard 
Place, Brooklyn, N. Y. He had 
heen sole owner of the store for 
eight years and then took in his 
brother-in-law as partner. Now 
Morris Klein and his brother, 
Bernard, will conduct the busi- 
ness with no change in policy. 

Mr. Brivic had been hardware 
buyer for nine years for Wm. L. 
Blumberg Co. Prior to that he 
had operated a store in Smith- 
town, Long Island for four years. 


VOOS APPOINTS 
KELLER COMPANY 


The Keller Co., Chicago, has 
been appointed as sales repre- 
sentatives of The Voos Co., 
New Haven, Conn., and Harve 
Ferrill & Company, designers and 
manufacturers of point-of-sale 
lisplay fixtures and selling aids. 





KINSEY HEADS N. Y. 
ELECTRICAL & GAS 
ASSOCIATION 


Frederick S. Kinsey, eastern 
district manager, lamp division, 
Westinghouse Electric Corp., was 
lected president of the Electri- 
al & Gas Association of New 
York, recently at its annual meet- 
ng held at headquarters in 
Grand Central Palace. Mr. Kin- 
sy succeeds Harry C. Calahan, 
vice-president of the General 
Electric Supply Corp., who has 
‘een president of the organiza- 
tion for the past four years. 

Other officers elected were: 
Theodore H. Joseph, president, 
EJ Electric Installation Co., first | 
vice-president; Leslie E. Latham, | 
president, E. B. Latham & Co., | 
‘cond vice-president; John W. 
Walter, president, John W. Wal- 
tt, Inc., third vice-president; | 
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Raphael Panaro, Central 
Supply & Service Co., fourth vice- 
president; Franklin S. Koons. 
vice-president, Queens Borough 
yas & Electric Co., treasurer: 
. A. Olson, manager, New York 
sales district, lamp dept., Gen- 
eral Electric Co., secretary; and 
A. A. A. Tuna, treasurer, Tuna 
Electrical Co., Inc., 
treasurer. 


PAINT SALESMEN 
HONOR, FATHERS, SONS 


The annual “Fathers and Sons 
Nite” of the Paint Salesmen’s 


Club of Chicago was held re- | 


cently at the Furniture Club, 666 


guests. 
session, the guests were enter- 


tained by five no-decision boxing | 


bouts put on by the Woodlawn 
Boy’s Club. Gifts were distrib- 
uted to the younger guests. 
Two new members elected last 
meeting were inducted—J. Her- 
schel Campbell of A. G. Jacobus 
& Sons and Ralph G. Porter of 
R. G. Porter Supply Co. 
Applications from the follow- 
ing have been approved by the 
Executive Committee and were 
voted into membership: Harold 


Marsh, E. I. du Pont de Ne- | 


mours; M. D. Neuman, Baker 
Brush Mfg. Co.; K. J. Miller, 
K. J. Miller Corp.; Arthur Z. 
Davis, Duro Industries; Harold 
L. Nash, Minnesota Mining & 


assistant 


Auto | 


Lake Shore Drive, the members | 
| bringing their sons or fathers as | 
After a short business | 








| 


Mfg. €0.; Robt. F. Olson, Arvon | 


Products, Inc.; Eugene J. Gor- 
niak, James B. Day Co.; Donald 
Rudolph, Flame Seal Corp. 


WESTERN STOVE TO 
DISTRIBUTE NATIONALLY 


Henry Honer, president of the 
Western Stove Co., Los Angeles, 
Cal., whose sales and distribu- 
tion of gas ranges had previously 


been confined to the West Coast, | 
has announced that the Western | 


Holly gas ranges will be mar- | 
keted east of the Rockies to the | 


eastern seaboard and from Can- | 


ada to the Gulf of Mexico. 


° . | 

Lloyd C. Ginn, formerly di- | 
rector of advertising and promo- 
tion for American Stove Co., has 


been appointed general sales 


manager. 


has served on many of the Gas 
Association’s promotion and sales 


committees. 


Mr. Ginn headed up | 
| the Gas Appliance Manufacturers 
| CP Gas Range promotion and 


Mr. Honer also announced that | 


additions to the company’s staff 
will be made soon and a new 
method of distribution will be 
forthcoming. 
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WILL INCREASE PLIER SALES 


No. 300 PLIER DISPLAY Deal includes '/s doz. each of 
the following Individually Boxed Pliers: 


No. 5179 — 5” Diagonal Cutting Nipper 

No. 5179 — 6” Diagonal Cutting Nipper 

No. 5290 — 742” Heavy Duty Diagonal Cutting Nipper 

No. 5332 — 6” Long Thin Nose Radio & Electrician's Plier with Side Cutter 
No. 5395 — 742” Heavy Duty Side Cutting Combination Slip Joint Plier 

No. 5612 — 6%” Linemen’s and Electricians’ Side Cutter 

No. 5612 — 742” Linemen’s and Electricians’ Side Cutter 

No. 5612 — 8%” Linemen’s and Electricians’ Side Cutter 


Here's a quick-turnover assortment chosen for popularity in 
every trade and every home. All have burnished, blued 
finish, fitted grip handles, full polished heads, individual 
boxes. The price is right, the markup's generous... put this 
beautifully finished hardwood display panel on your wall 
for fast profits. 





Retail Selling Price $49.50 
Your Cost paige 
Your Profit $1850 
wisi ORDER THROUGH YOUR JOB- 
| BER TODAY! DON’T DELAY. 
BOKE \F YOUR JOBBER CAN'T SUP- 
i esses PLY YOU SEND US HIS NAME 





7) at 
Lj ww 
"Y For over a c& 


H. BOKER & CO., INC. 


Quality for over a Century 
101 Duane Street New York 7, N. Y. 
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SEAL RITE 
PUTTY KNIVES 
AND WALL SCRAPERS eC 


lhe] - + | 3 Quality Lines 
' i 7  &, That Meet the Needs GAS 
Cutaway view shows how = | | PBF Vy is ews’ of All Classes of Trade 


New “Dandee” Flush \ } t es pcs 
valve Cage Guide assures “| i MARTIN 
cluding: V 


r rfect reseating of tank | aT aT p> 
THE “IMPERIAL” LINE vented Cir 


ball. (Pat. Pe nding) } 
’ tis ae te big MART 
Mirror finished. A super-quality line, beaters 15. 


“DANDEE" FLUSHVALVE CAGE GUIDE ere on onc . P wee 
incorporating custom work far above ed 10,000 | 








OFFERS NEW, PROFITABLE SALES that in the ordinary commercial knife AGA. 
Cuts Water Bills! Easily Installed! or scraper. Size range: 114” through 314”. Model shor 
ri : Heater No 


. +s . . ue Lil a 4 ‘ 

ERE e way ag we 4 = SS THE MARTIN LINE er for sm: 
jaive é 4 Eetrx.. 4 ers grez Sales ar . * . 

ro Se eee oe Also a custom quality line, of high-grade work- 


profit possibilities. It’s a fast selling item with liberal . s — s 
profit margin. The Dandee is a natural for customers manship. Sand finished. Featured by extra large 




















who are tired of noisy running closets and high wate wood handles. Size range: 114” through 314”. mART 
bills. It’s easy to install. es -_ 
Made of brass for 1” THE CHAMPION LINE 
ge ns Mor a = aT NEW 1950 CATALOG Lower priced for the mass market. High car. 
ve furnished with Con- : OT 
vertor for 1%” or 114” just off press, shows hundreds bon steel. Hard, round wood handles. Two 
Overflow tubes. Send for of profit making items for you. sizes | 4 and 3” wide. 
illustrated circular and Send for free copy, today! Sold to the Jobbing and Distributing Trade Only 
full details. 
SEAL RITE CALKING CO., Inc. 
LOS ANGELES 44, CALIF. DETROIT 21, MICH. BROOKLYN 22, N. Y. 
MERIT PRODUCTS Co 6001 So. Gramercy Place 6335 Lyndon 192 Greene St. MAR!) 
* 


147 N. Washington St. Boston 14, Mass. World's Largest Producers of Caulking Materials 


STELRAY serine action | The BIG SELLING 284¢!! nan 
SELF CENTERING auld} =| that REPEATS and REPEATS ‘a 


BECAUSE IT'S 
FAR BETTER 


Proven by impartial tests of 






































Starts holes for screws, 
at angles, tight spots 
or corners. 


HITS THE 
BULL’S EYE 
FOR BIG SALES 


SPRING ACTION... Scores 
of ways to use. Fixtures, 
hinges, shelf bracket 
sente, Gotland te o> Consumers Crack Filler 

‘ 9 y (wood putty) preferred 
pert craftsmen. Buy appeal by professionals and 
for everyone, including home home craftsmen alike 
owners and hobbyists. because its powder 


a nationally known Brush 
Manufacturer to be the most 
efficient brush cleaner on the 
market... has further proven 
itself as a steady repeat sales 
builder. 10¢ size—24 pkgs. in 
unit, 25¢ economy size—2 doz. 








in case. 


Consumers 





Patching Plaster 


form stays ready to + +.mixes white 


| use—mixes with water in cold water. 
| 
' 


| —works so easily. 





No checking or 


‘. | te® ey 
o WE shrinking. Quick a, 
Nonnd” | eed Tiger Grip Li- bond to old | General Repairing 

















wt aot B I Past 4 
oleum Paste : ; J 
“PUN pars ort | icone poe for Plaster without and Household Use / 
gener’ * TIGER GRIF use on wood sizing. In 1,22 [imzssermenl” 
= Roore vs ot. & 5 Ib. cartons; 
wr Get a display at your | ihc pt., qt. 1&5 2, 5, 10 & 15 Ib. paper bags; 50 & 
=e ca gal. contain- 
jobber . . . or write ers. bags—100 & 300 Ib. bbls. 








us for his name. | ORDER FROM YOUR WHOLESALER 


STELRAY Te BH CONSUMERS GLUE CO. 


| 1515 N. HADLEY ST. ST. LOUIS 6, MO. 
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GAS SPACE HEATERS 


MARTIN makes a complete line of Gas Space Heaters in- 
cluding: Vented Radiant Circulators, Vented Circulars, Un- 
vented Circulators, Radiant Heaters and Bath Heaters. The 
big MARTIN line comprises: Eight models—fully vented 
heaters 15,000 BTU to 85,000 BTU. Twenty models—unvent- 
ed 10,000 BTU to 50,000 BTU. All heaters approved by the 
AGA. 

Model shown, is MARTIN Bath 
Heater No. 53 C. The ideal heat- 
er for small rooms. MARTIN 


Heaters are 
Vi 
Send for Catalog 


MARTIN STAMPING & STOVE CO. 
Huntsville, Alabama 
nAME YOUR TAPE... 


Their high 
GET MORE FOR YOUR MONEY 





quality and 
moderate 
price makes 
them profit- 
able to han- 
dle. 














‘The tape with the yellow core’ made by OKONITE 


SOLD ONLY THROUGH RECOGNIZED WHOLESALERS 


if ot 
(Pa nther and 1D) pagan 


friction and rubber tapes 
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If You’ve An Eye 
For QUALITY 


and PRICE— 
Switch To 








RIM KNOB and BROAD BEVEL 


LOCK SETS 


Yes sir, Mr. Hardware Merchant, we've concen- 
trated on proving It Is possible to build a little 
more-than- ordinary quality into Taylor products 
and keep the prices at VOLUME levels in alert 
hardware stores throughout America. Here are 
two good examples: basic ‘bread and butter’ 
items with the dependable Taylor trademark, 
good for your business because they're good for 
your customers. 


TAYLOR LOCK CO. 


PHILADELPHIA 32 
PENNSYLVANIA 








“For Safety Sake Always Say TAYLOR” 
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ADVANCES 
Glass. Some carpets. Some spring washers. 


DECLINES 
Some sash putties, glazing compounds. Some storage batteries. Steel scrap. 








Spring lock washers—An ad- 
vance of 5 per cent on Reliance Kant- 
link spring washers was recently an- 
nounced by Eaton Mfg. Co., Reliance 
Division, Massilon, Ohio. This is the 
first increase since Aug., 1943, and was 
the result of increases in materials, 
transportation and other costs. 


% 


Glass—Factory prices of glass 
were advanced, Feb. 22, on an average 
of 2% per cent according to an an- 
nouncement by Donald C. Burnham, 
vice president, Pittsburgh Plate Glass 
Co. “The new price schedules follow a 
thorough study of manufacturing costs. 
Maximum increase on any product will 
be not more than six per cent, while 
certain items which reflect lower costs 


have been reduced in price,” according 
to Mr. Burnham. The increases stem 
from transportation, fuel, power and 


labor costs. 


battery for Fords is lowered from $20.45 
to $17.95; and the heavy duty long bat- 
tery for Buicks drops from $24.95 to 
$20.95. 


Carpet and rug prices — 
James Lees & Sons Co. states its price 
increase on carpets and rugs, effective 
March 1, will average approximately 
244%. This change was reported on 
Feb. 7, without the percentage of in- 
crease being stated. It follows an ad- 
vance averaging approximately 3 per 
cent which became effective on Feb. 6. 
Meanwhile, the U. S. Department of 
Commerce supports the explanations of 
American rug makers for price in- 
creases on carpeting in recent months. 
The Department said there was a 31 per 
cent increase, during the last seven 
months of 1949, in the average price of 
carpet-wool impotts from the nine prin- 
cipal foreign production areas. 


Plywood—U. S. Plywood Corp, 
reporting recently for its fiscal year, 
said that price recovery in its field re- 
sulted in earnings, last quarter, almost 
equaling the total of the two preceding 
quarters. Prices of plywood, down 30 
per cent last June from the high level 
prevailing late in 1948, have rebounded 
sharply. The company is now selling 
plywood at around $80 per thousand 
feet compared with $64 in mid-1949. 
Demand is strong and production is 
now being allocated. Largely responsi- 
ble for the improvement in plywood, as 
in many other building materials, since 
last year’s slump is the sharp rise in 
home building. Home construction dur- 
ing January by private builders set a 
new high for that month, according to 
R. M. Lockwood, president of the Na- 
tional Association of Home Builders. 
The estimated January total was 80,000 
units, against 50,000 during the like 
month of 1949. 


Building costs to rise—Home 
building in 1950 will cost about 5 per 
cent more than last year Mr. Lockwood 
said, listing three factors to cause this 
rise: (1) The big government housing 
program of 135,000 home units on top of 
a record production of a million new 
homes by private builders, will cause a 








by : 


in fi 














Retail Hardware Sales by Months 
For 1949 and 1948 


January 1949 to 
December 1949 


Sash putties, glazing com- 
pounds—Pecora Paint Co., Inc., Phila- 


delphia, Pa., has announced a sweeping 
January 1948 to 


price reduction in its entire line of 
December 1948 


sash putties and glazing compounds of 














‘ panty: January .... $15,000,000 $163,000,000 
between 10 and 20 per cent. Felewery 181,000,000 151,000,000 
ees March 171,000,000 186,000,000 
April ... 177,000,000 218,000,000 
: ‘ May .. 183,000,000 218,000,000 
Willard batteries reduced— ped ay 177,000,000 221,000,000 
On Feb. 14, reductions of $2.50 to $4 July 177,000,000 203,000,000 R 
on heavy duty and standard type stor- —, acaba bingo yond 
. 5 eptember 168,000,000 : , 
> batteries, for the replac ement mar Sinan 166,000,000 205,000,000 
et, were announced by Willard Storage et 165,000,000 194,000,000 
Battery Co. Willard said the retail price December 173,000,000 248,000,000 
on its heavy duty battery for Chevrolet —_—_——— 
and Plymouth automobiles is reduced $2,088,000,000 $2,410,000,000 
from $19.95 to $17.45; a standard duty Source—U. S. Department of Commerce. 
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The product of 104 years’ experience 
in fastener manufacturing, 
sold through the finest distributors 
in the world. 


Assure satisfaction and dependability 
by selling RB&W Cap Screws and Square 
Head Cup Point Set Screws . . . the product 
of more than a century of continuous 
research and progressive development 

in fastener manufacturing . . . backed by 
the skill of four generations of 
RB&W men and women. 














Plants at: Port Chester, N. Y Coraopolis 
Po ck Falls, lll, los Angeles, Calif 

additional sales offices at: Philadelphia 
Detroit, Chicago Gi lelilelileel-l-ME@lel tie lat) 


THE CCMPLETE QUALITY LINE —— 


104 YEARS MAKING STRONG THE DISTRIBUTORS THAT MAKE AMERICA STRONG 





RUSSELL, BURDSALL & WARD 
BOLT AND NUT COMPANY 
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K..» your floors 


beautiful ... with 



























You're in the 


POST 





and in the 
profits 


with 
Bassick 
CASTERS 

& GLIDES 


* People who read the sart- 


URDAY EVENING POST are di- 
rected to their local hard- 
ware store for casters and 
glides. 

Thus Bassick helps build 
business and profits for you. 

Carry—and feature—na- 
tionally advertised Bassick 
products. 





Use this Bassick display to 
help you cash in on Bassick’s 


national advertising. 


THE BASSICK COMPANY, 


Bridgeport 2, Conn. bivi- 
SION OF STEWART-WARNER 
corp. In Canada: BASSICK 
DIVISION, Stewart-Warner- 
Alemite Corp., Ltd., Belle- 
ville, Ont. 


Bassick 


MAKING MORE 
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KINDS OF CASTERS 
MAKING CASTERS DO MORE 





shortage in labor and materials and 
force an upward spiraling of costs. (2) 
A fifth round of wage increases now in 
the preliminary stages will lift construc 


The 


prices will add about $40 to the cost of 


tion costs. (3) increase in steel 
every small home. The increase in home 
building costs from Jan.. 1949, to the 
start of this year was 4 per cent. 

ts a a 
trend 


commodity 


Commodity 
Wholesale 
the country over, rose 0.3 per cent in 
the week ended Feb. 7. the 
Labor Statistics reported. Its new index 
151.6 per cent of the 1926 
This is 0.1 per above 
four weeks ago, but 3.1 per cent under 
Meat- 


rising 
price averages, 


Bureau of 


stood at 


average. cent 


the comparable week of 1949. 


showed the greatest rise during th: 


week, while grains declined. 
Floor-covering increase 


Bigelow-Sanford Carpet Co. raise 
prices by 1 per cent to 3 per cent on 
10 of its 53 grades of woven carpets 
March 6, because of “highe 


This 


advance in 


effective 


production costs.” was the com 


pany’s third price recen 


months. It effected an average increase 


of 515 per cent last Nov. 21. and a 
further rise of 5 per cent took place 
Feb. 6. The first two increases were 
ascribed to rising wool costs. 
* * 
Tin—-The failure of the recent 


British-U. S. 


(Continued on page 234) 


negotiations to reach an 








Plumbing Accessories Display Attracts Howe Owners 


PRACTICAL and_ attractive 

plumbing accessories display 
is used by the Schanck Hardware 
Co.. Libertyville. HL. to catch the 
attention of customers who ente: 
or leave the store by a side door 
to a secondary street. 

The display has three step-up 
levels and is semi-circular in shape. 
Its display levels are covered with 
linoleum strips, while the rest of 
the space between levels is covered 





with attractive paper. The plumb- 
ing accessory items displayed 
appeal to many a home owner. 
The customer who stops to ex- 
amine the accessory display can 
also glimpse nearby shower stalls, 
and sales of these items are often 
the 


show window directly ahead of the 


made as a result. In small 
accessory display. the firm has a 
bathroom display suitable for a 
small home. 


This display is near a door which opens on a side street. 
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Steak Knife Sets—4, 6 
or 8 in" Jewel-Box"’ 
chest. Classic handles shown. 


Build prospects by building 
your counter and window dis- 
plays around these FREE aids 


Display Merchandiser — colorful counter 
or window card that draws attention and 


builds sales. 





Radio and 1) Scripts— complete scripts 
and descriptions for use. Timed for 1-minute 
t I5-seconds with space for vour own 
‘nature 





a ie 


He 


Mats, Electros, Photos Mats or 
electros of complete ads or product cut- 
| 
| G lossy photos of cutlery and portraits of 
Jeanne Crain 
art 





Imprinted Stuffers tested sales-boosters 
‘eaturing Jeanne Crain and Ca 


Catlery. Send them out with your bills. 





/ 


for your window 
for your own sales 


rs, Gx. Cash Award Contests 
< >» or counter displays. . . 
5 — people to tie them in. 
<_<! Se 
cS 
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Carver and AN 
Fork shown with ~, * 
Vogue handles 

n "'Jewel-Box"’ chest. 


Gor Coatte dag - 
“Tl help you sell 


CARVEL HALL 
Cutlery Sets’’ 


JEANNE CRAEN 
starring in 


“CHEAPER BY 
THE DOZEN” 
a 20th Century Fox 


Pechnicolor 


Tie-in now with 
Carvel Hall's STAR 


June Bride Promotion 


Production 


moon comes a real 


( Ner in a) blue 

) natural sales builder! Carvel Hall’ 
giant June Bride Promotion, starring Jeanne 
Crain—the perfect combination of a sky 
rocketing line and the ideal merchandising 
idea. It’s about to break —timed with the great 
June Bride Season! To 20,000,000) readers 
of top national magazines Jeanne Crain will 
tell the story of Carvel Hall microned blades 
—scientifically honed to a microscopic ede 


precisely tempered, backed by a_ lifetiny 


service guarantee. She draws attention to the 
Carvel Hall package to add more punch to 


your display tie-ins. This great all-inclusive 
campaign has everything to make it a real 


merchandise raver 


Write For Details 
Send today for your free copy of the Briddell 


Carver, Fork and June Bride Promotion Book. [t gives com 
Sharpening Steel, 
‘Jewel-Box"’ chest. 


Vogue handles shown. 


plete details on the national ads, display 


. ' 
merchandiser, mats. electros, photos, radio 


and television scripts. booklets and billin 
stuffers 
enter the 


how to tie-in your sales personnel in’ the 


What's more, it tells you how to 


Promotion Display Contest and 


Retail Sales Contest. Both contests have 


attractive cash awards. Send now for the 
whole story and get started on a real-sal 


push that can pav off for vou! 


BRIDDELL 


CRISFIELD, MD. 


Yine Quality Culler ry 


Master Set 


Carver, Fork and y A 

six Steak Knives in Zs 
Jewel-Box"’ chest 

Shown with Vogue handles 
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The Only 
Coaster Brake Advertising 
that Builds Business 
for Everybody! 


Everyone is talking about the new Bendix * 
Coaster Brake advertising campaign. 
Manufacturers, jobbers and bicycle deal- 


ers agree it’s a real business builder. 
*REG. U. S. PAT. OFF 


A NEW IDEA 


“Ride a Bike—It’s Fun.” A new idea that 
establishes a slogan for the bicycle industry. 
It’s advertising that sells the need, that sells 
the bicycle, that helps you sell more Bendix 
Coaster Brakes than ever before. 


NATIONALLY ADVERTISED 


This brilliant new advertising campaign will 
appear in Look and Holiday magazines. 


16 MILLION COMIC BOOK ADS 


For the youth market there will be more than 
16 million advertisements in a long list of 
favorite comic books—and special campaigns 
for Boy Scouts and 4H groups. 


MORE TRADE ADVERTISING 
THAN EVER 


A large trade paper campaign will keep re- 
tailers and wholesalers all over the country 
informed about this new program. 


AND SALES PROMOTION TOO 


Sales aids and point-of-purchase material will 
help you to tie in with the campaign. 

Get all the details of this new and exciting 
program from the Bendix Coaster Brake 
representative im your territory, or write. 





ECLIPSE MACHINE DIVISION of 


AVIATION CORPORATION 


ELMIRA, NEW YORK 
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agreement on U.S. bulk stockpile pur- 
chases has been reflected in an easier 
Recon- 


continues to 


domestic price situation. The 


struction Finance Corp. 
offer Grade A tin at 74% cents pet 
pound, New York, but dealers and im- 
porters are understood to be offering 
spot and prompt shipment metal at 741, 


March 


Importers are said to be 


cents, including February and 
deliveries, 
offering April delivery at 7444 cents pet 
pound, These prices compare with the 
general (R.F.C.) price of 74% cents for 
Grade A tin, covering spot, prompt and 
future delivery dates. 
* * * 
Big business Roofing. siding 
and insulating of homes has become a 
$2. billion-a-year business, according to 
(:. N. Nichols, managing director of the 
Northeastern Roofing, Siding & Insulat- 
Association. Mr. 
Nichols added that much of this busi- 


ing Contractors 


ness results from door-to-door selling. 
Usually, he said, home owners will not 
buy a new roof until the old one leaks, 


but will more readily put up new siding 


to brighten the appearance of their 
houses, 
% a 
Department stores hold 
slight gain—Department store sales 


throughout the nation in the Feb. 18 
week averaged 1 per cent above a year 
ago, the Federal Reserve Board stated. 
The gain was due, at least in part, to 


Phila 
delphia stores, whose sales in the 1949 


a O7 per cent rise reported by 
period were depressed by a_ city-wide 
transit strike. Reserve officials said fur 
ther study was needed to determin 
whether the 1 per cent increase wa 
due entirely to the Philadelphia situa 
tion or whether there was some slig| 
improvement for the country as 
whole. In the period from Jan. | 
Feb. 18, department store sales ave 
aged 4 per cent below a year ago. 


* * # 


Building materials strength- 
ened——-While the nation’s home build 
ers are planning to “dot the landscape” 
with more new homes in 1950 than in 
any previous year, many of them say 
they must raise their prices soon be- 
cause of higher costs of some building 
materials. In general, they expect their 
prices to inch up 3 to 5 per cent in 
Higher-priced 


the next few months. 


steel, they say, has raised cost of 
plumbing and similar items $20 to $40 
on the average dwelling. Framing |um- 
ber they add, is up 5 per cent from its 
mid-summer cost. Plywood prices are 
pushing higher, goaded by active de- 
Pacific 


northwest, where nearly all the nation’s 


mand from builders. In the 
softwood plywood is produced, the price 
level is almost back to the 1948 record 
high. Quarter-inch plywood, which sold 
for $64 per thousand feet at Portland 


(Continued on page 236) 





Bait Display Stops the Fishermen 





The Ringsmuth Hardware, Wakefield, Mich., uses wood strips across @ 
knotty pine board background on which it displays fishing bait. The baits 
can be hooked into the wood strips very easily and also may be removed 
without any difficulty. Reels are also shown on an anchored metal rod, so 
that prospects can spin them. Other baits are displayed in a glass case 

in the same area. 


HARDWARE AGE, MARCH 9, 1950 





A 


lastic Co 
able in rec 
size 1444” 
Can be re 


*49 8. B. 
x 13%" x 
retailed a! 








E 
" 


“48S. 8 
wall Utility 
Holds two | 
Can be ret 


a 


#48-1. Nic 
Adjustable 1 
all size 12” 
opened to | 
Can be ret 





bate 





Advertiseme 


OVE! 


If you ar 


VILSON-IMPER 
—_—— ee 


HARDWARE 






























































































"| RATED x " AG 
1949 : \ ‘4 ve ° 
wid FOR PROMOTION = -{qiii: Seely 
va — ° ie &€ Wp i) Co 
ite Artistic Wire Products are hot volume Re ao nh 
in si i 7] low price, plus quality! PROV * PLASTIC COATED * 
ie +49 $.D. Twin sink model Vinylite seliers...low p P quality: 
. Piastic Coated Dish Drainer, avail- Fe 
situa able in red, white or yellow. Overall You buyers of housewares will find 
ligh size 1414" x IZA" x A 98c this combination of the famous Viny- 
Can be retailed ot ° ° ° . eae 9 
sa ¢ lite Plastic Coating* with Artistic’s 
_ +49 B. B. Extra large size— 16'2 ° ° ° 
x 134” x 4”. Can be $1.19 fine workmanship and practical design 
_ retailed ot : an unbeatable combination in depend- 
able merchandise with high public 
acceptance. 
izth- 
; #50 G. D. Here is a sensationally selling combina- 
yuild tion glass and dish drainer. Coated in durable 
waesa”? Vinylite plastic coating. Available in red, white or 
al yeilow. Overall size 1634"' long, 13/2" wide, 7/4," 
an in high with glass drainer attached. 
Ray Priced for volume sales at $949 complete 
n be- — 
ding 
their #49. Vinylite Plastic Coated #48-E. Egg Basket coated in 
. “48 S. R. Nickel plated handy Plate Storage Rack. Available in durable Vinylite plastic coating. 
nt in wall Utility Rack with a towel bar. red, white, or yellow. Overall size y Available in red, white, or yellow, 
priced Holds two large boxes. 11" x 6%" x 54", Can 89c 7” long x 7” wide x 
st of Can be retailed at 59 be retailed at 3” high. Can be re- 39c 
$40 c *VINYLITE PLASTIC COAT- tailed at 
09 ———4 INGS will not blister, soften 
- Jum- or become gummy. They 
sas ‘Oh resist acids and alkalis. A 
product of the Bakelite 
*s are Corporation. #49-9. Twin sink model Vinylite 
re de- _— Plastic Coated Sink Rack. Avail- 
“om Contact your nearest distributor for cost prices and able in red, white or yellow. Over- 
oe pr tional all es, or write direct to our main office. 4 dps y : 
acifi all size 12%” x 10%" x 
i ee 748-1. Nickel-plated Roast Rack. 1”. Can b toiled 69c 
ations Adjustable to two positions. Over- ne eee ae 
1 Pp jon: e ' 
price all size 12” long, 9” wide. Can be WIRE PRODUCTS C0. : #48-9. Large size— 16%" x 
ae opened to 12” x 12”. 12%” x 1”. Can be 
record fmtommmaan DOC EAST HAMPTON, CONN. retailed ot 89c 
hh sold 
rtland = —— — —— - —-— 
: SIscience ,, 
— B Ms a MECHANICS joe 
Q4 fe mi a 


F POPLIN 
MECHANICS 


fa 4 of Y 
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for WILSON-IMPERIAL 
PRODUCTS 


oon 


Advertisements appear regularly in all these magazines 


OVER 14 MILLION READERS 








ross @ If you are not already handling these popular products 

» baits . 

eel order them now from your jobber. 

gt VILSON-IMPERIAL COMPANY, 120 Chestnut Street, Newark 5, N. J. 
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Head, Arms, and 
coupling nut, beauti- 
fully Chrome plated. 
Heavy Cast-body and 


Bearing. Sprays large 


Sherman “GOLD LABEL" 


H.B. Sherman Mfg. Co. 


for VOLUME 
SALES 


To a Public 
That Expects 


BETTER 
VALUES! 














’ high. Brass 


Hi-Spinning 
Long-Life 








Rotating Sprinkler 


The Hardware Merchant knows 
he must have better goods to sell 
at lower prices. 

In the Lawn Hose Fitting field, 
the answer is to BUY SHERMAN. 
For Sherman has never inflated 
prices. Thai is one reason why 
Sherman Sprinklers, Hose Noz- 
zles, Couplings, etc., are water- 
ing more lawns and gardens 
than any other brand. 


This Spring ask your wholesaler 
to stock you with the Sherman 
line. This way you'll assure your- 
self extra sales volume and extra 
profits. You'll also enhance your 
_ own reputation for giving the 
public top value for every dollar 
spent in your store. 





Battle Creek, Michigan 


area mills last July, is now in the 38 


to $85 neighborhood. This is only 
about $10 below the 1948 peak. 
A % % 

Steel production —Steel  pro- 
ducers this week are surrendering 
grudgingly, though inevitably to the 
coal shortage, according to The Iron 
Age, national metalworking weekly, 
affiliated with the Chilton Co., pub- 
lishers of Harpwarre Ack and_ other 
is March 2 


issue. Steelmaking operations are 


business publications, in 


scheduled at 70 per cent of capacity, 
down 18% points from last week’s rate 
of 88.5 per cent. Even this rate is ten- 
tative and subject to sharp downward 
revision if no coal is mined again this 
weck. But this tells only part of the 
story. Production of coke and pig iron 
have been cut back far more drastically 
than steelmaking. Another week of 
these reduced operations will bring the 
ingot rate down with a bang!  Steel- 
makers, according to The Iron Age, 
have gambled that the coal-labor crisis 
would be resolved before their opera- 
tions were greatly affected. They have 
held production at a high level despite 


their rapidly disappearing cual stocks. 
Most steelmakers have greatly increased 
the proportion of scrap. steel being 
charged into their openhearth furnaces. 
[his partly explains why some com 
panies which have cut coke making and 
blast furnace operations to a mere 25 
per cent of capacity have still been 
able to keep their steelmaking rate at 
near 75 per cent of capacity lhis 
week the stee! market is reflecting 
familiar characteristics of former times. 
Demand is at a very high level. Con 
version activity is increasing rapidly. 
And the gray market is returning, on a 
limited scale. The scrap market wa 


generally quiet. But at Pittsburgh 

$1 a ton decrease in No. 1 heavy melt 
ing steel lowered The Iron Age stee) 
scrap composite 34 cents a ton te $27.08 


per gross ton. 


Latest commodity movement 
upward—In a later report, the Bureau 
of Labor Statististics said that whole 
sale commodity prices increased 0.4 per 
cent in the week ended Feb. 14, to a 
level of 152.2 per cent of the 1926 aver- 

(Continued on page 238) 
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“Dream Kitchen" in miniature is photographed and mounted in a folder in 

a minute's time at a Hotpoint kitchen planning center. T. F. Beeman, kitchen 

planning manager, Hotpoint, Inc., 5600 W. Taylor St., Chicago 44, Ill. Camera 

mounted on planning counter records desired arrangement of appliances. 
Planning center is available to dealers. 
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FEATHERWEIGHT ly lide | 
GARDEN Hose *™!""* 


SO GOOD IT’S GUARANTEED FOR 10 YEARS | 
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GARDEN HOSE 2 


piIncor monet F- 
Last yee" Power Mow 

of this = $139.50 
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Here's everything you've ever 
wished for to win big volume on 
MOWERS | power mowers—and just when you 
want it—right at the very start of 
* — 
Tough, durable plastic — outlasts rubber. iE the peck wuwer manus ae 


® Featherweight — a child can lift it. 
®@ Resists extreme hot and cold temperatures. in 3 big-value price ranges—plus 
® Resists scuffing, peeling, grease, oil, etc. unon” national advertising that packs a 
® Strong non-rust 2-way Perma-grip couplings. Bor WON @ J real sales wallop! 

® Withstands 8 times city water pressure. ~ 

® In 25-ft. and 50-ft. lengths. 


The Plastic Garden Hose of Outstanding Quality 
Guarantees Greater Sales and Profits 


¢. o. b- 





season, 3 great power mowers— 


See Your PINCOR Salesman 
or Write for Catalog 


PINCOR PRODUCTS 






Manufactured by Pioneer Gen-E-Motor Corp. 

‘ Distthuted by Setter Wholesalers 5841 W. Dickens Ave., Chicago 39, lilinois 
PLYMOUTH RUBBER COMPANY, INC. Power Lawn Mowers * Hand Law Mowers * Electric 
CANTON, MASS. Hedge Trimmers * Gasoline Engines * Electric 




















Ake Manvfacturers of SLIPKNOT, the World's Largest Selling Friction Tope. Seaseieg Fats © Salley Chagas + Cet 
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You'll recognize this new Ta-pat-co buoy- 
ant vest as a sure-fire seller to fishermen 
everywhere. Attractive design, quality 
construction and moderate price make it 
a natural profit-builder. 


Filled with new Java Kapok, covered 
with high quality drill and designed for 
arm-free casting and other activity, it fits 
all wearers regardless of size and is re- 
versible for convenience in putting on. 


It’s one of a long line of Ta-pat-co out- 
door and marine products. Write us or 
see your jobber for details 


The AMERICAN PAD & TEXTILE CO. 


GREENFIELD, OHIO 
ANADIAN BRANCH. CHATHAM, ONTARIO 











BUILD | 
VOLUME 


with the 


_ LAWN 


a” 







Si 
Put 
> 


IMPROVES LAWN 
APPEARANCE! 


SAVES MANY 
MAN-HOURS OF WORK 


STIMULATE SALES AND INCREASE PROFITS 


with this new, faster way to clean 
lawns! Homko takes the Lend work 
out of lawn care and has gained 
enthusiastic acceptance the country 
over! Constructed of all-steel wit ko 
heavy canvas basket, 4 rows of non- o 
clog. Bassine fibre, adjustable TRULY A 
brushes. Handsomely finished! 
Write today and learn how you can QUALITY 
profit with HOMKO Lawn Equip- PROOUCT 
ment! 

24” width—6', bu. capacity 


WESTERN TOOL & STAMPING CO. 


DEMAND 
DEPENDABLE 





2725 SECOND AVENUE, DES MOINES 13, IOWA 
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age. This was 1.9 per cent above a 
month earlier, but 4 per cent below the 
comparable week of 1949. In the year- 
to-year comparison, metals and metal 
products were down 3.6 per cent, and 
building materials 5.2 per cent. 

* * ca 

Downtrend too slow, in liv- 
ing costs—To most of us 150 million 
Americans, of “moderate” incomes, it 
is discouraging to see how slowly con- 
sumer prices come down from their 
war-made peaks, with the whole group 
declining only 2.3 per cent during 1949, 
and then hitting only 4 per cent below 
their post-war top. Prices the consumer 
pays for his all-important foods are a 
fair illustration. These came down 3.8 
per cent in 1949, and at the end of the 
year were 9 per cent below their highs 
of recent years. But how small these 
declines look in comparison with those 
which have hit the primary markets. 
Prices of foods at the farm were down 
15 per cent last year. The Bureau of 
Labor Statistics indexes of wholesale 
prices indicate much greater declines 
from post-war peaks; more than 20 per 
cent in farm products, and nearly as 
much for foods at wholesale. 

% Mt * 

Farm situation—The U. S. 
Department of Agriculture says that 
today’s farm financial situation is 
marked by declining income, lowered 
value of assets, and increased debts. 
The situation is expected to deteriorate 
further this year as the result of shrink- 
ing farm product prices and overseas 
markets. In a summary for 1949 the 
Department said the average income of 
persons on farms was reported at $763, 
compared with the town-city average of 
$1,555. Included in the farm income 
was money received from nonfarm 
sources. In comparison the farm per- 
son’s income average was $905 in 1948, 
compared with the town-city resident’s 
average of $1,572. Farm real estate 
declined from 65 billion 168 million 
dollars in 1948 to 61 billion 200 mil- 
lions last year. Farm assets in the 
form of machinery and motor vehicles, 
however, increased from 11 billion 114 
millions to 13 billion 390 millions. The 
Department said farm debts rose from 
11 billion 174 million dollars in 1948 to 
11 billion 950 millions in 1949. 

* * * 


The worth of goods and ser- 
vices—The U. S. Department of Com- 
merce reports the country’s gross na- 
tional product for 1949 amounted to 
$257 billion. This figure, which mea- 
sures the market value of all goods and 
services produced, was $5 billion less 
than in 1948. Last year’s national in- 
come, a measure of output in terms of 
earnings from current production, was 
221,500 million, aganst $226 billion in 


194%. Considering the lower prices 
which prevailed in 1949, Department 
analysts said, changes in the physical! 
volume of production were “slight.” 
Nonetheless, they added, 1949 “en- 
compassed the first general economic 
downtrend since the reconversion from 
war to peace which took place in 1946.” 
Buying by consumers, the government, 
and big outlays for construction did 
much to offset the slowdown in business 
purchases of goods for inventory, the 
Department added. 


* * * 


Trying to hold costs down 
Builders generally agree the market is 
healthy enough to bear moderate pric« 
boosts. They are more concerned ove: 
the effect of the government-subsidized 
housing program. Such construction, 
they fear, may bid the cost of materials 
up and siphon off part of their demand. 
Eleven out of 12 big builders questioned 
at the recent annual convention of the 
National Association of Home Builders. 
told Wall Street Journal observers that 
they expect to construct at least as 
many, and probably considerably more. 
homes this year than in 1949. The in 
dustry got off to a flying start in Janu 
ary at setting a building record. Ground 
was broken for 80,000 houses and 
apartment dwelling units, a high for the 
month, and 320,000 more than wer 
started m Jan., 1949. Builders from 
coast to coast say they are counting on 
the “low-cost” house to keep thei: 
business active through most of 1950 at 
least. They are on the alert for ways 
to cut current construction costs. “De 
sign,” says the association’s technical 
director, C. G. Lans, “has effected 
economies. An example is ‘back-to 
back’ plumbing, where one waste pip¢ 
can be used for two sinks. Elimination 
of basements and _= substitution of 
ground-floor spaces for heating units 
has reduced costs considerably. So 
have the flat roof and partitionless din- 
ing-living rooms.”  Pre-fabricated or 
factory-made parts also are playing 
their role in shaving construction costs. 
Among these are a packaged, sectional, 
bathroom; a sectional enameled meta! 
chimney; and a rubberized aluminum 
that can be sprayed on roofs, providing 
an inexpensive roofing for low-roofed 
homes. The rubber permits noiseless 
expansion and contraction, and reduces 
the amount of heat penetrating the 


house. 


Consumer price trend—In a 
belated report, the U. S. Department 
of Commerce says that consumer prices 
declined 2.3 per cent during 1949, and 
at the start of this year were 4 per cen! 
under their post-war peak. Althoug! 
food prices had fallen farthest (9 per 
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cent) from their peak, they continued 
to be “high in relation to those for 
other commodities when compared with 
the pre-war situation in either 1949 or 
1926,” the Department said. Clothing 
prices to the consumer fell 7.3 per cent 
in 1949, but were off only 7.8 per cent 
from their post-war highs. However, 
some consumer prices advanced—rent 
up 2.3 per cent, fuel, electricity, and re- 
frigeration 1.4 per cent, and other costs, 
classed as “miscellaneous,” up 1 per 
cent. 
* * & 

Retailers fight the excise 
taxes—In Washington hearings at mid- 
February, inconsistencies in the appli- 
cation of wartime excise taxes came 
under heavy fire in Congress from 
spokesmen for the fur, jewelry, lug- 
gage and toilet goods industries. Repre- 
sentatives of retailers and manufacturers 
alike presented a united front to the 
House Ways and Means Committee. 
calling for outright repeal of the 20 
per cent excise taxes now in effect. 
Treasury Secretary Snyder’s previous 
recommendation before the committee, 
that existing taxes on these items be 
reduced to 10 per cent, received no 
support from the merchants themselves. 
Rowland Jones, Jr., president of the 
American Retail Federation, represent- 
ing 52 retail associations across the 
country, summed up the arguments for 
repeal. He said the wartime excise taxes 
“are now barriers to an expanding 
economy.” They are reducing produc- 
tion and consumption “to a constantly 
increasing degree, and at a time when 
the use of labor and materials should 
be stimulated and expanded.” T. A. 
Buckley, president of the Luggage & 
Leather Goods Manufacturers of 
America, Inc., gave facts and figures 
on the “disastrous effects” of the excise 
taxes in 1949 on the industry he repre- 
sented. He said employees in the indus- 
try averaged only 25 weeks of work in 
1949 against a 45-week average in 1948. 
He claimed the luggage and leather 
goods industry will show a decrease in 
total sales for 1949 from 1948 that will 
exceed $25 million, about 12% per cent 
of the total retail sales volume. Such 
losses, he declared, “are directly at- 
tributable to the excise taxes.” 


* * * 


Encouraging credit buying 
Consumer credit, already at the high- 
est mark ever, keeps on _ climbing. 
There’s a reason. “We are doing every- 
thing we can to encourage customers 
to buy on credit; we want all the busi- 
ness we can get,” says a spokesman for 
a big eastern store. Another “big town” 
merchant installs convenient desks 
around his store for folks to fill out 
applications for charge accounts. A 
Business Bulletin survey shows that 
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IT’S NEW! IT’S DIFFERENT! 


with proven sales appeal! 
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LAWN 
SPRINKLER SYSTEM 







KIT CONTAINS 
5 COMPLETE 
SPRAY UNITS 


NOW... FOR THE FIRST TIME — 
AVAILABLE FOR DISTRIBUTION 
TO THE HARDWARE TRADE 


@ MAKES “Built In” SPRINKLER SYSTEM from pre- 
sent garden hose. 

@ Nationally advertised—tested consumer ac- 
ceptance. 

@ Lowest priced product of its kind. 


FOR FURTHER INFORMATION WRITE. 
LUBPRODCO MANUFACTURING CO. 


5603 HERMAN AVE., CLEVELAND, OHIO 











Siphon-flow valve 
leaves less than table- 
spoon milk unused! 





PAYS FOR ITSELF TWICE OVER 
FOR EVERY CALF FED as compared ‘to 
any other Nipple Pail on the market! 


Every calf-raiser in your area can be your customer 
for the revolutionary CALF-TERIA Nipple Pail, with 
its amazing milk-saving features! Dairymen feeding 
20 calves can save at least a full ton of whole milk! 
Farmers and dairymen everywhere are insisting on 
the genuine CALF-TERIA Nipple Pail, the finest, 
most efficient Nipple Pail sold. Get ready for the big 
calf-season just ahead! Write today! 


—~--SEND FOR SAMPLE---- 


The Calf-Teria Co., Dept. HA 

1613 Edgewater 

Fort Wayne 3, Indiana 

Send me, without cost or obligation, full dusalis, prices 
and discounts on Calf-Teria Pails. Also, how I can get 
sample pail. 








Address. _ 





Town State — 
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“PIONEER” 
Electric 
ESTATE LANTERN 


Here’s a real seller for the 
private home market—for 
driveway, garden, walks, 
entrances, doorway. dock- 
light, ete. Koadside restau- 
rants, clubs, recreation 
areas, motels, too, create 
a ready sales. 

22” high. Black waterproof 
finish. Frosted glass globe. 
Uses any standard light 
bulb. To be mounted on 
post or bracket. Hollow 


base tapers for snug fit. 


RETAILS FOR 


$15 IN THE EAST 


R.E. DIETZ COMPA 


NEW YORK 


futhentic design from the 
original DIETZ dies. 














OUTPUT DISTRIBUTED THROUGH THE JOBBING TRADE EXCLUSIVELY 





Sell SIMPLEX 


and cash in on every 


customer JACK need 


* RATCHET JACKS TY) 


Single or Double Acting 
1% to 35 Tons Cap. 
Sate, fast, powerful for all 
types of jacking in every field. 
Lift full capacity on cap or toe. 
Rugged construction for heavy 
duty. 


otsunuue, 










@ 


8 Models — 3 to 100 Tons Cap. 
Safety Tested to 50% Overload. 
The finest hydraulic jack you 
—_ can sell! Neoprene packing 

seals—phuis many other exclusive Simplex 
features for safer, easier-to-use hydraulic 
jacking power. 


a SCREW JACKS =e « 


88% Easier Lifting * 4-Way or 
Ratchet Head * Malleable Housings 
31 Models—10 to 24 Tons Cap. 

A single chrome-moly ball, nested 
under corrugated cap actually re- 
duces friction 88% — ball won't 
flatten; cap can’t slip. All purpose 

jacks for rugged action. 


SEND TODAY FOR SIMPLEX CATALOG 49 — 
Let the complete Simplex line show you the way 
to more profits on every type of jack customer. 


Simplex 


ete aunase 





TEMPLETON, KENLY & COMPANY 
1056 S. Central Ave 


Chicago 44, Illinors 


*seeu eee eenwe meee ecum = 


wm HYDRAULIC JACKS Eig 
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customers still favor (and use) the most 
lenient types of credit—especially “no 
down payment.” A San Francisco store 
says its installment contract purchases 
are nearly 12 per cent of sales, against 
7 per cent last year. A big Cleveland 
shop reports increased demand for 18- 
month and two-year budget accounts. 
The big reason why stores are so credit 
minded is that collections continue to 
be good. Outstanding consumer credit 
stood at a record of $18,788 million at 
the end of 1949, up 11 per cent in the 
latest four months. 


Although 
collected around three billion dollars 


Poultry farmers 
last year for their eggs and poultry, 
several millions of dollars are expected 
to be lopped off that figure when 1950 
returns are tallied. This was agreed by 
most of the 1,400 hen-and-ege men who 
swapped talk at the annual conference 
of the Institute of 
Industries 
Their 


prices and fat profits of 1949 are a 


\merican Poultry 
Kansas City. 


consensus was that the high 


recently, al 


thing of the past and poultry prices 
have been in trouble since last fall. 
Between mid-November and mid-Jan 
uary, egg values fell 35 per cent on 
the average and broilers sagged 25 per 
cent—though the latter have snapped 
back somewhat in February. During 
the same period, in contrast, such other 
major farm items as wheat, corn, oats, 
beef and veal rose from 1 per cent to 
12 per cent. The pouliry price decline 
has come in the face of the govern 
ment’s price support program for eggs. 
about $100 


mostly in dried form 


Uncle Sam_ has million 
worth of eggs 
stored away. and since the first of the 
year has been taking them off the mar- 
ket at almost twice the year-ago pace. 
The federal stockpile has swollen to 
such dimensions that its “price-prop- 
pers” are considering giving them away 
to domestic welfare agencies. All indi- 
cations are the egg flood will continue 
unabated for some time ahead. As of 
the first of January, hens and_ pullets 
of laying age numbered 405 million, a 
6 per cent increase over the egg-pro 
ducing flock of a year before. Last year 
egg output was equal to 392 per capita. 
with consumption totaling 378 per 
capita. This year, estimates C. D. Car- 
penter, president of the Poultry Insti- 
tute, busy hens will produce about 415 
eggs for each man, woman and child. 
with probably the best 1950 consump- 
tion at 400 per capita. 


The crisis of huge crops 


More and more the economists are 
wondering if the Commodity Credit 
Corp. wil finally “go broke” under its 


burden of farm surpluses. It could hap- 


pen, they say. It’s luckless predecessor, 
the Federal Farm Board, held farm 
prices high in the face of declining de- 
mand for three years—and collapsed 
in the effort in 1931. C.C.C. itself came 
within an inch of disaster pursuing a 
similar course early in its career, being 
saved only by a terrible series of crop 
failures, and the war. The Corporation, 
charged by Congress with the job of 
propping farm prices, now has lending 
and spending authority up to $4,750 
million. An amazingly swift postwar 
transition from shortage to surplus in 
food and fibre already has tied up 
three-fourths of this money. It has 
forced C.C.C. to ask Congress for an- 
other $2 billion in lending authority. 
With 


erowers have been turning over their 


prices turning downward, crop 


harvests to the Corporation in increas- 
ing volume—in return for federal pay- 
ments. Of its total $4,750 million avail- 
able, more than $3,343 million, a record 
amount, is tied up in a score of com- 
modities—from turkeys to turpentine, 
peas to potatoes. All indications are 
that Congress, after some fuss and hesi- 
tation, will hand the Corporation the 
additional $2 billion needed to continue 
its operations. But $2 billion can go 
fast, and this is why C.C.C. officials 
will be watching the crop reports in 
the coming spring and summer with 
more than usual interest. 


* a ® 


cut-backs 


Meanwhile, the government farm plan 


Planning new 


ners are talking of new cut-backs in 
S. De 


indicated it 


planted acreage in 1951. The U. 
partment of Agriculture 
felt this year’s 10-million-acre (12 per 
cent) cut ordained for wheat plantings 
is not sharp enough. It suggested 7 
million more acres be chopped off in 
1951. Privately, officials talk the same 
way about cotton and corn. This year’s 
plantings, scheduled a little 
above 22 million acres, are being pared 


cotton 


some 4 million acres below the 1949 
total. Corn in the commercially-pro- 
ducing states is being trimmed from 
about 57 million acres to about 46 
million. The crop cutters talk unofh- 
cially of cutting another 3 million acres 
off cotton fields, and 2 million more off 
Actually, the 
them 


corn fields, next year. 
federal “crop-controllers” find 
selves in a feverish race with science 
up per-acre 
production. Corn farmers averaged 39 


on-the-farm—which _ steps 
bushels an acre in 1949, compared with 
Cotton 
fields averaged 285 pounds an acre last 
vear: the 1939 average was 238 pounds. 


29 bushels a decade earlier. 


* * * 


New high in auto use - - Regis- 
trations of new passenger cars in the 
l. S. in 1949 reached a total of 4,838.- 
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342 units, to surpass by a wide margin 
the previous record of 3,880,206 set in 
1929, according to R. L. Polk & Co. 
The figure for 1948 was 3,490,952. New 
truck registrations in 1949 fell to 961,- 
961 units from the 1948 record of 1,- 
035,174, but the combined total of car 
and truck registrations was at a new 
high of 5,800,303. The highest previous 
combined total was 4,526,126 in 1948. 
For 1950, through Feb. 11, an estimated 
742,057 cars and oe trucks have 
been built in the U. This compares 
with 553,749 cars and Magan trucks in 
the like period last year. 
+ > * 


U. S. exports, imports—The 
Bureau of the Census, Department of 
Commerce, announced Feb. 6, that 
United States exports of domestic and 
foreign merchandise rose from $836.1 
million in November to $942.8 million 
in December, a level about six per 
cent below the January-November, 1949, 
monthly average of $1,005.2 million in 
December and 11 per cent below the 
1948 monthly average of $1,054.4 mil- 
lion. United States general imports, 
meanwhile, rose from $593.7 million in 
November to $605.0 million in Decem- 
ber, or to a level about 11 per cent 
above the monthly average of $547.4 
million for the first 11 months of 1949 
and slightly above the 1948 monthly 
average of $593.7 million. United States 
exports for the calendar year 1949 
amounted to $12,000.2 million while 
imports totaled $6,626.2 million. The 
export total represented a decrease .of 
five per cent from the 1948 total of 
$12,653.1 million and 16 per cent from 
the 1947 annual total of $14,429.7 
million. Imports in 1949 were 7 per 
cent lower than the 1948 total of $7,- 
123.9 million and 16 per cent higher 
than the 1947 total of $5,733.4 million. 


Another high mark for video 
-Production of Philco television re- 
ceivers in January was sharply above 
the corresponding month last year, said 
J. H. Carmine, vice-president. The com- 
pany’s television production is on allo- 
cation, and even after substantial in- 
creases in manufacturing schedules over 
the peak levels reached last fall, it has 
been impossible to keep up with the 
demand, Mr. Carmine added. Total sales 
of all Philco products in January were 
approximately 50 per cent higher than 
in the same month a year ago, and an 
even greater increase is anticipated for 
February. 
* * + 
Vacuum cleaners — First fig- 
ures on household vacuum cleaner sales 
in 1950 show an increase over the 
comparison period a year before, de- 
spite a seasonal drop from the end of 








1949, according to industry-wide totals 


HARDWARE AGE, MARCH 9, 1950 





N PEAT 


ec , peck bags ‘or 
re) 


over-the-counter § 





MORE in dealer—consumer advertising 
BETTER PACKAGES—6 sizes—Peck and 
Y2 peck packages, 10 and 20 to a carton 
—shipped cars and Icl nationally. Also 

in 121/2 lb., 25 Ib., 50 Ib. and 100 Ib. 
rotproof bags. BE READY TO MEET 

DEMAND—-get ‘stocked’ now !! 

Some dealer franchises open 


° DEALER-SEED-HOUSES 
+ HARDWARE, DEPT. STORES 


« GROWERS, FLORISTS 


NURSERYMEN, LANDSCAPERS PROFIT 2 WAYS 


use MICHIGAN PEAT 


7,173,827 readers each month during Spring 


+t 


will learn the advantages of MICHIGAN PEAT 
Capitalize on this NATIONAL ADVERTISING. 


MICHIGAN PEAT, INC. 


267 FIFTH AVE., NEW YORK 16, WN. Y. 
Plant: CAPAC, MICHIGAN 





124 Ibs. 


eavens | Hearst Won souett 
————— 


MACNGAN PEAT. OE 
ara 









The New Master “BLUE END” 


Compare ITS FINISH! 
Compare ITS CONSTRUCTION! 


Compare iTS LEGIBILITY! 





mean that you can sell the NEW 796 “Blue 
End” with complete confidence. 

Compare its new finish, legibility and 
joint construction with ANY other wood 
folding rule and you'll see for yourself why 
Master Rule is bursting with pride. The 796 
“Blue End” is available in regular as well 
as flat style readings. 

If you haven't already ordered a good 
supply of “Blue Ends”, get in touch with 
your jobber TODAY! 


Usually, when a manufacturer asks for 
comparisons, he’s asking for trouble, but 
this is an exception. Master has put this 
wood folding rule through such grueling 
laboratory tests that they feel sure the 
“Blue End” will prove its superiority. 





Under the most rigid weather and 
mechanical friction tests, this remarkable 
rule stood up longer and showed less wear 
than any of its competitors. These tests 


AST PAT. OFF. ‘ 


a woop. AND TAPE RULES. | 





MASTER RULE MFG. CO., INC. 


General Field aaaed Office: 
105 W. Adoms St Chicago 3, Hil 
BRANCH: F. O. Box 1587 Ooklend, Colif 


















|! | 201 MAIN STREET © WHITE PLAINS, WN. Y. H 1 | u 


4 8 Re eae ee eS re 
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announced by C. G. Frantz, secretary- 
treasurer of the Vacuum Cleaner Manu- 
facturers’ Association. Factory sales in 
January aggregated 249,150, an increase 
of 8.9 per cent over 228,769 in Janu 
ary, 1949, and down 6.1 per cent from 
265,513 (correct) in December, 1949. 


a oa * 


Television up—radios steady 
Television set production in January 
exceeded every month last year except 
November. The Radio Manufacturer- 
Association reported its members pro 
duced 335,588 receivers in January—15 
per cent above December. Radio out- 
put in January was 660,195 sets, about 





the same as the monthly average output 


for the fourth quarter of 1949. “Co. 


This “CHIC 
Box is doing 


Promotion Material for 


Electric Housewares php B 
Week Being Issued our LIFE A 
: pl . : families i 
LANS for National Electric apr Md 
Housewares Week are well un- 101 Flying 
der way. A plan book is being Migger SAR 
mailed by the Electric Housewares - 
Section of National Electrical Regu 


ge ing | 
Manufacturers Association to 3000 
electric housewares distributors 







for April 14-22, “The Week.” It CHIC 
gives, as per its title, “Instructions 


for the Care and Feeding of Your 4456 W. 
Billion-Dollar Baby,” and is de- anced 
signed to cover all the necessary 
; . — steps for participating retailers. 
JOHNSON XLO Music Spring Wire is packaged for It goes into the A-B-C’s of Na- 
easy handling and attractive display. "The wire of tional Electric Houseware Week. 


a thousand uses" is a must item for the up-to-date makes definite, helpful suggestions 


ae for putting this week across, with 
hardware store because it is a constant answer to — ; ; ‘ 
the ultimate aim of increasing 


the need for high carbon wire in small quantities. electric housewares sales in the 
The modern hardware man is always prepared to | first six months of the year to the 
usual level of the last six. By this 
means the goal of a billion dolla: 
yearly volume in these appliances 
Johnson XLO Music Spring Wire is drawn with can be achieved. 

micrometer precision. The wire range—from .003" Pe ag ag ar te - 
(38,026 feet to the pound) up to .200" (9 feet to the yee ean aca ts seca highest d 


make this week a success in every 
pound). Packaged—'/ Ib., '/2 Ib. and 1 Ib. retailer’s store. This material in- 
cludes a 4-color window display. 
tying the store in with the na- 
tional advertising. There are also 


respond to the customer who wants quality, high 
tensile wire. 














. For reliab 

window streamers, counter cards 
: 2 top level « 

with easel backs, and a plentiful 
supply of the “check lists” de feature yo 
scribed in the national advertising, —you can 
for distribution by retailers to cus with sta 
. "1 i Parts. Pac 

STEEL AND WIRE CO., INC. | | tomer who come in 

There are retail newspaper ad FULLY GUAR 

we oa ae Cc E aa T E a 1 . ae A & % * vertising suggestions, slogan mats 
for dealers to use in their own ad- H 
NEW YORK PHILADELPHIA CLEVELAND DETROIT AKRON CHICAGO vertising or other printed mate- | 


ATLANTA HOUSTON TULSA LOS ANGELES TORONTO 








rial. Also included are suggested 





242 HARDWARE AGE, MARCH 9, 1950 HARDWAR! 











lary- 
anu- 
Ss in 
ease 
anu 
from 
49. 


ady 
uary 
cept 
rer: 
pro 

—15 
out- 
oul 
tput 











SELL MORE with these BIG, NEW 


pom) . 
oe 


Np 


This "CHICAGO" Roller Skate Display 
Box is doing a real selling job for dealers. 
It takes little counter space—is NEW— 
ATTRACTIVE and a direct tie-in with 
our LIFE Ads reaching | out of every 3 
families in your neighborhood. Avail- 
able with each dozen pair carton of No. 
101 Flying Scouts. A sure producer of 
bigger SALES and better PROFITS. 

Attractive LIFE Display cards with repro- 
ductions of our advertisement FREE on 
Recguest. Write for complete details, sell- 
ing helps, etc. 


CHICAGO ROLLER SKATE CO. 


Mfrs. of Rink & Sidewalk Roller Skates, 
Industrial Fuses— Screw Machine Products 


4456 W. LAKE STREET CHICAGO 24, FLLINOIS 








Timepieces ude an Citoa Measuve Of Vultte... 


HALLMARK 
FINE WATCHES 


© SHOCK - PROTECTED 
© DUST- PROTECTED 
@ METAL BRACELETS 


top level quality and smart, 

modern elegance—for every 

feature you'd desire in a fine watch 
—you can't beat a Hallmark. Made 
with standardized, interchangeable 


parts. Packed in handsome presentation boxes. 


NATIONALLY 
FULLY GUARANTEED—SOLD ONLY THROUGH WHOLESALERS ADVERTISED 


For Full Details, Write or Phone 


HALLMARK Watch Corporation 


Harry Aronson, President 


5 NORTH WABASH AVENUE, CHICAGO 2, ILLINOIS 
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REDS RAISE “CANE” 
NO BAMBOO RODS? 


Tonkin cane 


























j ly from 
i| Paterson Evening News ie. ae : 
| Thurs., Jan. 26, 1950 mo satisfactory sub- 


f the 
Chinese followers o' 
epaople's popula tnt, noW te 
enin sal 
ag ey manufacturers a 
orts fishermen all over thes = 
seep hava time. Here's Wy Nn 
of Canton. ’ = 
pe eo which, = es - 
ec oh yo bE ned the cane from 


N. Y. World-Telegram 
and Sun by the 
Associated Press 


“Chinese Commu- 
nists... will not 
permit the shipping 
of the cane to this 


warlord but, ods country” 
j oo fishing T 
which | SP te the occupation by Fort Worth 


are “Communists, no bamboo is Star-Telegram 


t of China. ‘ 
a oy genuine Tonkin = 
comes only from China oe 
cause there is no really sa _ 
tory substitute for it in the — 
yrs 6 nae — suffer 

ica's fis ’ 

a an in this country be 


come depleted. 


“If you are plan- 
ning to get a neu 
rod, now is the 
time... these rods 
will increase in 
scarcity and in 
price.” 
New York Times 
















The threatened shortage of Tonkin cane is dis- 
turbing news to tackle dealers (and fishermen) 
all over the country. Outdoor editors every- 
where — and the Associated Press — have been 
featuring this threat, because they know of the 
keen interest in bamboo rods. Result—fisher- 
men will be stocking up—NOW! 


DON'T WAIT 





> 


. order your stock of bamboo 
rods now—don’t be caught . 
short. H-I is in a_ position HAS 
(now) to supply your needs. 

Incidentally, it will pay you to BAMBOO 
order all your rods, reels, lines RODS 
and lures from the new 1950 

H-I line. It includes tackle for 

every fisherman and every kind 

of fishing—and the finest 

values we've offered in our 138- 

year history. See your H-I man, 

or write us direct. 


HORROCKS-IBBOTSON CO. 


UTICA, N. Y. 


Manufacturers of the Largest Line of Fishing Tackle in the World 
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@ FAST-SELLING 
ROYAL 
JOINT FASTENERS 


@ SELF-SELLING 
ROYAL 






TWO 
STEPS TO 
SMOOTHER 
PROFITS! 





DISPLAYS 











Divergent corrugations, saw style, drive across 
or with grain. Available in tempered cold rolled 
steel, galvanized and solid brass. 

DEPTH: %”, %”. 2", %", %”, %”, 1" 
CORRUGATIONS: 2, 3, 4, 5, 6, 7, etc. 
—SPECIAL SIZES TO ORDER 


IN BULK: tn kegs of 50 or 100 Ibs., and car. 
tons of 500 or 1000. 


Most Popular Wood Joiner-- 
r. 





— For Everyone! 
OW NATIONALLY ADVERTISED! 





‘ 
¥INS OF Conryucgartt? 























«vt *REG. U. $: PAT. SFF. 





Independent Metal Strap Co., Inc. 


TABLISHED 1907 


232 Third St., Brooklyn 15, N. Y. 
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radio spots in various lengths 
from 15 seconds to a full minute, 
to pound the electric 
housewares message home through 


potential customers’ ears as well 


designed 


as their eyes. 

Further suggestions to retailers 
include such ideas as holding a 
grand opening at the beginning of 
National Electric Housewares 
Week to which local dignitaries 
invited, the 
arrangement of outside displays at 


and celebrities are 


electric service company show- 


rooms. in local food markets. 
movie theatres. lobbies. banks and 
other strategic locations, the pro- 
motion of treasure hunts. and the 
featuring of gift certificates dur- 
ing this week. 


Ideas are included for use in 


dealers’ direct mail, and as en- 
closures with current bills during 
the preceding National Electri 
Housewares Week. Visual demon- 
strations are urged, giving passers- 
by the opportunity to examine and 
try demonstrator models of vari- 
ous Electric Housewares appli- 
ances. 

In case a retailer cannot obtain 
a kit from his electric housewares 
distributor. he can order by send- 
ing covering check to the Electric 
Housewares National 
Klectrical Manufacturers Associa- 
tion, 155 East 44th Street, Nev 
York 17. N. Y. ($2 each for the 
No. 1 Deluxe Kit with background 
window display piece: $1 for the 
No. 2 Kit containing all the mate. 
rial but the window display piece 


Section, 


Wm. W. Woodward Hardware Co. 
Records Include 1866 Invoice 


MONG the interesting posses- 
sions of the Wm. W. Wood- 
ward Hardware Co.. Newton. 
N. J., hardware wholesalers, is the 
invoice of July 9. 1866, repro- 
duced in this page. It records a 
sale made by the concern when it 
was less than one year in business 
and is in the handwriting of the 
late Mr. Woodward, who was at 
that time a young men of 29 years. 
The invoice for goods sold to H. 
Smith, seems to be a bill of goods 


for use of a horseshoer. In_ the 
words of J. H. Devore, secretary 
and assistant treasurer, Wm. W. 
Woodward Hardware Co., “The 
sale of this class of merchandise 
has almost reached the vanishing 
point due to use of automobiles 
and tractors in this territory.” 
Among the interesting entries 
on the invoice are the following: 


1 Hand Hammer 2.00) 
734, Ibs. Sledge—.20 1.55 
1 Knife 70 





{eee eee eee 
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scrinn Machines 
FAIRBANKS’ GOALES, 

Home Powers, 

“ CITRH ae 


Lanen. 





i} : 


we 





Sumit) Wu. W. Woopwarn, 


A Iron, Steel, Hardware, Agricultural Implements, 


g _SEEDS, QARRIAGE AND HARNESS MAKERS’ GOODS, &c. 


DRAIRH UX 























Invoice of July 9, 1866, for sale made to H. Smith, believed to have been © 
horseshoer, originally showed a revenue stamp which was apparently re- 
quired, just after the Civil War, on receipted bills. 
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FOR YOUR DIRECT MAIL 


SALES PROMOTION 
USE 


HARDWARE AGE 
DIRECT MAIL ADDRESSING 
AND MAILING SERVICE 


IT WILL ASSURE YOU MAXIMUM SUCCESS AT 
MINIMUM COST 


WE ADDRESS AND MAIL CIRCULAR MATTER 
TO THE FOLLOWING LISTS: 

14,602 MAJOR RETAIL HARDWARE DEALERS 
WHOSE SALES EXCEED $30,000.00 ANNUALLY 

4,205 INTERMEDIATE RETAIL HARDWARE DEAL- 
ERS WHOSE SALES ARE BETWEEN $20,000.00 
AND $30,000.00 

21,505 MINOR RETAIL HARDWARE DEALERS 
WHOSE SALES ARE LESS THAN $20,000.00 

5,210 OUTSTANDING MAJOR HARDWARE 
DEALERS WHOSE SALES EXCEED $50,000.00 
ANNUALLY 

548 GENERAL WHOLESALE HARDWARE 
HOUSES 


134 WHOLESALE HEAVY HARDWARE HOUSES 


111 WHOLESALE HARDWARE HOUSES IN 
CANADA 


2,084 DISTRIBUTORS OF MILL SUPPLIES 


154 DISTRIBUTORS OF MILL SUPPLIES IN 
CANADA 


11,353 LUMBER YARDS 
882 DEPARTMENT STORES HANDLING HARD- 
WARE AND HOUSE FURNISHINGS 


THESE LISTS ARE CORRECTED RIGHT UP TO 
THE MINUTE WE ADDRESS YOUR MAILING. 


OBVIOUSLY AN ADVANTAGE OF OUTSTAND- 
ING VALUE TO YOUR DIRECT MAIL SALES 
PROMOTION 


ONLY OUR MANY YEARS DAILY CONTACT 
WITH THE HARDWARE TRADE MAKES IT POS- 
SIBLE FOR US TO SUPPLY YOU WITH SUCH A 
HIGHLY EFFECTIVE SERVICE 


WRITE FOR DETAILS 


HARDWARE AGE 
DIRECT MAIL ADDRESSING DEPARTMENT 


100 EAST 42nd STREET = NEW YORK 17, Nv. Y. 
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MOdetp screen — a 
MCHIS (1002 aid more SALES 
Bd PROMS Tor You this Spring 


With MODCLIN 


Fouma-broom — 
WHISK-OFF 
scrub — 


Display them and you sell them! Check 
your listings and order your stock today! 


MODGLIN COMPANY, INC., Los Angeles 65, California 
New York 16, N.Y. + Chicago 9, Ill. » New Orleans 13, La. 
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[EINER for ‘50! 
BURNS _ 


SERRATED EDGE | 


GRASS 
SHEARS 


ses * 





NEVER NEED SHARPENING — Made 
with the famous Burns Serrated Edge 
that cuts quick and clean for years 
without sharpening. 
FEATHERWEIGHT — Aluminum handles 
give ample strength with unbelievable 
lightness . . . only 9!/2 o2.! Also avail- 
able with malleable handles. 

WON’T TIRE ARM—Scientifically de- 
signed handles fit hand perfectly, com- 
bine with lightweight and quick cutting 
for unusual ease of use. 

CUTLERY STEEL BLADES—Tempered 
and ground for long life and efficient 
cutting. 

NOW WITH LATCH—Simple, safe 
handle latch keeps shears closed when 
not in use, doesn’t affect action. 
PRICED RIGHT—To retail with full 
mark-up at about $1.85... a volume 
selling price. 


APRIL 1 DATING 
ON SHIPMENTS NOW 





BURNS Mfg. Co., Syracuse, N.Y. 
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1 Shoeing Hammer 1.25 
1 Pr. Pincers 85 
1 Riveting Hammer 65 
1 Buttress 1.25 
1 Brace 1.7% 
101 Ibs. Wrot. Anvil—.18 18.18 
414 lbs. Cast Steel—.28 1.26 

29.44. 


Originally a druggist in the 
same community. the late William 
W. Woodward, owned his own 
drug store before he was 21 years 
of age and said that in 10 years he 
made and saved $10,000 in addi- 
tion to his living expenses. Like 
other young men, of his day, he 
decided to go west and so disposed 
of his drug store. His western 
residence was but for a short peri- 
od and in 1865 he returned to 
Newton, at which time he bought 
the hardware business of George 
H. Mills in Aug., 1865. 

Mr. Woodward 
the hardware business in 1905 and 
continued active in it until his 
death in 1922. Although a busi- 
nessman, he found time for numer- 
ous church and civic activities dur- 
ing his long career. He was for 
many years Superintendent of the 
Sunday School of the First Pres- 
byterian Church of Newton and, 
at the time of his death in June, 
1922. was senior elder of the 
church. He conceived the idea of 
the Sesqui-Centennial Celebration 
of Sussex County, N. J., held Sept. 
2, 1903, and perfected the organi- 
zation which conducted that event. 
That celebration resulted in the 
formation of the Sussex County 
Historical Society, of which he was 
the first president. He also served 
for many years as president of the 
H. W. Merriam Shoe Co. Building 
& Loan Association, which helped 
a large number of wage earners to 
purchase their own homes. 


ince »rporated 


Continuing the traditions started 
by the late William W. Woodward, 
his son, Henry J. Woodward, 
president and treasurer of the firm, 
is active each day in that business 
although he celebrated his 80th 
birthday on Nov. 6, 1949. Henry 
J. Woodward started with his 
father’s company back in 1885 as 
an errand boy, his subsequent 
activities in the business including 
three years as a traveling sales- 
man. 








DAISY une 


FORCE CUPS 


RED RUBBER WITH GREEN ENAMELLED HANDLE 











7 > 
A SURE SIGN FOR PROFITS 
is AJAX cellophane packed 

Wood Screw Assortment 


FREE DISPLAY STAND 


Assortments available 
in 5¢ OR 10¢ RETAILERS 


Open stock for replacements 


AJAX HARDWARE MFG. CORP. 
6829 AVALON © LOS ANGELES 








The DAISY Line of House- 
hold Rubber Goods is tui o 


fast selling, long profit items for Hard- 
ware Stores. To name a few—Force Cups. 
Tank Balls, Bath Sprays, Sink and Bow! 
Stoppers, Faucet Washers, etc. Get new 
catalog and prices now. Write— 


SCHACHT RUBBER MFG. CO. 
DEPT. H 
















HUNTINGTON, INDIANA 
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Our Own Hardware Co. 
Convention 


(Continued from page ...) 


ods of selling portrayed. Part of 
the company’s regular Our Own 
radio program cast then presented 
features of the Super-Mix paint 
line, in songs on, “I’ve Got a 
Lovely Bunch of Super-Mix.” 

A presentation on the Black & 
Decker Home Utility line of power 
tools was given by Fred Rockwell 
with the assistance of Leo Gearing, 
northwestern division manager, 
Black & Decker Mfg. Co., and 
Robert Eisinger, factory designing 
engineer for that company. It was 
emphasized that seven out of 10 
successful farmers have shops of 
one form or another on_ their 
farms and that these plus hobby 
fans provide a market the surface 
of which has just barely been 
scratched. Frank Feyder con- 
cluded the sales school with further 
data on the line, emphasizing that 
customers are more power tool 
minded today than ever before. 


Directors Re-elected 


Re-elected members of the board 
of directors of the company were: 
S. P. Duffy, Minneapolis, presi- 
dent of the company; O. V. Han- 
son, Rochester, Minn., and Wal- 
lace Ulmer, Miles City, Mont. 
H. B. (Pat) Robards, Alexan- 
dria, Minn., was elected a mem- 
ber of the board succeeding Mr. 
Marckel. Members of the board 
continuing in office are: S. E. 
Hunt, Red Lake Falls, Minn., 
chairman of the board; Waldemar 
Retzlaff, New Ulm, Minn.; H. P. 
Nichlas, Durand, Wis.; George 
DeRuyter, Sioux Center, Iowa; 
Loren Elenbaum, Langdon, N. D.; 
B. J. Mahowald, Watertown, S. D., 
and A. E. Holm, Atwater, Minn. 
At the directors’ meeting that day, 
Mr. Retzlaff was elected vice presi- 
dent 6f the company and Mr. 
Marckel was elected an honorary 
vice president for life. 





Film on Toys 


RKO Pathe has made a film, 
“You Can Make a Million” with 
sequences on American toys. All 
the parts dealing with toys were 
prepared with the help of the Toy 
Guidance Council, 1124 Broad- 
way, New York City, staff. 
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50,000,000 


EVERSHARP MESSAGES 


This new Eversharp “600” Pinking Shears ad 


will make 50,000,000 calls on your prospects in 


American Weekly 
Butterick Pattern Book - Farm Journal 
Good Housekeeping ~ McCall Pattern Book 


Today's Woman - Woman's Day 
The Workbasket 












: with 


feather weight! Ne 
teeth always 1" per 
heavy and light ma 


Guaran teed 


World's 





Modern design, = 
f 





PINKING SHEARS 


. te £ 
the new Automatic Stop / & 


lly nickel plated, 4 
utomatic stop keeps 
ect mesh. Pinks both , 


terials. 


The ACME SHEAR CO., Bridgeport ogg Ss 


Larges! Manufacturer of Scissors and Ss 


Increase your profits with 


Eversharp “600” Pinking Shears 


ONLY | ot 


‘600° 














for your 
rp Pinking Shears 


00 holiday g'v'ne and 


~~ own use Eversta 
are your best buy. 


AT ALL 
& 95 BETTER STORE 
pecs ~ 


S$ 
ROX 


Attractively 
Packaged 


ONLY 


695 


RETAIL 


See your jobber or write 


The ACME SHEAR CO., Bridgeport 1, Conn. 


World's Largest Manufacturer of Scissors and Shears 

































The Best Are 


BETTER BRAND 


mouse and rat 
TRAPS 


¢ METAL OR WOOD TRIGGER 
¢ FOUR-WAY ACTION 
¢ OIL TEMPERED SPRINGS 


McGILL METAL PRODUCTS CO. 


Marengo, Illinois 





















CONVENTIONS 


COMING 





AND 
EVENTS 

















Alabama Retail Hardware Associa- 
tion, annual convention and _ exhibit, 
May 17-19, at the Tutwiler Hotel, Bir- 
mingham, Mrs. Euna G. Ramsey, 509 
North 19th St., Birmingham 3, secre- 
tary. 

American Hardware Manufac- 
turers Assn., 98th semi-annual con- 
vention meeting jointly with the 59th 
annual convention of the Southern 
Wholesale Hardware Association, 
| April 2-6, at the Netherland-Plaza Ho- 
tel, Cincinnati, Ohio. Arthur L. Fau- 
bel is secretary-treasurer of the manu- 





facturers’ association with headquarters 
at 342 Madison Ave., New York City 
17. T. W. McAllister, 814 Metcalf 
Bldg., Orlando, Fla., is managing direc- 
tor of the wholesalers’ group. 





WwoopD 
JOINERS 
SOY 


SKOTCH 


A Steady 
Profit Puller 


8” x 10” carton display 
printed in red ond black 
or on cards for bin display 





Here's a wood joiner that really 
HOLDS . . . and holds without] SCREENS 


prongs pull wood together for] TABLES 
tight strong joint. Works equally 
well on square, mitre, "T", split or 
dado joints. Perfect for repairs, 
making screens, etc. Easily dis-| SCREEN 


of SKOTCH Wood Joiners plus a new 
counter folder are yours FREE. Ask CHAIRS 
your Jobber or write direct for gen- 
erous supply. Dept. HAI. 


SUPERIOR FASTENER CORP. 


2949 ELSTON AVE.. CHICAGO 18, ILL. SIGNS 












cutting or splitting wood fibers. dy 
Applied like a nail. Patented 


played on counter or in self-ser- 
vice bins. 


Free Sales Helps... 
Sample wood |foints that show uses gE 








GRIPS LIKE A VISE 
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Builders’ Hardware Conference, 
Fifth Annual Pacific Coast Regional 
Conference, May 17-19, at the Ahwah- 
nee Hotel, Yosemite National Park, 
Cal. Sponsored by Districts 18, 19, and 
20 of the National Contract Hardware 
Association and of the American So- 
ciety of Architectural Hardware Con- 
sultants, 420 Madison Ave., New York 


City 17. John R. Schoemer, managing 


director. 

Florida Retail Hardware and 
Georgia Retail Hardware Associations 
will hold their anntal convention joint- 
| ly in May, at the Seminole Hotel, Jack- 
| sonville, Fla. William W. Howell Way- 
cross, Ga., secretary for both groups. 


Georgia Retail Hardware and Flor- 
ida Retail Hardware Associations will 
hold their annual convention jointly in 
May, at the Hotel Seminole, Jackson- 
ville, Fla. William W. Howell, Way- 
cross, Ga., secretary for both groups. 

Industrial Supply Convention, 
May 22-24, at Atiantic City, N. J. Con- 
ference booths at the Public Audi- 
torium. Convention is sponsored jointly 
by the American Supply & Machinery 
Manufacturers’ Assn., general manager, 
F. Kennedy Hanson, 1108 Clark Bldg., 
Pittsburgh 22, Pa.; National Supply & 
Machinery Distributors’ Assn., secre- 
tary-treasurer, Henry R. Rinehart, 505 
Arch St., Philadelphia 6, Pa.; Southern 
& Machinery Distributors’ 





* Supply 


Assn., secretary-treasurer, E. L. Pugh, 
712 Volunteer Bldg., Atlanta, Ga. 


Louisiana Retail Hardware Asso 
ciation, annual convention, March 20- 
21, at the Hotel Heidelberg, Baton 
Rouge. David O. Mansfield, 226 S. 
State St., Jackson, Miss., is secretary. 


Mississippi Retail Hardware Asso- 
ciation, annual convention, June 5-6, at 
the Buena Vista Hotel, Biloxi. David O 
Mansfield, 26 S. State St., Jackson, is 
secretary. 

National Contract Hardware As- 
sociation and its affiliate, the Ameri- 
can Society of Architectural Hard- 
ware Consultants, annual convention. 
Sept. 18-21 at the Kiel Auditorium, St. 
Louis, Mo. John R. Schoemer, man- 
aging director, NCHA, is located at 
120 Madison Ave., New York City 17 
Stanley O. Hooghkirk, Columbus, Ohio, 
secretary-treasurer, ASCHC. 

National Hardware Week, April 
28-May 6. Sponsored by the National 
Retail Hardware Association, Indian- 
apolis, Ind. Rivers Peterson, managing 
director. 

National Hardware Show, Oct. 
2-6 at Grand Central Palace, New York 
City. Sponsored by National Hardware 
Show, Inc., 331 Madison Ave., New 
York City; Frank M. Yeager, director. 


National Housewares and Home 
Appliance exhibit, July 10-14 at Audi- 
torium, Atlantic City, N. J. Sponsored 
by the National Housewares Manufac 
turers Assn., 1140 Merchandise Mart, 
Chicago, Ill. A. W. Buddenberg, execu 
tive secretary. 

National Retail Hardware Asso- 
ciation, annual congress, July 17-20, at 
Seattle, Wash. Rivers Peterson, 333 
No. Pennsylvania St., Indianapolis 4. 
Ind., managing director. 

North Dakota Retail Hardware As- 
sociation, annual convention, March 21- 
23, at Bismarck. Convention headquar- 
ters, Patterson Hotel; exhibit, Audi- 
torium. Miss Clarine Sherwood, 24 
Clifford Bldg.. Grand Forks, secretary. 

Northern Wholesale Hardware 
Co., annual convention and merchan 
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j 
Nearly 
speciali: 
turing | 
sures 
that you 
handle 


absolu 
confiden 


Model 


A thoros 
Complete 
built. Ma 
num alloy 
Attractive 
ball beari 
20” cut, ; 
clutch. Hi 
ged tires 


One set on 3 
12 Cards in 


SIZES 
1%” 14" lye 


Se cane 


HARDWARE 




















* aa 


THIS IS IT! ER FIXTURES 
writ ro Able 


GOOD 
BUSINESS 
to we 
HELLER 


STORE 
FIXTURES! 








DRAWING POWER 


The beauty of Heller Fixtures, the attractiveness 
they impart to your merchandise, draws trade to 
your store—Extra profits are yours. 


QUALITY 


Years and years of satisfactory service are built 
into Heller Fixtures. New, modern, MULTI-LEVEL 
and conventional styles—Come to our factory and 
see two model stores completely merchandised 


VALUE 
NEW LOWER PRICES, makes it easy for you to 
buy. Send sketch of your store for free store 
plan and estimate. Ask for large catalog 4 


W. C. HELLER & CO. 


1050 Bryant St. Montpelier, Ohio 


Designers and manufacturers of Hard- 
ware Store fixtures exclusively since 1891 
























Nearly 70 years of 
specialized manufac- 
turing experience as- 
sures lawn mowers 
that you can 
handle with 
absolute 
confidence. stom 


Model 76A Power King 


A thoroughly dependable power job 
Completely modern design, precision 
built. Many desirable features: — Alumi- Unquestionably the 
num alloy castings. Tubular steel handles finest hand mower 
Attractive baked enamel finish. 5-blade we Mave ever built 
ball bearing reel with take-up for wear ot ane oe 
on” : ate smoo runnin 
gg Bi egern for height. Positive popularly priced. In- 
clutch. Highly re iable power unit. Rug- vestigate this excel 
ged tires. Weight 87 Ibs lent selling item 


Model 550 Deluxe 


information on request. Write today! 


ASF TOO 


MANUFACTURING CO. 
Springfield, Ohio 
POWER & HAND LAWN MOWERS 

















MALLEABLE 


Sell B. & .. IRON C-CLAMP 


to hold 
furniture— 
toys— 
miters— 
any wood 
or metal 
for 
repairs— 
gluing— 
drilling— 
anything to be 
held rigidly 












MALLEASLE IRON 


Made by 


THE BRINK & COTTON MFG. CO. 


Bridgeport, Conn. 


Drill Press Vises 
Tap Wrenches 
Lawn Sprinkle 


Bench Vises Lathe Clamp Dogs 
Clamp Fixtures Woodworkers’ Vises 
Bench Hand Grinder Quick Acting Clamps 
Boring & Turning Tool-Holder 











GENUINE 


swt DOMES OF SILENCE =“ 


One Set in a 
box—12 boxes 











One set on a Card 
12 Cards in a box. 














° 1%” 1%" %" 
SELL ON SIGHT when these attention-compelling con- %” %” %” %" 
tainers, box or card are displayed on counters. Genuine DOMES 
OF SILENCE glide softly, silently, smoothly over all flooring; 
save floors and furniture. For years the favorite with house- 
en: 14’ 1” %" %” Owners and furniture manufacturers. 


Ask your jobber or write 
DOMES OF SILENCE, Division of 
ROBERT E. MILLER & Co. INC. 


35 PEARL STREET NEW YORK CITY 
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Carlco 
FLOWER BOXES 





SIZES 
18”, 24”, 30”, 36” 
Handsome — attractive rich pastel 


colors: green, orange, yellow and blue. 


NEW EASTER WHITE Line 


Durable enamel finish; all steel con- 

struction. Reinforced corners, drains 

welded in. For both outdoor and in- 
door use. 


NATIONALLY ADVERTISED 
Carico 


NEW! ase NEW! 


Through your wholesale distributor. 


CARLISLE MFG. CO. 


Dept. 20-HA, 138 Avon Ave., Newark 8, WN. J. 


Mfrs. of Portable Bake Ovens, Picnic Boxes, Ice 
Chests, Potato Bakers, Radiator Covers, Plant- 
ers, Humidifiers, Camp Grills. 


1s”. 

















HOOKS ON PARADE 


The line of Brooks Hooks has 
been out in front for more than 
a century now. It comprises 
standard items in a wide range 
of types and sizes as well as 
special “made to order” 
forms. 


wire 


M. S. Brooks & Sons, Inc., Chester, Conn. 


Since 1848 


BROOKS HOOKS 
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dise show, March 12-14, at company 
headquarters, 805 N. W. Glisan St., 
Portland, Ore. Stockholders’ annual 
meeting, Monday night, March 13. 

Southern Wholesale Hardware 
Assn., 59th annual convention meeting 
jointly with the 98th semi-annual con- 
vention of the American Hardware 
Manufacturers Association, April 
2-6, at the Netherland Plaza Hotel, 
Cincinnati, Ohio. T. W. McAllister is 
managing director of the wholesalers’ 
association with headquarters at 814 
Metcalf Bldg., Orlando, Fla. Arthur L. 
Faubel, 342 Madison Ave., New York 
City 17, is secretary-treasurer of the 
manufacturers group. 

Sportsmen’s Shows: /nternational 
Sports & Outdoor Exposition, March 
3-12, International Amphitheatre, Chi- 
cago; Buffalo Sportsmen’s & Boat 
Show, March 17-24, at Memorial Audi- 
torium, Buffalo, N. Y.; Detroit Con- 
gress Sportsmen’s & Vacation Show, 
March 25-April 2, at Fair Grounds, De- 
troit, Mich. Shows sponsored by Camp- 
bell-Fairbanks Expositions, Inc., 929 
Park Square Bldg., Boson 16; 139 E. 
57th St., New York City 22; 28 E. 
Jackson Blvd., Chicago 4; 331 Andrews 
Bldg., Buffalo 2; 1331 Majestic Bldg., 
Detroit 26. 

Triple Mill Supply convention, see 
listing under Industrial Supply con- 
vention. 

Virginia Retail Hardware Associa- 
tion annual convention; March 21-23, 
at Roanoke. Convention headquarters, 
Hotel Roanoke; 


exhibit, American Le- 


kion Auditorium. G. T. Omohundro, 
Jr.. Scottsville, secretary. 
West Virginia Hardware Associa- 


tien, annual convention and_ exhibit, 
March 13-15, at the Greenbrier Hotel, 
White Sulphur Springs, W. Va. James 
C. Fielding, 1628 McClung St., 
ton 2, W. Va., secretary. 


Charles- 


Market Guide 


The 1950, fully revised Market Guide 
for Latin America has been issued by 
the American Foreign Credit Under- 
writers Corporation, 170 Broadway, 
New York. 

The Market Guide lists more than 
95,000 individual dealers, buyers and 
merchants, manu- 
commission 


sales representatives 
facturers. distributors, 
exporters, and other business 
and governmental entities—in Cuba, 
Puerto Rico, the Dominican 
all the West Indian 
South Amer- 


agents, 


Mexico, 
Republic, Haiti, 
Islands, the Central and 
ican Republics, The Guianas, ete. 

sesides the full firm name and trade 
style, each listing includes street and 
postal address, line of business (prod- 
ucts handled), and both a capital and 
credit rating indicating respectively the 
relative size and “performance record” 
of the subject firm. 





®w EASIER TO USE 
*# LASTS LONGER 
* CLEANS BETTER 


SUNSHINE 


REG. U.S. PAT. OFF. 


FRENCH PROCESS 
CHAMOIS 


GENUINE OIL TAN 
MADE IN USA 


y, oouete ouTy \ 


ASK YOUR JOBBER 
FOR OUR 


DOUBLE VALUE TO THE 
CONSUMER 











HOYT & WORTHEN TANNING CORP. HAVERHILL, MASS. 


DOUBLE DUTY CHAMOIS 











@ GIBSON GOOD TOOLS, INC. » 
Box 268 Orange, Mass., U.S.A. 


petit Clips 


eS 














WATER HEATER 
REPAIR COILS 


For old, new and 
obsolete heaters. 
90 DIFFERENT MAKES 
Single, Double, Triple, 
Instantaneous, Multi-Coil 
Send for Catalog ‘**" 
DORMONT MFG. CO. 
1314 High Street Pittsburgh, Pa. 

















Electrify Your Hand Elevator 
with this Power Unit 
Saves operator time 
and iabor. "Lifts 
from 1,000 to 2,000 
Ibs. with ease.” 


Elevator Power 
Units. Electric Elevotors. 





Dumb Waiters. 
Write for information and prices. 


DAVIS & NEWCOMER 


Electric Elevator Co., Fostoria, O. 














PRINTED CELLOPHANE 


Colorful - Self Adhesive - Cellophane. processed 
in Rolls. Easy to buy - Easy to apply - used for 
Packaging - Point of Sale advertising - Parts marck- 
ing and Aircraft’ Wire terminal identification. 


TOPFLIGHT TAPE - YORK, PA. 














THE NEW Columbiana 
C4M-LOCK HYDRANT 
**Sold the World Over"’ 
Here’s a fast-selling new Cam-Lock Hy- 
drant for use on pressure lines. Sturdily- 
built with few moving parts, this Colum- 
biana Hydrant has no springs te rust out. 
its many new features include 
* ONE-PIECE BRONZE VALVE BODY 
* - CORROSIVE VALVE ASSEM- 


* ANTI- roses fenven 
* CAM-LOC ANDLE PREVENTS 
DRIPPING AND WATER WASTAGE 
~~ » pad pe omens nusrens = the 
Fig. H— marke wine Secey Tor comnpeets nforme- 
—— tion. Established 


Columbiana PUMP CO., Colamblane. Ohio, U.S.A. 
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next order 
Maa eailt BRUSHES write tor oot 
New Cotalog and e List. 


Attention Salesmen! Territories Opes 












“BRUSHWISE 


CORPORATION 











FROM THE HOUSE OF QUALITY 
Sensationally combining low price 
and quality construction, the No. 
141-LB will soon be America's fast- 
est selling Tool, Tackle and Utility 
box. One-piece seamless drawn 
steel for beauty and rugged use. 


Electrically welded continuous 
Piano hinge, center draw bolt. 
Cantilever tray with 2 dividers. 
Attractive hammer baked enam- 
el finish. 


Only 14" x 7'/"" x 5". Also 
available in Aluminum. 


50% These two Moore products have been standouts in their field 
Y 


SIMONSEN INDUSTRIES, INC. 
1410 So. Michigan Ave., Chicago 5, Ill. 








ORDER TODAY! 





























WANGING UP 
THINGS 


PUSH-PINS e PICTURE 
HANGERS 







for 50 year ou can sell them to your customers with 


COMPLETE CONFIDENCE. Nationally advertised 





MOORE PUSH-PIN CO. Since /900 


113-25 BERKLEY ST 


PHILADELPHIA 44, PA 











e 
oe Devily 
raped st yCRAPER 


SS 
THE LEADER SINCE 1872 Y fours 
Red Devil Glass Cutters and other glaziers’, ? . 
2. . painters’ tools and machines are designed to the ? 
b, : times—there’s no substitute for quality 
Send for Catalog 19 


RED DEVIL TOOLS. Irvington 11,N.J.,U.S.A. 














WANTED 
SALES MANAGER 


Here’s a once-in-a-lifetime opportunity for a top- 
level aggressive sales executive who has had wide 
experience in directing sales of builder’s hardware. 
A prominent, well-established hardware firm with 
an annual gross sales volume of several million 
dollars is looking for a man to reorganize and 
direct a hard-hitting sales organization. The right 
man is probably now employed as sales manager 
or assistant sales manager of a successful hardware 
jobber or manufacturer. He is a mature, aggres 
sive sales producing executive with many years ol 
successful sales experience of builder’s hardware 
Top salary plus commission commensurate with 
rigid requirements. Permanent position to quali- 
fied man. Must be willing to travel. All replies will 
be held in strictest confidence. Give complete 
resumé of past experience, references and date of 
availability in first letter. Our employees know of 
this advertisement. Address Box N-688, care of 
HarpwareE Ace, 100 E. 42 St.. New York 17. N. Y. 
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* WOODRUFF KEYS 
*MACHINE KEYS 
*MACHINE RACK 
“TAPER PINS 
“COTTER PINS 
*SPECIAL PARTS 
and other Stanho products 
Bulk or Packaged 


WRITE for CATALOG 
and PRICES 
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ORSE NMA/L CORP 


NEW BRIGHTON, PA 












































Nw Bwsineoman! 


WHAT WILL THE 1950 CENSUS 
DO FOR YOUR BUSINESS - 


CONSUMER MARKET INFORMATION 

The 1950 Census will provide a huge amount of informa- 
tion about the characteristics of the consumer market. It 
vill tell you what kind of income groups live where . . . 
what they have and what they need in the way of com- 
modities from automobiles to television sets down to 
plumbing fixtures. The Census is an accurate survey of 
conditions in your market area. It will not only 
: e, but what they need 


econom 

tell you where your customers ar 

that you have to sell them! 

It will show where improved transportation and shipping 

facilities are needed . . . better harbors and waterways 
. stepped-up Public Service. 

That is why the 1950 United States Census is vital to your 


business! 


CCOPERATION 

You know that the Census-Taker is not just “counting 
heads.” He’s actually making a survey of existing condi- 
tions in industry, business, employment, housing, educa- 
tion. You know census information is as confidential as 
the vote you cast! Because you know all these things 
you'll cooperate with the Census-Taker in every way when 


he calls on you. 


WHAT ABOUT THE OTHER FELLOW? 

But! What about the people who work for you? The man 
in the shop. . the fellows in the 
shipping room. Do they know all this about the Census? 


. your own secretary ... 


Chances are some of them do, so the idea is to get the 
right information across to those who don’t! 


WHAT’S THE BEST WAY? 
If it’s possible, call everyone together and talk about it 


. ask questions .. . exchange ideas. If your outfit is 
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too big for that, direct a Census information memorandum 
to all your employees. Post information on the bulletin 
boards. Run a Census story in the company house organ. 
Talk about it. Every way you can. . . get the people who 
work for you to cooperate with the Census. 


WHAT DOES THE 1950 CENSUS MEAN TO 
YOUR EMPLOYEES? 


Better schools . . . school buses . . . school lunches. It 


means finer roads, bridges and highways . . . increased 
transportation facilities . . . improved safety regulations. 
It creates more efficient Public Service and furthers ade- 
quate distribution of utility services such as telephones, 
gas, water and electric power. It will help your commu- 
nity plan better parks, playgrounds, recreation areas and 
housing. It will mean higher living standards and accurate 
congressional representation. The Census is everybody's 
voice in America’s future! 


YOU OWE IT TO YOURSELF... 


Mister Businessman . . . to your business and your com- 
Put your efforts behind the 1950 United States 


. the best 


munity! 
Census for an even better country to live in . 
country to do business in! 
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Like other American business firms, we believe that business has a responsibility 
to contribute to the public welfare. This advertisement is therefore sponsored by 
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When you call for 


DURO CHROME 


you're sure of getting 





> DURO METAL PRODUCTS CO. 


— 2649 N. Kildore Ave., Chicago 39, til 


Also Makers of DURO Machine Tools 


- A = 7 
CARPENTERS S) 
=~ WIA Els “ 
I=. ORIGINATED 1896 


\ee —AND ALUMINUM 





aND 4 ALUMINUM 
MAYES GUARANTEES ACCURACY, SERVICE 
ASK YOUR DEALER *AND DURABILITY Ce 


_navts Fools MAYES BROS.TOOL MANUFACTURING CO. Inc. Porr Austin. Mic. 
i BRUSHES 


Touch-Up Bronzing 


Marking Varnishing 
Enameling Lacquering 









on cards 










COMBINATION 
’ $9.95 CROSS CUT and RIP — 


— 4. inch Chicago or 


Simmons Blades. 
Fits any 4 inch 
*. portable electric 
drill. Complete 
with saw blade. 
Adjustable to 1 inch depth. Dealers price $4.98 F.O.B. 
Philadelphia. 
EH STACKHOUSE 219 N. 63rd St., Dept. HA-300 Send for Descriptive Folder. M. (RUMBACHER 


pes renee Order from your Jobber 464 WEST 34h STREET NEW YORK |! 


wrw vorr 



























* MARSHALLTOWN TROWELS « 


MARSHALLTOWN TROWEL COMPANY * MARSHALLTOWN, IOWA 




































Tightens loose furniture 
WITHOUT ‘taking it apart 


CHAIR: LOC 


Tools, Brooms, 
Implements or any- 
thing with a handle. 
SMALL - MEDIUM - 
LARGE. 








Ef wooo JOINTS TIGHT 


The Favorite With Home Workshop “Fans” 
Just Ask Your Jobber 
ARTHUR |. PLATT CO., Fairfield, Conn. 
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assified Aduertising Rates ; 














Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum, 50 words....... $5.00 
Each additional word......... -10 
Positions Wanted 
(Special Rate) set solid, maximum, 
|, EE Rr rr $2.00 
Each additional word......... 05 


Allow Seven Words for Keyed Address 
or Your Address 








*BOXED DISPLAY RATES 
$8.00 Per Column Inch 











Cuts or special borders not allowed. 
*DISCOUNTS FOR BOXED DISPLAY ADS 
5% discount for 4 or more insertions 

No Agency Commission allowed on Classified 
Advertising. 


REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency or stamps. 


Samples of Merchandise, Literature, Catalogs, 
etc., will not be forwarded to box number 
advertisers unless accompanied by sufficient 
postage for remailing. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 
previous to date of publication, 


Address your correspondence and replies to 
HARDWARE AGE 
Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 














all 

















SALESMEN WANTED TO SELL POPULAR 


PRICED LINE OF PAINT BRUSHES. Sid 
line men considered All territories open. Com 
mission basis Address Box N-690, care of 

East 42nd St., New York 


Harpware Ace, 100 
ive ee 





ANTED SALESMAN OR MANUFACTUR 
ERS REPRESENTATIVE calling on Retail 
Hardware and Department Stores. For nice line 
of Dog Furnishings in following States: Arkansas, 
Mississippi, Louisiana, Florida and South Caro 
lina Address Box N-701, care of HARDWARE 
Ace, 100 East 42nd St., New York 17, N. Y 


SALESMEN OR FACTORY REPRESENTA- 
riVES who have a good following with the | 


hardware or housewares jobbing trade. We have 
1 few territories open. Our line is nationally 
known We pay high commissions Excellent 
vear ‘round sellers. Protected territory to pro 
ducers. Write General Sales Manager, Ohio 
Products Company, North Madison, Ohio 
WANTED: HARDWARE DEALER SALES 
MAN tto travel Upper Peninsula of Michigan, 
wholesale hardware. Selling experience necessary. 
Age 25-45 Salary plus commission. All ex 
penses. Car furnished. Applicant give full in- 
formation about yourself and business activities 
over the past five years. Address Box N-678, 
care of Harpware Ace, 100 East 42nd St., New 


York 17, 





FLATWARE SALESMEN WANTED 


by one of the oldest and best known Eastern Manufac- 
turers of Stainless Steel Flatware, who are re-arranging 
the following territories: (1) Metropolitan New York | 
(2) The South, (3) The Pacific Northwest, (4) Rocky 
Mountain Territory A major, nationally advertised 
line, with established accounts in each territory. Lib- 
eral commission arrangement. 100% protected territory 
Address Box N-713, care of HARDWARE AGE, 
100 East 42nd St., New York 17, N. Y. 














SALESMEN WANTED 


Manufacturer of complete line of Builders’ 
Trim Hardware has opening for Salesmen call- 
ing on jobbers, contract hardware dealers, and 
lumber yards. Exclusive territory on commis- 
sion basis for right man, Give full information 
as to experience, territory covered, and other 
lines handled in reply. 
Address Box N-648, care of HARDWARE AGE 
100 East 42nd Street. New York 17, N. Y. 








| One 


| following in 


NTED—SALESMAN TO SELL MAN- 
U F AC TURER’S LINE of Ironing Board Pads 
and Covers on a straight commission basis. Ad- 


Peerless 


Mich 


dress 
Detroit, 


Textile Co., 558 Monroe 


Ave., | 


EXPERIENCED HARDWARE SALESMAN 
WANTED for Vermont Territory by Maine 
Wholesaler. Give complete background and refer- 
ences in first letter. Address Box N-695, care of 
| Harpware Ace, 100 East 42nd St., New York 17, 

n. 2. 





SALESMEN 


Hardware Stores 


WANTED, calling on 
and Lumber Yards, to 
sent our Auto Top Carrier Line, 
territory open, straight commission basis, state 
lines now carried and territory covered. Ad- 
dress Box N-689, care of HArpware Ace, 100 
East 42nd St., New York 17, N i 


Retail 


repre- 


SALESMEN IF YO 

FOR EXCELLENT SIDE LINE IT 
to Plumbing and Hardware Jobbers. We 
New Plumbing Specialty going over 
big See our Ad Page 201, March 9th 
HARDWAR! Ace. Write Fulton Products Co., 
Bernardsville, N. J 


ARE 
EM, 
have 
very 


issue 


SALESMAN, 
JOBBER 


WHOLESALE HARDWARE 
WANTS EXPERIENCED MAN with 
Retail Hardware Trade for Jersey 


Territory This is not a side line or a part time 
job Splendid opportunity, liberal commission 
Replies will be kept confidential. Address Box 
N-698, care of Harpware Ace, 100 East 42nd 
St., New York 17, N. W. 


PROMINENT JOBBER 


KNOWN 


HARDWARE 
CARRYING BEST NATIONALLY 
LINES, Builders and — Hardware, also Tools 
requires Experienced Salesmen with trade fol- 
lowing, Greater New ‘Ye wrk Metropolitan Area, 
also Eastern States. Drawing against commis 
sion. Detailed replies confidential. Address Box 
N-704, care of Harpw ARE AcE, 100 East 42nd 
St.. New York 17, N 


considerable | 


LOOKING | 


selling | 


aoe 


SALESMAN WANTED, calling on Retail 
Hardware Trade and Lumber Yards, to repre 


sent our Mitre Box Product, considerable territory 
open, straight commission basis, give experience 
and territory now covered in your reply to Arrow 
heart Industries, P. O. Box 456, Detroit 4, 
Michigan 





SALESMAN WITH FOLLOWING AMONG 
Hardware and Housefurnishing Stores to sell a 
Popular Priced Line of Hardware and Specialty 





Items out of New York. We furnish complete 
net priced catalog. No vubjection to non-conflicting 
lines. Liberal freight allowance given. Good 
commission. All territories open. Address Box 
N-706, care of Harpware AcE, 100 East 42nd 
St., New York 17, N. Y 

WE NEED MEN TO CALL ON RETAIL 
HARDWARE AND IMPLEMENT DEALERS 
for several territories Attractive proposition for 
the right men. Write giving lines now repre 
senting and territory covered. Personal refer 
ences and bank references desired. Address Box 
N-587, care of Harpware Ace, 100 East 42nd 
St., New York 17, N. Y 

BUILDERS HARDWARE SALESMEN 


Nationally 


known builders hardware manutac 
turer has the na 


following territories open: Ar 





Arkansas, Colorado, Florida, Georgia, Kansas, 
Kentucky, Nebraska, North Carolina, Maryland, 
New Mexico, North Dakota, South Carolina, South 
| Dakota, Tennessee, Wyoming, Texas, Virginia 
and District of Columbia for capable hardware 
| men calling on lumber and hardware trade on 


commission basis. Builders hardware experience 

| preferable. Give full details, materials being 
| handled and territory now covered. Address 
Box N-710, care of Harnware Ace, 10) East 
$2nd St., New York 17, 








THIS LONG ESTABLISHED HIGHLY RATED 
COMPANY offers 50 factory lines to salesmen 
covering retail stores outside of the larger 
cities. Here are fifty complete factory lines, 
and salesmen earn a good living handling 
them. It would take you years to assemble so 
varied an assortment of lines. Write Sales 
Manager, Box N-696, care of Hardware Age, 
100 East 42nd St., New York 17, N. Y. 








SALESMEN WANTED 


To sell Cellulose Sponge Mops and other 
products to retailers. In answering, state 
territory and lines now selling. 


| Write Box N-671, care of HARDWARE AGE 
| 100 East 42nd St., New York 17, N. Y. 
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(Sales Representatives Wanted | 


| —s- Accounts Wanted 





MANUFACTURERS AGENTS WANTED. 
Men actively calling on paint, variety and hard- 
ware trade to handle Fast Moving Luminous 
Paint Line on exclusive territorial basis. Top 


ommissions, no stock to carry. State territories 


and lines now covering. Address Box N-707, 
care of Harpware Ace, 100 East 42nd St., New 
\ iw, a. 3 

SALES ORGANIZATION carrying Name 


Brand Tool and Sporting Goods Lines has Open- 
ing for Manufacutrers Representatives to cover the 
smaller cities in Ohio, Michigan and Indiana. 
Men selected must have following with hardware 
jobber. In reply give full particulars. Commis- 


sion basis Address Box N-702, care of Harp- 
wARE AGE, 100 East 42nd St., New York 17, 
N. Y 


SALES REPRESENTATIVE to sell Fine 
Line of Syndicate Paint and Varnish Brushes to 
the Chain, Auto Accessory Jobbers, Variety 
Wholesalers and Wholesale Hardware Trade, 
particularly suitable as sideline, good earnings, ex- 
cellent opportunity with established manufacturer, 
leads furnished, following territories still open: 


Michigan, Indiana, Illinois, New England, 
Upper New York State, Georgia, Alabama, 
Florida, Tennessee, Arkansas, New Mexico, Ari- 


zona, Colorado and Utah. 
care of Harpware AGE, 
York 17, N 


Address Box N-669, 








| BERS, to handle as sideline our 


100 East 42nd St., New 





SALES REPRESENTATIVE 


Wanted for Fast Selling Cylinder Night 
Latches and Door Checks, calling on jobbers, 
building dealers, hardware supply stores, etc., 
commission, advise territory covered, reference 


NEWAGE INTERNATIONAL, INC. 


521 Fifth Avenue New York 17, N. Y. 














NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Pa. 
Branch Offices 
New York @ Philadelphia @ Detrolt 
Cleveland @ Louisville 
Covering all classes of jobbers. We will carry 

the accounts or you can bil! direct. 
Write for further information and references 








SALES REPRESENTATIVES 


ON HARDWARE AND PLUMBING JOB 


(faucet repair stem) Fill, long-felt want, fits 
95% of all faucets in use. Packed in one-dozen 
easel display box. Liberal commission. Address 
Simplex Faucet Company, 10506 Madison Ave 


nue, Cleveland 2, Ohio 





SALES REPRESENTATIVES 


To sell Sterling Sliding Door Hardware and 
Casement Hardware to Builders’ Hardware 
Dealers and Lumber Yards. Liberal Com- 
missions. Exclusive Territory. 


STERLING HARDWARE MFG. CO. 
2345 W. Nelson St., Chicago 18, Iilinois 











MANUFACTURER'S 
REPRESENTATIVES 


To sell high quality line—LAWN TOOLS—to 
Wholesale Trade. Give territory presently cov- 
ered—other lines handled. 
Address Box N-692, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 








SALES REPRESENTATIVES 


To sell complete line of Hand and Compressed Air 
Insecticide Sprayers and Hand Dusters for Manufac- 
turer to Hardware and Seed 4 Old Line 
Company. Protected Territories Open, Good Commis- 
sion. Representatives must be established with 
Allied Lines. 
Address Box N-697, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y 














ATTENTION 
MANUFACTURERS AGENTS 


ESTABLISHED MANUFACTURER _ DIS- 
TRIBUTING THROUGH ELECTRICAL, 
HARDWARE, AND MILL AND MINE 
SUPPLY JOBBERS CAN USE REPRESEN- 
TATION IN SOUTHERN MICHIGAN, 
NEW ENGLAND, AND UPSTATE NEW 
YORK. EXCELLENT SIDELINE. 


Address Box N-699, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 














Buy Savings Bonds 











| dences 100° 


WANTED: 
TO HANDLE 


in wide demand. 


MANUFACTURERS AGENTS 
NEW SPECIALTY PRODUCT 


Proven fast seller—plenty re 


peat business. Sales aids furnished. State ter- 
ritory covered, other lines handled. Address The 
Transglo Company, Little Neck, New York 





| —s Aeecounts Wanted =! 





CALLING 





Faucet Insert | 





|_.. 357 Westminster Street, Providence, R. |. 


MANHATTAN SALES CO. 


FACTORY SALES AGENTS enjoying excellent 
volume with the wholesale hardware and paint 
trade of New England and Canada. 

Available for additional lines with offices, dis- 
play rooms and warehousing 

We invite your inquiries 











MANUFACTURERS’ AGENTS 


covering the Midwest States, selling over 350 custom- 
ers including Hardware Jobbers and Hardware Chains 
Automotive Jobbers and Ketail Chains, Electrical, 
Plumbiag and Novelty Jobbers, Department Stores 
Mail Order Houses, Drug Chains — Manufacturers 
who sell outside products thru their Retail Deater 


seem 
LANE COMPANY 
624 sourn. MICHIGAN AVE., Sprenes, iLL. 
Tel. Harrison 7-6354-55 

















PENNA.—NEW JERSEY—MARYLAND 


We want a highly specialized line to sell. We 
cover better retailers and jobbers of MHard- 
ware and Farm Equipment, establishing and 
servicing dealerships. Write 


SYNCO—COMMERCIAL TRUST BLDG. 


PHFPLADELPHIA 2, PA. 














ESTABLISHED WELL RATED COMPANY 


OF WISCONSIN DESIRES REPRESENTA 
TION for reliable manufacture for Hardware 
or Mill Supplies to sell to wholesale trade in 


Wisconsin, Upper Michigan, and Chicago Ad 
dress Box N-709, care of Harpware Acer, 100 
East 42nd St., New York 17, N ‘ 


EXPERIENCED SALESMAN SELLING A 
TOP CONSUMER LINE direct to Hardware 
Housefurnishing - Sporting - Department 
throughout the six New England States seeks One 
Other Established Consumer's Good Line that is 
tops. Commission—closed territory basis. Only 
substantial established lines considered Confi 
observed. Address Box N-604, care 


of Harpw ark Ace, 100 East 42nd St., New York 


117, N 





LINE WANTED 


MANUFACTURER'S REPRESENTATIVE ESTAB- 
LISHED (THREE MEN) CONTACTING HARD- 
WARE, HOUSEWARE JOBBERS AND DEPART- 
MENT STORES IN METROPOLITAN NEW YORK 
SEEKING ONE OTHER VOLUME LINE 


Address Box N-703, care of a rt shag AGE 
100 East 42nd St., New York 17, N. 








ERS REPRESENTATIVE, 24 years’ 


Stores | 


ACCOUNTS WANTED MANUFACTUR 


successful 


selling—entire State of Wisconsin contacting Re 
tail Hardware—Department Stores —Paint Deal 
ers and Industrial Accounts--Experience covers 
Hardware, Mill Supplies and Tools, Industrial 
Brushes and Paint Brushes Interested in one 
or two good lines for entire concentration. Can 
furnish references and records proving sales suc 
cess Address Box N-691, care of HARDWARE 


AGE 100 East 42nd St., New York 17, N. Y 


(Classified Opportunities continued on page 256) 
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} Accounts Wanted 


Il 





\RE YOU GETTING COMPLETE COVER.- 
AGE IN METROPOLITAN NEW YORK CITY 
OUTSIDE OF MANHATTAN? Specialist offer- 
ng intensive coverage hardware, housewares, toy, 
jobbers, Brooklyn, Bronx, Long Island and Met- 
ropelitan New Jersey seeks One or Two Staple 
Lines Address Box N-700, care of Harpw ARE 
\cr, 199 East 42nd St., New York 17, N 


LIVE WIRE SALES 
AND DISTRIBUTORS covering New York 
Metropolitan Area, selling Dealers and Jobbers, 
lesires One More Good Hardware or Tool Line 
Address Box N-712, care of Harpware Acr, 190 
Fast 42nd St., New York 17, N. Y 


ORGANIZATION 


MANUFACTURER'S REPRESENTATIVE 


raveling Metropolitan New York, New Jersey, 
East Penna., Delaware, Maryland and Washing- 
ton, calling on Wholesale Hardware and House- 
ware for 13 years. Have two established lines 
and 120 regular active accounts. Can use an- 
other Good Line with Merit. Write Post Office 


Rox 270, Georgetown, Delaware 


ACCOUNTS WANTED. 
TURER’S AGENTS—TOOL SPECIALTIES, 
Established 1932. Covering all jobbers and whole 
salers in Hardware, Plumbing, Mill Supply and 
Lumber Yards. We cover /isconsin, Iowa and 
Minnesota. Additional Tool Lines or Fastening 
Specialties desired. 
Harpware Acar, 190 
17, N 


MANUF 


East 42nd St., New York 


INTENSIVE COVERAGE 
LEY, New York State. Three Salesmen, Ag- 
gressive Manufacturer’s Representative and Dis- 
tributor will represent High Quality Volume 
Lines. Now calling on 500 accounts each month. 


Warehousing and Shipping F acilities if desired. 
Address Atlantic States Sales Corp., Union 
Square, Poughkeepsie, New York 


Address Box N-683, care of | 








MANAGER AVAILABLE — 


Former execu- 


tive head of diversified wholesale-retail hardware 
business and of manufacturer-wholesaler of build- 
ing materials seeks New Permanent Connection 
in any location Splendid record in all phases of 
management and operations. Complete resume on 
request Write Box N-708, care of HARDWARE 
Acr, 190 East 42nd St., New York 17, N , 


POSITION WANTED EXPERIENCED 
HARDWARE MAN in all branches of the 
business retail and wholesale, experience in store 
departmentizing and display work, sign and 
show card experience, capable as dept. or store 
manager, wish to locate in Michigan, Northern 
Illinois or Indiana. Address Box N-675, care 
of Harpware Acr, 100 East 42nd St., New 
York 17, N. Y¥. 
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CAN YOU USE THE SERVICES of An Ex- 
| sonnel Hardware Salesman—at present employ- 





j ed but seeking a change—salary not essential. 
Best of reference and background—locate any- 
where—full information on request. Prefer Tools 
and Machinery. Address Box N-693, care of 


| — arE Acre, 100 East 42nd St., New York 17, 


HARDWARE 
in Wholesale and Retail 
| and Builder’s Hardware, 
Cordage, Electrical, Cutlery, 
| Sundries and Sporting Goods. Interested in 
| responsible position with Wholesaler or Chain 
| anization. Age 33, married, college graduate. 
} 


BUYER-—-10 years’ 
Buying of Heavy 
Housewares, oys, 

Plumbing, Paint 


experience 


Shelf 


Address Box N-694, 
42nd St., New York 


7, &. 


100 East 


POSITION WANTED. EXPERIENCED 
HARDWARE MAN with over thirty years’ ex- 
perience as salesman, then owner and operator of 
a successful retail store desires position as Buyer 
in wholesale hardware house or as factory rep- 
resentative for hardware or sporting goods lines. 
Best of references. Southwest part of Country 
preferred. Address Box N-670, care of HARDWARE 
Ace, 100 East 42nd St., New York 17, N. Y. 








care of Harpware AGE, | 
- 


| B. . Opp ; aki a) 








MERCHANDISE WANTED 
CLOSEOUTS! DISTRESSED MDSE. AND 
DISCONTINUED NUMBERS 


FOR IMMEDIATE CASH! No Quantit# too 

large. Quick action! Call or Write 
FAIRLEY TRADING CORP. 

88 University Place, New York 3. N. Y. GR. 3-5824 











| 
| 
| 
| 
| 
| 


HUDSON VAL- | 





HARDWARE STORES WANTED 


Anywhere jin the U.S.A. 
Substantial Cash Buyers Waiting 
No obligation to list with us 


GOLDEN BUSINESS AGENCY 


Est. since 1918, Founded on Fidelity 








|_ 2525 BROADWAY, NEW YORK 25, N. Y.I | 





Positions Wanted | [Business Opportunities 





7th Ave., 


FOR SALE — HARDWARE 


| STORE in Miami. Due death partner selling 
one of Miami’s finest hardwares including new 
building (which contains two other stores i 
two apartments), stock, fixtures and equipn: 

All for $50,000.00. Address Boyd’s, 7500 N Ww 


Miami, Fla 





AND PAINT 








FOR SALE—HARDWARE STORE 


40 years established, good location in Central 
Brooklyn. Famous for Variety of Hardware, 
Housewares, Paints, Electrical Supplies and 
Giftware. Excellent Store Arrangement. Fin- 
est goodwill. $55,000.00, at least 50 per cent 
eash. Owner retiring. 

— N-714, care of a et agg AGE 





East 42nd St., New York 17, N. 











A-1 LARGE MODERN HARDWARE 


and Appliance store doing good business 50 miles from 
Detroit on US112. New modern glass front with 75 
display windows, departmentized with all new fixtures 
and displays. Only Hardware in town and has been 
selling Hardware for over 100 years. Owner selling 
business, stock, fixtures and building. Owner going tr 
Contracting Business. 
Address Box N-7I!, care of Sr. AGE 
100 East 42nd Street, New York 17, ¥. 














AVAILABLE FOR LEASE — 
IMMEDIATE OCCUPANCY 


Downtown Los Angeles on South Broadway 
across street from world's largest Newberry 
store; brick building of five floors above ground 
floor and basement. Ground floor space if 
desired. Total area 36,000 sq. ft. excluding 
ground floor. Equipped with both freight and 
passenger elevators. Location ideal for many 
types wholesale distributing, retail furniture 
and house furnishings, zoned for light mfg. soft 
goods. Excellent long term lease can be made 
by right party. If interested, please contact 
us at once. Address Box N-705, care of Hard- 
ware Age, 100 East 42nd St., New York 17, N. Y. 

















|INVENTORS 


IF YOU WISH TO PROTECT 
YOUR INVENTION 


YOU SHOULD TAKE STEPS 
TO PROTECT IT BY A U. S. PATENT 


Whether an invention is p con be sub ially 
| determined by a search of the U. S$. Patont records. With- 
| | out obligation, write for information explaining the steps 
| you should take to secure a patent. 


GEORGE B. OUJEVOLK 
} Registered Patent Attorney 
509 FIFTH AVENUE NEW YORK 17, N. Y. 


hi 














His Hardware Age 
Ad. Brought Results— 


"As a Manufacturers’ Representative, 
getting the HARDWARE AGE is oa 
necessity, especially in view of the fact 
that | have secured several desirable 
lines through the Advertisement | 
placed in the AGE in December. With 
best wishes for your continued success 
Sincerely yours, 


A Satisfied Advertiser 
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STEVENS LEVELS & 
sell themselves! 


gi5 **e, Sold by 


on leading jobbers 





FOR STEADY VOLUME - SURE PROFITS 
ini biti AND NO DISTRESS MERCHANDISE 





% Columbian Vises 
are the standard for 








strength, workman- STOCK BULL o~< WIRHLINE 
ship and ha THE “ay 
ability. Columbian 
Vises offer your cus- Picture Hangers, Cup Hooks, Push Pins, Draper 
th test > P Y 
a” ag mee Hooks, Kitchen Hooks, Closet Rod Brackets, 
onl economical in no —"~ Sash and Friction Locks, Coil 
equipment. types ire, Picture YVire. 
jour distabaor | | Rriced to satisfy you - and your customers 
THE COLUMBIAN VISE & MFG. co. TATE 251 CAUSEWAY STREET 
9017 Bessemer Ave. Cleveland 4, ©. 
E. H. CO. BOSTON, MASS., U.S.A. 





¢ GREAT NECK SAW MERS., iwc. - Mineola, N.Y. « 


ENGINEERED QUALITY TOOLS SINCE 1919—at popular prices Nationally Advertised Products 


© hack saws © hand saws _p e keyhole saws © hack saw frames 
© panel saws © mitre saws wd | © coping saw frames © coping saws 
© pruning saws © wood chisels ) | © screw drivers © compass saws & nests 
e block planes © fore planes 4) yi © jack planes © smooth planes 
FOR ACTION SALES... a ; SEE YOUR JOBBER IMMEDIATELY! 














\ ! DISTI \ ( Tl VE ll A RD WA R k CABINET aanailill a vols TRIM 


| BUILDERS HARDWARE « CABINET LOCKS 
a ALL FROM J SOURCE SCREWS AND BOLTS ¢ SASH HARDWARE 


















a: i oe COMP AN Y ROCKFORD @ ILLINOIS 


NATIONAL 











Keep In Touch With The “OPPORTUNITIES” In The Trade — 


Hardware manufacturers, manufacturers’ agents, jobbers, jobbers sales- 
men, retailers and retail salesmen all use the medium that covers and con- 
tacts the hardware trade most thoroughly—Hardware Age. They know that 


There Are Many Business Opportunities In The Classified Section 


of this widely read trade publication. Hardware Age has been the recog- 
nized leader for bringing buyer and seller, employer and employee to- 
gether for many years. Use it and see if results do not justify every claim. 


HARDWARE AGE, (Classified Opportunities Dept.) 100 East 42nd St., New York 17, N.Y. 
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. . IF YOU SELL MOWERS 
SELL THE FINEST! 


Sturdy, lightweight aluminum chassis. 

duty TIMKEN BEARING Spindle. Revers- 

ible, one-piece. spring steel blade. Ball 

bearing wheels with semi-pneu- 

matic tires. Adjustable, tubular 

steel handles. 4-cyele  air- 
cooled engines. 


AVAILABLE IN TWO 
POPULAR SIZES— 
18" cut, 1.6 h.p. 
20" cut, 2 h.p. 
Dealers, 


Air-Electric Machine Co., Inc 


DEALERS 















Heavy 


Jobbers write 


, Lohrville 3, la. 














The only water system with LIFE-LOK 
—most effective selling feature in water 
system business. 


BURKS EDUCER converts Shallow 
Well System into Deep Well | 
System. Same pumping unit for 

both. These powerful money makers 
deserve investigating. Write — 
















SAWHORSE BRACKETS 


SET UP OR TAKE DOWN 
WITHOUT NAILS OR BOLTS 


2” x 4” FOR LEGS 








Timesaver for contractors, builders, painters, 
paper hangers. 
COLORFUL COUNTER DISPLAY PACKAGE SELLS 


Display it on your counter. $] 50 





Retail $1.50. Slightly higher 
in West. Order from your 
jobber or direct from us. 


GRAND HAVEN STAMPED PRODUCTS CO. 
GRAND HAVEN, MICHIGAN 


NOR-SURF .. 


BRAIDED NYLON 
Oa SURF fel g 
WF @ TROLLING LINE 
















Take advantage of customer preference with 
NOR-SURF! Packaged 6 50-yard connected 
spools... 24, 27, 36, 45, 54, 63, 72 lb. tests. 
Permanent sand color. This coreless, soft- 
braided Nylon Line has no objectionable stretch 
... long life! Also on tubes of 400, 500, and 
1000 yards ... same Tests and quality! 


WORWICH ne COMPANY, INC. 
















re : saan 2am 
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GENERAL 


CLEANOUT AUGER 
for Home Plumbing Needs 


Sells on Sight to All! 


Suggested Retail Price, 8’ unit: $1.10 ea. 


® Sturdy, Quick, Easy-to-Use 
Works where Chemicals Fail 
Every Homeowner a Prospect 
Eye-stopper Display Box 
Sells on Counter or Sheif 










For steady, proht 
business, get enet 
Cleanout Auger Displa 
Unit TODAY! Pack« 
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GENERAL WIRE SPRING CO. 
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ELEY 


SHOTGUN SHELLS 


Attractive Prices 


HIGH BASE 


LONG RANGE LOAD 


LOW BASE 

FIELD, TRAP, SKEET LOAD 
World for 12-16-20 GAUGES 
80 Years ATTRACTIVE PRICES 


S. E. LASZLO 


IMPORTER 
25 LAFAYETTE STREET 


Internationally 
Famous 
All Over the 


BROOKLYN, N. Y. 
Since 1933 





) LFROTARY 
4 POWER MOWERS 


PRICED TO 
RETAIL FOR 


' 100" 


4 
ae : 

? Airfoil shaped blade gives smooth 19” cut to fine 
lawns with ease. The HOMKO Rotary Mower is the latest develop- 
ment for cutting high grass and weeds. A maximum of SAFETY, 
STRENGTH, and LONG LIFE is obtained from the ALL STEEL 
GUARDS AND FRAME. Powered by the latest VERTICAL TYPE, 
DIRECT DRIVE, NATIONALLY KNOWN, 2. H.P. 4-CYCLE ENGINE. 


DEMAND DEPENDABLE HOMKO—TRULY A QUALITY PRODUCT 


MANUFACTURED BY 


WESTERN TOOL & STAMPING CO. 


THE LEADER IN THE POWER AND HAND MOWER FIELD 
2725 SECOND AVENUE DES MOINES 13, IOWA 





A PROFIT DEPARTMENT 


= HYDE 
TOOLS Fon PAINTING & DECORATING 





PUTTY 
KNIVES 
and 


SCRAPERS . 


Rt 


Hype orrers f | 


A sturdy wood display cabinet for faster moving Hyde 
Putty Knives and Scrapers—at no cost to you—with 
allowance for a 50% profit margin! 

Products include one each of the items on display; 
2 dozen putty knives (stiff and elastic, 144” blades) ; 
15 scrapers in 3”, 344”, 4” and 5” blade widths. Stor- 
age space contains complete assortment. 


HYDE 


MANUFACTURING 


COMPANY 
SOUTHBRIDGE 
MASS., U.S.A. 


39 items 


Suggested Retail Price: $40.44 
Cost to Retailer: 26.96 


$13.48 


Total quantity: 


PROFIT 
(50% on cost) 


Order tuday from your jobber. 


The BEST STOVE ot 
the BEST PRICE 


GIVE YOUR CUSTOMERS EXTRA QUALITY 
GIVE YOURSELF EXTRA VOLUME 


Seven models...each boasting extra value features 
...including spacious storage cabinets... smoke-free 
Blue Flame burners . 

rounded corner design 

and gleaming enamel 

finish on heavy gauge 

steel. 


Stove Division @ Erie Ave. and F St. @ Philadelphia 34, Pa. 
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$40.44 
26.96 


$13.48 


jobber. 








